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Primary customer drivers

Improved business agility 74%

Allows us to focus on more important projects 64%

Lack of IT staff to maintain the solution 49%

Change upfront costs to monthly payments 48%

*Base: 348 North American and European software decision-makers
at companies with 100 to 999 employees that have implemented SaaS
or have plans to do so; Source: Forrsights Software Survey, Q4 2011
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Opportunity

74% expect their cloud service to
be able to move a cloud offering
back on-premise if needed

Cloud Trend:

0%

of ClOs will embrace a
cloud-first strategy in 2016

63% expectto have asingle
major cloud service provider

67% expectto purchase a wide
variety of cloud services from
a single vendor

=
84% want an established §

relationship with a vendor
to trustthem as a cloud
service provider

(IDC CIO Agenda webinar)

IDC
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Worldwide public cloud services revenue

Cloud growth 5X of IT industry Western Europe public IT cloud 2011-2016 CAGR (%)
overall services revenue in 2016

) Latin America
Largest regions: US and Western 66 5
Europe .

Central, Eastern Europe, MEA

48.8

Asia Pacific ex. Japan

41.7

Japan

M United States

B Western Europe

B Emerging markets U VL78

35.8
Western Europe
‘ 30.3
1 Canada

27.8
2% United States
18.5

M Japan

W Canada

SIDC.

Cloud partners are evolving their business model

Shifting sources of revenue while balancing the traditional model with new models

CONSULTING & PROJECT MANAGED SERVICES APPLICATION SERVICES INNOVATION

lower cost for customer lower cost, no capex lower cost, no capex new business opportunities
time to market time to market time to market new services & products
continuous update of infra continuous update of infra continuous update of infra new customer segments
quickly available testenvironments  supportinternal IT with same model economy of scale (multi tenancy)
pay as you go owned customer relationship data opportunity
globalization
new customer segments

owned customer relationship

deal by deal revenue customer lifecycle value value based cloud leadership

\/\/\/\0 aa aada

SIDC.



We can help our customers build a cloud on their terms.
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Primary drivers for Azure adoption

Speed ﬂ\ a Economics $

2weeks 30,000, $25,000

to deliver new services vs. in the cloud would cost
6-12 months with traditional 250 y OOO $100,000 on premises
(N Bl

solution

(Case Study: HarperCollins Publishers)

site visitors instantly

3| Team, STMG
(Case Study: Autocosmos) )

COMMON

TECHNOLOGIES:

Identity
Virtualization
Management

Development

10/2/2014

On customers terms

hybrid strategy
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Business Models

CUSTOMER PARTNER AZURE
PARTNER BUSINESS MODEL EEVENUE DEPLOYMENT MODEL SUBSCRIPTION
value based EA or MOSP
APPLICATION SERVICE (ISV) IAAS / PAAS Partnerlicenses and gets

discount
— €€E _

customer lifecycle value EA

MANAGED SERVICES I1AAS Partner licenses and gets
€€ — discount. EA offers additional
benefit with Enterprise portal

,___-"""__'- to manage customer

subscriptions and one support
contract for all subscriptions

deal by deal revenue Pay-as-you-Go/
CONSULTING / PROJECTS MOSP / EA

IAAS | PAAS The customer licenses

— N\ —

Sales Approach

Potential revenue vs. difficulty of sale

I Move existing applications
to Windows Azure

Revenue »
A forS1 6s

Deploy new packaged applications

On Windows Azure

Use Windows Azure
for Blobstorage

4

Use Windows Azure for
‘ development and testing of applications

Typical difficulty of Sale

Source: David Chapelle @ WPC 2013, Houston
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When is a good time to discuss Azure?

Rememberthe IDC survey?

Discusswith Finance the flexibility of Azure

Growth, merges de-mergers projects spikey seasonalusage

Most applications and certainly are cheaperwhen on Azure

ShadowIT is non-managed and not secure. Data isalso often not in
back-up process

Azure offersimmediate start, dev &test platform and scalable
implementation

How do | create opportunities for cloud?

Discussnew possibilities and impact. (What ifé ? ) g

IT department is not alwaysthe budget owneré legsand less so)

Inspire BusinessOwners with examples/ideas. Runcreation workshops
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Mi crosoftdés datacenter are compl |
ISO/IEC 27001:2005 Audit and Certification
SOC 1 and SOC 2 SSAE 16/ISAE 3402Attestations
Cloud Security Alliance Cloud Controls  Matrix (CSA)
Federal Risk and Authorization Management Program
(FedRAMP)
Payment Card Industry (PCl) Data Security Standards (DSS) Level
1
HIPAA Business Associate Agreement (BAA )
United Kingdom G -Cloud Impact Level 2 Accreditation
Family Educational Rights and Privacy Act (FERPA)
and to this day, Microsoft has not shared ANY enterprise data with any
government 6

Objections

Security:0 Can Mi crosoft

data safe?06

PoToTo Do ToPoToIo O

Compliancy: 0 ¢annot put my data
outside the country/EU6

0The EU redédntt| Fustoptedd pri vacy
effect, that personal data store
to Europeds rigorous privacy sta
|l ocated. 6
Availability: df Azure breaks
down, | cannot work anymored
0Az ur e S Lspstems requite absofute uptime and which ones
not, disasterrecoverys cenar i o06s @ackupaway e hi

Investment: 0 just invested
heavilyi n new har

0 L e texpiaim how the CloudOSvision enablesyou to go to Azure in the future
and how we can help you with defining and designing the transition strategy6

Objections

Insecurity:0 The cl oud
my job
dt may changeyour job, yes.You may go from managing systems
tomanaging informationo

Compatibility: 6 Wimly applications run
Azure?6

olt depends on the application a
Applications usually need to be adapted to make full use of the
capabilities of Azure

oCosts 0 lit seally cheaper? 6

O0Al most al ways
on-premised

Control: 0 Will losecontrol of
myl T6
oYou will losecontrol of some aspectsof IT, butthat may be actually a

good thing6
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Azure related services opportunities

Azure Workloads

A Storage

AHybrid IT

A New workloads / applications

A Migrations & Adaptions of applications

Implementation services

ADC re-design

A Consolidation

A Virtualization

A AD services

A ldentity Mgt Solutions

Consulting services

ACloud strategy development

AData governance modelling

AContent Management
services

Microsoft

Donot Buil | ~o
Practice,

' Build Cloud into all of
f your Practice8
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Saves the day.

Business Model

Customer Segments FI'
Hy
I Which customers do you serve?

¥ CRM 3! Channels | Revenue

: What is the value that you deliver
Stream

- t t 2
|["|] Value Proposition o youreusiomers

Which communication,
distribution, and sales channels
do you use?

How do you establish and
maintain the relationship with
your customer?

How does your value proposition
result in revenue?




Business Model Evolution

Customer Segments

W

Revenue
Stream

|i"]| Value Proposition

Resources Activities
Partners

Building Blocks of a Business Model

What is a business model?

Cost
Structure

Business Model Evolution

r Segments ?‘
r

42 Channels | Revenue
stream

|i"|| Value Proposition

Activities
Cost
Structure

Innovation

Where does innovation come from?

10/2/2014

Business Model

What are the key resourcesthat
you need?

What are the key activities you
have to perform?

Which activities do you acquire
from outside ?

How does your cost structure look
like?

Innovation

Customersmight tell us about
areas where they need
innovation

New capabilities might enable
new value propositions

Different revenue or cost
structures might open new
markets

How can SaaS and Cloud
Computing influence
your business model?

10



