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Strategy and Business Model

OUR VISION AND MISSION
Our vision is to help the world run better and improve people’s lives. Our mission is to help our
customers run at their best. To fulfill our mission, we apply our Run Simple operating principle
to help customers run their businesses simpler and master complexity, which is the most
intractable challenge businesses face today. We do this by delivering technology innovations
that we believe address the challenges of today and tomorrow without disrupting our
customers’ business operations.
For more than 40 years, we have managed highly advanced, missioncritical business
processes that enable entire industries. We continue to deliver sophisticated solutions for 25
industries and 12 lines of business in a simple manner. It is our challenge to do the most
sophisticated things for our customers, yet in simple ways.
OUR GOALS FOR SUSTAINED BUSINESS SUCCESS
We have strong ambitions for sustainable business success, both for our company and for our
customers. We believe the most important indicators to measure this success comprise both
financial and nonfinancial indicators: growth, profitability, customer loyalty, and employee
engagement.
Growth: SAP uses various revenue metrics to measure growth. We expect fullyear 2015 non
IFRS cloud subscriptions and support revenue to be in a range of €1.95 billion to €2.05 billion at
constant currencies (2014: €1.10 billion). Further, we expect fullyear 2015 nonIFRS cloud and
software revenue to increase by 8% to 10% at constant currencies (2014: €14.33 billion).
Looking beyond 2015, we have updated our 2017 ambition. By 2017, SAP’s rapidly growing
cloud subscriptions and support revenue is expected to be close to software license revenue
and is expected to exceed software license revenue in 2018. In 2017, we expect nonIFRS
cloud subscriptions and support revenue to reach a range of €3.5 billion to €3.6 billion in 2017.
NonIFRS total revenue is expected to reach €21 billion to €22 billion in 2017. Further, we have
also introduced highlevel 2020 ambitions with 2020 nonIFRS cloud subscriptions and support
revenue expected to reach €7.5 billion to €8.0 billion and total revenue is expected to be in a
range of €26 billion to €28 billion.
Profitability: SAP expects fullyear 2015 nonIFRS operating profit to be in a range of €5.6
billion to €5.9 billion at constant currencies (2014: €5.64 billion). We expect nonIFRS operating
profit in a range of €6.3 billion to €7.0 billion in 2017 and in a range of €8 billion to €9 billion in
2020.

Customer loyalty: SAP has used Customer Net Promoter Score (NPS) as a key performance
indicator to measure customer loyalty since 2012. As we gather experience with the metric and
as our business evolves, we expanded our customer base when conducting the 2014
assessment to better reflect our business completely. In addition to our onpremise customers,
in 2014, for the first time we included Ariba, SuccessFactors, and Sybase customers in the
survey. Therefore, the 2014 Customer NPS score is not fully comparable to the prior year’s
score.
In 2014, we achieved a global Customer NPS of 19.1% (2013: 12.1%). This very positive score
exceeded our 2014 target of 16%. We aim to achieve a Customer NPS score of 24% in 2015.
Employee engagement: We use the employee engagement index to measure motivation and
loyalty of our employees, how proud they are of our company, and how strongly they identify
with SAP. We saw a solid increase in our score in 2014 (2014: 79%) compared to 2013 (2013:
77%) and remain committed to achieving a score of 82% in 2015.
These four goals affirm our commitment to innovation and sustainability, and help us deliver on
our vision and mission.
In addition to primary key performance indicators (KPIs), which directly measure our
performance on our four goals, we manage a number of secondary performance indicators,
which influence the primary KPIs in a variety of ways. Our integrated report seeks to clarify
some of those relationships, for example, the link between our energy consumption and our
profitability.
Our main goals are presented with more detail throughout the report.
For more information on our strategic goals, see the Performance Management System;
Expected Developments and Opportunities; Customers; and Employees and Social
Performance sections.
OUR STRATEGY: THE CLOUD COMPANY POWERED BY SAP HANA
As described above, complexity has become a significant challenge to business. With our
history and focus on software innovation, we believe SAP is uniquely positioned to tackle the
challenge of complexity for our customers by enabling them to Run Simple. We are realizing
the potential of Run Simple through our strategy to become “THE cloud company powered by
SAP HANA.” Together, SAP HANA and SAP Cloud powered by SAP HANA equal Run Simple.
SAP HANA simplifies IT landscapes, technology, and business models. By moving most of our
applications and analytics to the SAP HANA platform, we are simplifying the solutions we can
offer our customers. We further simplify how customers consume our solutions by bringing
them onto our cloud – SAP Cloud powered by SAP HANA. The cloud can offer a better user
experience while radically simplifying business processes.
We will focus on three key initiatives to deliver on our commitment to Run Simple:
Simplify consumption: We continue to streamline and simplify consumption of our portfolio of
products. Our focus will remain on solutions specific to 25 industries and 12 lines of business.
We will support our customers with a mix of public cloud, managed cloud, and onpremise
capabilities through a worldclass platform based on SAP HANA.

