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PLNTF EXHIBIT NO. 0371
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{ Fujitsu Siemens Computers (Germany)

1 ASML. Netherlands (Netheriands)

Zentr-invest KB (Russia)

<4 Vodafone Group (UK)

maceuticals (USA)
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With a lead success rate of 3,2% compared to a typical rate of 1 to 1,5% the following
campaign was conducted in the US, EMEA NEWS and APA in the time from June to
August 2006 (extended to mid September in Canada):

Ghisaiive Defer Oracle’s Q1 revenue and identify at risk business and attract
to SAP
Tactics Aggressive Tele-marketing and Direct Mail campaign aimed at

the Oracle Customer Base with attractive license credit and
TomorrowNow maintenance offers

» o 13 - - 3
Resuiis Organizations | Total | License | TNow Both
Called Leads | Offer Offer Offers
TOTALS 12.992 435 64 295 76
éﬂiﬂmmgﬁi‘g 1. Al numbers updated based on APA numbers update
. Total number of TNow leads on nextslides {379} is higher (#8) since some customers already engaging
with TNow but not app hed via the paign heard about the offering and asked for the same
conditions before signing the contract
a. Calling has been resumed in EMEA NEWS mid of October as the region didn't get any leads due to the
holid: Y R Its of callr P i h id be ilable soon
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= Total leads: total number of leads generated by the Q1D campaign (435}
= Offer 2 leads: total number of leads generated for offer 2 (64)
= Opportunities: total number of leads converted into opportunities (2 US and 2APA)

= Signed contracts: no contract signed yet
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Total number handed over by SAP: handed over by Telemarketing agencies fo SAP (379)
= Existing leads: a company the TNow AE had already been actively in contact with (16)

w Deals rejected by TNow: no product fit, no inferest, customer did not want a call, wants to stay with Oracle, inaccurate
lead information (154)

m Open leads: lead not assigned to an AE; qualified by Te!em_arketing first (62) ;

= Sales leads and opps: (132) includes in process leads {108 leads which have been assigned to AEs) and converted
leads (24 leads that have tumed info an opportunity; expected to be won) :

= Signed contracts: 15 new TNow customers signed via Q1D campaign, representing approx. € 3.1 million maintenance :

volume taken away from Oracle. Based on information available, the 24 converted leads could represent

an additional €1.2 million mainienance volume {aken away from Oracle .
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Behind plan or urgent open issue; project sponsor decision required
Behind plan or open issue; project management action required
;= According to plan and no open issues
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= | Trenwick America (USA)

Honeywell (USA)

1 Allied Bakeries (UK)

4 Laird Plastics (USA)

1 Mutual of Omaha (USA)

AFLAC (USA)

: Mortice Kern {Canada)

{ Ross Stores (USA)

Education Direct (USA)
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Status: October 31, 2006

YRS SESTRER BUSHWERETES W, $Ay
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Lost Maintenance for Oracle

Doubled cumulated yearly volume of sign

Qtios Q2/08 Q308 Q4/08

Furecast Acwiz

1014 1.051 1.0%0

Q1/06 Q206 07/06 08/06 09/06 10/06
TNow Pipeline

@ fees); approx. another € 5M lost maintenance for Oracle not reflected (: d by gotiations)

# of Deals in 2006 3% | 126 booked SP deals, 106 new TNow contracts and 55 TNow renewais in 2006
Below Forecast 10 due to lower charge backs exp jons and aggressive Oracle Lifetime Support

Revenue TNow & strategy -» Forced Oracle into maintenance fee battle
TNow Installed Base & Currently 28% of TNow’s customers are in addition SAP clients {incl. accordant cross selling potential)
TNow Pipeline & | TNow pipeline steadily i a
TNow involvement ok Current TNow involvement in active Safe Passage pipeline equals 22% (69 opportunities in total)
Cost TNow [:<3 In line with F t 10 (due to reduced marketing spendings in Q4)
Headcount [« Head t plan adapted rding to v b

- G 5 2

Q1/08 Q2/08 Q3/08 Q408 Qi/06 Q2/08 Qsne Q4106 Q106 Q2/06 07/06 08/06 0S/06 10/06

THow Ciients  folnitasqBAl Slane

328 319

133120 140140

Qi6 Q206 0706 0806 0906 Qtioe Q2106 Q306 Qdne Q106 Q2/08 Q3/08 Q4108
Safe Passage Plpdine TMaw invorernneit Forecust  sutuak Budget aowal
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Status Octlober 31, 2006
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« High performance for mass data
« Direct Database access

» Low performance requirements
= Using application Interfaces

Size of Installation

* No automatic data migration

Degree of Productization
Data Migration Complexity

low data volume
= Alternative In low cost countries

« Productized a for

« Migration of historical and In-process data

+ Less complex data migration requirements
» No historical data, no In-process data

{BAPIS, IDOCs, Direct input, Batch Input etc.)

* Appropriate when business objects have

objects

Free of Charge

V 8 All Data Migration Tools and -Content free of charge

Separation of Tool and Content
Y % AllData Migration Content available Service Marketplace
# One common Tool for ali Data migration techniques

‘“Tool shipped with the product
& Data Migration Tool included within Standard Shipment

Data Migration Services

¥ Training, Expert Services, Consulting
© SAP AG 2008, Tie of Presenlalion/ Spesker Name / 16 TRE W
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When conducting a financial review for TomorrowNow the following two aspects have
to be considered:

# TomorrowNow on a Stand-Alone basis, as well as

# Safe Passage implications

* Baseline Approved
. F ind. Oracle Disruption C:

© SAP AG 2006, Evalustion Baseline TomorrowNow / Carsten Hoeger / 20 bt e
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Source: Tnow :
@ SAP AG 2005, salesforce.com vs, SAP CRM on-demend TNow comparison/ 23
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* Time including re-ogin and re-navigation in order to see the new task In the opportunity page

Source: Usability Lab
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: Tnow

Source

W
~

d TNow

d

com vs, SAP CRM
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