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Disclaimer

The information in this presentation is confidential and proprietary to SAP and may not be disclosed without the permission of SAP.

Except for your obligation to protect confidential information, this presentation is not subject to your license agreement or any other service
or subscription agreement with SAP. SAP has no obligation to pursue any course of business outlined in this presentation or any related
document, or to develop or release any functionality mentioned therein.

This presentation, or any related document and SAP's strategy and possible future developments, products and or platforms directions and
functionality are all subject to change and may be changed by SAP at any time for any reason without notice. The information in this
presentation is not a commitment, promise or legal obligation to deliver any material, code or functionality. This presentation is provided
without a warranty of any kind, either express or implied, including but not limited to, the implied warranties of merchantability, fithess for a
particular purpose, or non-infringement. This presentation is for informational purposes and may not be incorporated into a contract. SAP
assumes no responsibility for errors or omissions in this presentation, except if such damages were caused by SAP’s intentional or gross
negligence.

All forward-looking statements are subject to various risks and uncertainties that could cause actual results to differ materially from
expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of their dates,
and they should not be relied upon in making purchasing decisions.

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC



Agenda

1. The Customer Experience Momentum

2. SAP C/4HANA Suite Overview

. Think End-to-End Processes and Use Prepackaged Integrations
. Activate Embedded Intelligence & Analytics

= How Customers Move to the SAP C/4HANA Suite

3. Further Information
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Customer Experience Momentum




Experience matters
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THE GALLERY IN THE HISTORIC MEATPACKING DISTRICT

RH NEW YORK
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Experience matters
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We live In an
EXperience Econom

of customers have chosen Impact of yearly loss of trust due Estimated market size for customer
to switch brands due to a to abuse of data privacy and experience solutions, platform and
poor customer experiencel brand loyalty? integration to operational systems?

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC 1 Bain 2 Adweek 3 SAP CMI Model 7



”I‘
ve seen the Future of Enterprise Software ... “

LANGUAGE SUPPORT LOGIN

ics™
ua\tr‘cs PRODUCTS V SOLUTIONS VvV COMPANY V CUSTOMERS V RESOURCES V .‘REQUEST g

| Have Seen the Future
of Enterprise Software,

Qualtrics Newsroom And It Is SAP Qualtrics

019

Get the latest Qualtrics News and learn how we're growing the
Qualtric ating and driving a booming new

Experience Management movement.

business category of Experience Management, itis also
turning SAP inside-out as the company quite liter ally
remakes itself and its products and its value proposition
to business customers across the globe py blending
SAP's expertise in opet ational data with Qualtt ics’

unmatched expet tise in experience data.

https://www.gualtrics.com/news/
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https://www.qualtrics.com/news/
https://cloudwars.co/x4-summit-sap-qualtrics-enterprise-software/

Strategic Rationale of the Qualtrics Acquisition
Experience Data powering the Intelligent Enterprise

Operational Data — The What

D S gl =

CRM ERP HCM Spend
Management

77% OF THE WORLD'S
TRANSACTIONS RUN ON SAP

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC
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o9 qualtrics
Experience Data — The Why

9 €

Customer Product Employee Brand
Experience Experience Experience Experience

A

1.8 BILLION EXPERIENCE
TOUCHPOINTS RUN ON QUALTRICS



SAP C/AHANA
The New Generation Customer Experience Suite




Service -

5 Clouds and 7 Suite Attributes .

Marketing SA P

Commerce Sales

Customer Data

==
Harmonized End-to-End Processes  Business and Suite Platform Extensibility Open Ecosystem
User Experience Master Data Intelligence and Services and Integration
Services Analytics
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Portfolio & Solution View -

p
SAP C/4AHANA ]
SAP_ SAP Customer
Marketlng Commerce Sales Service @ Data Cloud
Cloud Cloud Cloud Cloud
« SAP Marketing « SAP Commerce SAP Sales Cloud SAP Service Cloud « SAP Customer
Cloud Cloud SAP Cloud for SAP Cloud for Data Cloud
« SAP Marketing « SAP Commerce Customer Customer * SAP Customer
. » SAP Product SAP Sales SAP Field Service Identity
Content Hub Automation Management « SAP Customer
» SAP Upscale SAP Subscription SAP Customer Consent
Commerce Billing Engagement « SAP Customer
. SAP CPQ Center Profile
SAP Commissions SAP Customer .
SAP Intelligent Service
Sales Execution Management
Ab d k U-S Callidus(& LeadRocket (V) hyl]"s CallidusCloud co':g CalhdusCluud Clicktools GIGyA'
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CX Strategy

Be #1 or #2 Deliver one Integrate demand and
In each unified suite of supply chain &
domain cloud solutions Experience Management

13



Customer Experience Momentum with SAP C/4HANA

SAP Customer Data Cloud SAP Commerce Cloud SAP Marketing Cloud
identities p.d. Customers generate (2018) personalized interactions p.a.
SAP Sales Cloud SAP Service Cloud Qualtrics

sales people using Al service tickets p.a. Sentiment predictions p.m.

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC



Quotes from Customers and CX Leaders

DCTHOMSON

SAP Customer Data Cloud was the ‘silver bullet’
that resolved this issue and allowed us to build out
our own mini-network, creating, in effect, a multisite
environment of shops and Web sites with a single
login and preference center.

Kristin Morrison, Head of Digital, DC Thomson
Media

Atlas Copco

SAP Sales Cloud and CPQ will tell you about the
benefits of increased efficiency, margins, deal size,
order accuracy, and profit, but that’s just the tip of the
iceberg. We’ve experienced numerous benefits,
starting with the ability to sell extremely complex
products across the globe.

Louis De Jaegher, Senior Business Process Manager,
Atlas Copco

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

\/. TUI

SAP Commerce really supported us to provide
an integrated and cohesive customer experience
no matter how or where a customer reaches out —
whether online, via mobile, or in stores.

Marc Worrall, General Manager Digital Services,
Operations & Quality Digital — Distribution, TUI

markem-imaje
a LTI company

SAP Service Cloud has helped us achieve a
services profitability improvement of 6% and a
60% increase in closed opportunities.

Jack Rijnenberg, Director, Online Services,
Markem-Imaje

Swinkels
family brewers

Becoming consumer-centric really
means you should start connecting
with your consumer and not think for
them.

Damian Bott, Global Online Manager,
Swinkels Family Brewers

SAP C/4HANA

Following customers were among those
that chose C/4HANA in 2018: Colgate
Palmolive, Coty, Deutsche Telekom,

Dohler, Dubai Expo 2020, Dyson, Giorgio

Armani, HP, McLaren Group, National
Geographic, Prada, Rubbermaid

15



SAP

Bringing the Suite to the next level with
seven strategic initiatives

Early Early Late Late Late

2019 2019 2019 2019 2019 Now Now
B % S ﬁ 708
—\ OO @
Harmonized End-to-End Processes  Business and Suite Platform Extensibility Open Ecosystem
User Experience Master Data Intelligence and Services and Integration
Services Analytics

+ Move Program | Mid
2019
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Harmonization of the user interface with SAP Fiori 3
Role based, adaptive, simple, coherent, delightful
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Lead to Cash
Integrating the Front Office with the Digital Core

Unidentified Customer Contract /
to ldentified Lead Opportunity Quote Order Order Fulfillment Invoicing*
Contact Management

SAP C/4 HANA + SAP S/4HANA + SAP Leonardo + SAP Analytics Cloud

v
End to End Customer Experience

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC * Agile billing solution in C/4AHANA 18




