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###

Memo from Bill: SAP versus Oracle Ð There must be a hundred ÒexpertsÓ in the
mission critical software applications market with multiple (and differing) versions about
the growth and competition between Oracle and SAP. Both of these fascinating ISVs
(independent software vendors) have entertained the media for years. Both initially
concentrated on selling to larger corporations. Later each has tried to move Òdown
market.Ó In Addition, each vendor had, and still has, a unique management style,
marketing and sales strategy, and product platform development strategy. For SAP, its
flagship solution was a tightly integrated discrete ERP product called R/3. R/3 was a
modification of its predecessor a process industry solution called R/2.  Both R/2 and R/3
were its early bread and butter revenue producers. During the same period, Oracle
made billions with its flagship database ÒOracle DBMSÓ and spent millions building a set
of loosely coupled ERP applications as a way to augment its database platform and
enter the US ERP market.

SAP initially made its mark by selling business management applications in Europe
while Oracle was ÒtheÓ leader in database and infrastructure management solutions in
the US. In early 1990 SAP ÒdiscoveredÓ the huge opportunities in the US applications
market and began making a major thrust using its European version of R/3 ERP. It
retained development and maintenance in Walldorf, Germany using a proprietary



language called ABAP. Oracle developed its ERP suite in-house in Redwood, CA using
a set of proprietary software tools, which it also sold. In the early 1990Õs, Oracle began
to seriously expand into business applications as a way to capitalize on, and augment,
its highly successful database line. Its ERP solution was then called the Oracle
Business Suite. These early activities by both firms established the environment in
which the two software giants were destined to clash head to head. The intense
competition between the two finally caused both firms to go through their current
metamorphous.

Since the inception of intense competition, each company has evolved quite differently;
their cultures and business styles are equally different. SAPÕs approach has long been
using a Òbusiness solutionsÓ marketing and sales story with technology as a secondary
(though important) message. Oracle did (and still does to a large extent) just the
reverse; it initially focused on selling high-end advanced technology first and business
solutions second. That has changed with a strong applications message building on its
database and acquisition success, which is under stronger attack by SAP. SAP has
shifted away from R/3Õs development strategy towards the Oracle model of modular
applications by building an all new ERP product called mySAP.

During the late 1990Õs SAP began to rapidly gain ground in the US (actually most of
North America) in sales and market share. By 2000, Oracle realized SAP was a major
threat to its applications suite (which it now calls the ÒeBusiness SuiteÓ) which originated
when it began to promote the use of the Internet as a new technology message. SAP
was slow to recognize the value of the Internet in information technology. All that has
since changed. In 2003, Oracle began a strong applications buying spree acquiring
about 30 companies in the next 3 years. The most recent major acquisition was
announced was this year (on March 1, 2007) it would pay $3.3 billion for Hyperion
Solutions Corp., a maker of BI software used to track and report financial information.
Previously, Oracle also spent a combined $17 billion on business applications makers
PeopleSoft and Siebel. Last week, Oracle has just announced it will acquire PLM
developer Agile computer Ð the next steps will be continued in next weeks LBN.  More
on this fascinating story in the next LBN.

###

Auto: “Free - Lord Almighty - Free At Last” Ð That is probably what Daimler is saying
behind closed doors. DaimlerÕs has semi-divested itself from its Chrysler Group. As you
must know by now, Cerberus recently bought 80% of Chrysler. Daimler still owns a
minority interest of 20%. Cerberus Capital Management, which specializes in
restructuring troubled companies, agreed to pay a total of $7.4 billion to take control of
Chrysler, with most of that money to be invested in the newly independent company. A
month ago, Ron Gettelfinger, the union president, warned that an equity player might
Òstrip and flipÓ Chrysler, selling off its most valuable parts for a quick profit. So Cerberus
knows where to start, it has already knocked on the UAWÕÕs door. It will be interesting to
see what happens with those talks. The issue is two-fold problem; (1) the un-funded
healthcare obligations that Chrysler will take over from DaimlerChrysler with the sale of



