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Key Macro -Market
Challenges

Economic Uncertainty
Key Challenges

T

Escalating Expectations
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The Shortcomings of
Legacy, On -Premise Apps

A Deployment Challenges
A 31.1% of SW projects cancelled before completed.

A 52.7% of projects cost nearly 190% of original
estimates.

A Operational Costs
A Maintenance & management costs=>10x license fee.
A Escalating hardware & staff support costs.
A Over provisioning and under  -utilization of SW licenses
A Economic/Budgetary Pressures
A Need to reduce IT costs and increase business benefits.
A Need to increase utilization to gain greater ROI.
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On -Demand Has Become
Mainstream
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The New Generation Thinks &
Communicates Differently

©2010, THINKstrategies, Inc. www.thinkstrategies.com
Slide 7



Changing Customer

Expectations
old, New
A Fixed, Capital Investment A Flexible, Operating Expense
A Complexity, Customization A Simplicity, Utilization
A High TCO, Uncertain ROI A Rapid Time -to-Value
A Internal Support ~ A Vendor Management
A Limited Visibility | A More Analytics
A Outsourcing Alternatives ' A Out-Tasking Options
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Inter -Related
Out - Tasking Alternatives

OutTasking
Alternative

Managed . Cloud
Computing

Services I
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An Historical Perspective
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Defining SaaS

SubscriptioAPricing

Continuous Enhancements

Builtin, Reallime Analytics ]6['(:6 C()m@

\'H em and

LD

Rapid Deployment/S€lfovisioning

UserCentric Process Orientation

Oneto-Many Software Design

NetworkBased Delivery

ServicegOriented Applications

MultiTenancy
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Customer
Application

cC. C. C. .

How SaaS & ASP/Hosting
Differ

Same legacy applications
Upfront perpetual license
Still inflexible architecture
Limited accessibility

Singleinstance, inefficient
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Multi -tenant SaaS Uses
Common, Scalable Code

SaaS
Vendor
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SaaS Adoption
Beyond a Tipping Point

% of
Respondents
Using SaaS
_. [ ]
—— [

Source:  THINKstrategies/Cutter Consortium
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Customer Satisfaction,
Renewal & Referral Rates

>90%
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S 7

Unilateral End-User, Enterprise-Wide
SBU Adoption of Acceptance and
SaaS Solutions Adoption of SaaS
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Recent Mega -Deals

AR AV O II~ . = 500,000 suppliers

OWe evaluated a number al t er navailablessalutionb u
capabl e of meetlng -®&VPrandcCtOmopGEe x , gl ob

||~ SI E M E NS =420,000 end  -users

"The Enterprise Cloud Computing business model is a strategic direction for
SuccessFactors  ys. It not only lowers IT costs, and creates faster end to end processes, but
People Performance can also grow with our requirem

- Head of Corporate IT, Siemens AG
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Al 6m al | about

New Government View

the cloud comput. i

and | want access to information wherever | am. | am killing

projects
President

t hat donot l nvest
Obamadés CIl O, Vi vek

Welcome to Apps.gov

Apps.gov is your source for cloud computing
applications designed to help your agency harness
the power of today’s technology. Whether it’s

Business or Productivity Applications, Cloud IT
Services or Social Media solutions, Apps.gov is the
place to get your government agency in the cloud.
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RightNow Secure Cloud

DoD, GSA, and the Agency for Healthcare Research and Quality
( AHRQ) wusing Right Nowds Secure Gov
DoD deployments include,

A U.S. Air Force Personnel Center (AFPC)

A Medical Education and Training Campus (METC)

AHRQ can:

Support 30 web resources and Health IT projects

Manage incoming web inquiries, reducing demand on agents

Provide constituents with a central, self -learning knowledge base

Encourage dialogue with consumers, researchers, clinicians,
educators, employers, and providers on health care issues

Facilitate technical assistance questions
Quickly add content, resources or the latest research on website
Analyze customer feedback.

o To To  To Do Do I»
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LA - Google Story

U $7.25 million deal
U Google Apps serving 34k employees
A Replaces Novell GroupWise
U Deployment and support provided by CSC
U Privacy clause,

A Includes provision providing the city with unlimited damages
if its nondisclosure agreement (NDA) is breached by Google.

