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— not only hype, but reality

e 59% of large

II‘ enterprises indicate
that Cloud solutions
are already used in
their companies*

"

Further growth expected:

21% of the remaining
respondents say that
their companies plan to
use Cloud solutions in
the future
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79% of the respondents
consider Cloud Computing
to be important for the
business success of their
companies.

There is no single way of adopting the Cloud, but the way seems to lead via Hybrid Clouds
(currently lowest share of users, but highest potential)

Public Cloud* 26%

Private Cloud*

Hybrid Cloud*

32%

Potential: 62%

23%

9%

Hl Already in use

Bl Plan to use < 12 months
Don’t plan but consider

[ Don’t consider at all

Don’t know

Source: TNS Infratest Online Survey Q1 2012 on behalf of SAP with 601 respondents of large enterprises from US, UK, Germany and B
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What is the essence of the Cloud?
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— the shift to the Cloud accelerates

70%
63%

“Through 2016, Hybrid-Cloud o0%
becomes the enterprise platform of  sox
choice — a transitional platform,
however, en route to a future

50%

40%

dominated by public and private 30%

clouds.” 20%

“By 2016, 75 percent or more of 0%

NEW enterprise IT spend will be

Cloud-based or Hybrid.” o ; 2 5

® On-premise
Cloud / On-premise (hybrid or highly-interwoven deployment)
® Cloud-based (pure-play)

Source: Saugatuck Technology, 2012 Cloud Business Solution Survey, Global, N-228 (Feb 2012)
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Increasingly focus on business process
Innovation

Forrester identifies the following trends, valid for companies in more mature and
industrialized IT markets in North America and Europe:

1. Companies improve core

New :
. . . . Insights and New customer
business processes with new collaborative Real-time decisionsupport _ €ngagement
processes processes

SaasS functionality

P4

Sourcing Production Sales Service A goqal
media

2. Companies are using cloud
services for new, innovative

technologies ¢ ‘L
3. Companies subscribe to cloud el e B Reachnew ~ Moble
services to improve business EE
' ' Virtual
user satisfaction Compliance ity

Source: Forrester Research, The Changing Cloud Agenda, Holger Kisker, Ph.d., April 24, 2012

© 2012 SAP AG. All rights reserved. 5




the Cloud Strategy

While cost considerations remain an important element of any cloud business plan,
ClOs need to build their strategy around existing assets and complement these
assets with new, innovative business functions from cloud service providers that
can be quickly implemented to increase business agility.

Together with their business partners, ClOs should identify B2B processes that
could benefit from cloud collaboration services and build an ecosystem of industry

and IT partners that are able to build and operate such a collaborative business
platform.

Source: Forrester Research, The Changing Cloud Agenda, Holger Kisker, Ph.d., April 24, 2012
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SAP’s cloud strategy - do we play today?

Software as a Service v
Focus cloud :

Platform as a Service v
areas

Infrastructure as a Service

Enabling Virtualization v
on-premise
for the cloud Hosted on-premise P

v Active participation Q Partner
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SAP addressable workloads are in different stages of cloud
maturity

Saas penetration (2010) Note: *Select security segments that
40% 1= . are ready for cloud (e.g. email/web
security) have widespread adoption,
Team while other security segments have
collaboration much lower adoption; website
penetration reflects estimate for PaaS
and laaS penetration, as SaaS-based
website solutions are uncommon.

S

$20B
software
revenue
(2010)

High

Cloud-readiness

Source: Forrester; Gartner; IDC; Spiceworks; ABI Research; Bain cloud computing survey, April 2011, n=494; Bainanalysis NYC Bain Cloud Computing POV vfl Jul 2011 25
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Meeting the Cloud

SAP will deliver the next generation Cloud:
with a “mobile first” development approach
and to support greater
business flexibility and agility
as an embedded, integral part of our product design

Additionally:
, exchanges and

for heterogeneous IT environments in addition to native point-
to-point integration with SAP solutions

, data models and processes across solutions
without losing flexibility and speed

SAP enables customers to solutions to the cloud
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— the shift to the Cloud accelerates

A cornerstone of SAP’s cloud strategy is to enable our customers to adopt
the cloud in an incremental, hybrid solution model

Protect and leverage existing investments

Support change without disruption

Provide customers with the best of both worlds

We are focused on delivering four high-value Line of Business solutions
(and cloud suites)
All solutions can be consumed at a company’s pace — “Loosely Coupled”
All solutions connect and integrate through open, Cloud-based integration for SAP and
3rd party Cloud solutions as well as existing on premise systems
All solutions can be tailored to customer’s needs, with industry-specific capabilities to be
added via extension frameworks without losing the virtues of the Cloud
Provisioning of out-of-the-box, extensible content and tools to simplify and accelerate
Cloud integration
Fully enabled ecosystem to support our customers in their adoption of the Cloud
We will continue to deliver full suites in the cloud
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SAP Speed

mobile

oy

cloud

i
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technology analytics
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The SAP product strategy embraces the Cloud
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SAP is strongly focused on Cloud Computing

SAP Cloud Solutions

Choose from a leading portfolio of cloud-based
solutions designed to work the way people do:
collaborative, mobile and insightful.

