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What if you could...

Maximize savings and minimize risk while
accelerating innovation on your potential path to
SAP S/4HANA

Eliminate the planned end of full support for SAP
ECC 6.0 as aroadblock in your SAP strategy

Gain the flexibility and time to choose the next-
generation system that best fits your needs

Receive comprehensive support for all your SAP
systems before and after a potential move to
S/4HANA

SAP customers face difficult decisions with regard to their SAP application
strategy. The pressure to innovate is top of mind for modern CIOs. With a
planned end of full support deadline for ECC 6, SAP is seemingly shifting its
focus to S/4HANA.

Most SAP customers will want to balance their options based on short-term
and long-term goals. Some SAP customers, especially mid-size and new-to-

SAP companies, may perceive value in an early deployment of S/4HANA

today. Still others may say “no” to S/4HANA and find better value in migrating
to more modern cloud applications from other software providers.

Rimini Street helps clients optimize their SAP strategy before, during and after
a potential implementation of S/4HANA — no matter which scenario best fits
their organization.




Why Rimini Street is the smart path forward for SAP customers

MASSIVE SAVINGS RISK MITIGATION ENHANCED SUPPORT ACCELERATED INNOVATION
Up to 90% savings on total support Avoid unnecessary risk and retain future Award-winning support from a named engineer Faster time to innovation, with more budget
costs and ability to defer millions flexibility to choose best-fit solution. for all your issues, including custom code and to fund strategic initiatives, like Al, machine
in S/4HANA costs. integrations. learning, and loT.

Join hundreds and hundreds of SAP
customers taking Rimini Street

Whether your ultimate destination is S/4HANA, an alternative modern application, or
you haven't settled on a future platform, Rimini Street is your smart path forward. Rimini
Street supports clients on all major releases of SAP including S/4HANA, as well as clients
planning an eventual “rip and replace” implementation of S/4HANA in the future after a
smooth transition back to SAP.

Rimini Street enables clients who aren’t ready for S/4HANA to defer the cost and risk
of migration until a tangible ROl emerges. In the meantime, they can enjoy premium
support with significant savings available to fund immediate innovation that can drive
competitive advantage.

This document highlights just a few examples of SAP clients taking Rimini Street as their smart path forward,
including some who have already enjoyed the benefits of Rimini Street and seamlessly returned back to SAP
for their next-generation system. We hope these examples help you understand how other organizations

like yours are optimizing their SAP system and strategies with Rimini Street.
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Q SEAMLESSLY RETURNED TO SAP FOR S/4HANA OR

OTHER NEW APPLICATIONS

(14

This serves as at least a three-

year bridge, during which time

CF |nd UStrleS we can evaluate things and select

the right path.”

Continue to run existing ECC 6 platform while successfully subscribing to
S/4HANA Cloud

CF Industries was spending $30 million annually on IT, and wanted to look for ways to reduce ongoing
operations and enhancement costs.

— Tom Grooms,
Former CIO, CF Industries

CF Industries moved to Rimini Street in 2016 to reduce the costs of its SAP support operations and get a
dedicated support team that understands the company’s IT framework and business needs.

As aresult, the firm has slashed its total maintenance costs by 79 percent. This equates to more than $25 million
in total savings. Beyond cost savings, it also gained the ability to avoid five major upgrades over the next decade.

CF Industries needed to advance from an aging SAP ERP framework to a more agile and flexible platform that
could handle digital requirements and believed S/4HANA (Public) Cloud would give it a fresh startand a
platform for growth.

If all goes well, it plans to expand their S/4HANA Cloud footprint into logistics and plant maintenance.

i

CLIENT FACTS:

Transformed itself from a member-owned cooperative to a global manufacturer and distributor of nitrogen
fertilizer and other nitrogen products.