Lead to Cash for DMI / Component Manufacturers

Products and Services of the Model Company

Products

Pump Screw
Multi Eco 33i 3-Set Screws
2990% 39%
Services
Installation
Service
1990% / per pump

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

&

Sensor

SmartSense 3
899%

@ Maintenance
@ Service

Bronze: 1990% / 3yrs
Silver: 2890% / 3 yrs
Gold: 3490% / 3 yrs

Tube
Extension Tube
59%

<

SaaS

Subscription

Standard: 195 / user
Professional: 29% / user

Enterprise: 49% / user

19



WEBSITE TRACKING - | agree to the Pumptech tracking policy Q - -
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l We'Know Pumps Inside and Out
' Providing Industrial Pump Solutions
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Become our Partner



Customer Enquiries Contact Us
20 A

PumpTech NC sales@pumptech.com Click here to
o +49 6221 4176000

get in touch with us

AboutUs ~ Industrial Pumps Range -~ Industries Served -~  Services ~ Insight  Downloads

£

o

Don't miss the latest innovations 3
=

Newsletter S

(o]

Email
peter.weber@delbontindustries.com (/]

‘.) Subscribe to a weekly newsletter by email

() By checking this box you agree to the
Privacy Policy. Your data will not be shared with third
parties and will not be used for marketing purposes

beyond your nominated subscriptions. *

'“Sign up




SAP

ﬁ | Settings Plugins | Reports |
Full Email
Account Accoun

Peter Weber

peter.weber@delbontindu...

.

UID: 16ea0a534dde4637bf4...

ACTIONS v

ot

Verify Email Address

Resend 'Verification Email'
Send 'Reset Password Email'
Reset Sharing Settings
Reset TFA Devices

Force TFA Expiration

Unlock Account

Disable Login

Delete Account

Select partner ID: Select your site:
Product Expert - SAP v \ teched.demo.com v @ Hello, Christian Konig
Customer Insights Identity Access Documentation Academy Support Admin

& Edit

ACCOUNT INFORMATION

Registere Q Last Login
Reg Source : http://localhost/Demo/W... Last Update
Locke false Last Login Provide
|dentities @
4
0 >

Show Empty Fields v

PERSONAL INFORMATION

Name Profes
Peter Weber

ssional Industry :

>  Backto List

e
18 Sep, 2018 | 14:59
18 Sep, 2018 | 14:59
18 Sep, 2018 | 14:59
site
N\

Coffee And Tea Manufacturing
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1.2M Profiles

A E!? Marketing Cloud
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Last 7 Days

Profiles (1,238,435) Standard v

Last Interaction Time

6 minutes ago

2 hours ago

3 hours ago

4 hours ago

1 day ago

5 days ago

6 days ago

6 days ago

6 days ago

%
%
7
%
%

%

Last Interaction

Website Visit

SESSIONSTART

Website Visit

Website Visit

Website Visit

Website Visit

Website Visit

Website Visit

Website Visit

@13.9K

Last 30 days

47 9K
B

Last 90 days

Interest

Pumptech - Webinar
Orchard

Pumptech - Home

SpardaCommunity -
BAUEN, WOHNEN,
FINANZIEREN

Willkommen bei der
Sparda-Bank Nurnberg eG

ANWR Lederwaren

Webinar - Sicher ins eigene
Heim

SpardaCommunity -
Mitgliederaustausch

Willkommen bei der
Sparda-Bank Nurnberg eG

Profiles v

Engagement Score

91%

|

91%

|

23%

90%

|

91%

|

L 1

Search for a profile...

Sentiment Score

Contact Level

Verified

Self-ldentified

Verified

Anonymous

Anonymous

Anonymous

Anonymous

Anonymous

Anonymous

Contact

Peter Weber

Anonymous

Christian Koenig

Anonymous

Anonymous

Anonymous

Anonymous

Anonymous

Anonymous



Peter Weber v

Corporate Account

Latest Interaction Latest Interaction

Chief Procurement Officer Interest
peterweber@delbontindustries.com
DelBont Industri... Website Visit Pumptech - Webinar
Germany
18.09.2018 18.09.2018
OVERVIEW INTERACTIONS PER&SNAL DATA ORIGIN DATA SCORES PERMISSION MARKETING LEADS
B )
Contact Communication Additional Data

Gender:

Peter Weber ESREY

3

Corporate Contact
Verified
Chief Procurement Officer

Corporate Account

pee]

DelBont Industries

Aachener Strasse 10
50674 Cologne
Germany

(A}

34

Aachener Strasse 10
50674 Cologne

Germany

peter.weber@delbontindustries.com

Marital Status:
Language:
Date of Birth:

Device: Computer
Website Tracking Consent: Yes
Webseitenziele: Pumptech - Webinar

Kundenevents: Registered - Webinar



& < @ E!? Marketing Cloud

Peter Weber

Corporate Account
Chief Procurement Officer

el

DelBont Industri...
Germany

peterweber@delbontindustries.com

OVERVIEW INTERACTIMNS PERSONAL DATA ORIGIN DATA SCORES

Y« Reset Filters

Contact Profile v

Latest Interaction
't
i
Website Visit
18.09.2018

PERMISSION MARKETING

Pumptech - Webinar

Pumptech - Home

Orchard Multi Echo 331
Days Months Quarters Years
18.06.2018 [ | I
Apr 18 May 18 Jun 18 Jul 18 Aug 18 Sep 18
All Inbound Outbound

q 18.09.2018

Unknown

%

%

Latest Interaction
Interest

7~
(L)
\_/
“""«,&"‘T\w}‘

Pumptech - Webinar

18.09.2018

LEADS

2 Journey

v/ September 2018

Pumptech - Webinar
Today at 14:58

Website Visit

Session: 31ac3317-ab0b-4963-838b-55fd1a50fbcc
Geraet: Computer

Standort: Koln, Deutschland

Funnel Stage: Awareness

Datum: Tue Sep 18 2018 12:58:32 GMT+0000
(UTC)

Today at 14:58

SESSIONSTART

Session: 3fc01033-78da-4b8b-85c8-a44f115e8956
Organization: DelBont Industries

Website: www.DelBont-Industries.com

Street: Aachener Strasse. 10

City: Cologne

Dasians AMartla Diatnna \AMactnilhalia s armaams?




#* Segmentation Model: Segmentation Model

Geolo X | &

w Contacts
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« Misc

1% Geolocation

nwn

Preview
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v,
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1,243,438
- y
Y Country =
DE
74,328
- y
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No Yes
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4 — y

Y/ Customer Events =
Newsletter Registr...
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y
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D p.z!? Marketing Cloud Campaign Details

Event - Future of PUmMpPS Released | Scheduled

Status: Released View Log C Frequency: One-time

;i j Execution: [3] Scheduled

Changed On: today

Schedule: Immediate
Execution Date: 20.09.2018, 19:50:16

OVERVIEW AUTOMATION TARGET GROUP PERFORMANCE SPEND JOURNEY
2% TARGET GROUP D (X SEND EMAIL
ps Target Group - Multi Eco 33 i 20180919 - PumpTech - Event .
e —_————— — i &
73 Member(s) A
Scheduled
S = =

I

Category: Automated Campaign
Program Name: NONE
Marketing Area: Global

Q o*F =

Pause Stop Save as Template [

ID: 683
Owner: Chris Miller

A A
<\ \r

Priority: Y 3 3

COLLABORATION

B m 2 » ©» v a a «

CREATE LEAD

Send Lead to SAP Sales Cloud
I Yes§ ——
fi

EVENT ATTEND...

