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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.

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



SAP’s vision of the Intelligent Enterprise

Key Components

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC
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Intelligent Enterprise
Key End-to-End Processes

Lead to Cash

Customer Experience

Total Workforce Management
People Engagement

Design to Operate
Manufacturing & Supply Chain

Source to Pay
Spend Management

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC
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Intelligent Suite: Deliver intelligence across value chains

Intelligent applications for every line of business

SAP Digital ~ SAP S/4HANA SAP

Cloud

Manufacturing SuccessFactors

SAP Integrated

Business Planning E % m SAP Fieldglass
- =
=+

(=)

SAP C/4HANA @ Manufacturmg

Digital Core

People SAP Ariba

& Supply Chain ) : 3y Engagement
e T ,:' Network & Spend SAP Concur
Customer ‘,.- o ... Management
Experience .. Q IR
Intelligent
Suite

Integration | Business Objects | Master Data | Orchestration

25 Industries | 180+ Countries

Out-of-the-box integration leveraging SAP Best-in-class UX with Modular, making Easy to extend, allowing
Cloud Platform, the SAP Analytics Cloud consistent experience it easy to consume and customers and partners to
solution, and a common data foundation with across the entire portfolio cost-effective to operate. customize solutions quickly

SAP HANA and SAP Data Hub

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

Intelligence embedded
in the applications making
the workflows smarter



Service -

. 5 Clouds and 7 Suite Attributes .

Marketing SAP

. 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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Lead to Cash
Integrating the Front Office with the Digital Core

Unidentified Contract /
to Identified Lead Opportunity Quote Clz)s:gg;er Order Fulfillment Invoicing*
Contact Management

v
End to End Customer Experience

© 2018 SAP SE or an SAP affiliate company. Al rights reserved. | PUBLIC * Agile billing solution in C/4AHANA




LEAD TO CASH PROCESS FOR DISCRETE INDUSTRIES (COMPONENT MANUFACTURING)

Contact to Lead

=

E:‘ 'S/AHANA ) SAP Commerce Cloud
SAP Customer Data Cloud

Customer
engages,
registers, gives
consent and views
information

Marketing creates
campaign on new
offer

SAP Marketing Cloud

Interaction is
captured and scored,
Marketing Lead is
created

u SAP Marketing Cloud

Lead to Opportunity
AL .
v l‘- Marketing Marketing hands over
Z retargets lead to sales, potential is
qualified and lead is

customer to remind _
converted to opportunity.

them about offer
SAP Marketing Cloud
SAP Sales Cloud

®

Quote to Order

SAP Marketing Cloud

Opportunity to Quote/Cart

Customer visits

Opportunity
scores high and website and is Customer
Salesperson is guided to build requests
quote

shopping cart

SAP Commerce Cloud SAP Commerce Cloud
E‘:;VS/{I_'I.&NA

ty

assigned

SAP Sales Cloud

Order to Cash

Salesperson creates a
quote with real-time
prices, delivery time,

gets cross-sell / upsell
recommendations,
suggested discount and
predicted commission

Quote is presented
to Customer,
negotiated with

Salesperson and
terms finalized

SAP Commerce Cloud
SAP Sales Cloud

Customer accepts
quote and signs
online. Customer

order is generated.

IE

N
=

SAP Commerce Cloud

SAP Sales Cloud

Customer confirms
product has been
delivered and is informed
that provisioning is
completed, and
subscription lifecycle
starts.

EX7S/4HANA)

Technician installs

Customer Order incl.
products, customer

products, services &
subscriptions is dispatched
to provisioning and
fulfillment systems, Service
Request is planned,
Customer sees real-time

status
EYYS/4A HANA SAP Sales Cloud
SAP Commerce Cloud

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

Customer
uses service

SAP Service Cloud

confirms installation.

O

OI

Customer gets
combined invoice
and tracks usage &

spending

Customer views
and pays combined

bill for solution
SAP Sales Cloud

EX7S/4HANA) :’ :
EXYS/4 HANA

SAP Commerce Cloud
9

Salesperson views
commission payout.
Revenue is booked and
posted to Finance, BU
manager sees business
results

Subscription
Billing charges for
recurring and
usage charges.

s

SAP Sales Cloud

EYYS/AHANAY)



Lead2Cash with SAP C/4HANA



Build the Intelligent Enterprise — Lead to Cash Roadmap Excerpt

i:z@@\:i Functional Enhancements .'/@@: ) Functional Enhancements . .
' - Campaign Management in SAP Marketing Cloud L C a r t management f "\o@;:-' FLFJ)nCrt\Ior;alsEnihagcgments s erviece a
» Lead Handover from SAP Marketing Cloud to SAP products in SAP Commerce Cloud Customer order management for physical,
Sales Cloud - User and identity managementin SAP Customer Data subscription, and service products (integration via
* Quote request in SAP Commerce Cloud with Cloud with integration to SAP Marketing Cloud and SAP Distributed Order Management)
handover to SAP Sales Cloud Commerce Cloud *  Quote to Order for physical and subscription products
* Customer order management for subscription and - Calculate and payout sales commission for own sales (different variants)

physical products using SAP Commerce Cloud

force
+ Quotation Management for physical products in SAP

* Quote to Order for subscription products w/o Commerce

Sales Cloud w/o Distributed Order Management (basic functionality)
[E One Master bata - One Master Data |-) One Master Data
g * Omnichannel Promotion Pricing business service Customer Master business service (lookup, r oduct M a st er b u
+ Cust Order S b .
ustomer Order Sourcing business service extensibility and distribution across B2B and B2C) ‘ O rder Management
L
TODAY 2019 2020 2021 >