Built with one consistent
architecture, social and
scalable — leveraging

the full power of SAP HANA

& Cloud

(]
ol
¢
=
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The helps our customers to run better, faster

Designed Increased context-aware
More fluid Greater
SAP Cloud
Benefits
New Access to

More closely Speed up
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Focus Areas - Today

¥\ &
3 a

People Customer Money Supplier

Loosely Coupled, End-to-End Integration

Open Cloud Platform, Social, Mobile, Big Data
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SAP Cloud-based SME Portfolio

A single application Complete, adaptable
covering all Small On-Demand business
Business Essentials solution
For small businesses For midsized companies
seeking a single integrated seeking a complete solution,
solution to run their entire with limited IT resources and
business budget
10 to 100 employees 50 to 1000 employees
On-premise deployment On-demand deployment
Traditional licensing Monthly subscription
Go live in ~4 weeks Go live in 1~6 weeks
General industry functionality General industry
Available in 40+ countries functionality
Available in 9 countries
(2011)

© 2012 SAP AG. All rights reserved.

SAP Business ByDesign is mature and
stable
1,000+ customers

Companies with more than 500 employees
selecting SAP Business ByDesign

SME’s want to have choice of all
deployment models
SAP will continue to invest and evolve SAP

Business One in both solution architecture &
GTM

SAP Business One will become SAP’s small
enterprise cloud solution




Portfolio

Employee Central (EC) Financials OD Sales OD Sourcing OD

BizX Suite Travel OD Marketing OD + Service Crossgate and other

Global Payroll oD assets combined into one
Social Customer strategic play for B2B
Engagement OD Networks
Sales & Operations Supplier Infonet
Planning

Jam + StreamWork combined into one social collaboration platform for standalone use or in
conjunction with SAP Cloud and on-premise solutions

One Cloud platform (PaaS) with rich set of services for ecosystem to extend SAP solutions (also
accessible via 3 party PaaS like Cloud Foundry)

SAP’s cloud based integration technology with out-of-the-box content to integrate SAP solutions

Partnership with 3@ party integration technology providers as alternative to integrate non SAP
solutions (OP/OD)

SAP Virtualization enabling customers to run their SAP Business Suite in the cloud

Business ByDesign Offer Business One On Demand SAP Rapid Deployment Solutions
— sold direct and via channel — sold via channel (also provided through certified
partners)

SAP NetWeaver Landscape and
Virtualization Manager
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Each customer segment will adopt cloud at different
levels and in different forms

Early movers
@ @
T Transformational volving heterogeneity| If it pays
(11% of companies) (11% of companies) (12% of companies)

Average cloud penetration
(% of MIPS)

S0%

40

30

20

2010

aSe

Cloud already
captures large
share of wallet

2013

Average cloud penetration Average cloud penetration

Average cloud penetration

Slow and steady

(44% of companies)

Average cloud penetration

[% of MIPS) (% of MIPS) [% of MIPS) (% of MIPS)
S0% S0% S0% S0%
ELE! 40 40
04 n 0
6
204 20 12 20
Private
14 Private
104 10 i
5
2010 2013 2010 2013 2010 2013
Largest increase in Biggest opportunity Significant cloud Largest segment, but
cloud penetration for private cloud adoption expected, most opportunistic in
providers but towards lower how they adopt cloud

margin solutions

Source: Bain cloud computing survey, April 2011, n=494
NYC Bain Cloud Computing POV vfl Jul 2011 15

© 2012 SAP AG. All rights reserved.
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The Difference

Our solutions are “loosely coupled” — they can be consumed as you require, at
your own speed — to meet your specific business needs.
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SAP’s Strategic Cloud Themes —

Embracing social as a
primary channel to engage
with customers

Customer

Shifting focus from sales
efficiency to sales
effectiveness

Making the financial impact
transparent for any business
decision

Providing business context
for any financial decision

Aligning everyone with
company objectives

Empowering people to
take charge of their career

Tapping into networks of
suppliers to increase ,
efficiency, reach & access

Leveraging real-time @
insight from global
networks

Open Cloud Platform, Social, Mobile, Big
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2 In the cloud

