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Safe Harbor Statement

Any statements contained in this document that are not historical facts
are forward-looking statements as defined in the U.S. Private Securities
Litigation Reform Act of 1995. Words such as “anticipate,” “believe,
“estimate,” “expect,” “forecast,” “intend,” “may,” “plan,” “project,” “predict,
“should” and “will” and similar expressions as they relate to SAP are
Intended to identify such forward-looking statements. SAP undertakes no
obligation to publicly update or revise any forward-looking statements. All
forward-looking statements are subject to various risks and uncertainties
that could cause actual results to differ materially from expectations. The
factors that could affect SAP’s future financial results are discussed
more fully in SAP’s filings with the U.S. Securities and Exchange
Commission (SEC), including SAP’s most recent Annual Report on Form
20-F filed with the Securities and Exchange Commission. Readers are
cautioned not to place undue reliance on these forward-looking
statements, which speak only as of their dates.
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The World’s Leading Provider of Business Application
Software

Undisputed market leader with >97,000 customers in 120 countries

\ % £ oo ) Undisputed market leader in business
& 2w G QUL Avid applications
& - _ Most comprehensive and consistent suite of
@ €. == QAT ocoewm |/ business applications in the industry
<© O vz EXON P— Leading innovation power with ~15,000
developers
wrach | TEEE JAL, 1oBE  Passen Robust_business model w_ith an ever
- increasing share of recurring revenues and
fﬂ o s @ strong economies of scale
Strong sales opportunity into installed base —
@ U o nowa o el business with existing customers accounts
Nestie for ~80% of order entry
& i i th
ww  rernosmas PG B S Stweekcase Recognlzed global _brand (27_ most valuable
A in the world according to BusinessWeek*)
CIER  7evinia f@; QVAMAHA WAL-WART  XErOX &) Strong focus on ecosystem to foster co-

Innovation
*Source: Interbrand / BusinessWeek 2009
®
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SAP’s Business Model
Strong Defensive Characteristics Coupled With Growth Potential

Software

and
software-
related
service
revenue
(SSRS)

Profess.
services
and
other
revenue

Support Y

Subscription V)

Consulting

Training

Other

Note: 1999 based on US-GAAP, 2009 based on IFRS; in € billion unless stated otherwise
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23%
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23%
2.5
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Breakdown (in %)

Software

Services &
Other

38%
1.9

24%
2.6

2009 50%
5.3

Support

Subscription



SAP Delivers Significant Value. . .

...by supporting mission critical processes in more than 24
industries globally

Wholesale 89% 40 million
Utilities 72% barrels of oil per day /
4 million
tons of chemicals per day /
2.5 billion
utility bills per year /

Travel & Transportation
Telecommunications
Retail

Public Sector
Professional Services

Primary Metals & Mining

Qil&Gas 2%
il 32,000
Media car engines per day /
Life Sciences
Insurance 49% 75%
IM&C 90% of world beer production /
High Tech 98% [l # of top 1000 companies STH
Healthcare 57% P P $330 million
SAP customers i _
Education 45% retail transactions per day /
EC&O 54%
Defense 80%
Consumer Products 92%
Chemicals 75%
Banking 71%
Automotive 87%
Aerospace&Defense 93%

0 50 100 150 200 250
Source: Forbes, SAP ®
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SAP’s Solutions Offerings
Tailored Solutions for Each Customer Segment

Addressable
Market

Customer
Segment

Large
Accounts

Large Enterprises
(> 2,500 employees)

~70% of

order entry

>22,500

customers ~$30bn market

Upper Midsize

(500 to 2,500 employees)
~$15bn market

Lower Midsize

(100 to 500 employees)
~$15bn market

Small Businesses
(<100 employees)

~$10bn market
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Deployment Models

= On-premise suite
= On-demand extensions
= Upfront licensing

= Subscription licensing

= On-premise suite

= Upfront licensing

= On-demand suite

m Subscription licensing

= On-premise suite

= Upfront licensing

Primary Solution
Offering

SAP Business Suite 7

SAP BusinessObjects
LE product portfolio

Expansion of industry
solutions portfolio

w Business
w Business

W Business
w



Recurring Revenues & Spending Discipline Allowed for a
Strong Performance During the Downturn...