HEADQUARTERS: Deerfield, IL APPLICATIONS AND TECHNOLOGY:

e ECC 6, Enhancement Pack 4
* SAP Business Warehouse

@ REVENUE: $3.4 Billion * Microsoft SQL Server

RETURN TO VENDOR:
@ INDUSTRY: Manufacturing and * Successfully subscribed to S/4HANA Cloud from SAP while
@ Distribution continuing to be supported by Rimini Street
¢ "I told [SAP]: ‘Il would like you to treat me as a new customer. Ml |_|_|ON

It took a while, but ultimately they did.”
@ EMPLOYEES: 2,900

CONSIDERATIONS: PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

* Significantly reduced total support costs for SAP solutions by
79 percent with Rimini Street
* Freed up 3.5 full-time-employees for new IT projects and reinvest it in new systems — while
» Gained significant leverage using Rimini Street support to receiving a higher level of support.”
subscribe to S/4HANA Cloud

“We could take the money we saved

5



SEAMLESSLY RETURNED TO SAP FOR S/4HANA OR

OTHER NEW APPLICATIONS

66 It was really a pretty easy
decision, going with

Rimini Street. Nobody else
P ro p ex we looked at was at the same

caliber.”
Global geotextile manufacturer moves to Rimini Street support for SAP.. .twice
— David Eady,

In 2010, in an effort to cut its escalating SAP maintenance costs, Propex switched to Rimini Street :
Director of IT, Propex

Support. According to Propex Director of IT David Eady, “It was really a pretty easy decision, going with
Rimini Street. Nobody else we looked at was at the same caliber.”

In 2013 Propex moved back to SAP’s support program, as part of a strategic, global SAP expansion
initiative. Then later, Propex made the decision to return to Rimini Street for support of the company’s
SAP ECC 6 instances in the U.S. and Germany.

Propex returned to Rimini Street to regain greater flexibility and control over its SAP software roadmap,
while also benefitting from improved, premium-level service and significantly reduced total support
costs. “The decision to return to Rimini Street support from SAP was an easy one to make because we
had grown accustomed to Rimini Street’s significantly more responsive support model,” says Eady.

Propex also did not see a compelling reason to stay with SAP and reimplement the S/4HANA solution,
at least for now. But Propex has already demonstrated the move back to SAP can be seamless and
attractive for companies that make that choice.

CLIENT FACTS:

Billions of people depend on Propex’s portfolio of engineered products. Its synthetic fibers and fabrics
help build key infrastructure across the globe.

HEADQUARTERS: Chattanooga, APPLICATIONS AND TECHNOLOGY:

Tennessee « ECC6
¢ Oracle Database

@ REVENUE: $ 750 Million
S/4HANA STRATEGY:
* Sweat current ECC 6 deployments
@@ INDUSTRY: Manufacturing * Assess future options, including S/4HANA, when ready MILLION

SRS [BIEAUIRIN. PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET
@ EMPLOYEES: 2 000 * Significantly cut support costs

* Enjoy far more responsive service from experts
* Making the move to S/4HANA on its own schedule
* Take proven path back to SAP, if and when ready




SEAMLESSLY RETURNED TO SAP FOR S/4HANA OR

OTHER NEW APPLICATIONS

e SAP is our most important
system, it has been for 20

Incitec Pivot Ltd years. So keeping that

system running well, keeping

it healthy is really important.”

— Martin Janssen,
Incitec Pivot has relied on its SAP applications for more than 20 years and became the first Australian CIO, Incitec Pivot Ltd
company using SAP to move off vendor support and onto Rimini Street. Incitec Plvot's CIO Martin
Janssen described the move to optimize costs and maximize ROl as, “It's not being cheap. It's getting the
best value—-that's why we're with Rimini Street.”

Client takes incremental approach to S/4HANA

Although SAP is Incitec Pivot's core system, Janssen and team have invested in new systems and solutions
including CRM, ecommerce, HCM and logistics to augment their ECC platform Doing so has allowed
them to continue to innovate and stay ahead of the competition. All strategic projects, Janssen noted,
were “funded through the savings we've achieved through Rimini Street.”

More recently the company has begun to explore additional ERP options and has purchased S/4HANA
licenses from SAP while continuing to use Rimini Street support. It intends to begin a controlled and
incremental roll-out and evaluation of S/4HANA to determine fit and a business case while remaining
committed to its existing ECC applications. Incitec Pivot will run the two ERP systems in parallel for the
immediate future until the S/4HANA roadmap and strategy becomes clearer.

CLIENT FACTS:

Incitec Pivot Ltd manufactures and supplies fertilizers and explosives, and provides mining services in 16
countries including Australia, the US, Mexico, Chile, Turkey and Indonesia.

