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Business Case:
TomorrowNow 2006

Board Area: Gerd Oswald

Status: October 17, 2005
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Global Set Up / FTE per Region (cumulated) Key Achievements
Gained market visibility and credibility, especially in EMEA 
and APA
TomorrowNow installed base grown to 108 customer 
contracts, 39 new customer contracts (e.g. Yazaki, Waste 
Management, ArvinMeritor, Borders Group) and 21 
renewals (e.g. Cowlitz County, Quad Graphics) within the 
first 9 months of 2005 (renewal rate > 90%)
Joint demand generation process and campaigns
Signed first contract outside the US and generated global 
references
Strong increase of average deal size:
Stand-alone  € 42K      € 70K; Safe Passage  € 138K
Maintenance Contract Volume taken away from Oracle 
grown up to € 22.8M by end of 2005 (doubled contract 
volume of newly signed and renewed TomorrowNow deals)

Financial View 2005 (in € Mn)Contracts per Quarter & Region

TomorrowNow Key Performance Indicators 2005
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Financial View 2006 (in € Mn) Financial View 2007 (in € Mn)

Business Outlook

Safe Passage Pipeline (bundled deals)
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TomorrowNow Pipeline (stand-alone deals)

Weighted Pipeline Q4 2005 / 2006:

243 Opport. * 74% Win Rate * € 70K Avg. Deal Size = € 12.6M
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* Additional budget revenue booked within CSO: Adjustment on bundled deals that were not posted as external revenue in TomorrowNow (but charged internally)

? ?

SAP-OR00250207



© SAP AG 2005, Thomas Ziemen, Service Solution Management

BC TomorrowNow 2006: Executive Summary, Reason 

As a result of he acquisition of PeopleSoft by Oracle, SAP launched the Safe Passage Program for customers also running PSFT and 
JDE to offer a way out of he uncertainties arisen by this acquisition
The Maintenance offering - a key part of the Safe Passage Program and provided by TomorrowNow – is used as enabler for future license 
revenue, to grow maintenance contract volume taken away from Oracle and to generate addi ional maintenance revenue for SAP
The PSFT’s / JDE’s customer base consists of 12,500 customers, approx. 2,000 joint  SAP/PSFT customers which build SAP's market 
opportunity
Student Administra ion and Customer Rela ionship Management identified as two new Business opportunities
Growth opportunity reinforced by newly announced “Oracle Lifetime Support” with significant uplift of Maintenance fees 
Expected revenue growth till 2008

In order to continue the successful establishment of TomorrowNow according to strong expected grow h of the Off-Oracle Maintenance 
Business, the additional Budget (€ 8,55M) and FTEs (123) for 2006 have to be approved

Motivation for and description of business case (BC):

Review 2005 and Base of Operations for 2006:
Key Achievements 2005:

Expected growth of TomorrowNow installed base up to approx. 160 customer contracts (started with 68 at beginning of 2005)
Expected Maintenance contract volume of approx. € 11,5M (doubles to € 23M Maintenance contract volume taken away
from Oracle). This order entry has to be supplied in 2006
First steps taken to establish TomorrowNow globally according to Business Opportunity (EMEA: UK, NL and APA: Singapore in
addition to the existing seven US locations; foundation of TNow subsidiary in Australia in preparation)

47,4 61,1
22,6

12

25
32

2006 2007 2008

Revenue (in Mill.€)

Profitability (in %)
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BC TomorrowNow 2006: Executive Summary, Impact

Market Potential of TomorrowNow
160 TNow new customer contracts and renewals expected for 2005
400 TNow new customer contracts and renewals expected for 2006
Appr. 240 TNow stand-alone opportunities after Oracle announcement of Lifetime Support
Strategy with significant uplift of Maintenance fees for PSFT customers
Appr. 300 bundled Safe Passage opportunities (status September 2005)
Expected maintenance revenue taken away from Oracle for 2005: approx. € 23M
Expected maintenance revenue taken away from Oracle for 2006: approx. € 66M

How does this BC support SAP's strategy and Board area strategy?
Safe harbor for PeopleSoft and JDEdwards customers
Leverage service as competitive weapon in order to restrict competition
Support SAP’s strategy to grow and secure Maintenance revenue
Strengthen global market position and increase global market share 
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Impact of “Doing Nothing”
Miss the unique increased opportunity to take away Maintenance revenue from Oracle,
reinforced by the newly announced “Oracle Lifetime Support Program”, and to encounter
Oracle’s new Maintenance strategy
Other software vendors might provide a safe harbor initiative and win advantage over SAP
SAP to lose potential maintenance and license revenue as well as customers