No—»ré

Wait 1 day(s)




& < B Y Marketing Cloud

Campaign Details @ Q{* =
PumpTech Webinar Registration Campaign released | Finished Stop ~ Saveas Template [
Status: Released View Log C Frequency: One-time Category: Automated Campaign ID: 661
Execution: [ v Finished Schedule: Immediate Program Name: | Owner: Chris Miller
Changed On: 16.07.2018 Execution Date: 16.07.2018, 14:14:38 Marketing Area: Global Priority: & Y Y
OVERVIEW AUTOMATION TARGET GROUP PERFORMANCE SPEND JOURNEY COLLABORATION
il Chart View = Data View Add Target Analyze
Measures without Set Targets
Sent Messages Hard Bounces Soft Bounces Bounce Rate Delivered Messages Opened Messages Opened Messages Email Complaints Number of Clicks
Actual Actual Actual Actual Actual Actual in % Actual Actual
Actual
CTR Number of Leads No. of Opportunities Phone Calls Appointments Number of Tasks Number of Orders
Actual Actual Actual Actual Actual Actual Actual




Overview Campaigns Details Lead Details

SAP Marketing

Opportunity Details

Items of Interest Products Marketing Lead Funnel

Marketing-Driven and Sales-Created Leads and Opportunities

21:12 Marchos, 2019

Calendar Date

[san1.2018 @] to [Dec31. 2018 @]

Status Q
Al

&

In Process

|

Converted

|

Successful

1

Show Inactive Values (1)

Lead Statuses

in Thousand
M sales-Created Marketing-Driven Bl sales-Created
Converted 3,314 Converted
In Process 3,278 In Process
Successful 3,188 Successful
Unsuccessful 3,189 Unsuccessful
Not assigned Not assigned 2

Opportunity Statuses

Marketing-Driven

1 14

1 14

1 14

1 14

Opportunity Amount v
in USD Opportunity Amounti

Marketing-Driven M sales-Created

+0.00%

100.00% J

KPlIs

0

Leads in Last 7 Days

70.00

New Acqu. Leads Rate

25.52

Lead Conversion Rate

Leads and Opportunities by Calendar Date

in Thousand | # | ™ | Interaction Type Fitter | {}

Sales-Created/Lead -e- Sales-Created/Opportunity

™M

42

pe o

-e- Marketing-Driven/Lead

3

-e- Marketing-Driven/Opportunity

50

40

30

20

Z H

Jun18... Jun 19, 2018 Jun 25, 2018 Jul 2, 2018 Jul 3, 2018 Jul 5, 2018 Jul 6, 2018

Jun 18,2018 Jun19,2018 Jun 25,2018 Jul2,2018

Jul 9, 2018 Jul 10, 2018

Jul3,2018

Jul 11, 2018

Jul6,2018

Jul 13, 2018 Jul 14, 2018 Jul 16, 2018 Aug 7, 2018

Jul 92,2018 Aug7,:



SAP

Calendar

Feed

Sales Rep - What's on my Mind!

> Customers

v Sales Opportunity Win/ Loss Rate
Win Rate
Leads
Opportunities

Sales Quotes
Sales Orders 6 6 %
Forecasts
Territories

> Activities Deals at Risk

> Visits

2 AnalYSIS Richard Lawton -

> Products

> Sales Campaign Delbont Industries

> People

> Competitors Alpha Solutions

Library
> Service
Contracts
Commissions Atlas Architectural De...
Enablement
0 200K 400K 600K 800K
Corporate Strategy - Key Sales Metrics
Pipeline Influencers
Total Value
13.9 v o

© *x * & +

Revenues
Actual

My Opportunities (Top 20 by Expected Re...

Oven Bulk @ Chapt...

New Hospital Oppor.

Q1 - Kitchenware Bu
Ball Bonder Deal-Te
Corrugated boxes fo...
Large Box containers
2018 Q4 Opportuni

Nov 18 Sales Opport

My Win Rate Sales Attainment
Win Rate

83 &

Home

Lead
Lead Conversion Rate

Stalled Deals

usb

28.76 v

AgileX,ALPHA Cent...

Deal Finder

363

Qualified

Leads

277

Win Ratio
Worth: 24.98MUSD

My Opportunities
Opportunities

85.71%

mmn | 1136

Commissions Sales Forecast

usD

1.45 .

Current Quarter

Fri, 01 Mar 2019
Alpha Centauri - Wikipedia

Alpha Centauri (Latinized from a Centauri,
abbreviated Alpha Cen or a Cen) is the closest star
system and closest planetary system to the Solar...

ALPHA Center — Bing News




= SAP Q & N @

Home
Notifications

Calendar

Feed Please Check Lead 26770 created for Customer ALPHA

Sales Rep - What's on my Mind! Center
Customers Vore.

Opportunity Win/ Loss Rate Revenues Lead Yesterday at 16:06

Win Rate Actual Lead Conversion Rate i} 2

Sales
Leads

Opportunities
A new lead has been assigned to you
More...

Sales Orders 6 6 % Yesterday at 15:49
w @

Sales Quotes

Forecasts

Territories

Activities Deals at Risk My Opportunities (Top 20 by Expected Re... Stalled Deals Qualified Task "Identify customer's time schedule” assigned to Mike
Summers is past due date.

Leads
Visits usb More...
. Yesterday at 18:31

Analysis Richard Lawton - Oven Bulk @ Chapt... T oo

Products New Hospital Oppor... X

Sales Campaign AW : 2 8 . 7 6 M 2 7 7

Delbont Industries . Task "Identify customer's time schedule" assigned to you
Q1- Kitchenware Bu... = AgileX,ALPHA Cent... E is past due date .
More...

Ball Bonder Deal-Te... : Yesterday at 18:31

People

Competitors Alpha Solutions
Library Corrugated boxes fo... Deal Finder W

Service Large Box containers X

Contracts 2018 Q4 Opportunity = Task "Organize reference visits" assigned to Mike
- Summers is past due date.

Commissions Atlas Architectural De... Nov 18 Sales Opport... - More...

= 03.03.2019 14:31
Enablement 3 6 3

0 200K 400K 600K 800K Tu] (&

Corporate Strategy - Key Sales Metrics

3 View All
Sales Attainment

Pipeline Influencers My Win Rate

Total Value Win Rate

13.9 M USD

83 &




SAP

Home
Calendar
Feed
Customers

Sales

Opportunities
Sales Quotes
Sales Orders
Forecasts
Territories
Activities
Visits
Analysis
Products
Sales Campaign
People
Competitors
Library
Service

Contracts

Commissions

Enablement

My Leads (486) -

Owner

Lead ID =
26083
25827
v 26143
26015
26153
26005
25984
26063
25978
26092
25983
26093
26208

26181

27001

B 1 Selected

. None

. Mike Summers

[l Vichael Rob

W = s

. CONSEILLER COMMERCIAL 1
. Eduard Becker

[l Eddie Smoke

I:‘ LN

|:| test gshdg

Name

$%) Lead for Robotic Arms
$%) Interesse an Aktien
4%) Lead for Pumps 33i
$5) Laptop Deal

45 New Q4 Lead

$%) Laptop Sales

$%) Lead LO3

) C/4 HANA

$) Demo L22

$%) Lead Multicore Cables with Stranded Copp...