the division amounts to $17.5 billion at the end of last year,
according to Chief Financial Officer Bodo Uebber, and (2)
Cerberus Capital Management which is the entity buying a
majority stake in Chrysler, will keep that healthcare liability.
We will see if Cerberus follows the new tactic by VCÕs
charging outrageous fees to the acquired company, thereby
quickly recovering its investment, and then either milking the
company or the piloting the heavily indebt company to an
IPO (or bankruptcy) Ð i.e. the Òstrip and flipÓ routine. By the
way, the union refused to grant deep wage and benefit cuts
to the Delphi Corporation, GMÕs former parts subsidiary,
which had reached agreement to sell itself to Cerberus if a
labor deal could be reached. Company and union leaders
say those talks are not dead, but we would not hold our

breath waiting for talks there to result in a clean resolution in CerberusÕ favor..

###

System Integrator: WebMethods License Revenue Plunges 33%, Posts a Loss Ð
WebMethods is a provider of business integration software. It has reported revenue of
$51.2 million for the quarter ended March 31, a 13.8% drop from $59.4 million in the
fourth quarter a year ago. The Fairfax, VA, company reported a GAAP (generally
accepted accounting principles) net loss for the quarter of $2.9 million. That compared
to net earnings in the like period a year ago of $10.5 million. WebMethods also reported
a 33.3% drop in first-quarter license revenue, which totaled $18.4 million, compared
with $27.6 million in the same period last year. Only WebMethods' maintenance
revenue showed an increase for the quarter, growing 10% to $21.1 million. The
company's revenue from services fell 6.4% to $11.7 million. The fourth-quarter results
contributed to a full-year loss of $18.4 million. The company's overall revenue for the
year fell 3.7% to $201.1 million, while software license revenue was down 23.1% to
$67.2 million.

Despite the poor results, WebMethods President and CEO David Mitchell, in a prepared
statement, said, "We're pleased with our improved performance over the past half year
as our efforts to achieve better sales force productivity and more consistent execution
continue to take hold." Mitchell added that the fourth quarter saw "solid contributions"
from the company's newest business process management and service-oriented
architecture products. Those include the new X Registry product, acquired last
September along with Infravio Inc., as well the BPMS tools that are part of the
WebMethods 7 product suite announced at the end of December, according to a
company spokesman.

WebMethods is not the only SOA platform vendor to struggle financially in recent
weeks. Earlier this month, competitor BEA Systems Inc. released preliminary results for
its first quarter, ended April 30, that showed slowing overall revenue growth and
reduced software license revenue. BEA said it expects software license revenue for the



quarter to come in anywhere from $111 million to $116 million, down from $132.4 million
reported in the first quarter a year ago. BEA said overall revenue would be in the range
of $342 million to $347 million. First-quarter 2006 revenue was $323.2 million. That is
below Software AG's per-share offer of $9.15. Separately, Software AG has announced
its intention to extend the expiration date of its tender offer for WebMethods from
Tuesday, May 15, to Friday, May 25. In a statement, WebMethods said the extension is
necessary to allow time for a required review of the deal by the Committee on Foreign
Investments, part of the U.S. Department of the Treasury.

###

Middleware: SAP Enhances NetWeaver IdM Capability - SAP announced that it is
extending the identity management capabilities in the SAP NetWeaver platform. These
enhancements come with the acquisition of MaXware, a privately held provider of
identity management software. Building on SAP's knowledge and expertise in core
business processes, the addition of new identity management capabilities in SAP
NetWeaver will deliver an integrated platform to work across systems and across
business processes, to manage identities and ensure security in real-time. The
announcement was made at SAPPHIRE '07, SAP's international customer conference,
being held in Vienna, Austria, May 14 - 16.