Other
none

BC TomorrowNow 2006: Executive Summary, Impact

No breakdown per region    

Development/Field Resource Impact (if approved by FLT)(incremental)
No Development / Field Resource Impact

Committed Revenues by Region/by Product (incremental)
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BC TomorrowNow 2006: Incremental P&L overview for 2006
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BC TomorrowNow 2006: Incremental P&L overview for 2007/2008
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Safe Passage – Update by September 30, 2005
 

               
        

                  
                
                   

       
             

                  
  

KEY MESSAGES:
Safe Passage pipeline steadily increasing since April, demand generation in execution in all regions since May
28 booked deals with net software value of € 36.9M
TomorrowNow installed base grown to 101 customer contracts, 31 new customer contracts and 19 renewals within the first 
8 months of 2005, 298 opportunities for 2005 (successfully executed demand generation program in EMEA and APA)
In total € 8.9M maintenance contract volume taken away from Oracle within the first 8 months of 2005 (doubled contract 
volume of newly signed and renewed TomorrowNow deals)
TomorrowNow ready for global delivery: Successfully established TomorrowNow locations in EMEA (Reading, UK; 
Amsterdam, NL) and APA (Singapore) in addition to the existing seven locations in North America, start preparation of 
foundation TNow India

SAFE PASSAGE PIPELINE: # OF CUSTOMER CONTRACTS (TOMORROWNOW):

CUMULATED YEARLY MAINTENANCE VOLUME 
TAKEN AWAY FROM ORACLE (in €M):

22,8
15,2

8,55,1

Q1/05 Q2/05 Q3/05 Q4/05
Actual Forecast

8,9* * 8 Months Actual
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74
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Actual Forecast

101*
* 8 Months Actual
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PARTNERS:

Development Partners                          Status
HCL in progress
Wipro in progress
iWay (development cooperation)            in progress
Bristlecone (development cooperation) in progress

Service Partners (Roll-Out)                  Status
Infosys in progress
Satyam in progress
HCL in progress
IBM                                                  planned
Bearing Point planned
Cap Gemini planned
Wipro planned

SAFE PASSAGE PIPELINE: Demand generation in execution since May

Safe Passage – Deals for Migration/Integration by September 30, 2005

SIGNED SAFE PASSAGE CONTRACTS:
28 deals with net software value of € 36.9M

Oracle FI08/05South AfricaPublic Sector Company
PSFT

PSFT
JDE
JDE
JDE
JDE
PSFT
PSFT
PSFT
JDE
PSFT
PSFT
PSFT
JDE
JDE
JDE
JDE
PSFT
JDE
PSFT
PSFT
JDE
JDE
PSFT
PSFT
JDE
JDE
PSFT/JDE

08/05USAPBM Nutritionals

08/05GermanyRotkäppchen Sektkellerei GmbH
08/05USAAida America

08/05GermanyOrgamol (BASF subsidiary)
08/05SpainYA.COM

06/05USAGoodyear
06/05USAPacific Gas
06/05USAHome Depot
06/05USAConocoPhillips

09/05UKSSL

TNow

03/05South AfricaThe Land Bank

06/05USACiber
06/05USATriQuint
06/05USAForest City
06/05GermanyAltana Chemie AG
06/05PhilippinesUN LAB
06/05USAAmgen
06/05talyUnigrà S.p A.
06/05UAEAl Gurg Group LLC
06/05GermanyVeka AG
05/05MalaysiaTelekom Malaysia
04/05MexicoFemsa Empaque
04/05GermanyYazaki Europe*
03/05USASamsonite Corp.*

03/05USAThe Timken Company
03/05GermanyWinkhaus Data GmbH
02/05USAWabash National Corp.
DateVolumeCountryCustomer

KEY ACHIEVEMENTS MIGRATION/INTEGRATION:

Tool and content development planning for 
scope 1 and scope 2 delivery finished

First demo scenarios and presentations at 
Sapphire Copenhagen / Boston and other 
customer events
Selection of key development partners and start 
of reseller/development contract negotiations
Start of field & partner enablement program
Start of lead generation program based on Safe 
Passage pipeline

*  Global win announcements published
** Multi-million Euro deal, volume to be verified 
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Safe Passage – TomorrowNow by August 31, 2005

Successfully executed TNow Demand Generation Program in EMEA 
central and nor h, Australia / New Zealand and South Asia
164 Opportunities
TNow Installed Base: 101 Customer Contracts 
31 New Customer Contracts within the first 8 Months of 2005
In total € 4.4M newly signed Maintenance Contract Volume taken away 
from Oracle (doubled total Contract Volume) 
19 Renewed Contracts within the first 8 Months of 2005

Successfully established TNow locations in EMEA (Reading; UK, Amsterdam; 
NL) and APA (Singapore) in addition to the existing seven US locations
(Bryan, Pleasonton, Denver, Dallas, Houston, Atlanta, Canada), start 
preparation of foundation TNow India

08/05Information Handling Services Group*

07/05Quad Graphics

06/05City of Atlanta

06/05State Of Georgia Employees‘ Retirement Systems

07/05Municipality of Anchorage

04/05Alameda Contra Costa Transit

04/05Praxair, Inc.