45) Demo L25
45) Weekend leads
) Q4 High Tech Promo Group ‘A

$%) summer Deal

$8) GNPR Camnaion - | ead for alnha

20
405
13
10

NoWw w0 o

=
|IH

~ M~
o M~

~
o

<~
=B

~
(=]

=]
~

b ~ ~ M 1
3 aq ® ]
o

Quialification Level

Status
Converted
Converted
Converted
Converted
Accepted
Converted
Converted
Qualified
Qualified
Converted
Qualified
Converted
Converted

Converted

Nuialified

. None
[ cotd

D Warm

[ Hot

Company/Customer

-
-
=
-
-
-
-
-
-
-
-
-
-
-

o=

ALPHA Center
Walmart

Delbont Industries
ALPHA Center
ALPHA Center
ALPHA Center
Alpha Corporation
SAP

AgileX

Delbont Industries
ALPHA Center
Delbont Industries
ALPHA Center
ALPHA Center

Al PHA Cantar

Contact First Nar

Peter

David

Peter

Caroline

Malcolm

Frank

Peter

Frank

1

63

15
404

Contact Las
Weber

Brown

Weber

Beier

Sanders

Schmidt

Weber

Schmidt

117 > )l

Insights
% Lead for Pumps 33i

78 Lead Score
Converted

Lead Type: A
Key Factors

1* Distribution Channel is Direct sales
1" Lead Priority is Urgent

J. Lead Source is External partner

J, Lead Status is Open

Activity Engagement

X0 &0 [0 [0
Received

Sent
Last Activity

29 Days in Hot Status

1‘ \l, Status Unchanged



Opportunities

ML Scored Opportunities (32) Qa N G v

Name Account Close Date Sales Phase Owner Score
@) Anadolu Bolge Bayi Firsati ALPHA Center 31.01.2019 Close Mike Summers
&) The Tree Huamak ALPHA Center 31.01.2019 Qualify opport... Mike Summers
&) American Standard - Q4 Deal ALPHA Center 06.03.2018 Quotation Mike Summers
@) APL Callidus AgileX 19.11.2018 Quotation Mike Summers
&) Landwirt Schmidt - Mahdrescher Delbont Industries 31.08.2018 Decision Mike Summers
@) Lead for Laptop 2018 ALPHA Center 01.10.2018 Identify opport... Mike Summers @
@) Q4 2018 Deal 3m 31.12.2018 Qualify opport... Mike Summers
O) Laptop Sales ALPHA Center 06.08.2018 Identify opport... Mike Summers @

v &) Lead with DelBont for Pumps Delbont Industries 02.10.2018 Quotation Mike Summers a
@) opportunity for navigator Pink Company 14.01.2019 Decision Mike Summers
&) Lead for Pumps-Q3 Delbont Industries 31.12.2018 Identify opport... Mike Summers @
@) Sustainability kit deal (key) Pronto Services 28.04.2018 Quotation Michael Rob @
&) Laptop Sales - Trade Fair Deal 3M 29.07.2018 Develop value ... Mike Summers @
@D Lead for Pumps-2018 Delbont Industries 30.11.2018 Decision Mike Summers
&) Demo Sup opp AgileX 30.09.2018 Identify opport... Mike Summers
&) Q1 Opportunity Fam farm 19.08.2015 Identify opport... Ashutosh Todkar w
&) Laptop sales ALPHA Center 10.04.2018 Qualify opport... Mike Summers
@) High Interest in Pumps Delbont Industries 20.11.2018 Qualify opport... Eduard Becker
& Pump Upsell Media Markt - Fellbach 31.12.2017 Close Eduard Becker
@) Laptop Sales ALPHA Center 03.10.2018 Identify opport... Mike Summers
@) Trade Fair Deal Pronto Services 18.04.2018 Quotation Michael Rob
&) Roadshop Follow-up Atlas Architectural DesignS 28.02.2018 Close Mike Summers
@) Sustainability Initiative 3M 28.10.2018 Quotation Mike Summers
@) Lead for Pumps Delbont Industries 31.08.2018 Quotation Mike Summers
@D Laptop Sales ALPHA Center 02.10.2018 Quotation Mike Summers 16

M 1 Selected 1 /2 > )

Insights
@ Lead with DelBont for Pumps

56 Opportunity Score a 17
Likely to win

Key Factors

41" Days Since Last Update is 3

‘1 Number of Times Revenue Decreased is 1
J, Close Date is in Q1

J» Number of Times Close Date Pushed is 6

Activity Engagement

X0 &0 o [0
Received

Sent
Last Activity

21 Days Past Due
0 Times Closing Date Pushed
78 Days in Quotation Status

T \l, Amount Changed

$80K —> $8K
Last updated 19.07.2018
1\\1, Status Unchanged

O Times Deal Slipped




= SAP

Opportunity

Opportunities & Lead with DelBont for Pumps

@ Lead with DelBont for Pumps

Overview Feed CcPQ Products Timeline Sales Activities Ruum Sales Documents Related Opportunities Competitors Tickets Notes Document Flow Contacts Revenue Splits Attachments Insight

CPQ

Current Quote / Multi Eco 33i

Complete Configuration Summary Configuration Tree

‘™ Update Quote ® Cancel & Return to Quote E * Need product help?

Commission Amount

Products Services
Products $269.49

Choose 3-Set Screws Choose SmartSense 3 Choose Extension Tube
Services $199.95
Total $469.44
Configuration Summary 0
Part Number MULTI33
Base Price $2,990.00

3-Set Screws [$39.00] SmartSense 3 [$899.00] Extension Tube [$59.00]
Base MRC Price $0.00
ltems NRC
Next » 3-Set Screws
Formula Validator [ Open in a New Window ] [ Open ] 3-Set Screws $39.00

SmartSense 3




= SAP

o Opportunity
Opportunities & Lead with DelBont for Pumps

@ Lead with DelBont for Pumps

Overview Feed CPQ Products Timeline Sales Activities

CPQ

Sales Documents Related Opportunities

Tickets Notes Document Flow Contacts Revenue Splits Attachments Insight

Current Quote / Multi Eco 33i

Complete

'™ Update Quote % Cancel & Return to Quote E *

Products Services

+ Installation Service [$1,990.00]

Maintenance service

Configuration Summary

Need product help?

Commission Amount

Products
Services

Total

Configuration Summary

No option selected
®) Maintenance service - Bronze [$1,990.00]
Maintenance service - Silver [$2,890.00]

Maintenance service - Gold [$3,490.00]

Bronze:

Part Number

Base Price

Base MRC Price

ltems

3-Set Screws

3-Set Screws

SmartSense 3

“One annual maintenance visit to ensure your pump station is inspected and tested on a regular basis; our engineers report will ensure you are aware of

A

* ®m 8O

Configuration Tree

$269.49
$199.95

$469.44

MULTI33
$2,990.00
$0.00

NRC

$39.00

Actions




= SAP

Opportunity

Opportunities Lead with DelBont for Pumps

@ Lead with DelBont for Pumps

Overview Feed CPQ Products Timeline Sales Activities Ruum Sales Documents Related Opportunities Competitors Tickets Notes Document Flow Contacts Revenue Splits Attachments Insight

CPQ

* w0

Saa$S Subscription

SaaS Subscription service Saa$S Subscription - Standard Edition $19.00

Maintenance Service $1,990.00

No option selected
®) SaaS Subscription - Standard Edition [$19.00]
SaaS Subscription - Professional Edition [$29.00]

SaaS Subscription - Enterprise Edition [$49.00]

Standard Edition:

This edition allows you to monitor your pumps in real-time (available for 0..9 pumps). a 19$ per user per month

Professional Edition:

This edition allows you to monitor your pumps in real-time (available for 10..99 pumps). a 29$ per user per month

Enterprise Edition:
This edition allows you to monitor your pumps in real-time (available for unlimited number of pumps). It also provides APls to integrate with a Predictive