Customers

Sales OnDemand

Full CRM — Sales, Service
and Marketing

Driving sales effectiveness,
team-based collaborative
selling e

N Uern TEl A
7 = o
L1

ot

Integration with ERP and s
CRM On Premise ;

Analyze and manage
customer sentiments through
social media like Facebook -

and Twitter = Social Customer
Engagement

OnDemand
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",‘ SAP Customer OnDemand

aees. P €0Ople-Centric Application

User Experience

EJ ) Microsoft
... Outlook
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. # 11in people management in the cloud

Employee Central

On-Premise; SAP HCM

Pre-built, packaged integration
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Business Execution — BizX business impact

: Strategic . :
Cost Savings ) g Productivity Business Results
Alignment
(15.2)% 2.9% 3% 1%
decrease in turnover increase in time spent average increase in revenue added
on strategic priorities productivity back to profit
137% 1 = 8+ weeks 49%
increase in internal faster communication increase in high
job fill rate of strategy performers
(13.8)% 17% 14%
decrease in low increase in people increase in project
performers getting the right training completion

SIEMENS  Allianz @ {:b}p Nestle' Gwid,, W« m

Over 3,500 customers and 15 million subscribers
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In the cloud

Built by SAP R/3 domain experts

Hundreds of live customers
worldwide

PS880 Financial Certificate
Issued by:

Deloitte. Z/ERNST&YOUNG

CQuality In Everything We Do

© 2012 SAP AG. All rights reserved.
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Central

Project

Management ’ ‘

S | Order . SAP, Procure
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v in the cloud

Suppliers
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Business Networks turn into a Competitive Advantage
It affects almost all [ines of business —from Procurement to Sales

Increasing Complexity of Network Best ~ mLaggards

Key drivers like emerging markets, mergers and

acquisitions, global span in supply chain 65%
: e 56%
Ever more business partners and subsidiaries
Legal rules and compliance specifications 339,
_ 21%
Accelerated Speed of Business
New product and services introductions; -
new SUpp“erS and partners Ability to collaborate Ability to collaborate
Request for rapid partner on-/off-boarding with network of key with network of key
suppliers customers

Right decisions in a shorter time frame needed

B2B Integration and Collaboration: Strategies for Building a ROI
Business Case, Aberdeen Group, June 2011

...thanks to an ever-more-globalized business environment, more large companies now see attractive market
opportunities beyond their borders, further highlighting the need to establish an efficient B2B infrastructure with local

subsidiaries and suppliers.
Gartner, 12 October 2010, Market Trends: Application Infrastructure and Middleware Software, Worldwide, 2009-2014

External
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Business Networks in Mining and Metals
With Cloud-based solutions connected to your existing applications

business pain points will be solved

- Business Value

Run procurement, finance and supply chain
processes like Purchase Order Collaboration
with Replenishment Order, E-Invoicing and
Dispatch Delivery with the suppliers, customers
and partners electronically

Prevent costly and time-consuming paper work
and manual efforts

Receive full transparency on your business
partners performance and delivery reliability

- Solution Offering

Access to an open, industry-optimized global
business network with 60,000+ companies

Deep B2B pre-integration for SAP Solutions
24/7 on-demand service with strong SAP SLAs
Fulfill global B2B standards and requirements

Processes, compliance, regulation, partner
interface changes regular updated by SAP

© 2012 SAP AG. All rights reserved.
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A Two-Tier ERP strategy is the quickest path to success
Add subsidiaries, joint ventures or acquisitions

Complexity of Processes

low

high

3rd Part &
y . = sap: Suppliers

Acquisitions
Agencies - o
’ - SAP Customers
Emerging “ <
Businesses P
/ Joint Ventures [\\\\7
Subsidiaries % 3rd Party
. .. >
Corporate Subsidiaries Ecosystem
“Tier One” “Tier Two”

© 2012 SAP AG. All rights reserved.



SAP Business ByDesign
References Customer

Reality Check:

N\a\\;\'_‘ucs Elale] Mobijg Ao
Restonarp | s - * “The market is ready” — Over 1,000
/ Up,

ject \ nagement | 1 1
e companies use SAP Business
\ L/ .

ByDesign.

%\S\\\_—\“

» Reference customers are convinced
and expand their usage.

waﬁgsésign"
< 2-Tier ERP Strategy* with SAP
Cloud Platform Business ByDesign in large enterprises

for Integration and Extensibility

-4 \ -
Genetypsc ® KUBRICH
VELUX- (-)WANXIANG
D code
mobilitymedia . @ Kerzen
o e .@ v mgthTguls’l‘Ness successfactors®
An SAP Company

APERAS ) ’-:I Dsusches

Personal Service m% GmbH

* Forrester Research ,October 2010 Report*,
Gartner ,Hype Cycle for ERP*“July 2011
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The

difference

Our solutions offer a consumer-grade user experience and are people-centric.

