





SAP AROUND THE WORLD
SAP NORDIC AND BALTICS - RELIABILITY DRIVES GROWTH

Despite the tough economic
climate, there are fields in which
SAP is growing in the Nordic
countries and the Baltic countries,
where SAP is reaping the benefits
of a reputation for reliability, good
IT solutions, and an excellent part-
ner network.

The Nordic countries have an enviable
reputation: sound social standards,
high levels of life satisfaction and job
satisfaction, the best progress toward
equality of the sexes anywhere in the
world, a good place to do business,
and excellent educational standards,
all of which profits SAP. SAP Nordic
and Baltics has locations in Denmark,
Norway, Sweden, Finland, and the
Baltic states, and is currently helping
its customers weather the economic
storm. “We can help them get more
clarity within their organizations. Here
business intelligence plays a very
strong role in helping them achieve
clarity on where they earn money,”
says Karen Nielsen, who became
CEO of SAP Nordic and Baltics earlier
this year. “We also want to support
our customers in building a sustainable
business,” she adds. That aligns

SAP well with customers’ goals in the
Nordic and Baltic countries: Sustainabi-
lity tops the agenda of many compa-
nies because Denmark is hosting

the United Nations Climate Change
Conference in December this year.

Although GDP is set to decline 4% to
5% in 2009 - and more in the Baltic
states - SAP is still seeing growth in
some sectors, notably the public sec-
tor, retail, financial services, and the
small business and midsize company
market, particularly in Sweden, Denmark,
and Norway. “SAP’s image is that of

a very reliable partner,” Nielsen says.
“Some of the smaller local vendors are
struggling more in the current situation.
What we're seeing is that due to the
financial crisis, customers want to rely
on a dependable partner that will still
be here in five years.”

SAP’s customers in the region include
large enterprises like the Danish and
Swedish Arla Foods cooperative and
the Norwegian conglomerate Aker
Solutions, as well as small busines-
ses and midsize companies such as
Héstens, a long-established manufac-
turer of beds in Sweden. SAP has been

especially successful in building mar-
ket share among midsize companies.
Nielsen comments, “We have very
good solutions and we've built up an
excellent partner network,” which is
why she sees even more growth poten-
tial in this segment. “We are looking
forward to bringing SAP Business
ByDesign to the Nordic and Baltics
region soon, so we can win over the
midsize entities that want a full on-
demand solution.”

SAP has three major priorities in the
region this year. One of them is to gain
market share through profitable busi-
ness, for example in the growth areas.
The second is to focus on employee
satisfaction, while at the same time
driving customer satisfaction as the
third priority.

SAP Nordic and Baltics

With a total of almost 550 employees,
the SAP Nordic and Baltics organization
covers Denmark, Finland, Norway,
Sweden, Estonia, Lithuania, and Latvia.
The first office was opened in Denmark
in 1988, and it is still SAP's biggest
presence in the region. The CEO of
SAP Nordic and Baltics is Karen Nielsen.
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SAP BUSINESS SUITE 7 MILESTONES

SAP Business Suite was unveiled in
February, heralding a new era for

the SAP Business Suite applications.
General availability followed in May.
SAP Business Suite 7 follows a modu-
lar approach and can be adapted to
suit customers’ unique requirements.
“SAP has set a new standard with
end-to-end processes for a wide range
of industries and integrated analyses
provided in a complete package,” says
Jim Hagemann Snabe. SAP developed
the new applications in close coopera-
tion with customers and partners.

Customers can download more than
2,800 enterprise services for use

with SAP Business Suite 7, giving them
supreme flexibility in designing their
business processes. By combining
SAP ERP, SAP Customer Relationship
Management (SAP CRM), SAP Supply
Chain Management (SAP SCM), SAP
Supplier Relationship Management
(SAP SRM), and SAP Product Life-
cycle Management (SAP PLM) in one
product, SAP Business Suite 7 enables
end-to-end processes throughout
customers’ companies, for example

in areas such as procurement and
demand and delivery planning. Power-
ful analysis functions, industry-specific
value scenarios, and enhancement
packages complete the offering.
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SAP NetWeaver
Composition

SAP PLM
SAP SRM
SAP SCM

SAP NetWeaver
Integration

SAP Business Suite

The analysis functions from the SAP
BusinessObjects portfolio aide deci-
sion-making and give companies great-
er control over their operations. Value
scenarios are standardized, precon-
figured software packages that compa-
nies can use to optimize their business
processes. SAP devised a synchro-
nized release schedule for all core SAP
Business Suite 7 applications. It will
minimize disruption and deliver innova-
tions at regular six-month intervals
using enhancement packages.