Incitec Pivot

S

Hm HEADQUARTERS: Southbank, Victoria, APPLICATIONS AND TECHNOLOGY:

Australia * ECC 6 Enhancement Pack 6
* BusinessObjects
@) REVENUE: $ 1.2 Billion * SAP Solution Manager
S/4HANA STRATEGY:
@@ INDUSTRY: Chemical Manufacturing * Maintain existing ECC 6 applications as core system of record ® MILLION
* Rolling out S/4HANA gradually as product continues to evolve

CONSIDERATIONS: PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET
* Reduce ECC 6 application support costs
* Reinvest savings in new solutions

* Take incremental approach to S/4HANA

@ EMPLOYEES: 5,064



SEAMLESSLY RETURNED TO SAP FOR S/4HANA 0

OR OTHER NEW APPLICATIONS

Large State Power Authority

@ REVENUE: $2.6 Billion

RETURN TO SAP DETAILS:

* Successfully purchased new ECC application release from SAP at a significant discount
* Returned to SAP support and maintenance with no back fees or penalties

APPLICATIONS AND TECHNOLOGY:

. . SAP Business Planning
[ ECC6 ] [ BusinessObjects ] [ and Consolidation ]

Canadian Steel Producer

@ REVENUE: $875 Million

RETURN TO SAP DETAILS:

* Global expansion plans necessitated a return to SAP for additional products
* Returned to SAP to purchase new products as well as support and maintenance with no penalties

APPLICATIONS AND TECHNOLOGY:

[ SAPR/3 4.7 ] [ Business Warehouse ] [ SAP Netweaver ]




SEAMLESSLY RETURNED TO SAP FOR S/4HANA 0

OR OTHER NEW APPLICATIONS

Information Technology Manufacturer

@ REVENUE: $1 Billion

RETURN TO SAP DETAILS:
* Successfully purchased new ECC application release from SAP at a significant discount

* Returned to SAP support and maintenance with no back fees or penalties

APPLICATIONS AND TECHNOLOGY:

[ ECC6 ] [ SAP Max DB ]

Printed Circuit Board Manufacturer

@ REVENUE: $160 Million

RETURN TO SAP DETAILS:

» Corporate acquisition required moving to a singular, global contract with vendor
e Seamless transition back to SAP support with no penalties

APPLICATIONS AND TECHNOLOGY:

[ ECC6 ][ SAP Netweaver ] [ Oracle Database ]




SEAMLESSLY RETURNED TO SAP FOR S/4HANA m

OR OTHER NEW APPLICATIONS

Appliance and Tools Retailer

@ REVENUE: $592 Million

RETURN TO SAP DETAILS:

* Purchased new mobile and CRM products from SAP
* SAP made a “very attractive” offer to return to SAP support with no back-maintenance fees required

APPLICATIONS AND TECHNOLOGY:

[ R/34.7c ]

Pharmaceutical Company

@ REVENUE: Private

RETURN TO SAP DETAILS:

* Needed to purchase and upgrade to ECC 6 release not previously available when transitioning
to Rimini Street
* Successfully purchased new product and returned to SAP support with no penalties

APPLICATIONS AND TECHNOLOGY:

[ R/34.7¢c ]




Global Packaging Company

@ REVENUE: $3.4Billion

RETURN TO SAP DETAILS:

* Acquired by private equity firm that moved all SAP agreements under a master agreement

APPLICATIONS AND TECHNOLOGY:

|

R/34.7c

] [ Business Warehouse ]

Upscale Clothing Manufacturer

@ REVENUE: $45 Million

RETURN TO SAP DETAILS:

* Purchased new ECC applications from SAP after deciding to upgrade
* Seamless transaction with SAP

APPLICATIONS AND TECHNOLOGY:

[ R/34.6 ] [ Business Warehouse ]

SEAMLESSLY RETURNED TO SAP FOR S/4HANA

OR OTHER NEW APPLICATIONS

* SAP offered significant discounts on all future SAP products as part of the transition back

7,




RUNNING S/4HANA TODAY AND m
SUPPORTED BY RIMINI STREET é

Cameco Corporation

@ REVENUE: $1.8 Billion

S/4HANA STRATEGY:
Will continue to run ECC 6 in parallel with S/4HANA, and consider expansion of S/4HANA, down the line, as the
business case is established. Selected Rimini Street for S/4HANA support based on expertise and knowledge of

support staff across entire SAP technology stack.