Service system. a 49% per user per month

< Previous

Formula Validator [ Open in a New Window ] [ Open ]

w




= SAP

o Oppo /
Opportunities @ Lead with DelBont for Pumps

@ Lead with DelBont for Pumps

Overview Feed CPQ Products Contracts Timeline Sales Activities Sales Documents Related Opportunities Competitors Buying Center Tickets Mediafly

CPQ

Quote Items = [T v

Add ltems o 5
Search Items : . ; : Discount 5 Extended Margin
Quantity List Price  Discount Percent Ao Net Price Abrickirit Health
ltem
MULTI33 [ Pump |
: ©1 ) . 1 $2,990.00 9.09 $271.82 $2,718.18 $2,718.18 &
Multi Eco 33i & T e )] s S| 0 e =
SETSC
: 1.1 m 1 $39.00 0.00 $0.00 $39.00 $ 39.00 V)
3-Set Screws e T ) "= == @z« X
SS3
: 1.2 m 1 $899.00 0.00 $0.00 $899.00 $ 899.00 &
SmartSense 3 e ¢ Jy T ey e =
IS
: 1.3 . ) m 1 $1,990.00 0.00 $0.00 $1,990.00 $ 1,990.00 &
Installation Service i 0 | s | Il | I =
«« « 1 [ of 1 » »» Show | 10 Y TrOWS.

Product Types w

w
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Y

0

Requesting Signature

Joe Wills

Standard Fields

v,

O 1@

H B 3K )

© 0K

®@ QWO N »®

Signature
Initial

Date Signed

Name
Email
Company

Title

Text
Checkbox
Dropdown

Radio

Formula
Attachment
Note
Approve

Decline

PumpTech,inc.

D C ' S 128% v

324 E WISCONSIN AVE, MILWAUKEE, Wi 53202

s

(414) 273 - aaa2

®

Page:

ACTIONS ¥

Quote: 973

1/6

# Signature

SEND

v Required Field

Formatting
Data Label
Tooltip

Location

Save As Custom Field

Delete

SHORTCUTS

FEEDBACK



B2B Accelerator WELCOME JOE MY ACCOUNT MY COMPANY  SIGN OUT

Q Q (0 mems) USD0.00 W

SANDERS MEASURING & LAYOUT TOOLS POWER DRILLS HAND TOOLS SAFETY SCREWDRIVERS ANGLE GRINDERS

HOME / QUOTES / QUOTE 01580627

01580627 1 Vendor Quote Mar 18, 2019 8:01 AM ACCEPT AND CHECKOUT
Mar 18, 2019 8:01 AM Apr 17,2019 2:00 AM EDIT QUOTE
Quote 01580627

N/A
]

USDO0.00

ghe Multi Eco 33i

u)’fj PROD-MAT-01 USD2,990.00 1 SHIP USD2,691.00
i - In Stock

“Ww O

Ry - Installation Service

IS USD1,990.00 1 SHIP USD1,990.00

Subtotal: USD4,681.00

Order Discounts: - USD299.00



= SAP

Opportunity

Opportunities & Lead for Pumps-2018

@ Lead for Pumps-2018

Overview Feed Sales Activities CPQ Products Sales Documents Document Flow Sales Team Contacts Competitors Notes Approval Attachments

sliejed

a | 120% vialce

658 | 26097 47174 1086 91998
Lead For Pumps Opportunity For Pumps Lead for Pumps-2013 Lead for Pumps-2018
Converted -@ J———— Open @ p—————  Completed {E} In Process
07/17/2018 01:26:21 PM UTC+7 07/1872018 04:02:15 AM UTC+7 /2018 08/ =
Campaign Lead Opportunity Isst r oy

@v

== /  Actions




Commissions

My Commission

£ Back
Viewing: Period:
Account Exec Dashboard v < Dec 1, 2017 - Dec 31, 2017 -
Profile Quota Attainment Communication
First : Mike New Bookings
Last : Summers
Hired : -
Position Name : US East AE 1 |
Goa $2,750,000.00 Important Dates:
Production $2,382,140.00 o Statements - 6/20

175.00% o Payroll - 6/27

Reminder: New Logo Contest in
effect for Q2!

$5 y 2 1 6 . 6 2 Payout by Period o

Payment $10,000.00

Current Period Payout

3
3 $5,000.00
$0.00 $5,216.62 s
. ’ .
Prior Balance Applied Earnings This Period II II I I II II II I I
5000 | (I | i =
R S L A . M
A & S Q A @ S S & & & &
@ @ i < X S w N e P © ©
& & Q@ ke 3 ) M) &
¥ QQP e @Q@ o’ e@@ 0600
Team Ranking - New Bookings Attainment YTD @
- I New Business Incentive [l Renewals Incentive
(: Q Mike Summers
5
S 175.00% . .
New Bookings Production (1] Renewals (1]

1 Steve Meindertsma 3

10 Q204



Lead-to-Cash Integration Scenarios



Sub-Process: From Unknown Visitors to Known Contacts
Replicate registrations from SAP Customer Data Cloud to Marketing Cloud

Registration and login

Login

et v 3 KLM i

o4
Sawve time! Log i using:

W Twite H n: ebook B
E »

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

OF lag in with your KLM oF Flying
Blug secoum

Replication

ﬂ

For registrations and logins Customer Data Cloud creates
full contact profile with all available attributes,
Outbound permissions,
and newsletter subscriptions
all based on given consent

in SAP Marketing Cloud

8 < @ [ITY Hybris Marketing Contact Profile o* =
E John Smith ©
ORES
4 Va
vvvvvv
Q SAP4 i
2 < S Contact Profi -
5 = farketing Al
& John Smith ©
B O asssizas
OVERVIEW INTERACTIONS PERSONAL DATA ORIGIN DATA iy assigned
Permissions
2105
Opt-Ins of 8
Permissions (2) [Fide mplcit permissions | [ =
2 |® X2 email E Text Message
Opt-ins jsmith@gmail.com +15551234
Ema fobile o=



Sub-Process: From Unknown Visitors to Known Contacts
Ask your customers what they like or need...not just guess

Progressive Profiling

rch for great gear & clothing Q MY ACCOUN

TELL US ABOUT YOURSELF

Welcome back, Nicole! We hope you enjoyed your last site experience!
Please tell us a little about yourself so we can provide you with more
relevant and personalized recommendations.
What are your favorite sports or activities? (Please select):

Camp & Hike Paddle Travel

Climb Run Yoga

Cycle Snow Other

Click here to manage all your preferences.

No work, all play, big deals. Save through September 4. *

Shop the deals

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

Replication

—

Progressive profiling preferences can be
replicated as

Contact extension fields or
Marketing Attributes
to SAP Marketing Cloud

All including complete
profile can be modified or withdrawn at
any time.
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Sub-Process: From Unknown Visitors to Known Contacts

N John Smith

jsmith@email.com
Gender: Male
% Location: Anytown, USA

G @ cED

Edit Your Profile Informatiog tow

First Name * }

John /

Last Name *

Smith

Email Address *

jsmith@email.com

Telephone

= +1 555-1234

SAP Customer ldentity

John Smith
jsmith@email.com
Gender: Male

Location: Anytown, USA

Privacy

Terms of Service

July 23, 2017

Privacy Policy

) July 23, 2017
4

Personal Data Permission

Your Full Name

;J_ Your Email Address
faa)

Your Privacy Matters

Using the links below, you can download your full data set,
freeze your account or delete it permanently.