ToDo~
OVERDUE
212 DAYS

OVERDUE
146 DAYS

Manager Evaluation for Anup
Yanamandra

Manager Final Edit
1 of 4 Completed

Alternate Route User Step for
Bradley Mattick

Create/Update Your
Development Plan for Dmitri
Krakovsky

My Jam Groups

Most Active Update profile

Cx0 Tools

SFSF / Cubetree

Project Congo

SEARCH FROM

193 0

OPEN JOBS

JOB ALERTS
Create a Job Alert

2 e
Congo Product M 0 v
Intearations Saved Jobs

Applications Applied
See More in Jam (3 PPl pli
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My Info ~

Dmitri Krakovsky
VP, Global Product Management
g AT

Quick Links
Org Chart
Directory
Resources
Executive Review
Dashboards 2.0
Interview Central
Reviews

Home

Feed (20)

N You
] @ You @Phil Hughes Hoard you might be able to help with @Woodbrid
! I'l schedule a meeting for us to discuss.

Phil Hughes

Phil Hughes accepted your follow request

s the competitor on your

You

Competitor Bral e Check out the latest competitive deck by Competitive
Intelligence team!

Via You

x

Mike Summers
Account FutureVis Need references for meeting with Hubert tomorrow!
Via Mike Sum

*

bty Intatve Explan customer-centric

Sustainability Initiative = FutureVision v Explain customer-cent.

benofits




Change the Game: User Experience (DEMO)

SAP Customer Insight
3M completes manufacturing
expansion for Ultra Barrier Solar Film...
- Derek DeSciali, Global BusinessDevelopment
Lunch with John Manager for the 3M Renewable Energy Division,
M said: "This manufacturing expansion helps us su..

19 hours ago - Equilies.com

nternal prep for customer
Green Mile Inc ™ m

d ‘% Next 3 Months Q1D

Meeting at West summit

=" | A, y  2.84n

Af e

ACME, Almika,Belview Hospit

- ,
v ] Develope Value Proposition

SuccessFactors
26 /Q R 1 n Internal prep for customer visit
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Customers will continue to have
for along time

Early movers Late adopters

1 @)
Transformational volving heterogeneity Safe and sound If it pays Slow and steady
(11% of companies) (11% of companies) (22% of companies) (12% of companies) (449 of companies)
Average cloud penetration Average cloud penetration Average cloud penetration Average cloud penetration Average cloud penetration
(% of MIPS) (% of MIPS) (% of MIPS) (% of MIPS) (% of MIPS)
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2010 2013 2010 2013 2010 2013 2010 2013 2010 2013
Cloud  44% 49% Cloud  13% 42% Cloud  14% 26% Cloud 5% 19% Cloud 1% 10%
Virtual. 22% 21% Virtual. 27% 23% Virtual. 30% 35% Virtual. 24% 34% Virtual.  29% 40%
Trad. 34% 30% Trad. 60% 34% Trad. 56% 39% Trad. 71% 46% Trad. 70% 50%
Note: Numbers may not add up due to rounding
Source: Bain cloud computing survey, April 2011, n=494 NYC Bain Cloud Computing POV vfl Jul 2011 15
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Transformation path for on-premise customers

SAP enables customers to move their SAP ,on-premise” solutions into the cloud.

Public Cloud
Virtual Servers

? ? ? ? ? - ‘é'-hiéib—é'* Private Cloud
Physical Servers Physical Servers E
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The difference

All SAP cloud solutions will leverage and extend your existing on premise
investments, with a focus on end-to-end process management.

Money People Customers Suppliers Suites

One Cloud Platform, Social, Mobile, Big Data

On Premise Investments

© 2012 SAP AG. All rights reserved.




openness

SAP Extension

Custom App Partner App
SAP NetWeaver Cloud (PaaS) 3" Party PaaS
e,
- CLOUD
e B =§ FOUNDRY
S
& ==
2f2 =S
People Customers Money Suppliers
: 3rd Party .
SAP NetWeaver Cloud Integration Clouds 3 Party Integration Platforms

Your Business
On Premise
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Integration is Key to Achieving the Benefits of Cloud
Enables end-to-end Business Processes Across Cloud and On-premise

Order-to-Cash

SAP Cloud
Source-to-Pay
Recruit-to-Retire
Employee  Talent Sourcing Sales Non-SAP
Central Manage- oD oD Clouds

ment

Enterprise

Siebel Microsoft L |

On-Premise

Integration enables you to:
Consume rapid innovation delivered via the cloud
Leverage existing on-premise investments

© 2012 SAP AG. All rights reserved.