04/05Heritage Valley Health System

08/05City of Flint, Michigan*

06/05Norwegian Cruise Line Limited

06/05Eagle Family Foods, Inc.

06/05Manitowoc Company, Inc.

06/05Veolia Water Indianapolis

DateVolumeCustomer

RENEWED TOMORROWNOW CUSTOMERS (SAMPLE 
CONTRACTS FROM Q2/Q3)

KEY ACHIEVEMENTS TOMORROWNOW GLOBAL SET UP

No08/05Barrie Hydro Distribution, Inc.*

Yes06/05North Carolina State University
Yes07/05Sybase, Inc.
No07/05Diamond Cluster
No07/05J.W. Harris
No07/05Carrols Corp.

Yes05/05City of Huntsville
Yes05/05Computer Associates
Yes05/05Sybase, Inc.

Yes04/05Providence Health System
Yes04/05Empire District Electric Company

Yes04/05Yazaki Europe Limited

06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05

03/05
02/05
02/05
Date

YesUniversal Studios, Inc.
YesArvinMeritor, Inc.
YesSummit Technology

NoSaint Barnabas Corporation
YesAmerican Council on Education
YesCiber, Inc. 
YesTriquint Semiconductor, Inc.
YesRobert Half International
YesUniversity of Massachusetts
NoSafeway Stores
NoSeattle Public Schools
YesEpiphany Marketing Software, Inc.
YesDana Corp – HVIT
YesCapital Group Companies, Inc.
YesRolls-Royce North America, Inc.
YesS RVA, Inc.

YesSuburban Propane Partners
NoNorstan, Inc.
YesWabash National Corp.
SAPVolumeCustomer

NEWLY SIGNED TOMORROWNOW CUSTOMERS 
(TOTAL CONTRACT VOLUME € 2.2M)

KEY ACHIEVEMENTS TOMORROWNOW BUSINESS

* New in August 2005

REDACTED

REDACTED
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Global Organization and Management

TNow Board of Directors
Andrew Nelson / Greg Tomb / Mark White

TNow President & CEO
Andrew Nelson

SAP TNow Global Biz Owner
Thomas Ziemen

TNow Americas
Entities / Offices:

• Bryan (USA)
• Pleasonton (USA)
• Atlanta (USA)
• Denver (USA)
• Dallas (USA)
• Houston (USA)
• Cornelius (CAN)
• Sao Paulo (BRA) - planned for 2006

Employees: 
70 by end of 2005
120 by end of 2006

TNow EMEA
Entities / Offices:

• Amsterdam (NL)
• Reading (UK)
• Munich (D) - planned for 2006

Employees: 
19 by end of 2005
56 by end of 2006

Bryan

Pleasonton

Atlanta

Denver

Dallas

Houston

Cornelius

Sao Paulo

Amsterdam
Reading Munich

Sydney

Singapore

Bangalore

TNow APA
Entities / Offices:

• Singapore
• Sydney - planned for 2006
• Bangalore - planned for 2006

Employees: 
8 by end of 2005
48 by end of 2006
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Biz Planning – Revenue & Margin (2004-2008)
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Bundled Deals (Charge Backs based on Corporate
Service Agreement)

Stand-alone Deals (External Revenues)
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Margin 32%25%15%0%0%

+75%
+217%

+112%

+28%

+79%

+9
1%

+30%

2,0

10,5

23,6

47,4

61,1

Increase Revenues from 2005 to 2008 by 582%

Increase Profitability up to 32% by 2008
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* Based on Standard Maintenance Fee of 20%
** Oracle is already uplifting fees for many PSFT customers to 22% by re-negotiating

support contracts and is expected to officially announce this increase in the near future