###

ERP: Oracle To Buy Limping Agile for $500M - Oracle, traditionally a specialist in
database software, has spent heavily in recent years to acquire a broad set of business
software applications. Agile Software Corporation is an interesting purchase. It develops
and sells an integrated suite of product lifecycle management (PLM) software products,
and offers related business consulting and implementation services. Agiles PLM product
lines include Agile 9, Agile e6, Agile Advantage, and Cimmetry. The company serves
customers in electronics and high technology, life sciences, consumer packaged goods,
automotive, industrial products, and aerospace and defense industries. It sells its
products through direct sales force, distributors, systems integrators, and consulting
partners. Agile Software was founded in 1995 and is headquartered in San Jose,
California. The last 12 months have been a loosing 12 for Agile:

¥ Profitability
¥ Profit Margin (ttm*): -6.17%
¥ Operating Margin (ttm): -19.03%
¥ Revenue (ttm): $130.12M
¥ Net Income avl to Common (ttm): - $8.03M
¥ Total Cash (mrq**): $164.44M

* ttm Ð twelve months trailing
          ** mrq Ð most recent quarter

Oracle has spent billions on more than 27 acquisitions in the past three years. This
acquisition allows it to chalk up one more. It said last Tuesday that it has agreed to buy
Agile Software Corp. for $495 million. OracleÕs senior vice president of applications



development John Wookey said the acquisition of Agile is expected to close in July.
Wookey also said, ÒAgile has 1,250 customers worldwide who use the company's
software to make better product portfolio decisions, collaborate across design and
supply chain partners, accelerate new product introduction and manage compliance.Ó
Oracle Chief Executive Larry Ellison said during a conference call in March, "We like to
buy category leaders,"

###

ERP: SAGE Group FH-Revenue Jumps Over 30% - Acquiring seven companies
helped Sage achieve a 34% rise in revenue in the first half of its fiscal 2007. Recently
management has shifted gears and vowed to focus on improving organic growth. At the
same time it announced Sage would acquire U.K.-based HR and payroll management
software and services provider Snowdrop Systems Ltd., in an all-cash deal worth £17
million. Sages total revenue was £574.7M during the fiscal period ended March 31
compared to  £455.9 million reported in the same period in 2006. EBITA (earnings
before interest, tax, and net amortization) also saw double-digit growth, up 22% YOY
(year over year) to £138.6 million. SageÕs North American unit (Sage, Inc.) revenue
increased to £254.1 million from £152.4 million YOY on strong contributions from sales
of acquired products.

SageÕs North American (NA) unitÕs revenue was essentially flat. Sage NAÕs revenue
increased only 3% during the same period last year. Sage UK also said it will reorganize
the North American unit, but said the move was not a reaction to the recent slow
growth. Sage Software, which was previously structured around product groups and
market size, but will be divided into four units. The Business Management division will
include the company's accounting and CRM products, as well as those for applications
such as fixed asset management. Walker noted the new alignment will help better
position similar products, such as the MAS and Peachtree lines. Nina Smith, former
Sage chief marketing officer, will lead the Business Management Division. The other
new divisions include Industry and Specialized Solutions (for construction and payroll
outsourcing industries), a Healthcare division, and Payment Solutions, which comprises
the payment-processing business of Verus Financial Management Inc., which Sage
acquired in February 2006.

###

ERP: SAP Invests In PPLM Vendor Conformia - SAP has announced it has made a
minority investment in Conformia Software Inc. Conformia develops enterprise solutions
for product and process lifecycle management (PPLM) across regulated process
manufacturing industries, such as life sciences and alcoholic beverages. The
announcement marks the fourth investment for SAP's $125 million global SAP
NetWeaver Fund designed to assist partners develop innovative solutions built on the
SAP NetWeaver platform. This announcement was made at Software 2007, held in
Santa Clara, Calif, May 8 Ð 9. Conformia is emerging as a market leader and innovator
of PPLM. Conformia's enterprise-wide solutions enable pharmaceutical and



biotechnology development organizations to accelerate development from candidate to
commercial production, improve pipeline productivity and time to market Ð all at a lower
total cost of ownership across the product and process development lifecycle. As part of
this industry expertise, Conformia continues to forge deeper understanding and
clarification of key guidelines between the industry and the Food and Drug
Administration through a Cooperative Research and Development Agreement focused
on the challenges and opportunities in pharmaceutical development, such as Quality by
Design.