APPLICATIONS AND TECHNOLOGY:

S/4HANA (internally ECC 6, Enhancement
5 OM|LL|ON [ deployed) Finance ] [ SAPHANA Database ] [ Pack 6 ]

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

[ BusinessObjects ][ SolutionManager ]

Metal processing equipment and
machinery manufacturer

@ REVENUE: $2.8 Billion

S/4HANA STRATEGY:
Use S/4HANA as a “greenfield” implementation to enable re-engineering and process simplification, and
maintain existing ECC 6 system in parallel. Selected Rimini Street for S/4HANA support as projected cost

savings can be used to fund future expansion.

APPLICATIONS AND TECHNOLOGY:

[ S/4HANA ] HANA Database ] [ ECC6 ] [Oracle Database 10.2 ] $ Z -I

WS S els PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

Finance, and
Order Management

MILLION

12




Q
i TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN

[ For us, we no longer see SAP
as the only solution, but as

Global Manufacturer one of multiple

options — and that's

Long-time SAP customer determines best path forward is innovating around core SAP system WOI‘kIng well for us.

This global manufacturer is a long-time SAP customer with two primary challenges: first, the company —ClIo,
needed to reduce its operational spending to maximize profitability, and second, the company needed Global Manufacturer
to redefine its next-generation ERP strategy to better support its business initiatives.

“We weren't realizing value for our maintenance dollars for ERP or our Db2 database,” says the ' P Y >
company’s CIO. “SAP didn’t appear to be investing any further in the core ECC product and everything Y . . 4
seemed to be invested in their cloud services, including S/4HANA.” . ' + . ' '

As the company actively planned its SAP strategy, S/4HANA initially appeared to be the next logical
step. However, the ClO explains, “When we talked to SAP about S/4HANA, it was too expensive with
an unclear roadmap — we just weren't able to jointly develop a business case to justify going to in-
memory processing with HANA.”

“By moving to Rimini Street, we saw an opportunity to save on maintenance, get a higher level of
support and still reinvest our savings in new solutions without increasing our operational spend,” the
ClO says. "At the same time, we stopped looking to SAP for every answer and realized that our best path
forward was to maintain our ECC core and add cloud applications around it. Innovating around SAP was
the most viable, cost-effective strategy.”

CLIENT FACTS:

This global manufacturer is a leader in a wide range of industrial filtration products and manufactures for
microelectronics production, breweries and more.

HEADQUARTERS: United States APPLICATIONS AND TECHNOLOGY:
* ECC6
* Business Warehouse, GRC

@ REVENUE: $2.8 Billion * IBM Db2

@ S/4HANA STRATEGY:
INDUSTRY: Manufacturer * Optimize costs and innovate around current ECC 6

@ * Consider S/4HANA and other systems in the future M I LLION

@ EMPLOYEES: 10,000 CONSIDERATIONS: PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET
* Didn’t see investment in ECC 6

* Customized ECC 6 meets business needs
* Waiting until there’s a business case for S/4HANA
* Deliver on business needs faster with hybrid IT
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i TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN

¢6 Looking back, I'd make

I\/\ U |tn OMma h CO Un ty the switch to Rimini Street

sooner if | could.
— Bob Leek,

County government defers cost of S/4HANA reimplementation until more mature CIO, Multnomah County

Multnomah County continuously looks for ways to deliver the most value from its information technology
spend. As a government entity, the organization must not only handle the business needs of its operational
units, but also has a responsibility to securely maintain its systems to fulfill county requirements.

Multnomah County runs a highly customized version of SAP ECC 6 with Oracle databases. The county
"There was a tremendous amount of inefficiency
built into that support model because we would have to continuously repeat the context of the case, even
though it had often been recorded into the ticket,” says Bob Leek, CIO for Multnomah County.

found SAP’s vendor support inefficient and expensive.

“Plus, we were experiencing the push many ECC 6 customers face with SAP trying to move everyone to the
S/4HANA platform. When some of the larger SAP customers also refused to pay for that reimplementation
in exchange for an immature product, we knew that S/4HANA was not a road we wanted to go down.

“We seriously evaluate every taxpayer dollar we spend; optimizing costs is of paramount importance.”

CLIENT FACTS:

Covering just 465 square miles, Multnomah County is the smallest county in Oregon by area but is the

largest by population, serving nearly 800,000 people.