Seamless UX . Seamless UX (7)) Seamless UX

Harmonized look and feel for SAP C/4AHANA Harmonized look and feel for SAP C/4AHANA Harmonized look and feel for all
Clouds: first deliveries for sales rep and Clouds: continued delivery for further personas SAP C/4HANA Clouds
marketing manager personas (e.g. service technician)
i ' M“ Intelligence & Analytics Intelligence & Analytics
Intelligence & Analytics 9 ] y . Further intelligent scenarios for all
+  SAP Enterprise Chatbot for SAP Commerce Cloud * Embedded analytics and native iPhone app for SAP SAP C/4HANA products
+  Al-recommended territory optimization and Sales Cloud _ _
compensation plans for SAP Sales Cloud » SAP Analytics Cloud Ul integration for SAP Sales Cloud .
+ Improved productivity for complex ticketing *Next-generation a g,e n t d es ktop Experienc
scenarios in SAP Service Cloud Service Cloud w
i%!’ Prebuilt application connectivity with all
SAP C/4HANA products and
S AP Commerce C 1 OESE]!” d c onnevctor t o S AP C | o u ddditional SAP solutions
Platform Extension Factory S AP C/ 4 HANA Cockpit
Open sourcing of project “Kyma” SAP C/4HANA provisioning

©2019 SAP SE or an SAP affiliate company. All rights reserved. SchsTBuer C | 0 u d Platform E x tension Factory



Build the Intelligent Enterprise —Quote to Order Roadmap Excerpt with Technology Adoption

Functional Enhancements

o, —
[@]-Quote r e q u e s t i n S AP C om m e r c e C |l o u d W/t a d o v e r o) S AP S ¢
- | E
7/ Cloud CPQ | @ | Functional Enhancements
Customer order management for subscription and physical products e Quote to Order forphysical, Simple Service and
using SAP Commerce Cloud g AN
Quotation Management for physical and Simple Service products in SAP subscription products via Commerce
CPQ and SAP Commerce Cloud (B N .
. © ( @@ ) Functional Enhancements
. N
l%i%) Identity Management Quote to Order for subscription products
2"« |dentity Authentication and Single Sign-On (SSO) using SAML 2.0 for (Integration between CPQ and Subscription E One Master Data
SAP Sales Cloud CPQ/ SAP Sales Cloud, Subscription Billing/ billing) Consumption of Business Partner Service

SAP S/4HANA Cloud, Commerce Cloud Backoffice
Implementation of SCIM v2 API to support SAP Cloud Platform Identity
Provisioning Service for SAP S/4 HANA Cloud, SAP Sales Cloud CPQ

and SAP Commerce Cloud Backoffice Process Documentation
Process Documentation Quote to Order models published on
Quote to Order modeling completed SAP API Business Hub
@ L 4 - - L 4
TODAY 03/2019 Q4/2019 >
L
N _ _ ‘ | Seamless UX
Application Lifecycle Management (M“ Intelligence & Analytics Harmonized look and feel (Bronze Level
Automated Provisioning: Support core - Em©bedded a n all t i c Adoptiong ¢ native i P h o
provisioning services for greenfield tenant app for SAP Sales Cloud
provisioning — SAP S/4 HANA Cloud . SAP An?Iyticls C(Ijoud Ul integration for Intelligence & Analytics
SAP S C
@ Intelligence & Analytics ales tlou Fur‘ther/intelligent sgenarios for all
*  SAP Enterprise Chatbot for SAP Commerce Cloud ez SAP C/AHANA products
» Al-recommended territory optimization and compensation E : : :
lans for SAD Sales Cloud b | | Application Lifecycle Management
SAP C/4HANA Cockpit Automated Provisioning: Support core provisioning?__
EZ}" S AP Clouwud P I a t f qedic for greenffeld tefantlprovisibnifig 0 actory
CPQ/Subscription Billing and Commerce

S AP C ommer c e C Il o ud c onnwewctor to S AP C |l o u d
Platform Extension Factory

© 2019 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER
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Contact information:

Dr. Ingo Woesner

Director Outbound Product Management SAP C/4HANA
SAP SE

ingo.woesner@SAP.com
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Follow us
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© 2018 SAP SE or an SAP affiliate company. All rights reserved.

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 www.sap.com/copyright for additional trademark information and notices.
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