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Fair Market Value License Negotiation Framework

Negotiation Factors*

Oracle’s ~ _ : SAP’s
Negotiating Scope and Duration of the License Negotiating
Perspective v" Need for the Copyrighted Works Perspective

v" Risk Acceptance

What is Oracle - — :
Giving Up? v' Competitive Relationship of the Parties Gaining?

What is SAP

v" Goals/Business Plans Related to the Copyrighted
Works

v" Expected Financial Benefits/Impacts
v" Values not Quantified

!

Amount That SAP Would be Reasonably Required to Pay Oracle at
the Time of the Infringement

* Consistent with Georgia-Pacific Corp. v. U.S. Plywood Corp.



PeopleSoft License — SAP Negotiation Factors

SAP’s Goals for New v' Offering PeopleSoft Maintenance is Step 1 of “3-

Offering Step Plan” to Convert Customers to SAP
SAP’s Expected Impact v~ Impact Oracle’s Return on $11.1B Investment by
on Oracle Taking PeopleSoft Customers
v SAP Increased Revenue Equals Oracle Revenue
Impact
SAP’s Expected v' $897 Million in Only 3 Years

Financial Gains v Expected Customer Conversions of 2,000 to 6,000

v SAP Expected Gains of $881M to $2.69B

ORACLE §
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“A Roadmap For PeopleSoft Customers to SAP”
- December 23, 2004 (Factor @
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“Safe Passage: Winning Customers and Markets from Oracle-
PeopleSoft-J.D. Edwards” — January 20, 2005 (Factors @ &@)

: The Goal

Convert approximately 50% of the PeopleSoft and J.D.
Edwards customer installations to SAP (100% of shared
customers)

* Disrupt Oracle’s ability to pay for the
acquisition out of cash flow

* Shrink their share of the application
market

Winning Customers and Markets From

Safe Passage:
Oracle-PeopleSoft-J.D. Edwards
January 20, 2004

CONFIDENTIAL
ANO 53AT SAIMNEOLLY = NCLLYWEOAMT TYIANITEMNOD LTHDIH

* Discredit their efforts to create a
next-generation application platform
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“TomorrowNow Integration Meeting”
— January 25-26, 2005 (Factor@)

TomorrowNow
Integration Meeting
25-26 January 2005

Business and Resource Planning (1)

Customer base for TNow Maintenance Services

Stephen Tseng 54 existing TNow customers, planned for 2005 including JDE,
up to in 2009

2000 joint SAP/PSFT customer as primary focus, covered in 2005

Scenario 1: customers in 2009 (2,5x original TNow planning)
Scenario 2: customers in 2009 {5x original TNow planning)

7
15:1 customers per Primary Support Engineer, 7 PSE per 100
7,5:1 customers per Development Support Engineer, 13 DSE per 100
PeopleSoft Enterprise One and World (30 FTE per 100 customers)
10:1 customers per PSE (in 2005/2006), 10 PSE per 100
5:1 customers per DSE (in 2005/2006), 20 DSE per 100
Assuming PeopleSoft Enterprise planning ratios for 2009

) SAP AG F004 THR of Pressntaton | Epcaker Nama | 24 T~ i ES R 5 m

UNITED STATES DISTRICT COURT
NORTHERN DISTRICT OF CALIFORNIA
Case #: 07cv-01658-PJH

PLNTF EXHIBIT NO. 0161

Date Admitted

BY:

Nichole Heuerman, Deputy Clerk
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PeopleSoft License — Oracle Negotiation Factors

Oracle’s Goals for
PeopleSoft Acquisition

Risk to Oracle’s
Investment in PeopleSoft

Oracle’s Expected
Financial Impacts

v

v
v

AN

Maintenance revenue stream from 9,920
customers

Doubles Oracle ERP worldwide market share

$11.1B investment including software and support
materials

Loss of exclusive rights to copyrighted works

At least 3,000 expected maintenance customer
losses

Oracle expected financial impact

January 19, 2005
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'Siebel Safe Passage Progr
— October 2005 (Factors

Siebel Safe Passage
Program Playbook

Summary and Strategy

1.1 Executive Summary

1.2  Recommended Launch Date
13 Pregram Objectives & KPI's
14
45

Messaging Strategy Overeew

ram Playbook”

16,

Chapter 1.0: Summary & Strategy
Siebel Safe Passage
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and e added buainsas
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o

migrate tem to mySaP CRM.