HEADQUARTERS: Portland, Oregon
@ REVENUE: $1.7 Billion
@@ INDUSTRY: Public Sector

@ EMPLOYEES: Nearly 8,000

A Multnomah‘
ammm County

APPLICATIONS AND TECHNOLOGY:
* ECC6
* Oracle Database

S/4HANA STRATEGY: 5 7
Customized ECC 6 system meets current and planned
requirements. Will consider S/4HANA in 3-6 years

MILLION

CONSIDERATIONS:

e Customized ECC 6 meets business needs PROJ ECTED 7'YEAR SAVINGS WITH RIMINI STREET
* No business case for S/4HANA

* New investments include cloud and security
* Talented people fuel digital success
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The funds we have
liberated by moving
i I support to Rimini Street

S U pe rl O r U n Ifo rm G rO U p are a great contribution back

to the business.”
— Mark Decker,
CIO, Superior Uniform Group

Customized ECC 6 More Than Meets Needs While S/4HANA Does Not Yet Offer
Comparable Functionality

Superior Uniform Group has operated using a series of SAP ECC versions for 18 years and has customized
the SAP Apparel and Footwear Solution (AFS) module to meet business needs. There were very few support
issues that needed to be logged with SAP, because seasoned internal SAP developers could solve most of
them. But Superior’s support costs were high and rising.

Mark Decker, CIO at Superior Uniform Group, explains, “We had a very large support contract that also
included annual increases. The upgrades and enhancement packs weren’t meaningful to us, we certainly
weren't getting any applicable new functionality.”

"ECC 6 is at the end of the road in terms of new features and capabilities,” continues Decker, “but our ECC
6 release more than meets business requirements.” Superior could not justify the significant cost, resources
and time required to replatform to S/4HANA.

“There is no need for us to migrate to S/4HANA because it does not offer the comparable functionality that
we customized into the current AFS system.

CLIENT FACTS:

Superior Uniform Group is one of the foremost providers of uniforms and image apparel in the United
States, with a unique business model that provides valued-added, service-based uniform programs and
garments to a broad range of customers.

Superiow

UNIFORM GROUP

HEADQUARTERS: Seminole, Florida APPLICATIONS AND TECHNOLOGY:

* ECC6
* Apparel and Footwear Solution

@ REVENUE: $265 Million * Microsoft SQL Server
S/4HANA STRATEGY:
@@ INDUSTRY: Apparel Manufacturer ¢ Customized ECC 6 system more than meets current requirements.
* Will consider S/4HANA against other systems in the future MI LLI O N

@ EMPLOYEES: 1,600 CONSIDERATIONS: PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

* 18-Year SAP customer

* Customized ECC 6 meets business needs

e Comparable functionality not available in S/4HANA
* Savings funneled into earnings per share
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i TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN

€6 One of the key components to
realizing the vision was identifying

I\/\W R D a services provider that had a

great track record of providing
quality support and was willing
to help take on the challenge of

Water management district invests support savings in IT service management application

Tasked with revitalizing an aging and deeply specific issues and collaboratively figure out the optimal

entrenched environment, John Sudduth, director of path forward.” reVitaliZing MWRD'S environment.
information technology at MWRD, took inventory of . . ) O OC w
MWRD's entire IT infrastructure and executed a skills _SUddUth invested a. portion .ofthe support savmgs Rimini Street was that pa rtner.
assessment of his team. IT support had scored around into a cloud-based information technology service — John Sudduth,

management (ITSM) application to formalize the design,
delivery, and monitoring of MWRD's complete portfolio
of IT services. Says Sudduth, “I'm delighted to state that

Director of Information Technology
MWRD

60% in an internal customer satisfaction survey and, says
Sudduth, “I was confident we could do better!”

Sudduth’s research revealed that SAP application we've jumped our satisfaction scores by well over 30
maintenance and support consumed more than percentage points.” And, according to Sudduth, the
a quarter of MWRD's multimillion-dollar software progress that the organization has made with Rimini
maintenance budget and that vendor support Street has “helped position MWRD as a role model for
responsiveness was not strong. Says Sudduth, “It the utilities industry.”

quickly became apparent that we couldn’t get what we

needed from SAP support.” CLIENT FACTS:

* Created in 1889, the Metropolitan Water Reclamation
District of Greater Chicago (MWRD) serves
approximately 10.35 million people in the Chicago
area with residential and commercial wastewater
treatment and stormwater management.