For the alcoholic beverage industry, Conformia provides a global, enterprise-wide, Web-
based software platform to effectively manage, monitor and analyze spirits, wine and
beer production and compliance from incoming raw materials to bottling. The company,
headquartered in Sunnyvale, California, received "Powered by SAP NetWeaver¨"
status for its Scale Up Management System (SUMS), an enterprise solution for
pharmaceutical and biotechnology development operations. As a result, customers can
rapidly deploy SUMS within environments using the SAP NetWeaver platform and
access SUMS functionality within the SAP NetWeaver¨ Portal.

###

ERP: SAP Reaffirms A1S Delivery Date of Its New Mid-Market Solution - SAP says
it remains committed to a first-quarter 2008 launch of the company's hosted midmarket
application despite acknowledging it has problems with product development. Henning
Kagermann, CEO of SAP, referred to development issues with the new software, code-
named A1S, as "normal." Henning Kagermann said at a news conference during the
Sapphire customer event in Vienna, "As long as the product is not volume-ready, we'll
have problems every day," The development of A1S is SAPÕs attempt to compete head-
to-head with the entranced midmarket ERP vendors. It targets midmarket customers
who seek an inexpensive, easy-to-deploy, low-risk, suite of business applications
including ERP (enterprise resource planning), CRM (customer relationship
management) and SCM (supply chain management) platforms. It is a SaaS Internet
hosted application, expected to be available as a monthly subscription. A1S is a "very
important event" for SAP, said board member and president of global field operations
Le— Apotheker. "It's not just a new project," he said, but "a whole new business model."
SAP is focusing on giving smaller, cost-sensitive companies the flexibility to set up and
test the software on their own before deciding to make a purchase, using a "try, run and
adapt" model. The company is still "testing, refining and adjusting" on the product
development side and "doing all the things we need to do on the business model side"
to have the product ready for a commercial launch in the first quarter of next year, he
said. Separately, Kagermann refuted a report in the German business magazine
WirtschaftsWoche that claimed SAP co-founder and supervisory board chairman Hasso
Plattner will become more involved in product development following the departure of
Shai Agassi, the former president of the product and technology group.

###



ERP: SAP To Acquire MaXware - SAP AG has announced that it is extending the
identity management capabilities in the SAP NetWeaver platform. These enhancements
come with the acquisition of MaXware, a privately held provider of identity management
software. Building on SAP's knowledge and expertise in core business  processes, the
addition of new identity management capabilities in SAP.

###

ERP: Infor Says It Will Acquire Hansen - Infor has announced to that it intends to
acquire Hansen an applications provider for the public sector. Infor said the acquisition
of Hansen will strengthen its ability to serve the growing public sector, specifically local
government and municipal authorities. The combination of Hansen and InforÕs existing
government solutions will establish Infor as a major provider of enterprise applications
that serve the specialized needs of government entities. Upon the closing of the
transaction, Infor will offer a compelling combination of Human Capital Management,
Revenue Management, and Enterprise Asset Management to municipalities of all sizes.
ÒInforÕs strategy is to address markets where customers want solutions with functionality
and expertise specific to their needs, rather than the generic products of the large
horizontal software providers,Ó according to Jim Schaper, chairman and CEO of Infor.
ÒHansen provides software that is built for the unique needs of state and local
government.

Following the close of this transaction, Infor will provide a complete offering of
government-specific solutions from a vendor that has the size and scale to be a long-
term strategic partner.Ó Hansen's applications help manage the daily operations of
government, and include the industry's leading applications for Building Permits,
Licensing, Code Enforcement, Citizen Relationship Management, Enterprise Asset
Management (EAM), Transit and Rail, Financials, Property Tax, and Utility Billing.
Hansen 8, the companyÕs flagship product, is an integrated web-based suite of these
applications.