0 >50 state county/local agencies in CA have asked Los
Angeles for information about its agreements

U > 20 government agencies outside of CA have sought
information on the Google plan
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Market Adoption Forecast

Laggards

Mainstream Buyers

Early Adopters
A

Market Penetration

Innovators

2006 2008 2010 2012

www.thinkstrategies.com
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SaaS Expands from Front - to
Back - to Inter -Office Apps

Back Office Front Office Inter-Enterprise

ERP Collaboration Procurement
Finance CRM/SFA Supply-Chain

e e e

BUSINESS APPLICATIONS

Mar ket OCl oud Rush@©o
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Source:

SaaS
Showplace

Top Ten Showplace

Application Categories

Customer Relationship Management
Collaboration

Accounting/Financial

Document Management

Project Management

Enterprise Resource Planning (ERP)
Marketing

Human Resource Management (HRM)
eCommerce

Messaging
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SaaS Expands from Business
Apps to IT Management

Back Office Front Office Inter-Enterprise

ERP Collaboration Procurement
Finance CRM/SFA Supply-Chain

e e e

BUSINESS APPLICATIONS

Data Protection Security Network Mgmt
Storage Systems Mgmt Remote Access
é é é

IT Management
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Why IT Is Attracted to SaaS

Most IT organizations spend 75 -80% of their time reacting to
problems, keeping systems and software up and running.
They would prefer to focus on more strategic business

Initiatives.
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SaaS Penetrating IT
Management Market

Traditional NSM = ERP of the IT World

U Too complicated
U Too expensive
U Too time -consuming

U Too ineffective

>100 IT/Application Mgmt solutions on the SaaS Showplace.
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Managed Services/SaaS
Convergence

=) (=
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Managed Services vs. SaaS

Managed Services SaasS

A Provider assumes A Provider delivers software
management responsibility functionality

A Sold on an per device basis A Sold on a per user basis

>

Focus on network/system Focus on application
availability & performance availability & performance

V Quicker Time-to-Value
V Lower TCO/Higher ROI
V' Shifts Burden to Provider
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Moving from SaaS Apps to
Cloud Computing

Gartner.

ANTop Strategi ¢
Technology for

Cloud Computing
Services

20100
_ But what
does ncl o
Sead Ay computing
- mean?
.
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NIST Definition of the Cloud

Cloud, Defined

“A model for enabling comnveniemt, on-demand network access to a shared pool of configurahble
commiing resources (e.q.. networks, servers, storage, applications, and senvices) that can he
rapidly provisioned and released with minimal management effort or service provider imeraction.”

Models

Software as 3
Senice

Essantial Characteristics Delive
e On-demand self-semvice

Deployment Models
Frivate cloud

« Llbhiguitous netwaork access Community cloud

Flatforim as a
Senice

Fublic cloud
Hyhrid cloud

» | ocation-independent
resource poaling

FHapid elasticity
Measured service

Infrastructure as
A Senice

o Fapid elasticity

Data: Hational Institute of Standards and Technology, draft definition, version 14
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Where are the Channel
Opportunities In the
Clouds?

2222222
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Traditional Role of
Channel Partners

u Satisfy specific user requirements and
vertical market needs

i Address technical complexities & provide
specialized skills,

A Planning, Design, Integration, Management,
Training & Support Skills

i Extend sales reach/functional capabilities

i Expand addressable market opportunities
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Does SaaS/Cloud =
Disintermediation?

i Direct Sales/Delivery Model

i Focus on Simplification/Ease  -of-Use

i Automated, Self -Provisioning Capabilities
i Ease of Deployment/Configuration

it Emphasis on Time -to-Value

i Business vs. Tech Support Requirements

i Lower Price Points/Tighter Margins
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Good News

i SaaS vendors seeking channel partners to,
A Extend reach
A Create industry -specific solutions
i Cloud computing is creating confusion
A Vendors need help packaging raw capabilities

A Users need help understanding and
leveraging resources
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Why the time Is right for the
Channel in SaaS

SaaS has gained mainstream acceptance, less education required.
SaaS vendors perfecting direct selling strategies/techniques.
Continued growth requires greater vertical market penetration.
Expanding market penetration requires industry - specific skills.

Economically extending market reach requires third - party channel
partners w/otrustedo relationships.

Establishing new channel relationships accelerates market growth.

