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Safe Passage:
Winning Customers and Markets From
Oracle-PeopleSoft-J.D. Edwards
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“We knew that you would make a move...but not like this. Great strategy, great
?%acqza.sztmis? toast to you.” S

"~ “This is a great opiwn for mzd-market compamec.. Jyou will see some tractton
*!(m this.” |

Bruce Ric_hardson and Jim Sheppard, AMR

- “Brilliant strategy. TomorrowNow was a great acquisition. Congratulations.”

Barry Wilderman, Meta Group -

“Oracle did not see this coming. Their strategy is like Project Green all over
~aguin. You put them into a tough spot to mtzonalz:;e their strategy and |
- position.”

:_ ‘Acquiring ' Tomorro wEVow was a great move. T he increase m customers
[based on our calls] independently looking at them as an alternative for

- support has been dramatic over the past three weeks. The strategy On mtgmt
:_ﬂami mamz‘wsance is solid and very well tlzouglzt through.”

o Yvonne Genovese' and Le Gells"_,hv_ ‘ cker, Gartne

THRE SEST-RUN BRSIRESLES RON Sap w



$7J0 €93ed $700 XILd

ATNO STIAT SAINHOLLY - NOILYWHOANI TVILNIAIANOD ATHOIH

L6¥66200 JO-dVS

- Q: “This strategy is very similar to what Microsoft did with
Project Green - which they have recently backed away from. Why
'»%,woaid y(m not learn from market history?”

- Gartner Analyst

“Because we are not Mzcrosoft we know applications and they

ffdon t. We know tkat we Cdan do zt »

- John Wookey, SVP Application Development

- “The real question is where do you [PSFT customers] want to be
.in 2008 with your business and your products.”

- Joshua Greenbaum, EAC

THE REST-RUM BUSIRESSES RUW SAR w
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-~ “In one of the first skirmishes, SAP AG is rolling out a plan to woo PeopleSoft
_users...wary of Oracle’s plans. Oracle, meanwhzlc , formally launched its

effort...”

David Bank, Wall Street Jo'urnal

“Even as...Larry Ellison was reassm'mg customersf, SAP was laying plans to
_lure those customers away.’

~ Akweli Parker, The Philadelphia Inquirer

- “Larry Ellison...real goal is for those customers to migrate to ‘Project

Fusion’...SAP, too, can promise support and a migration vision.”

Demir Barlas, Line56

“Ellison took shots at his przme compet:tor.‘..tlemdmg SAP s software as |
| propmez‘fwve . To z‘hat SAP off cials say hoowash > |

Ca"' yn April, VAR us

o a THE BEST-SUK BUSINESSES RUN sap w
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B

B

ORCL announces “Fusion” application strategy with
no architecture or details

In addition, ORCL promises continued support and
innovation for five product lines

Therefore, uncertainty remains among customers

Even’tually, every ORCL customer must migrate to the
“Fusion” product

ORCL-forced disruption extends SAP’s Ieadershlp
opportunity

TRE BEST-RUEN RUSIKESSES BUN AR w
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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

= Discredit their efforts to create a
next-generation application platform

THE SERT-BUN BRFIRESSES RUN SAP W
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initially focus on our largest joint SAP-PeopleSoft customers in the US
® Syndicate in Europe and Asia within next 3-4 weeks

® Second wave to target legacy JDE customers in the mid-market
B At any time, any customer can choose to become a “joint customer”...

Customer care is the entry point for the discussion
H “Adopt” our clients’ PeopleSoft and J.D. Edwards installations
B Provide terms that support clients’ migration on their time scale

Nurture the customer into a migration discussion
B NetWeaver to extend current investments

® Create a customer focus on platform advances and business process
innovation

Maintain our Leadership positioning and message

B Educate analysts and press with to gain their support and undermine
Oracle’s story

Execute aggressively in the Field
B Engage with top clients and partners »

B Support Account Teams with a drumbeat of sales messages, materials,
and expert resources

THE REST-ANN BUSINESSES BRUNM Sap m
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SAP will offer full product maintenance and support for all PeopleSoft and
J.D. Edwards products, and provide that support through TomorrowNow, the
leading third party support provider to the PeopleSoft/JDE installed base.