20,0%

22,0%

24,0%

20,0%

Year 1-5 Year 6 Year 7-8 Year 9+

Biz Opportunity and Pipeline

SAFE PASSAGE PIPELINE
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ORACLE LIFETME SUPPORT FOR PSFT/JDE

+10
%

+10
%

Increase of Maintenance Fees (5-1-2 Strategy)*

**

Approx. 2,000Joint SAP/PSFT Customers
4,546- JDE World Customers

3,965- JDE EnterpriseOne Customers

7,576JDE Customers
5,891PSFT Enterprise Customers

12,864PSFT/JDE Customers
PSFT/JDE CUSTOMER BASE

MAINTENANCE REVENUE TAKEN AWAY FROM ORACLE

5,1
8,5 10,8

22,8
1,7

1,2

1,6
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30% of prior License (Bundled Deals)

Doubled TNow Contract Volume

in €M

* Estimates

*

SAP-OR00250219



© SAP AG 2005, Thomas Ziemen, Service Solution Management

Oracle Lifetime Support

17,0%

19,0%

21,0% 21,0%

17,0%

20,0%

22,0%

24,0% 24,0%

20,0%

22,0%

24,2%

26,4% 26,4%

22,0%

16,0%

17,0%

18,0%

19,0%

20,0%

21,0%

22,0%

23,0%

24,0%

25,0%

26,0%

27,0%

Year 1-5 Year 6 Year 7 Year 8 Year 9-

Source: CMI, 2005

Lifetime Support: Compared to SAP’s 5-1-2 Maintenance Program, which was 
introduced back in June 2004, Oracle's Lifetime Support is a me-too offering structure 
at higher prices.

 

 
 

Mainstream 
Maintenance

(17% Standard
Maintenance Fee)   

Extended
Maintenance

(+2% Additional Fee)  
 

Customer-Specific
Maintenance**
(17% Standard

Maintenance Fee)

Extended
Maintenance

(+4% Additional Fee)

 
 

 

Premium Support
(20%/22% Standard*
Maintenance Fee)

 
 

 
 

Extended Support
(10% Uplift

on Standard
Maintenance Fee)

 
 

 
 

Extended Support
(20% Uplift

on Standard
Maintenance Fee)

 
 

 

Sustaining Support**
(20%/22% Standard
Maintenance Fee)

*: PeopleSoft’s standard support fee has been 20%. Oracle is already uplifting fees for many PeopleSoft customers to 22% by re-negotiating support contracts 
and is expected to officially announce this increase in the near future.

**: SAP Customer-Specific Maintenance and Oracle Sustaining Support include limited support scope
(No support packages, which include tax, legal, regulatory updates; no fixes and security alerts; only pre-existing problem solutions).
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TomorrowNow Customer List

No08/05Barrie Hydro Distribution, Inc.
No09/05Borders Group, Inc.*
Yes09/05Olin Corp.*
No09/05State Of Texas Dept. Of Info Resourc
No09/05Susquehanna Pfaltzgraff*
No09/05United Space Alliance*
Yes09/05Waste Management, Inc.*/**
Yes09/05LexMark International, Inc.*
No09/05Nitta Casings*

Yes06/05North Carolina State University
Yes07/05Sybase, Inc.
No07/05Diamond Cluster
No07/05J.W. Harris
No07/05Carrols Corp.

Yes05/05City of Huntsville
Yes05/05Computer Associates
Yes05/05Sybase, Inc.

Yes04/05Providence Health System
Yes04/05Empire District Electric Company

Yes04/05Yazaki Europe Limited

06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05
06/05

03/05
02/05
02/05
Date

YesUniversal Studios, Inc.
YesArvinMeritor, Inc.
YesSummit Technology

NoSaint Barnabas Corporation
YesAmerican Council on Education
YesCiber, Inc. 
YesTriquint Semiconductor, Inc.
YesRobert Half International
YesUniversity of Massachusetts
NoSafeway Stores
NoSeattle Public Schools
YesEpiphany Marketing Software, Inc.
YesDana Corp – HVIT
YesCapital Group Companies, Inc.
YesRolls-Royce North America, Inc.
YesSIRVA, Inc.