(+) See your full data set
Download your full data set
Freeze your account

Delete your account permanently

/:

T —

SAP Customer Profile

SAP Customer Consent

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

Profile Data Replication to Marketing

\

Cloud

Contact Profile in SAP Marketing Cloud

8 < © FNY Hybris Marketing Contact Profile Q 0% =

& John Smith ©
+15551234 J
jsmith@gmail.com

OVERVIEW INTERACTIONS PERSONAL DATA ORIGIN DATA SCORES PERMISSION MARKETING COMMERCE LEADS ACCOUNT TEAM

Contact Va Communication Va Additional Data Va

John Smith /G_E Anytown Male
8 Consumer United States

Verified of America

Marketing Areas

AN No marketing areas

1T} assigned

jsmith@gmail.com

+15551234

Profile Data is replicated with SAP Customer Profile into SAP
Marketing Cloud. Replication flow can check if consent is given (1),
e.g. for GDPR countries.
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Sub-Process: From Unknown Visitors to Known Contacts

Profile Data Replication to Marketing Cloud

John Smith
jsmith@email.com
Gender: Male

Location: Anytown, USA

)
@

G @ cED

Edit Your Profile Information Below

First Name *
John
Last Name *

Smith

Email Address *

jsmith@email.com

Telephone

= +1 555-1234

SAP Customer ldentity

John Smith
jsmith@email.com
Gender: Male

Location: Anytown, USA

C

Privacy

Terms of Service

July 23, 2017

Privacy Policy

) July 23, 2017
4

Personal Data Permission

Your Full Name

/ _A
(ORI ( Email Add
I)'-"" ‘our Email Address (

Your Privacy Matters

Using the links below, you can download your full data set, —|
freeze your account or delete it permanently.

(+) See your full data set
L Download your full data set
Freeze your account

Delete your account permanently

SAP Customer Consent

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

SAP Customer Profile

\

2 sang

8 John Smith ©

OVERVIEW INTERACTIONS

Permissions (2)

2105

Opt-Ins
Email

E Email

jsmith@gmail.com

Contact Profile in SAP Marketing Cloud

Contact Profile ™V GO =

PERSONAL DATA ORIGIN DATA SCORES PERMISSION MARKETING COMMERCE > ..,

Permissions

2105

Opt-Ins of 8

Subscriptions

30\

i Hide Implicit Permissions | E

@ Text Message

+15551234
Mobile

=

Profile Permissions (3) are replicated with SAP Customer
Profile into SAP Marketing Cloud. Explicit permissions may be
created for explicit channels/ countries. (1).




Sub-Process: From Unknown Visitors to Known Contacts

ORNG EZ:’ Contact Profile =

< John Smith
jsmith@email.com & John Sm|th @
Gender: Male
Location: Anytown, USA

OVERVIEW INTERACTIONS PERSONAL DATA ORIGIN DATA SCORES PERMISSION MARKETING COMMERCE >

R -
John Smith
prvac
i jsmith@email com E=D
Gender: Male ) John Smith S S
3 Location: Anylown, USA Privacy -
acation: Anytown,

Email Address *

bur Email Address

0]
: g
pf Service
= 2105 30\
ly 23, 2017 D_
Lrone
—
Opt-Ins of 8
Polcy J ) P
Edit Your Profile Information Below E
First Name * .?21 = m ation (@)
L
John a® )
Last Name * jal Data Permission — 3 »
smith jr Full Name &« O Permissions (2) { Hide Implicit Permissions | E =
|
| « ol

2 I@ @ Email [3 Text Message

Telephone um to Opt-Ins jsmith@gmail.com +15551234
= . 1 555-1234 Your Privacy N Email Mobile

ismith@email.com

e links below, you can download your full data set,
m four account or delete it permanently.

Bee your full data set

Bownload your full data set

A"

Freeze your account

SAP Customer Subscriptions (3) / E =

Identity

3 I@ Weekly Digest Politics Today Sports Today
will.smith@gmail.com will.smith@gmail.com will.smith@gmail.com
SAP Customer cbecribed B o -
pt-In Since: 30.04.2018 Opt-In Since: 30.04.2018 Opt-In Since: 30.04.2018

Consent

Subscriptions (4) are replicated into SAP Marketing Cloud.

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC




Sub-Processes: From Lead to Order
Transactional Integration with S/AHANA On-Premise (B2B Sales)

4 ) 4

Marketing Cloud Commerce Cloud

\

Campaign Customer Shopping Request for
Interaction Basket Quote
A J - /

-
4 Sales Cloud )
Q2
Sales Opportunity | 2019* CPQ
Lead Quote
N
Q2 -
<— In-application process step 2019* S/AHANA On-Premise
<—— Available Prepackaged Integration
<—— Planned Prepackaged Integration

(without CPQ) the prepacked integration to S/4 is available

*this roadmap only applies to CPQ-Quotes, for simple quotes )[ gaées ]__)[ Invoice ]
rder
\_

J

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC This presentation and SAP's strategy and possible future developments are subject to change and may be changed by SAP at any time for any reason without notice. This document is provided
without a warranty of any kind, either express or implied, including but not limited to the implied warranties of merchantability, fithess for a particular purpose, or noninfringement.
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Master Data Integration

Using SAP Cloud Platform Integration (CPI)

[

Marketing Cloud

\

|

Customer
and Contact
7, )

Sales Cloud

|

[

Customer
and Contact
A

Commerce Cloud

[ Product ]
A

\

J

C4C: Avalilable
CPQ: Q2 2019

Customer Product
and Contact
A

J

<—— Available Prepackaged Integration
<— Planned Prepackaged Integration

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

( S/IAHANA

Customer
and Contact
\

On-Premise

| Product ]

~

J

This presentation and SAP's strategy and possible future developments are subject to change and may be changed by SAP at any time for any reason without notice. This document is provided
without a warranty of any kind, either express or implied, including but not limited to the implied warranties of merchantability, fithess for a particular purpose, or noninfringement.
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Master Data Integration

Using Master Data Services on SAP Cloud Platform (SCP)

(

Sales Cloud A

Customer Product
and Contact
A A

J

\

J

Q3 2019

<—— In-application process step
<—— Avalilable Prepackaged Integration
<—— Planned Prepackaged Integration

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

Customer
and Contact

|

d

4 Marketing Cloud A 4 Commerce Cloud
[ Customer ] [ Customer ] [ Product ]
and Contact and Contact
J \_ A A
Q32019 Q2 2019
MDM Service )
Customer Product ]
and Contact )
\_ A A J
!
4 S/I4AHANA On-Premise

[ Product ]

J

This presentation and SAP's strategy and possible future developments are subject to change and may be changed by SAP at any time for any reason without notice. This document is provided
without a warranty of any kind, either express or implied, including but not limited to the implied warranties of merchantability, fithess for a particular purpose, or noninfringement.
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Omnichannel Commerce Quotation Management

Process View
AN AN
—&—o1g [

SAP CPQ
Get Quote
ﬁ PrepariQuote Approval ReleaS(Ia Quote StatusTUpdate

AN ‘ AN AN
SAP Commerce — —_— — | ®=
Cloud

Request for Reject Quote Check Quote Accept Quote Customer Order
Quote
ao

aag v

(m[m] AN
® gn (Sales) [®=

Order @ +
)

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC 51



Packaged Integrations using SAP Cloud Platform Integration

T SAP API Business Hub: Build App % -+ — s

<« (&N @ https//api.sap.com/themes/SAPCAHANA - o °

SAP API Business Hub  Gening Started Classic Design (D)

SAP API| Business Hub Packages for C/4HANA

Discover and consume digital content packages with APls, pre-packaged integrations, and sample apps from SAP and select

partners

Integration Flows,

SAP C/4HANA Sart By: Recenlly Updaled ~ Busi neSS AP IS

Experience SAP C/AHANA, a fourth-generation, in-memaory suite built for emerging busingss modeals.