* MWRD's service area encompasses 882.1 square
miles, including Chicago and 128 suburban
communities throughout Cook County.

MWRD switched to Rimini Street for independent,
third-party support for SAP Business Suite, saving 50%
on annual support fees and relieving MWRD of its huge
annual financial commitment to SAP. Adds Sudduth,
“With SAP announcing end-of-support for our version of
the application, we wanted to partner with a company
that was willing to take the time to understand our

HEADQUARTERS: Chicago, lllinois APPLICATIONS AND TECHNOLOGY: Revitalizing People,
2]
* Business Suite 7/SAPECC 6.0  * NWDI
* Business Warehouse * BusinessObjects Process' and TeChnOIogy
@ REVENUE: $ 1.1 billion S/4HANA STRATEGY- “I view Rimini Street as a great partner —a
* No plans to move away frorr.1 current ECC platform thotht_p_artner _ et knOYVS LSt I'iSt'er!
@@ INDUSTRY: Energy and Utilities * Optimize costs and free up funds for new technology before suggesting possible solutions. Our Rimini
Street account team has been phenomenal.”
CONSIDERATIONS: ~ ohn Sudduth
@ EMPLOYEES: ~2,000 * Save on support for SAP Director of Information Technolog;
* Reduce maintenance costs to fund innovation MWRD

* Invest savings in new cloud-based ITSM application

16
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6 Rimini Street has been a

RSA Insurance Group o ket

Commercial Manager,

RSA Insurance Group
Multinational insurer protects SAP investments and plans for the future with Rimini Street

As part of a broad review of IT software platforms across RSA’s UK operation, the company decided to
investigate new options around the support program for its SAP applications. The existing technology
was very robust and RSA Commercial Manager Sandra Phillips wanted to protect RSA's investment.

The goal for the organization was to reduce total cost of ownership (TCO) while ensuring uptime and
business continuity of the entire SAP landscape in order to mitigate any risk for this business-critical
application.

The team selected Rimini Street, a market leader that had successfully built an impressive blue-chip client
base. RSA's customizations are supported and tailored tax, legal and regulatory updates are delivered by
Rimini Street.

By moving to Rimini Street, RSA is not precluded from returning to SAP when an enhanced solution
such as S/4 HANA may deliver business benefit. According to Phillips, “The significant savings we've
achieved with third-party support has contributed to improved profitability, which in turn contributes
to our ability to invest in new applications for the future and wider business initiatives. Rimini Street has
been a game-changer for us.”

CLIENT FACTS:

RSA, one of the world's leading multinational quoted insurance groups, has been protecting customers
from risk and uncertainty for more than 300 years.

HEADQUARTERS: London, England APPLICATIONS AND TECHNOLOGY:
e R/3andECC6
* Oracle Database

@_) REVENUE: £6.3 billion GBP

S/4HANA STRATEGY:
* Reduce SAP TCO
@@ INDUSTRY: Financial Services * Return to SAP when enhanced capabilities are available MILLION

CONSIDERATIONS:
@ EMPLOYEES: 13,500 * Reduce SAPTCO PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

* Responsive support from expert engineers
* No current plans to upgrade to S/4HANA
* Invest savings in new applications
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Atento — Global CRM BPO Service Provider

@) REVENUE: $1 BILLION 6 We did not see
the business

S/4HANA STRATEGY: .
. . . benefit of an
Customized ECC 6 system meets current and planned requirements. Will )
consider S/4HANA alongside other future options over time. expensive
ACCELERATED INNOVATIONS: replatforming
'I 5 Focusing investments into newly created business unit Atento Digital. to SAP S/4HANA"
MILLION APPLICATIONS AND TECHNOLOGY: — Rogerio Ribeiro,
PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET CIO, Atento
[ ECC6 ] [ Microsoft SQL Server J
Rodobens - Financial Services
@ REVENUE: $ 300 MILLION 66 We are very satisfied
S/4HANA STRATEGY: with our Current, stable
Customized ECC 6 system meets current and planned SAP system, and at this

requirements. Will consider S/4HANA in 3-6 years. time have no intention of

ACCELERATED INNOVATIONS: upgrading to S/AHANA.”