Product
Standard mySAP ERP user license with 17% maintenance

Promotional Offer

Upgrade existing PeopleSoft/JD Edwards licenses to MySAP ERP licenses, which include:
» PeopleSoft/JDE maintenance '
¢ SAP NetWeaver use rights

» PeopleSoft product maintenance which includes access to PeopleSoft migration and
integration packages and tools when available

Additionally, Partner Community to provide the local, hands-on tools, services and experience

- in successful upgrades to SAP solutions

Terms

« Standard mySAP ERP terms and conditions

* Based on previous PSFT investments as a contribution toward the SAP license(s) as per the
same terms and conditions of the R/3 Upgrades (conversion credit)

= Standard discounts apply
= Normal annual maintenance due upon contract completion, prior to PSFT conversion credit

FHE DELY-NEN RUSINMESSES RUN Sap w
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o Including PSFT Enterprise; PSFT EnterpriseOne; PSFT World

Investment Protection
Service Portfolio

Safe Passage
Interoperability
Optimization of Support
Save of Service Spendings

Business Innovation
Incremental Deployment
Increased Value
Functional Enhancements
Composite Applications
Innovative Solutions

Take Control of Your Future
Higher Efficiency

Reguced TCO

Optimized Processes

Trusted advisor '
Reliability

THE BESY-RRN BYUSIKESSES NuK sap
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Our Safe Passage timeline is a continuation of the Safe Harbor program,
now phased to drive aggressive execution that keeps Oracle in a reactive,
defensive mode | ‘ '

Safe Harbor \ Safe Passage

SAP Advance
Press/Analyst Briefing

QOracle Customer

CeBIT? Oracle FY Close
Possible Follow-up
Announcement with IBM

Event (1/18) Oracle Anal E 1/28
SAP Safe Passage racle Analyst Event ( )
Announcement SAP Earning Announcement (1/26)
(1/19) ,

SAP Engagement
with Top 100
Global Clients

AR R NN NN AR AN AN A NN ANAT NS SR RN NN NIRRT .

SAPPHIRESs
presence at
IBM
PartnerWorld

THE MESYT-RUM BUSINESSES BUN Sae
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Global Fortune

= Establish ESA

N

ESA strategy and migfation plan

"ATNO S3AT SAINHOLLY - NOLLYWHOAN! TVILNIAIANOD ATHOIH

1000 (General) roadmaps - NetWeaver-led shared services strategy
Shared = Negate
SAP/PSFT/ Oracle “FUD" | ESA-lgd, NetV\/eaver—epgbled plan’g/subsidiary
Global ORCL ¢ migration offering that finishes the job of Corporate
) accounts | about SAP Financial and HR systems integration with plant-
Manufacturing platform level JDE
Leaders direction + Vertical GTM programs with PSFT’s strongest
partners (e.g., IBM in Life Sciences)
« For Discrete Mfgrs industry segments, SAP
Mid-market IDE h ' support for XE, coupled with “simulated pilot”
. eavily capabilities, migration planning resources, and
Manufactl{rlng penetrated = Plan to preferential licensing :
Value Chains installed base: migrate to » For Process Mfgrs industry segments, introduce
OneWorld XE ‘ ’ SAP in 18-36 SAP Asset Management bundled with SAP
( newor L | AS -
oya /400 — months Support for XE and SAP NetWeaver to enable 3-
Installed Base, iSeries users way lifecycle management (asset owners,
Select PSFT) operators, 3-party maintenance)

Leverage IBM routes to markets and incentives

Other Focused Targets include Project/Service Industries, Local/State Government and
Select Regions (e.g. ANZ) and Products (HCM)

THE BEST-RUN BURINESSES RUN &AP w



$7J0 71 933ed $+700 XILd

-ATNO STAT SAIANYOLLY - NOILYWHOANI TVILNIAIINOD ATHOIH

90666200 HO-dVS

Bovhaps 173 thaee pas Freoonsdneed
Forw Faopwirsaft 1 oiisgdte,

Eapesiaily wacy 1% v g
Fepporirst Xy Vo opIR.

Voiire & lnrmes BeopiaS o8 clniatmer 857 405 IhAT m23
you shoulilbi sy Tatarg Kracks caxymiad™ -
i sy i :

S R E R a4 e S N VPR 4T

Poemitic
irecna e
bt ehioveb gy

s st SR B e ngu 2 A LRl e w281 SRR T g b

B o cov ot or caihon vttt aaty 4 ek Coam Noran it s o e

-y t

P

IS Comtrit o AF sa s bratmentrme

Global Launch Feb

Landing

B MySAP ERF: Feftwere for Your Indosiry, Your BUsiness, | wewems
i il

ot T ot e
Yous Futura. [ rsiyeneya
Ao

bt 2 v T 7 G o B0 1P

%, KWt Hut tarpae,

nilwee

o o
TomrCCurun W Uit

o

sty
hmmrer A ¢ kY, A

SN A T VRS
i,

o Dt b

svmbacn s
A e

R

Outbound
Telemarketing

THE BEST-RUN BRUNESSES RUNM AP ©




$7J0 €1 933ed $+700 XILd

- AINO STAT SAINHOLLY - NOILYIWHOANI TVILNIAIANOD ATHOIH

10666200 Jd0-dVS

Eﬂﬂ Edt  Yew Favortes Jools v
ez - &M A {&PSeard'\ ‘¥% Favorites @ Media %; B &

} Agdress ;@ https:ffentportal.wdf.sap. corp: 1443jirj{servietfprt/portalfpriroot/com,sap. portal.navigation.portaliauncher .defauit?NavigationTarget-=ROLES%3AHportal__contentg’com.sap.sen.sa& m

