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Primary Reason for Win
Against Competitors?

Pre
Acquisition

Post Acquisition Impact

REDACTED

Sample deals won with end-to-end process story and
vendor viability — would not be won today :
€1.6MCRM € 8.4M Total
€4.7M CRM €16.0M Total
€47TMCRM € 8.9M Total
€ 1MM CRM €31.3M Total

&OSAPAG 08I, ORI Review, \Icioba 24, 2008 8 St © Denckes Rounusuens  Bage 7

1 - Based on Field Sales survey for competiive U S CRM Deals Q1 2004 — Q3 2005
2 - Impacted Business Suite estimated based on U.S COPA Q304 thru Q205 data where CRM was core portion of overall deal, Calcufated at 50%

% of deals % of deals
Sales ability to execute 35% 35% & Assume no major changes. Need renewad CRM enablement efforts
o = ’SéBLvéan cléii’n,‘e‘ndf{o.-end proces§ thru integratign to ORCL, ﬁn?iii. »
End to end process story 30% 10% they defiverwe can win sofme times on FUD but onily for 18 months
Vendor viability 20% ' ‘
CRM product Capability 15%
100%

:;Total Opportunity (b. Euro)
HCRM * 1.1 750% Business Suite)

{Revenue under threat through
ireduction in competitive ability
i{calculated at 40%)

{

Billion Euro)}
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