Enhancement packages eliminate the
need for complicated full-scale upgrades.
Enhancement packages are faster and
cheaper to implement than traditional
upgrades and, most importantly, they
can be carried out at short notice with-
out interrupting the business. In the
past, for example, when a company’s
HR department demanded new talent
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%)
<
kel
=
=
]
2]
2
7]
S
°
=

SAP ERP

Enhancement-

Enhancement-
packages

packages

management functions, the IT depart-
ment had to upgrade the entire ERP
system, including logistics, manufac-
turing, and all other areas, to a new
release. Now companies can introduce
innovations where they need them, when
they need them. As a result, compa-
nies running SAP Business Suite 7 can
realize new business opportunities and
models in their IT systems much faster
than before, increasing the added value
and their competitive position.

SAP Business Suite 7

SAP Business Suite 7 comprises all
applications for all business processes
in a company's value chain, from pro-
curement to production, sales and dis-
tribution, service, logistics, financial
accounting, and human resources. The
SAP NetWeaver integration platform
provides the technological foundations
for SAP Business Suite 7.



STRABAG PROPERTY & FACILITY
SERVICES - A GOOD PLACE TO WORK

We may seldom notice the hard-work-
ing people in facility management who
show up early in the morning or late in
the evening to empty the waste paper
baskets, clean the offices and rest-
rooms, and keep the air conditioning
running when it's hot. Often, an exter-
nal facility management company is at
work behind the scenes.

Strabag Property & Facility Services
GmbH (Strabag PFS) is such a facility
management provider and offers a
gamut of services relating to company
facilities, from receptionist and cleaning
services to cost-controlling and the
provision of technical equipment to full
location concepts.

Strabag PFS, with 5,000 employees
looking after almost 175 million square
feet of chiefly business space, needs
totally dependable technology. To pro-
vide the commercial services, Strabag
PFS had been using the SAP ERP 6.0
application - part of the SAP Business
Suite 7 software - and its enhance-
ment package 2. However, since early
2009 it has been using enhancement
package 4 for SAP ERP - the first SAP
customer to do so.

“Our biggest challenge is adapting
standard processes to the needs of our
customers and supplying up-to-date
information - say, about unused space -
promptly when it is wanted,” says

Wolfgang Hohmann, senior SAP con-
sultant with Strabag PFS. He finds it a
distinct advantage to have a good sys-
tem to work with, which also offers
competitive advantages. To keep ahead,
the company's IT must always be up to
date. “That's why we installed enhance-
ment package 4. Rather than implemen-
ting an entire upgrade, we could pick
and choose the functional innovations
we needed and import them quickly
and simply,” Hohmann says. He adds
that Strabag PFS had gladly agreed to be
a ramp-up customer for enhancement
package 4, because it had benefited in
that role on enhancement package 2.

Together with SAP core and industry
software, Strabag PFS also uses the
SAP NetWeaver Business Warehouse
component for business intelligence. To
give Strabag PFS's customers the stan-
dardized reports they need, the compa-
ny used the SAP NetWeaver Visual
Composer tool to develop a cockpit in
which managers can quickly and simply
find all of the data, graphs, and reports
for their properties. They access the
management cockpit on the Internet
through the SAP NetWeaver Portal.

Strabag PFS

Strabag Property and Facility Services
GmbH is a Frankfurt, Germany-based
full-service provider for all aspects of
real estate. With six locations throughout
Germany, it manages 175 million square
feet of space in 30,000 properties. As
one of the country’s primary real estate
management companies, it was presen-
ted the Immobilien Manager Award 2009.
The company’s service portfolio covers
real estate management as well as tech-
nical and infrastructure facility manage-
ment.
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CAREERS AT SAP
CONSULTING
SUPPORT

The third part in a series of
employee portraits looks at two
more areas in the SAP value chain.
Ralf Johannes (SAP Consulting)
and Andreas Breitriick (SAP Sup-
port) introduce themselves.

Ralf Johannes, Consulting

The role of an SAP consultant is varied
and challenging. They are deployed in
customers’ organizations all over the
world, so they have to be prepared to
travel extensively. Consultants must be
capable of analyzing a customer’s situ-
ation and finding the right solutions to
optimize its business processes.

