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90% of European organizations
see Digital Transformation as a
key part of their corporate

strategy...
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‘We intend to be the leaders
for digital transformation of
the automotive industry,’

Harald Kruger, CEO BMW




IIWe have 2100 applications running
on our Enterprise IT platform, and
we have 300 new ‘digital services’
being spun up every year’

— VP of Platforms, German Automotive




IIThe question is no longer ‘if’ cloud,
it is whether you go ‘all in” or not’

— Digital Director, European Food and Beverage Enterprise




The Opportunity!
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US$1B

2018 Addressable Market in 2018 in Austria




$864M + $127M = $1B
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The Underlying Opportunity

SAP Addressable Market in Austria (2018)
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Last year we predlcted that by 2021 at
least 30% of the partner 'ecosystem will

not exist in the format we know them




The Partner of the Future:
The Seven Transformations to Confront
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Defining the Partner of the Future

Past

Future

TECHNOLOGY Applications

Platform & Apps

CUSTOMER IT Business and IT

SALES MOTION Deal Relationship

TIME HORIZON Short-term Long-term

MARKETING Traditional Digital

ACTIVITIES Resale Services
Prof Services Managed Services
Services Creating IP

FOCUS Broad Specialized
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Partner Transformation: Technology

t ‘) Not everyone
FROM TO | Hlﬁ“ ). can nor will
E/
o Platform & A\’ offer these
Technology Applications o \ g- new
y capabilities
Customer "/

Reasons for Not Offering Cloud
Sales Motion -

It doesn't fit with our
Time Horizon business model °
Marketmg There is not enough customer -
17%
demand
Activities
Not financially viable for us .8%
Focus i

Source: IDC Software Channels Survey N=138
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Partner Transformation: Customer

Technology

Customer
Sales Motion
Time Horizon

Marketing

Activities

Focus
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Platform &
Apps

IT

D Business & IT

Analyze the Future

By 2019, 62% of
technology spending
will be funded by the
Line of Business (LoB)
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New Decision Makers

Increasing your Share of Wallet

CFO & CIO
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TECH
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Chief Executive Officer
Chief Digital Officer

Chief Innovation
Officer

Chief Data Officer

-~ Head of CX
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Partner Transformation: Sales Motion

FROM TO
Technology
Customer
Sales Motion Deal Relationship

Time Horizon

Marketing
Activities

Focus
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Partner Transformation
Sales Motion

Sales compensation models to reward recurring revenue

]
*
e
AL
.
lassT

.
5
e
.
:
.....
- . .
.....
-----
LS4

-
-
oy
. “te
atar



Partner Transformation: Time Horizon

Technology

Customer
Sales Motion
Time Horizon

Marketing

Activities

Focus

IDC

Analyze the Future
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Revenue

Typical Project Based Business

Short Term

Today

Long Term

Revenue

Today
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Typical Recurring Revenue Business

Future
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Time Horizon

Customers choosing opex vs capex
offer predictable, recurring revenue
streams

Revenue and EBITDA

Potential positive impact on valuation
of your company

Important to "keep customer for life"

Change your _approach to timeframes




Partner Transformation: Marketing

Technology

Customer
Sales Motion
Time Horizon

Marketing

Activities

Focus
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Traditional

FROM TO
Applications D Apps
igital Id

IT D Business & IT —— el

Marketing Sales
Deal D Relationship -
Short Term b Long Term 65% Of BZB buyers
Traditional D Digital usua”y engage 3 sales

Analyze the Future
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Marketing

No longer about educating the
prospect at an event

Enterprises go to social media first

How often do you update your
websites and social content?

Where does your vendor fit in?

Digital should be front and center of your marketing



Partner Transformation: Activities

Technology

Customer
Sales Motion
Time Horizon

Marketing

Activities

Focus
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FROM TO
Services to
Creating IP
Professional to
Managed
Services

Resale Services

Pro Services Mgd Services Resa.|e to

Services Creating IP Services
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Partner Transformation: Focus

Technology

Customer
Sales Motion
Time Horizon

Marketing

Activities

FROM TO
L Platform &

Applications »

Apps
IT 4 Business & IT
Deal D Relationship
Short Term D Long Term
Traditional D Digital
Resale = Services
Pro Services —4 Mgd Services
Services Creating IP
Broad 4 Specialized
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"It used to be "be
niche, or get big”

..... now It Is specialize
and deliver a
service”

Head of Portfolio Management
Large UK-based VAR
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Partner of the Future

Past — Future

TECHNOLOGY

CUSTOMER

SALES MOTION

TIME HORIZON

MARKETING C u It u re

ACTIVITIES

FOCUS

for breakfast.”

Peter Drucker
IDC
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‘It is about culturally changing how your business
operates. It's not about a dress code, it's not about
office hours, it's about your entire team and
organization culturally aligning around delivering
value to a customer

CMO, Mid-Size European SI
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“If you don't like change, you're
going to like irrelevance even
less.”

General Eric Shinseki
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