Additional Partnerships for Integrating to 3rd Party Solutions
Supporting Customer Choice

In addition to offering our own cloud integration platform, SAP will also support a partner
ecosystem (e.g. Boomi, Cast Iron, Mulesoft), to provide choice to customers that need
to integrate SAP Cloud solutions to 3rd party on-premise and cloud solutions

B Ooml WebSphere Cast Iron M 1vi “ ‘, o 7 l U ‘ﬁ
Cloud Integration

A b 4

Open Certification program for 3rd party integration platforms setup to certify their
connectors

Initial focus on IBM Cast Iron, Mulesoft, and Boomi: to be extended to others, in future

Start with Sales OD, but the program will be subsequently extended to other SAP Cloud
Apps
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Deploy with CONFIDENCE
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— OUR CLOUD STRATEGY

Focus on solutions that help customers manage their most important
assets: and

Design and deliver solutions as a
— Customers can adopt at their own pace and in their own way
— When used together, these solutions offer the value proposition of a suite

Offer (on-premise) to
support customers’ hybrid landscapes
Offer for our customers and partners to

create and run new apps in the cloud (and/or extend SAP cloud
solutions)

Continue to offer for mid-market customers and
subsidiaries of large enterprise (BYD) and small customers (B1
OnDemand)

© 2012 SAP AG. All rights reserved.




Thank you

Contact information:

Sven Denecken
Vice President
Cloud Strategy and Head of Co-Innovation, SAP AG

bwitktery @SDenecken
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No part of this publication may be reproduced or transmitted in any form or for any purpose
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Some software products marketed by SAP AG and its distributors contain proprietary
software components of other software vendors.

Microsoft, Windows, Excel, Outlook, PowerPoint, Silverlight, and Visual Studio are
registered trademarks of Microsoft Corporation.

IBM, DB2, DB2 Universal Database, System i, System i5, System p, System p5, System x,
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Informix, and Smarter Planet are trademarks or registered trademarks of IBM Corporation.

Linux is the registered trademark of Linus Torvalds in the United States and other countries.

Adobe, the Adobe logo, Acrobat, PostScript, and Reader are trademarks or registered
trademarks of Adobe Systems Incorporated in the United States and other countries.

Oracle and Java are registered trademarks of Oracle and its affiliates.
UNIX, X/Open, OSF/1, and Motif are registered trademarks of the Open Group.

Citrix, ICA, Program Neighborhood, MetaFrame, WinFrame, VideoFrame, and Multiwin
are trademarks or registered trademarks of Citrix Systems Inc.

HTML, XML, XHTML, and W3C are trademarks or registered trademarks of W3C®,
World Wide Web Consortium, Massachusetts Institute of Technology.

Apple, App Store, iBooks, iPad, iPhone, iPhoto, iPod, iTunes, Multi-Touch, Objective-C,
Retina, Safari, Siri, and Xcode are trademarks or registered trademarks of Apple Inc.

10S is a registered trademark of Cisco Systems Inc.

RIM, BlackBerry, BBM, BlackBerry Curve, BlackBerry Bold, BlackBerry Pearl, BlackBerry
Torch, BlackBerry Storm, BlackBerry Storm2, BlackBerry PlayBook, and BlackBerry App
World are trademarks or registered trademarks of Research in Motion Limited.
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Google App Engine, Google Apps, Google Checkout, Google Data API, Google Maps,
Google Mobile Ads, Google Mobile Updater, Google Mobile, Google Store, Google Sync,
Google Updater, Google Voice, Google Mail, Gmail, YouTube, Dalvik and Android are
trademarks or registered trademarks of Google Inc.

INTERMEC is a registered trademark of Intermec Technologies Corporation.
Wi-Fi is a registered trademark of Wi-Fi Alliance.

Bluetooth is a registered trademark of Bluetooth SIG Inc.

Motorola is a registered trademark of Motorola Trademark Holdings LLC.
Computop is a registered trademark of Computop Wirtschaftsinformatik GmbH.

SAP, R/3, SAP NetWeaver, Duet, PartnerEdge, ByDesign, SAP BusinessObjects Explorer,
StreamWork, SAP HANA, and other SAP products and services mentioned herein as well
as their respective logos are trademarks or registered trademarks of SAP AG in Germany
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All other product and service names mentioned are the trademarks of their respective
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product specifications may vary.

The information in this document is proprietary to SAP. No part of this document may be
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