“I would advise
new employees
not to be afraid of
the unknown. Be
flexible, open, and
determined. As a
consultant, you
constantly face
new situations and you have to be
able to take on different roles easily.”
Ralf Johannes, Principal Technology
Consultant

e I

Ralf Johannes joined SAP as a devel-
oper in 1997, after obtaining a master’s
degree in computer science. Since
2001, he has been a technology con-
sultant in the Landscape Architecture,
Upgrade, Unicode, and Project Man-
agement areas:

‘| like the freedom that SAP gives me
as a consultant. | can combine my pri-
vate life and work better as well as
develop my own consulting style. I've
spent a lot of time in the IT depart-
ments of large companies. That's what
makes SAP a special employer for me.
| can organize meetings with customers
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myself and make my own decisions,
which helps me improve my consulting.
| have to be responsible for my work
and can therefore shape my career
myself. If you want to be accountable
for your own work in this job, then SAP
is the right choice for you. In this role,
it's particularly important that we share
knowledge with colleagues outside

our own departments because it's the
only way that we can keep abreast of
the latest developments. Building up an
internal SAP network and maintaining

it are some of the key factors for suc-
cess in this job.”
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SAP's value chain

Andreas Breitriick, Support
Support employees are available to
SAP customers worldwide and around
the clock - whether to solve a problem
or support the operation of their

SAP software. Another of their tasks

is proactively identifying potential for
improvements to the operation of exist-
ing SAP solutions.

“It has always been
exciting to work
directly for the
customer and con-
tinually learn new
things. The most
important thing
overall is that the
customer is the focus of all activities.”
Andreas Breitriick, Engagement Architect

Andreas Breitriick, a physics graduate,
joined SAP Support in 1999. He is con-
vinced that his education is beneficial
to him in his work:

“One characteristic of physicists is that
they are not scared of having difficul-
ties. You must never believe that you
won't be able to pinpoint a problem and
solve it. Self-confidence and the ability
to understand an error are important. |
have to find a way to solve the problem,
taking a both creative and pragmatic
approach - either by drawing on what |
know already or finding out where | can
obtain the necessary knowledge.

One of the greatest successes of a
support employee is when SAP trusts
him or her to look after customers in
complicated, problematic situations.
This is especially true if business-criti-
cal processes are at risk and need

to be restored to normal as quickly
as possible. For example, an airline
installed software to manage the main-
tenance of its fleet. Due to problems

in the project, its supply of spare parts
had ground to a halt. In another case, a
utility company in the United Kingdom
was having trouble billing its customers
correctly. Now, the company is so
happy that it recently released a suc-
cess video about its SAP software.”

www.sap.com/careers



NEWS

PARTNERSHIPS, CUSTOMERS,
ACQUISITIONS AND INVESTMENTS

PARTNERSHIPS

SAP continues to build its partner
ecosystem to support the success
of its service-oriented-architecture
(SOA). Enabling innovation and
standardization in a single environ-
ment, SOA allows IT management
to deliver at the speed and effi-
ciency that business requires.

PlaNet Finance

SAP has made a commitment to pro-
vide financial, software and expert
assistance to PlaNet Finance, a leading
international non-profit organization.
SAP and PlaNet Finance aim to improve
the microfinance sector through a com-
bination of microfinancing, the use of
new technology and the creation of
value-chain extensions that help entre-
preneurs at the base of the economic
pyramid create sustainable businesses.

Research in Motion (RIM)

SAP and RIM introduced an integrated
solution that provides customers with
anytime, anywhere access to the SAP
Customer Relationship Management
(SAP CRM) application on BlackBerry
smartphones. The new BlackBerry
Sales Client for SAP CRM is now avail-
able from RIM, giving sales reps simple,
secure, real-time access to customer
information in SAP CRM.

CUSTOMERS

With more than 89,000 customers,
SAP has the largest business
application customer base in the
world, including many of the world’s
largest companies as well as small
and midsize businesses. New SAP
customer announcements include:

Vicwest Income Fund

The open-ended, limited-purpose invest-
ment trust that fabricates, sells and
distributes building construction, agricul-
tural storage and liquid storage products,
has selected SAP Business All-in-One
solutions to consolidate disparate sys-
tems, integrate its supply chain, increase
efficiency and visibility across its opera-
tions and provide a solid platform to
drive business growth. Vicwest is head-
quartered in Oakville, Ontario.

EnWin Utilities Ltd.

The municipal electricity distributor
for the city of Windsor, Ontario, has
selected SAP software to help increase
visibility and efficiency across its opera-
tions, lower IT costs and build a solid
foundation to address future opportuni-
ties in advanced metering infrastructure
and smart grid adoption. EnWin will
replace its Oracle and IBM software
with the SAP ERP application, SAP for
Utilities solutions and solutions from
the SAP BusinessObjects portfolio.
These solutions will help EnWin gain a
clear view into its business, enabling
the company to make sounder deci-
sions and optimize performance.

E.ON U.S.

The subsidiary of E.ON AG, the world's
largest investor-owned energy services
provider, has successfully implemented
several utilities-focused software solu-
tions from SAP. E.ON U.S. owns and
operates both the Louisville Gas and
Electric Company and the Kentucky
Utilities Company. By introducing SAP
software, E.ON U.S. replaced its lega-
cy systems with a standardized soft-
ware solution after having harmonized
and partly redesigned some of its busi-
ness processes.

