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Legal disclaimer

The information in this presentation is confidential and proprietary to SAP and may not be disclosed without the permission of SAP. 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 document or any related presentation, or to develop or release any functionality mentioned therein. This
document, or any related presentation 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 document
IS not a commitment, promise or legal obligation to deliver any material, code or functionality. 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 non-
infringement. This document is for informational purposes and may not be incorporated into a contract. SAP assumes no responsibility for
errors or omissions in this document, except if such damages were caused by SAP’s willful misconduct 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.

- . 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
© 2018 SAP SE or an SAP affiliate company. Al rights reserved. | PUBLIC provided without a warranty of any kind, either express or implied, including but not limited to, the implied warranties of merchantability, fitness for a particular purpose, or non-infringement. 2



Intelligent SAP C/4AHANA Experience Workshop

Business requirements and solution demands in the area of modern CX

Intelligent Solution

\ ! /

Learn how AI/ML < .
technologies - <] -
help organizations - ~

to deliver better CX

Enable data-driven customer journeys to provide better customer engagement & brand experiences
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Automate the
Selling
Experience
- SAP Sales Cloud
Optimize
Sales Processes powered
by SAP Leonardo

Deliver a Better
Customer
Experience
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SAP Sales Cloud Solutions
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How we envision and deliver
Intelligent Sales
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Continuous ensemble machine learning

Connected Sales Many models Embedded Scorecard and ROI
Cloud data recommendations

© 2018 SAP SE or an SAP affiliate company. All rights reserved.



N
The power behind Augmented Intelllgence

Works out of the box without implementation

Continuous ensemble machine learning without data
scientists

Delivers immediate value with embedded
recommendations

SAP affiliate company. All rights reserved.




N
Ensure don’t leave money on the table

MISSED OPPORTUNITIES Time to on-board
SCALABILITY
Time consuming Error prone quoting
Excessive discounting

Margin erosion cusTOMER SPECIFIC PRICING
MULTI-CURRENCY Omni-channel Time to market



The , , and
of SAP CPQ makes offering customers the
right product, at the right price, at the right time,
effortlessly.
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SAP CPQ In Action




How does Intelligent CPQ work?

ﬁ
Evaluates the products and Understands customer and sales Delivers up-sell, cross-sell and

pricing of each quote rep history price recommendations

© 2018 SAP SE or an SAP affiliate company. All rights reserved. 18



Give visibility to advance deals forwards

40% of Sales Managers’ time
IS wasted forecasting

30% of Committed deals slip
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Empower your team to deliver
and

at every
, effortlessly
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How does Intelligent Sales Forecasting and Pipeline Management work?

Evaluates opportunity data and Understands customer and sales Delivers best next action
progression engagement in-and-out of CRM recommendations to increase
forecast accuracy and increase

deal velocity.
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to motivate the right behaviors
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Deliver transparent incentives quickly and change

. Take the right business decisions with
, , and
effortlessly.
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How does Intelligent Commissions work?
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Evaluates how each component Understands participation and
Impacts revenue and expenses how each person compares to
their peers

© 2018 SAP SE or an SAP affiliate company. All rights reserved.

Delivers specific and actionable
recommendations to optimize
individual and plan performance
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SAP Sales Cloud
Intelligent Suite
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SAP Sales Cloud
Intelligent Solutions,
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Intelligent Solutions for Sales delivers immediate value

Automate the Selling Optimize Deliver a Better Customer
Experience Sales Processes Experience
Spend more time selling Go from tactical to strategic More meaningful and
Eliminate guesswork Drive the right behaviors responsive engagement
Increase revenue Faster, accurate planning The right products, at the

right price at the right time

© 2018 SAP SE or an SAP affiliate company. All rights reserved. 36



SAP Customer Experience LIVE

Thank you.

Contact information:

Terison Gregory
VP Product Management
Terison.gregory@sap.com

Kevin Markl
Product Marketing Manager
Kevin.markl@sap.com
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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
functionality are all subject to change and may be changed by SAP SE or its affiliated companies at any time for any reason
without notice. The information in this document is not a commitment, promise, or legal obligation to deliver any material, code, or
functionality. 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, and they
should not be relied upon in making purchasing decisions.

SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered
trademarks of SAP SE (or an SAP affiliate company) in Germany and other countries. All other product and service names
mentioned are the trademarks of their respective companies.

See for additional trademark information and notices.
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