Total Revenue (€bn) Total Operating Operating Margin (%)

Expenses (€bn) 0.7pp

-9%
- L8pp*

\
8%
\

FY08 FY09 FY08 FY09 FY08 FY09

= Software revenue impacted most from the challenging environment (-28%)
w  Support and Subscription revenue grew by 11% and 19%, respectively
w  SAP cut its operating expenses by 8%

Note: based on Non-IFRS
*impact from FY 2009 restructuring charges o
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...While a Recovering Environment Demonstrates SAP’s
Growth Potential

Software Revenue (€m) Software and Software- Operating Margin (%)
related Service Revenue
(€bn) +8.0pp
+11% +11%

— —

6.6pp* /

Q1-09 Q1-10 Q1-09 Q1-10 Q1-09 Q1-10

= In Q1 2010, SAP returned to double-digit SSRS revenue growth
= Revenue growth is accompanied by an expanding profitability

Note: based on Non-IFRS
*impact from Q1 2009 restructuring charges o
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SAP is Undisputed Market Leader...
...In the Most Important Segment of the Software Stack

Market Size* Category Leader

$34 bn User Productivity Microsoft

Business

$118 bn Applications &
Analytics

4

Middleware & Dev.

$36 bn Operating System

Storage/
Security/
IT Mngt.

Source: SAP, IDC Megamodel

* Software and Software Related Service revenue (SSRS)




Expand Beyond Our Core Business
Cloud Computing / On-Demand

Line of Business Solutions for
Large Enterprises

Aimed at areas most suitable for on-
demand extensions
Customer Relationship Management
Expense Management
Talent Management
Carbon Management

Seamless integration with on-premise
SAP Business Suite

Integrated On-demand Suite for
Small and Midsized Enterprises

SAP Business ByDesign 2.5

Complete suite based on industry-
leading architecture

Core to SAP’s
on-demand strategy
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Expand Beyond Our Core Business
In-Memory Computing

Exponential potential for change

Ground-breaking innovation — next
generation database

Data is stored in memory rather than
on hard-disk

100x-1000x faster than traditional
databases

Potential to revolutionize busine
intelligence

Paves the way for a new breed of
applications
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Expand Beyond Our Core Business
Mobile Solutions / On Device

Make SAP solutions available on a
broad number of devices

Access SAP anytime and
anywhere

~60% of world’s population on Mobile
already, more than 1 billion mobile
workers globally as of today

Corporate applications accessed from
mobile devices growing at >40%

p.a.
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Our Product Strategy
Extend from the Core to the People

-
@)
=
]
—
)
7))
Q
e
(@)
e
O

All devices

All user
experiences
Easy to extend

Instant value
LOB or suite
Integrated to on
premise

SOA enabled
Best practice
packages
Non-disruptive
enhancements




“Networked Solutions”

*#zBlackBerry

% Price and Availability Check
Refreshed On:

| jProduct:

|jList Price:

[Average Selling Price:

Confirmed Quantity:

Availability Date:

Avalilibility
Check
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Summary

Total Revenue by Revenue Type Global market leader in Business
SIS G EHE Application Software
23% _ Software
Subscrip- 24% Robust business model providing a
% 2009 L )
6 rare combination of defensive strength and
Support growth potential
50%
Diversified revenue streams across
Total Revenue by Region B Geographies
Q\ZJ/ m |Industries
EMEA m Customer Segments
2009 53%

Strongest and broadest solution
portfolio in the industry

Americas
34%

Highly skilled workforce

Total Revenue by Industry

Financal oo Excellent reputation and brand
Service Process Unigque ecosystem of partners
23% 2009 19%

Driven by innovation

Consumer
18%

Discrete
20%

Note: FY2009, based on IFRS w
®
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