!';1’ SAP Cloud for Customer r;j' SAP Marketing Cloud - cﬁ SAP Hybris Revenue
Integration with SAP ERP ¥" File-Based Data Load Cloud
Integrate business processes Detwesn File-based data load via SFTP or HTTRS AlUtomats and simplify your subscription
SAP Cloud for Customer and SAF ERP 10 SAP Marketing Cloud and pay-psruze business using SAP
Integration Operations

a1 Inagration Coenlonl @ 3K+ A nlegralion Conlen. & 3+ 15 APls ® T LK+

€33 SAP S/4HANA Integration £8Y SAP Marketing Cloud - ¢3% SAP Marketing Cloud -

w w w

with SAP Marketing Cloud Facebook Integration Twitter Integration

SAP SMHANA Inteeration o SAP Intesration of  Facebook  with - 5AP Twirter Inrecration with SAP Marketing = FIeId—LeVeI Mapplngs

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC httDS //aDI SaD . Com/themeS/SAPC4HANA 52



https://api.sap.com/themes/SAPC4HANA

Activate Intelligent Scenarios in SAP C/4AHANA

» Track the Customer Pulse & Personalize Customer Engagement « » Always have your Sales Coach in your Pocket «
L)
. D = £ = N
\ g 5 oo
E gL (== - S
o
= S
% Channel Best Sending  Product Buying Product Best Offer 8 Lead Price Up-sell & Configuration  Prospecting
c Affinity Time Propensity Recommendations " Intelligence Optimization Cross-sell Offers Recommendation Intelligence
3] Q
g — . 5
© Cn
> [ O o ' Y a2 B F,
o PN < A
< a :
w
Sentiment Customer Lead Conversion Customer Relationship Pipeline Incentive Intelligent Sales Intelligent
Analysis Attribution Propensity Retention Intelligence  Management Optimization Coaching Assistant Negotiations
» Deliver Personalized & Contextual Experiences « » The symbiosis of Virtual assistants and the Human Agents «
E o
Q vy . -g f)
O N P o S —
: IS (=) 1 O B O &K &
3 I > ] =
S ——— _—
Q) o o .L_)
- . . ) S
= Context- Merchandising Realtime Conversational ) _ _ _ o _ _ _
o driven in context micro-segmentation Commerce n Ticket Intelligence Virtual Agent &  Similar Ticket Solution Field Service
) services o Assistant ~ Recommendations  Intelligence Intelligence
o <
< wn
wn
© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC This presentation and SAP's strategy and possible future developments are subject to change and may be changed by SAP at any time for any reason without notice. This document is provided without a warranty of any kind, either 53

express or implied, including but not limited to the implied warranties of merchantability, fitness for a particular purpose, or noninfringement.



SAP C/4AHANA Intelligence and Analytics

Building Blocks and Technologies

-
SAP C/4HANA ]
Unified User Experience
Machine Business Conversational Internet of Things Early Technologies Data Intelligence Platform (planned)
Learning AT SAUEIEE SIEENOE e.g. Blockchain, AR, Combined data sets across multiple
Intelligent Scenarios, Dashboards and For business users Connected Intelligent Robotic systems, applied with ML algorithms
Deep Learning Augmented Analytics and end-customers Experiences Process Automation and predictive analytics

Intelligent Technologies:

SAP Conversational SAP Analytics Cloud APL Embedded ML, Predictive SAP Leonardo Machine ° nnuo " Data Intelligence
Al, Intelligent RPA (SAC BI, Predictive) PAL Libraries (HANA) Learning, IOT mautof0.  Platform (planned)

B coo moom
ooco ooo

@ SAP Marketing Cloud SAP Commerce Cloud @ SAP Sales Cloud SAP Service Cloud

SAP Customer Data Cloud

Master Data Management

Extension Framework and Microservices Ecosystem

SAP?Cloud Platform

SAP S/AHANA®

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC




: BECOI\/IEAN' ~ |
INTELLIGENT ENTERPRISE

. I - ~
’ ENABLE DATA-DRIVEN CUSTOMER JOURNEYS ,\Jﬁ
sap-c4hana-intelligence-analytics@sap.com - -y



How CX Leaders Move to SAP C/4HANA

V '

NGRS "w. p o
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2020+ Corporate Strategy (Customer Example)

© 2019 SAP SE or an

SAP affiliate company. All rights reserved. | PUBLIC

Business Strategy:
Value creation through industry leadership and differentiation.

Provide added value to customers with combined products, services & software solutions.

Create enthusiastic customers for life.

Focus Areas:
Drive continuous innovation in products, services and software solutions.

Improve cooperation with professional customers through direct and partner channels.
Operational excellence for higher productivity and process efficiency.
Articulate and life the brand promise.

High performing global team.
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Customer Transformation Path — Step 1 (2019)

Today

Step 1

Marketing Cloud

Commerce OnPrem

SAP CRM

© 2019 SAP SE or an SAP affiliate company. All rights reserve

SAP C/4AHANA
Marketing Cloud
Commerce Cloud

Sales Cloud

Service Cloud

Customer Data Cloud

SAP CRM

Customer Management

SAP S/4HANA

d. | PUBLIC

v

Rollout SAP Marketing Cloud and enable further processes
Define SAP C/4HANA concept and identify pilots
Move Field Sales to SAP Sales Cloud
Starting with Pilot country
Launch SAP Customer Data Cloud
Activate S/4AHANA for Customer Management (CM)
Sales Order Entry in IC, Interaction Record

Evaluate intelligent scenarios in SAP C/4HANA
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Customer Transformation Path — Step 2 (2020)

Today Step 1

SAP C/4AHANA

Marketing Cloud Marketing Cloud
Commerce OnPrem Commerce Cloud
Sales Cloud

Service Cloud

Customer Data Cloud

SAP CRM

SAP CRM

Customer Management

SAP S/4HANA

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC

SAP C/4AHANA
Marketing Cloud
Commerce Cloud
Sales Cloud

Service Cloud

Customer Data Cloud

Customer Management

SAP S/4HANA

v

Global rollout of SAP Sales Cloud
Process coverage based on customer inputs

Pilot further processes such as CPQ, SPM,
Sales Enablement & Learning

Rollout SAP Customer Data Cloud
Move SAP Commerce to SAP Commerce Cloud

Move Customer Service to SAP Service Cloud
and core service functions to S/I4AHANA for CM:

Agent Desktop, Multi-Channel Ticketing,
Service Motivate, Customer Feedback, IOT

Activate intelligent scenarios in SAP C/4HANA

Evaluate Subscription Business Model
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Customer Transformation Path — Step 3 (2021-2022)

Today Step 1 Step 2 Step 3
SAP C/4AHANA SAP C/4AHANA SAP C/4AHANA
Marketing Cloud Marketing Cloud Marketing Cloud Marketing Cloud Full rollout SAP Sales Cloud
Commerce GETET Commerce Cloud Commerce Cloud Commerce Cloud with Sales Performance
Sales Cloud Sales Cloud Sales Cloud Management, CPQ, _Sales
Service Cloud Service Cloud Service Cloud Enablement & Learning
Customer Data Cloud Customer Data Cloud Customer Data Cloud Retire SAP CRM

SAP CRM SAP CRM SY\=Nei=1Y Customer Management Leverage fU” set of Intelllgent
scenarios in SAP C/4AHANA

SAP S/4AHANA

Implement Subscription Business

SAP S/4HANA SAP S/4HANA

Model

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC 60



SAP Customer Data Cloud Simplified Target Architecture

SAP Commerce Cloud System of SAP Sales Cloud

Engagement .
Personalized shopping experience SAP Service Cloud

i

Know your .
customers  OAP Marketing Cloud

_ Core Enterprise Platform 4—_

SAP S/4AHANA (Enterprise) S/4HANA for Customer Management

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC 61



SAP C/4AHANA Move Program
Your Journey to the SAP Customer Experience Cloud

The world is changing at an unprecedented pace. Customers have much higher expectations and typically a lot of choice where to buy
products and services. This is true for B2B, B2B2C and B2C. You need to build trusted relationships between brands and customers and
create customers for life. Bringing your customer experience solutions to the cloud, enables you to move fast, connect moments, and build
trust at every stage of the customer engagement so that you can re-think and re-imagine Customer Experience.