ACQUISITIONS AND INVESTMENTS
SAP has a disciplined acquisition
strategy and is committed to
investing through smart, strategic
acquisitions that make financial
sense. SAP’s acquisition strategy
is not to acquire customers; it is
to help serve its customers better.

SAF AG

SAP intends to acquire SAF Simulation,
Analysis and Forecasting AG, Tagerwilen
(Switzerland) offering SAF shareholders
11.50 per share. Through this acquisition,
SAP plans to further extend its current
planning, forecasting and replenishment
solution portfolio for retail and whole-
sale companies and to complement its
SAP for Retail solution portfolio.

Highdeal

SAP acquired privately held the provider
of real-time billing solutions for telecom-
munications. Highdeal delivers sophis-
ticated pricing and charging solutions
designed to support today’s new service
economy. The aquisition is intended to
provide customers a packaged consume-
to-cash business process platform to
support high-volume billing and enable
a reduction in cost of ownership.

Clear Standards

SAP acquired the privately held innova-
tor of enterprise carbon management
solutions. Clear Standards provides
SAP a mature sustainability solution
and expertise in carbon management
delivered through an agile, Web-based,
on-demand delivery model.
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MISCELLANEOUS

FINANCIAL CALENDAR, SUSTAINABILITY,
SERVICES FOR INVESTORS

FINANCIAL CALENDAR 2009

Please visit www.sap.com/investor for regular updates, featuring management pre-
sentations and webcasts and to order the SAP annual report. SAP also participates
in several Money Shows and Better Investing Investor Fairs to provide further infor-

mation to individual investors.

October 28
November 9-11
November 11
November 12-14

SUSTAINABILITY

In its 2008 Sustainability Report, SAP
details its activities in support of its ongoing
strategic commitment to deliver superior
sustainability solutions to customers and
improve its own sustainability performance.
The new 2008 Sustainability Report is

the company's first independently assured
report, having achieved a B+ Global
Reporting Initiative (GRI) rating, and fea-
tures a unique role-based interface that
uses Xcelsius software from the SAP
BusinessObjects portfolio to allow readers
to interact with and use SAP’s data in an
intuitive and engaging way. As a framework
to actively encourage continued stakeholder
collaboration around future sustainability
solutions, SAP also released an extensive
“Sustainability Map” in the report. For the
first time, the map catalogs the full land-

US investors can purchase SAP ADRs
through a broker as they would any ordi-
nary security. They can also buy SAP
ADRs through the DB-Direct Investor
Services Program, which offers inves-
tors a variety of convenient, low-cost

services to make it easier to invest

in ADRs. DB-Direct is administered
by Deutsche Bank Trust Company
Americas and allows new and existing
holders to make ADR purchases, sell
ADRs, and reinvest dividends.

Q3 and 9 Months 2009 preliminary results release
Financial Advisor Symposium, Orlando, FL

South Florida Stock and Bond Club, company presentation
AAIll conference, Orlando, FL

scape of the customer’s business
processes and [T activities related to
sustainability. SAP invited stakeholders
to collaborate in improving the map
going forward —a distinctive move
targeted at redefining the way custom-
ers build their strategies and IT compa-
nies build their solutions in the area of
sustainability.

SAP announced that it reduced its total
corporate carbon footprint by 6.7 %in
2008 compared to 2007, a significant
step toward its previously announced
commitment to reduce its total carbon
footprint back to its year-2000 level
by 2020, representing a 49% reduction
of its year-2007 baseline total green-
house gas (GHG) emissions.

www.sap.com/about/sap-sustainability

Visit www.adr.db.com and click on the
"DB-Direct" icon for more information
about the program or contact:

Deutsche Bank

Trust Company Americas,

SAP AG ADR Processing Unit

Tel.: (877) 484-5046 or (718) 921-8137
db@amstock.com

THE BEST-RUN BUSINESSES RUN SAP"

SAP
| LISTED

NYSE

SERVICES FOR INVESTORS

= www.sap.com/investor

= Investor Hotline: (877) 727-7862
= SAP INVESTOR magazine

= SAP INVESTOR E-mail newsletter

U.S. Investor Contacts

SAP Investor Relations

Martin Cohen: (212) 653-9619
Friederike Edelmann: (212) 653-9977
Stephan Foerster: (212) 653-9682
investor@sap.com

Deutsche Bank

Trust Company Americas
SAP AG ADR Processing Unit
Telephone: (877) 484-5046 or
(718) 921-8137
db@amstock.com
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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 SEC. Readers are cautioned not to
place undue reliance on these forward-looking statements, which speak
only as of their dates
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