: g

Compethive intefigence PSFTADE

Valuable Offer for SAP Customers Running PeopleSeft and JO Edwards Solutions:

# SAP has defined a clear roadmap for migration to best-in-class business software, as well a services-orlerded platform to drive business
innovation via next-generstion applications fike mySAP ERP. Customers trenstioning to mySAP sofutions will receive a conversion credt

® Customers wif gain the immediete integration benefits from SAP NetWeaver which will allow them to extend the life of their existing
investments in PeopleSoft and JD Edwards.

B SAP, through s newly announced acquisition of TomorrowNow, will assume responsiiity for meirfenance, service, and support issues
across customers' SAP and PeopleSoft/dD Edwards environments.,

a A complimentery 2-Dav Techniaal Micretior Anslysis will be otfered for PeopleSott and JO Edwerds customers.
® AE/Selling Tools: Prepare for customer meetings with the Sefe Passage press release snd a list of FAQs.

Customer Refersnces:

& Meny companies have transitioned from their existing business software solutions to SAP to provide them a more distinct
compettive advantage, Reference these SAP successes when compeling egainst PeopteSoft, JD Edwerds and Cracle. Reference Shides,
Success Storles. . are also Included If avallable, View in slide show to access the links to these addiional documents. For addtional
information on customer references, please conlact your iocal customer reference program,

Pressfanatyst nfortnation;
2 Find a complete overview of efl impartant press refeasses since the first oﬂe;'pg from Oracle in a PeopleSoit-Oracle Timeline.

= Understand hovs the merket is respondirg to this buyout end how i views SAP as the leader, providing strong salutions in this era of market
consoidation by reeding the press coverage. Much has been writters onthe success and fallures of scquistions and, mast importartly, the
disruption caused to customers.

& ‘Whet are the key cuestions snd snewers refaled ta mergers and scuuisitions in the software industry and read the lefest ansdysts’ coverage
and press guotes about Oracle's hostie takeover of PeopleSoft.

319 Local intranet i

TEE BEST-BUR BUBINESSES NUN Sap
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On Hand for Announcement

¥

Press Release

Press Call Transcript

Conversion Credit Program

Analyst Briefs

Press Quotes

FAQ for Field (8 pages)

FAQ for MDs

6 SAP/PSFT Customer References

9 SAP/JDE Customer References

5 SAP/ORCL Customer References
ORCL/PSFT Timeline & Analysis (54 pages)
Battlecards for PSFT E, E1, World and
Oracle

Project Fusion First Take Analysis

Coming Next Week
Target Account Lists and Profiles
Sales Scripts / Talking Points
Email letter templates

Customer Success stories

Sales Discussion Guides
TomorrowNow profile

Tele scripts

Analyst Briefs

Customer-facing PowerPoint’s
Further Project Fusion analysis
Updated Sales Guides reflecting Project
Fusion realities

Sales Success Stories
www.sap.com updates

DS THRUAT LRI BT GBI T T

§ \What are the ke guestionss anu sngwers refated 1o mermers ard acaustions, in the software industry and read the fatest araiysts’ coveraas

Weekly*email push

end press qudtes shout Oracle's hostits takeaver of PeopleSott.

r-H @ Loﬁ_al intranet

THE BEST-RUN BUSIMESSES BUR AP W
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Giobal Marketing providing

by joint team

program management
Integrated Offering (NetWeaver + mySAP ERP + Support) managed

Focarriag Werkagr TR

Balla r'ao

Hest

§12nd Drat avviv on Tuecday. Montor Oracle
i arvoxcemens on Toens fr crent chd
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Safe Passage:

Winning Customers and Markets From
Oracle-PeopleSoft-J.D. Edwards

Appendix
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upport
Leo Apotheker, Chair
Managemery;t Steering Shai Agassi
ommittee
Gerhard Oswald

Marty Homlish

nne McCarthy
Ziemen :

Offering & Messaging

Scott Lutz  Mike Wendell Thomas Ziemen Peter Graf
Thomas Baur Costanza Tedesco Bill Wohl

Sales & Marketing
Execution

Mike Wendell Steve Mann , Chris Clarke Thomas Ziemen
Thomas Baur Denise Leo Orilnbar Greg Peay

AR / PR Execution

Bill Wohl Chris Clarke Rick Stockton

THE BEST-HYMN CHRIMESSES RUR SAP W‘
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Information s

Regional prime contacts:
(ERP / Netweaver)

Global Alignment Team :

haring :