Existing and emerging players hungry for new channels to market.
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SaaS Expands from Business
Apps to Industry Solutions

Back Office Front Office Inter-Enterprise

ERP Collaboration Procurement
Finance CRM/SFA Supply-Chain
e e =

BUSINESS APPLICATIONS

Manufacturing Financial Services Retalil
é é é

Vertical Market/Industry-Specific Solutions
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concerns

v Reliability

v Security

v Customization

v Compliance

v Integration

v Customer Support
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Clouds Come
In Many Forms
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Channel Opportunities

Integration Opportunities Consulting Opportunities

~N

e N

7
/

\

/
[

Geography-Specific Industry-Specific

Relationships Solutions
Customer Support Training
N
~N
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Helping Customers Find
the Right Balance

i Help make cloud computing
location -independent

i Help select the right choices.

i Help integrate on -demand/
on-premise solutions.

i Help maximize value of solutions
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Private Clouds

u Benchmark Market Leaders
A Amazon
A Facebook
A Google
A Salesforce.com

i Adopt Industry Best Practices
A Standardization
A Simplification
A Automation
A Agility
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Slide 43

Design, Deliver & Manage

www.thinkstrategies.com



http://rds.yahoo.com/_ylt=A0WTefT41GFKTDcB8bCJzbkF;_ylu=X3oDMTBxMjZnaWE4BHBvcwM0BHNlYwNzcgR2dGlkA0kxMDlfMTMw/SIG=1fr6nnake/EXP=1248011896/**http%3A//images.search.yahoo.com/images/view%3Fback=http%253A%252F%252Fimages.search.yahoo.com%252Fsearch%252Fimages%253Fp%253Dbechtel%252Blogo%2526fr%253Dyie7c%26w=600%26h=600%26imgurl=www.tucoo.com%252Flogo%252Flogo_eps101%252Fimages%252FBechtel.png%26rurl=http%253A%252F%252Fwww.tucoo.com%252Flogo%252Flogo_eps101%252Fhtml%252Fimage23.htm%26size=86k%26name=Bechtel%2Bpng%26p=bechtel%2Blogo%26oid=0326db054ea88064%26fr2=%26no=4%26tt=167%26sigr=11mnj8s32%26sigi=11h43bdlr%26sigb=124fbvkk9

Benefits of SaaS/Cloud
Enabled Channel Companies

V Lower Upfront Costs

V Easier Deployment

V Quicker Time-to-Value

V Lower Total Cost Of Ownership (TCO)
V Higher Return on Investment (ROI)

V Greater Flexibility and Agility

V Create Additional Market Opportunities
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Added Dimension of SaaS
and Cloud Computing
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A New Level of Value
INn the SaaS Market

Dynamic clearinghouse of solutions
Continuous updates, new ideas
Real-time, aggregated data
Meaningful benchmark studies
Practical best practices forums

Build a Aclubo, gal
advantage
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How You Can
Capitalize on the Cloud

i Augment internal operations

i Test new applications/services
i Handle spikes in demand

i Expand service portfolio

i Broaden partner relationships/
channels to market
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-as -a-Service
(PaaS)

Platforms

o Google force.com facebook
S38 EC2 App Engine platform as a service
CPU and Web Enterprise Social
Storage Applications Applications Applications

r‘
7 Windows Azure ‘
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New Breed of VARS
and Consultants

rX

APPIRI0O
bluewolf

guarantee success."
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New Channels
to Market

Brought to you by

: Banks (CPA,

A Insurance Companies A subsichary of the AIGPA

A Retallers AN E RICAN BES'
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On - Demand Services &
The IT Industry Inversion

Future

The

, IT Industry _
Services Inversion Technologies

.

Past
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Key Challenges Facing
Established Vendors

Multi- @
Tenancy

Multi- @
Instance

Single
. Instance

Amount of Code Conversion

Efficiency of SaaS Deployment

Re-architecting applications
Re- structuring revenue models
Repositioning marketing
Re-orienting sales/support staff

Surviving market shakeout
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Balancing,

i

i

i

Multiple Offerings

Various Delivery Models
Competing Buyers
Conflicting Sales Channels
Varying Compensation Plans

Differing Revenue Recognition
Models
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Shift from Selling Boxes to
Business -Oriented Services
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Transform Firefighters
to Business Consultants
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Provide Insight,
Not Data
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Building Proper Target
Market Segmentation

Service

Levels

Size
of
Accounts
Functional
Layer
Vertical
Markets
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