YesSuburban Propane Partners
NoNorstan, Inc.
YesWabash National Corp.
SAPVolumeCustomer

TNow Installed Base 2004  68
39 Newly Signed TNow Customers (Total Contract Volume € 3.1M)
Status October 14, 2005

* New in September 2005    ** € 1.4M in non-refundable revenues over the next 5 years

Selected Highlights:

REDACTED

REDACTED REDACTED REDACTED

REDACTED REDACTED REDACTED

REDACTED REDACTED REDACTED

REDACTED REDACTED REDACTED

REDACTEDREDACTEDREDACTED
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Safe Passage Customers
Signed Safe Passage Contracts
30 deals with net software value of € 40.9M
Status October 14, 2005

PSFT/ORCL09/05USAApplied Materials
PSFT09/05UKSSL
ORCL (FI)08/05South AfricaPublic Sector Company

PSFT

PSFT
JDE
JDE
JDE
JDE
PSFT
PSFT
PSFT
JDE
PSFT
PSFT
PSFT
JDE
JDE
JDE
JDE
PSFT
JDE
PSFT
PSFT
JDE
JDE
PSFT
PSFT
JDE
JDE
PSFT/JDE

08/05USAPBM Nutritionals

08/05GermanyRotkäppchen Sektkellerei GmbH
08/05USAAida America

08/05GermanyOrgamol (BASF subsidiary)
08/05SpainYA.COM

06/05USAGoodyear
06/05USAPacific Gas
06/05USAHome Depot
06/05USAConocoPhillips

09/05USAInformix

TNow

03/05South AfricaThe Land Bank

06/05USACiber
06/05USATriQuint
06/05USAForest City
06/05GermanyAltana Chemie AG
06/05PhilippinesUN LAB
06/05USAAmgen
06/05ItalyUnigrà S.p.A.
06/05UAEAl Gurg Group LLC
06/05GermanyVeka AG
05/05MalaysiaTelekom Malaysia
04/05MexicoFemsa Empaque
04/05GermanyYazaki Europe*
03/05USASamsonite Corp.*

03/05USAThe Timken Company
03/05GermanyWinkhaus Data GmbH
02/05USAWabash National Corp.
DateVolumeCountryCustomer

*  Global win announcements published
** Value Contract

Selected Highlights:

SAP-OR00250222
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Biz Opportunity – TNow Offering for Siebel
CURRENT SITUATION

The Siebel acquisition is not expected to close until early 2006
Oracle will l kely expand its Lifetime Support with significant 
uplift of maintenance fees for Siebel customers but so far 
Oracle has not provided road maps for support and 
enhancement plans
Gartner recommends that other CRM vendors take 
advantage of the uncertainty surrounding the Siebel/Oracle 
event, as it may freeze some purchase decisions by current or 
prospective customers
Particularly Siebel customers using pre-7.5-versions should 
according to Gartner weigh the implications of moving off of 
support within the next three years

59%

33%

6% 2%

USA

Europe

APA

RoW

CUSTOMER ANALYSIS

The Siebel customer base consists of 4,000 customers, (including 
large number of joint SAP/Siebel customers) and presents a huge 
market opportunity

Total Revenue by Region

RELEASE / MAINTENANCE STRATEGY

Support for Siebel applications will continue until 20012
Siebel’s Standard Support fee has been 20%. Oracle will l kely try 
to uplift fees for many Siebel customers to 22% by re-negotiating 
support contracts

CONCLUSIONS
As a result of the acquisition of Siebel by Oracle, SAP may 
enhance the Safe Passage Program for customers 
running Siebel to offer a way out of the uncertainties arisen by 
this acquisition
The Maintenance offering – a key part of the Safe Passage 
Program and provided by TomorrowNow – can be used as 
enabler for future license revenue, to grow maintenance 
contract volume taken away from Oracle and to generate 
additional maintenance revenue for SAP
Market / Customers are already requesting SAP to offer 
SafePassage/TNow Services, especially for Joint SAP/Siebel 
Customers (e.g. Unilever)
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Feasibility / Due Dilligence – TNow offering for Siebel

Technical Evaluation by Third Party Siebel Professionals

Standard 3-tier Architecture with a consistent Data Model through the last 5 years
CRM only but complex industry solutions, no mission critical regulatory issues
Lower Support efforts through “CRM only Solution” and clear and consistent Data Model and 
Architecture

Estimated Resources / Investments provided by A. Nelson  

8 product lines covering 37 products
3 Sales People, 1 per region (NA, EMEA, APA)
24 Support People, 8 per region (NA, EMEA, APA)

Recommendation

Prepare TNow organization to offer Siebel maintenance support in 2006
Case by Case Approach Leveraging Net(net) for contract pre-assessment and renegotiation channel,
running Siebel Safe Passage prospects through a qualification process

REDACTED
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Biz Planning – TNow Offering for Siebel

1,5

5,8

11,9

1,9

4,4

8,1

0

2

4

6

8

10

12

14

2006 2007 2008

Revenue
Cost

in €M

20010040Customers
(cumulated)

50
62

58
34

27
15

Headcount
- Total
- Average

32%25%-27%Margin

Approval to offer Maintenance Services provided by TNow for
Siebel Customers
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