NA - Mike Wendell
APA | JP - Simon Dale
EMEA — Phillip Booth

GERPlI -Thomas

Baur / Markus Thurner

NA — Keith Peterson / Mike Wendell (Pilot)
AGS — Thomas Ziemen

-BSG = - Uwe Simon
Legal - Jochen Scholten

GERPlI —Thomas

SMI / ERP Homepag

Baur / Markus Turner

e

THRE BESY-BUN BUSIRNESSES BYM SaAR
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s

Offer Overview in SMI 1/18 Offer Messaging and Details- C. Clarke/M. Lewin
S. Lutz

AE FAQs 118 Content- M. Wendell C. Clarke/M. Lewin

Customer References 1/19 NW- O. Inbar - C. Clarke/B. Pleibel
ERP- TBD

Scenario Migration and 1/19 One Voice Editing- J. Kalfel D. Frauenfeid

Integration Briefs

Fact Sheet 1/19 IDC Analysis- S. Mann S. Mann

Sales Response Line Briefing 1/26 Offer Messaging and Details- O. Wagner
S. Lutz .

Sales Briefing Webcasts 1/26 , M. Wendell

Top 50 Customer Profiles 1/26 Top 50 List- M. Wendell K. Peterson

Sales Script (Talking Points) 1/26 Offer Messaging and Details- M. Wendell
S. Lutz o

Thank You Letfer 1/26 Offer Messaging and Details- D. Leo
S. Lutz

Full Sales Kit (Sales Discussion 2/3 All of the above E. Sander

Guide, Competitive Guide,

Customer Successes)

e THE Mm»mm BUSIRESEES RUM AP ®
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SAP SAFE PASSAGE PROGRAM

FREQUENTLY ASKED QUESTIONS
iat iy the Offering?

What is the p offerand b {1

MySAPERFLBcensa‘" for PeapleSolt
Standarg wySAP ERP user license.

% Srrdard SAS Nettieaver user license fncluded it mySAP foense)

M IDE prosuct maish support via Tomomowiow which ineludes access 1o
migration 304 integration packages and ois when avaiishie
S”&HMPMMWNMMMM hands-on tools, servicey and

P n = o SAP sohsi

What are the terms of this eifer?

This is being provided in confuncion with a mySAP convervion. A customer witt boerse 2 mySAP
ERPorw!u snlmn vnces SAP terros s:'vd SAP ol provide 2 mySAP

nvestm 1 with the SAF Fcense{s) as per the teerms
andommelwﬁl!upgﬂmm

Vhat is SAL'y Safe Passone Compann?

What is 3AP's key message with the Sals Passage Campaign and whe are wae
targeting?
Ssh Passege is for SAP cliers with active & nP oft products e,
Weavid) at the andler plantidadsion fevel. 'hemammm\nmmev
duliveris Me tate about cur cusiomers and B long-term suocess of theit butivess ° Ve strive
© mmcmwmwmmmwotwnwmmmmsumnwwwsw
along with SAP NedWi and A olear p for schware mig
D MySAR ER®, Messm'm‘hnryuu anr nunnng alf SAP salutions or soiutions from
PanplaSoALIDE

What iz TomerrowRow and Why s SAP Buwying Thia Ceauany

What is SAP buying?

SAP is acquiring the fu? business of TomoircedNow, @ Bryan: Texas sompany (hat specaiizes
providing Tird-party madtenance and software suppont sen'h:esiu ihe Pwple.xm cusTmer
base. Tomomowice wil) continue to exdst and will be LRI ity y of
SAF and wii provide wafuable suppod skifls for these cusiomens.

Why is this lmpartans te PSFT er JDE eustomers? "

This: acqmshan provides a reliable mantanance and support offenng foe SAP customerns nusning
from Peog! and JDE (JDE] vith a flexibie readmap for tha ftuee that
meludes SAP appti and sarvicas.

AP Company Confidential, internat Use Only
SAQ SAP Sate Passage Campaiga, 1

THE BESYT-RUN BRSINESHIRS BUN Bap
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SAP Value Proposition

Global delivery capabilities
Integrated Services
Standardized Offering
integrated Quality Control
Risk Mitigation

Reduced Time-to-Value

Reduced TCO; up to 75% reduction of
implementation time

~ Gustomer master

- ‘Supplier:Master

- Material'Master
General Ledger

THE BEST-RBM RBSIMESSES BUN Sap ()
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SAP Value Proposition

Global delivery capabilities
Integrated Services
Standardized Offering
integrated Quality Control
Risk Mitigation

Reduced Time-to-Value

Reduced TCO: up to 50% reduction of
implementation time

nced Planning Systems

FHE REST-HDR DUSIMESSES BN Sap
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Plug & Play Migration Packages for PSFT

solutions (e.g. HCM)
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