###

Chem: NOVA Chemicals’ Chemical Emergency Response Solutions - NOVA
ChemicalsÕ says its chemical emergency response solutions now go beyond traditional
expectations. SAFER Systems (Camarillo, California) has teamed up with NOVA
Chemicals Corporation (Corunna, Ontario) in the recent SAFER Real-Time case study;
ÒNOVA Chemicals Early Detection Leads to Prevention.Ó The study chronicles NOVAÕs
challenge to monitor unattended vessels during maintenance turnaround and
construction projects. This approach helps offset the cost of a traditional 24-hour, 7 day-
a-week, open-vessel monitoring programs at the NOVA Corunna petrochemical plant in
Ontario, Canada. The challenge was different in that the problem did not involve finding
a way to respond to a chemical incident. NOVA was already a user of SAFERÕs
emergency response technology; however, SAFER introduced NOVA to the potential of
integrating its SAFER system with sensor technology to address site turnaround issues.
Using RAE SystemsÕ wireless, GPS-enabled, five gas sensor ÒAreaRAEÓ and SAFERÕs



Real-Time¨ technology, NOVA operations staff can view all the monitoring data and
locations on a GIS map, Plant AutoCAD and high resolution aerial imagery in a
centralized monitoring room. ÒItÕs like mission control,Ó says SAFER Regional Business
Manager, Bob Gerow.

Plant personnel can see what is happening as it happens. When an emergency occurs,
live weather and gas monitoring information is displayed on the system, allowing plant
personnel to make more informed decisions in real time. In the turnaround control room,
plant officials can see a screen that gives them a meteorological perspective, as well as
any detected gas concentrations that might concern them, improving their situational
awareness. In the absence of such a system, a plant must have personnel in the field to
monitor the vessels and report changing conditions. ÒHere is a tool originally intended to
help manage incidents, but which can also, in fact, be used to detect incidents at their
earliest stages during the normal course of operations and maintenance work,Ó notes
Andy Hart, Team LeadÑResponsible Care at the Nova Corunna Facility.

Another benefit realized from implementing this integrated technology is familiarity with
the emergency management system. The more a person uses the technology, the more
familiar they become with it, which in turn will help when the time comes to respond to
an emergency situation. The approach also leverages the investment NOVA made in
their SAFER system. Originally set up for emergency response, the system is now used
more regularly to monitor conditions in remote areas of the plant, precluding the need to
have someone Òbaby-sitÓ an open, unattended vessel. The cost of implementing such
an integrated system is offset by not having to man the stations all the time. ÒToday one
individual can take a number of these detectors, drop them off where they need to be,
and monitor conditions at each location from the relative comfort and safety of their
control room,Ó said Gerow.

The return on investment is one of the biggest points SAFER is driving home with this
case study. The investment required to implement such a system at a petrochemical
facility can exceed $200,000 depending on the features selected, with the sensor
technology accounting for close to $50,000 of that total. To date, SAFER Real-Time¨
has been implemented at more than 150 plants worldwide. Gerow believes he knows
why this number is so large. ÒIf someone reads the case study, one reaction might be
ÔWell we do that. We have gas detectors, confined space entry procedures, and so on.Õ
But, itÕs the integration of the system that frees up resources and gives plants added
flexibility, centralized control and reduced cost.Ó

###

Plant-Wide Research Group, Inc. (PWR) is the leading consulting and market research
firm focused on the manufacturing mission critical software markets including ERP,
PLM, CRM, and SCM.  With more than 25 years of experience, our clients are some of
the worldÕs most successful manufacturing companies.  To learn more about how these



programs can help your organization reach the next level of productivity, contact PWR
at info@pwr-consulting.com or call 978-663-9212.

If you do not wish to receive the LBN any longer, send an email to: info@pwr-consulting.com
and simply put the words ÒRemove from LBNÕ in the subject line.
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