Simplify business processes: At the foundation of our innovation and strategy is SAP HANA.
With SAP HANA as the common platform, we help our customers dramatically accelerate the
speed of their business by radically simplifying their IT stack and enabling smarter and faster
business processes.
Simplify user experience: With SAP Fiori we provide a holistic and consistent consumer
grade user experience based on modern design principles and across lines of business, tasks,
and devices.
We see enormous potential to increase our share of our customers’ overall IT spend. Through
simplification, customers can dramatically reduce their expenditures on hardware and services,
shift the savings to innovation, transform their businesses, and create positive societal impact.
We aim to better innovate and grow by:
Building simple, yet sophisticated applications by lines of business and industries that deliver
superior customer experience, coverage of endtoend processes, and insights
Continuing to invest in SAP HANA as an industryleading platform for innovation and
promoting SAP HANA Cloud Platform as a worldclass platform as a service (PaaS)
Continuing to be the world’s leading business network, connecting businesses, devices, and
people to drive unparalleled collaboration and productivity
For example, by enhancing their efficiency, we help customers cope with resource scarcity and
reduce their energy usage and emissions. By partnering with our banking customers, we help
them bring banking services to the “unbanked,” thereby creating opportunity for people seeking
to enter the modern economy. Through software focused on healthcare, education, and public
services, we help create a positive social impact by enhancing people’s quality of life. In all of
these ways, our solutions are advancing our vision to help the world run better and improve
people’s lives.
OUR BUSINESS MODEL
Our vision and mission also unlock our ability to create positive economic, environmental, and
social impact. As we help our customers tackle complexity and run at their best, they contribute
to the world’s economies, create jobs, and unleash the potential of their employees. As we help
them become more efficient, they can mitigate their environmental footprint. And as we help
them run their businesses simpler, they free up space for innovation, creating opportunities for
people and communities.
To realize our vision, SAP provides business solutions to customers throughout the world
based on our deep expertise in business processes across industries. Through our customers –
which represent 98% of the top 100 most valued brands in the world, according to the annual
ranking from Interbrand – we can increase our ability to create value.
Playing this role for our customers requires us to deploy several key types of capital. First, we
rely on financial capital provided by our investors. But what truly enables our success is the
intellectual and social capital of our employees. They are the gateway to our knowledge,
expertise, and business relationships. For this reason, engaged, highly skilled, and agile
employees are central to our business model and success.
Our direct sales organizations drive most business development. Sales gotomarket strategies
are established at the global level, and then adapted and executed by regional subsidiaries.

Our customerfacing employees, in close collaboration with sales support and marketing, drive
demand, build pipeline, and enhance relationships with customers within our target industries.
Our marketing efforts cover large enterprises as well as small and midsize enterprises. We
believe our broad portfolio of solutions and services enables us to meet the needs of customers
of all sizes and across industries. We will amplify our efforts in the digital channel through
additional ecommerce and digitally native offerings that further enable a lowtouch or notouch
customer journey.
Our extensive ecosystem provides scalability to meet the demand for SAP innovation and
provide customers with a wide selection of thirdparty competencies. We have developed an
independent sales and support force through independent valueadded resellers. We have also
established partnerships with hardware and software suppliers, systems integrators, and third
party consultants. For more information, see the Partner Ecosystem section.
Historically, our sales model was focused on charging a onetime, upfront fee for a perpetual
license to our software that was typically installed at the customer site. In addition, the customer
usually concluded a maintenance contract that covered support and software updates. As we
have seen customer preferences evolve, we are increasingly delivering our solutions in the
cloud, which we believe is a simple and efficient software consumption model. Our cloud
solutions are offered through a subscriptionbased softwareasaservice (SaaS) model.
Depending on the solutions offered, the customer pays either usagebased or periodic fees to
use our software. This software is installed at an SAP or an SAP partner location, and the
customer accesses the software over the Internet.
To help companies invest in SAP solutions and the associated services and hardware, the SAP
Financing service offers customers payment plans optimized for maximum economic benefit. It
can help preserve liquidity, provide an alternative to credit from customers’ existing banking
relationships, and balance their budgetary priorities – while giving them the flexibility to choose
the best possible solution.
By executing on our strategy, SAP contributes to the creation of holistic, longterm value for
society in a number of ways. SAP’s greatest strength in making environmental impact comes
through the solutions we deliver. For example, our software enables our customers to have
more efficient and sustainable supply chains or provide greater transparency of energy
consumption and emissions.
We also apply our expertise in business processes across industries to direct our innovations to
the world’s greatest challenges, such as the social and environmental strains posed by a
rapidly expanding global middle class. Our goal is to create longterm value by providing
solutions that not only address the current challenges faced by our customers, but also those of
the future. In this way, we see our role moving beyond the creation of new and efficient
solutions: We want to fundamentally help change how people use software, conduct business,
and live their lives. This objective underscores how SAP can create its greatest impact through
the use of our solutions by more than 282,000 customers worldwide.
At SAP and within our ecosystem, we support job creation and economic prosperity through
demand for highly qualified workers to develop, sell, implement, and enhance our software for
our customers. Our solutions also enable customers to provide greater learning and talent
development opportunities for their employees. In addition, SAP solutions, such as those for
manufacturing, are designed not only to ensure health and safety during the production
process, but also to increase the quality of the resulting consumer products, which impact

millions of people throughout the world.