To help you realize these benefits quickly, we created the SAP C/4HANA Move Program, a comprehensive program that has all you need
to move from your on-premise SAP CRM and Commerce solutions to the cloud. This program provides you with tools, assets, and

services that can make your journey easier and as smooth as possible.

What does the SAP C/4HANA Move Program provide?

r@ ==

Knowledge and

: The power of a strategic
Expertise from SAP P g

partnership

We know you and what your . .
SAP CRM and Commerce on- We will be on this journey together.
) ) : The recognized expertise of the SAP
premise solutions provide

today. And with that ecosystem and partners can support

you with a consistent methodology

and set of tools that will guide you
through every step.

knowledge and expertise, we
can effectively advise you on
the best way to transition to
the cloud while optimizing your
CX capabilities and
investments in SAP
technology.
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A jumpstart to your
journey

Moving to the cloud enables you
to re-think and re-imagine your
CX processes and we can make
sure you don’t have to start from
scratch. Leverage accelerators
such as best practices,
prescriptive solutions and
advisory services to individualize
your solution and help ensure a
safe and complete migration of
your on-premise data to the
cloud.

™




Summary & Further Information




The SAP Advantage
Experience \/

SAP C/4AHANA + Qualtrics
allow you to put the
customer at the center of
your business and engage
consistently across all

channels

SAP affiliate

company. All rights reserve

d. | PUBLIC

SAP C/4HANA provides a
single view of the customer
based on consent-driven
customer data

SAP C/4HANA + SAP
S/4AHANA integrated offering
resulting in lower costs, end-
to-end processes
connecting your demand
chain (customers) with the
supply chain (digital core)
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CX Works!

CX Works Roadmap

CX Works

The single portal that leads to the wealth of SAP C/4HANA
Expert Knowledge

n EXPERT RECOMMENDATIONS | PROJECT FRAMEWORKS | STRATEGIC GUIDANCE

Welcome to CX Works

CX Works is designed for SAP C/4HANA. It is a source of curated, field-tested and SAP-verified expertise, accessible all in one place. Whether you are launching a new implementation,

Online Resources Q

Start your Journey today:

https://enable.cx.sap.com

integrating additional solutions or hoping to gain additional value from an existing deployment, you can quickly access the expert resources you need.

To get started click through to Expert Recommendations, Project Frameworks or Strategic Guidance.

Expert Recommendations Project Frameworks

Find recommendations from experts, for all solutions Recommended project frameworks to help you to plan
across the SAP C/4HANA suite, in all disciplines and structure various stage of SAP C/4HANA projects
involved in the solutions’ lifecycle, e.g. architecture, to ensure they start on the right foot. This is where you
development, project management, requirements can find the project assets and tool-kits to support
management, and application management. your implementation across the suite.

https://www.sap.com/cxworks
https://www.sap.com/cxworks/site-map
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s l P SAP Customer Experience :
Q SEARCH &) LOGIN
Enablement Portal

Strategic Guidance

SAP C/4HANA Marketing Commerce Sales Service Customer Data Explore Playlist Special

Introducing CX Works

Expert guidance to support you
strategy development. Advice o JEKCHUREE
executing organizational changd
every stage of your transformat

NEW ARRIVALS IN MARKETING >

A

Master the Challenges of Digital Marketing Advanced: Creating Email Content
in Content Studio


https://www.sap.com/cxworks
https://www.sap.com/cxworks/site-map
https://enable.cx.sap.com/

Further Information

SAP Customer Experience: htips://cx.sap.com

openSAP course: https://open.sap.com/courses/c4hl

Enablement Portal: https://enable.cx.sap.com/

CX Works (Expert Knowledge): https://www.sap.com/cxworks/

Knowledge for SAP User Groups: https://sap.com/K4U

C/4AHANA Webinars: https://webinars.sap.com/sap-user-groups-k4u/en/c4hana

C/4HANA Guide: https://webinars.sap.com/sap-user-groups-k4u/en/quide c4hana

C/AHANA Flipbook: https://msmproda7afccce3.hana.ondemand.com/ebook/c4dhanal/index.html

Intelligent Enterprise: https://www.sap.com/products/intelligent-enterprise.html

Roadmaps: https://www.sap.com/roadmaps
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Get to know SAP C/4HANA - An Introduction

&7 PRESS

SAP C/AHANA

An Introduction

Get to know SAP C/4HANA, the new SAP Customer Experience suite
Explore marketing, commerce, sales, service, and customer data

Discover how intelligent technologies like Al and machine learning
benefit your customers

Singh « Messinger-Michaels

Feurer - Vetter e Rheinwerk
Publishing

Table of Content
Foreword by Alex Atzberger

Chapter 1: SAP C/4HANA at a Glance
Chapter 2: Marketing Cloud

Chapter 3: Commerce Cloud

Chapter 4: Sales Cloud

Chapter 5: Service Cloud

Chapter 6: Customer Data Cloud
Chapter 7: The Extension Factory
Chapter 8: The Intelligent Enterprise
Chapter 9: Intelligent Technologies
Chapter 10: First Steps to SAP C/4HANA

https://www.sap-press.com/sap-c4hana 4852/
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Abstract

Dive into the new SAP C/4HANA suite!
Understand how SAP C/4HANA handles
marketing, commerce, sales, service, and
customer data processes— and identify which
solutions fit your organization’s CX needs.
Then explore integrations to SAP S/4HANA,
extensions using SAP Cloud Platform, and
applied artificial intelligence using SAP
Leonardo.

Learn how you can serve your customers
better—from the demand chain all the way
down to the supply chain!

Get to know SAP C/4HANA, the new SAP
Customer Experience suite

Explore functionality for marketing, commerce,
sales, service, and customer data

Discover how intelligent technologies like Al
and machine learning benefit your customers
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Contact information:

Sven Feurer

Sr. Director C/4AHANA Suite Product Management
Customer Experience

SAP SE

Dietmar-Hopp-Allee 16
69190 Walldorf, Germany
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mailto:sven.feurer@sap.com
https://www.linkedin.com/in/svenfeurer/
https://twitter.com/SvenBFeurer

Follow us

/contactsap
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No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of
SAP SE or an SAP affiliate company.

The information contained herein may be changed without prior notice. Some software products marketed by SAP SE and its
distributors contain proprietary software components of other software vendors. National product specifications may vary.

These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or
warranty of any kind, and SAP or its affiliated companies shall not be liable for errors or omissions with respect to the materials.
The only warranties for SAP or SAP affiliate company products and services are those that are set forth in the express warranty
statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional
warranty.

In particular, SAP SE or its affiliated companies have no obligation to pursue any course of business outlined in this document or
any related presentation, or to develop or release any functionality mentioned therein. This document, or any related presentation,
and SAP SE’s or its affiliated companies’ strategy and possible future developments, products, and/or platforms, directions, and
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