The opportunity k2 o move the 300+ SAP customers SAP and Slabal have In common and

a6 Faci or Ficfion

Marketing Activitios:

44 Taget Segmant Profiling

42 Preliminary marketing Mix Guidance & Cakndar
4.3 Rational and Flow of Tactics

44 Progam Marketing Activities
45 Twemarkeling Contact Strategy
Field Enabloment Assets:

51 Frogam Coment Dolivarables.
532 Sales Toals

53 Compotiive Summ:

54 Siabel Win Backs (cuslomers)

COMFIDENTIAL INFORMATICON SAP-OROOTI03IS3

UNITED STATES DISTRICT COURT
NORTHERMN DISTRICT OF CALIFORMIA
Cawe #: O7-covD1BSS5-PIH

PLNTF EXHIBIT NO. 0950

Dt Admitted;

[
Nichobe Heusrman, Deputy Clark

»  how the Cracle acquisition of Slebel valldabes thal SAP's sirateqy of emtemirise CRM
has been and contnues o be comect

+ N3t CUBIDMETS 3 o=manding INAUSTY SPECNc 2nd 10 nd DUEINEES [FCEE5eS on 3
piatform at s aglle and open

it Is Imporiant o sell e value that SAP brings to Mese tangeted customers and not slmpiy push
fthe financial Incentive of the program. Use the Safe Passage offier (icense credt, =ic.) 35 an
Incenttve o compel tham io take action.

The Sisnel 33fe DasEa02 Drogram s intended o make the migraton to Me 3AP piatform as
SMO0th and cost effectve a5 possible. Tnew‘rmmaafn'le offer are Duncied 1o create an
“onTime, anBudqet, onallle”™ Messae for

These are two primary strategies set for this Safe Passage pogram. These sirategies support the
evoiuEon happening within the CRM Industry today.
+  FIrs, In the SAP cusiomer base, SAR misst protct this base fom encoachment by
Oracle. Wih the Sienal acquisiion, Orace will have 3 new point of entry Into our
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“Business Case: TomorrowNow 2006”
— October 17, 2005 (Factors@ &@)

:Biz Opportunity - TNow Offering for Siebel

’::“m Klein, Christian PO=SAPOUELRORE 1/CH= RECIPFIEN TS/CN=0000000 50050)
?:m AIEH00E
t
& fmas, Jcar = The Siebel acquisition |s not expected to ciose untl early 2005
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o] TEATKEL Opporbunity suToundeg (e Siebelracie
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a0 ko o s Sobé ho prospective cusiomers
‘wit deuliich hermsusirechan, dass wir von HL 1 B3 HLZ BAME Hovenue on o L
‘ecoppein wed (1 100 1 2005 8 23,8 e 1 2906} = Particulary Slebel cusiomens using pre-7 S-verslons should
) - onrs . according bo Garmer weigh the Implications of moving off of
oo ! - Ten suppart within the next three years
W w das [ |
O Eurcpe - A5 result of e acquistion of St by Orack,
g it ohingl € w APA
- e 58% o 0 offer 3 way out of the uncertainties ansen oy
ceise, o=e SRspe

W o8 9 = The Mamenance ofenng — a key part of e Safe Passage
P S - Program and provided by Tomomowhow — can be used 3s
anabier for future llcanse revenue, o grow malntenancs
contract volume 3ken away from Oracie and to gencrate
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