Omni-channel CRM solution portfolio.
— Marcos Adam,

APPLICATIONS AND TECHNOLOGY: ClO, Rodobens

$44...

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

[ ECC6 ] [ Microsoft SQL Server ]

18
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TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN i

Consumer Packaged Goods

@ REVENUE: $2 Billion

S/4HANA STRATEGY:

* Unhappy with SAP support and overall SAP TCO
* Sees S/4HANA as the future of SAP, but not ready to migrate yet
* Will reassess S/4HANA over time

ACCELERATED INNOVATIONS:

~~
* HANA-based Bl system including real-time profitability analysis
* Big data, loT and ML for real-time predictive analysis on Azure Cloud
MILLION

APPLICATIONS AND TECHNOLOGY:
PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

IBM DB2 [ ECC6, Enhancement [ HANA Database [ BusinessObjects
Pack 6
Fortune 500 Electronics Retailer
@ REVENUE: $39 Billion
S/4HANA STRATEGY:
Views SAP as strategic application provider. After analysis, determined that S/4HANA has too
many open issues to implement now. Additionally, it was unable to calculate meaningful ROl or
quantify higher performance claims. It plans to reassess S/4HANA as it matures.
ACCELERATED INNOVATIONS: ) il N
* In-store digital experience SR -
¢ CXimprovements to drive engagement and loyalty
APPLICATIONS AND TECHNOLOGY: 2 -I O MILLION

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

SAP CRM ] [ SAP Point of Sale ]

ECC 6, Enhancement
Pack 4
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TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN i

Paper Products Manufacturer

@ REVENUE: $5 Billion

S/4AHANA STRATEGY:
Sees its SAP deployment as very stable and functional. Consolidating all other systems into SAP platform. Views
SAP as strategic application provider, and sees the potential of HANA and S/4HANA, but at this point does not

see compelling reason to deploy. Will reassess S/4HANA over time.

ACCELERATED INNOVATIONS:

\ .\:"3 :
3 O O CX enhancements to award-winning supply chain visibility tool
MILLION APPLICATIONS AND TECHNOLOGY:

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET [

R/34.6and 4.7, ] [

ECC6 SAP SCM ]

Global Information Services Conglomerate

@ REVENUE: $1 Billion

S/4HANA STRATEGY:

Developed five-year plan to optimize current ECC 6 applications. Wait for cloud applications to

mature, including S/4HANA. Assess cloud options in five-years.

ACCELERATED INNOVATIONS:

* Deploy tiered ERP strategy with ring fence applications
* Data-driven business intelligence for sales force effectiveness

APPLICATIONS AND TECHNOLOGY:

$82....

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

[ ECC6 ] [ BusinessObjects ] [ IBM DB2 ] [ Microsoft SQLServer ]
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TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN i

Fortune 500 Electronics Manufacturer

@ REVENUE: $25 Billion

Y/ S/4HANA STRATEGY:

Optimizing SAP as system of record at lower cost. Swapping out some modules for improved
cloud options, and assessing best-fit future system when ready, including S/4HANA as well as

other options.

ACCELERATED INNOVATIONS:

&:ﬁ

$ 2 3 8 loT industry solutions.
MILLION APPLICATIONS AND TECHNOLOGY:

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

ECC5and 6 [ Oracle Database

Industrial Equipment Manufacturer

@ REVENUE: $2 Billion

S/4HANA STRATEGY:
Customized ECC system more than meets current and future needs. Adding cloud innovations around SAP

core, and plans to evaluate S/4HANA when more mature and cost-effective.

ACCELERATED INNOVATIONS:

Investing in business process efficiencies and new industrial product technologies to drive

v

$16

[ ECC6 ] [ SAP BI, GRC ]
PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

increased revenue

APPLICATIONS AND TECHNOLOGY:
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Mid-Size Industrial Manufacturer

@ REVENUE: $200 Million

S/4HANA STRATEGY:

Determined no near-term value in HANA or S/4HANA. Shifting maintenance costs to innovation,
and will defer S/4HANA decision until much more cost-effective.

ACCELERATED INNOVATIONS:

Reinventing customer-delivered products to be lower cost with more capabilities to stay ahead of

3 7 the competition.
MILLION APPLICATIONS AND TECHNOLOGY:

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET [

ECC6 ] [ Oracle Database ]

Candy and Confection Manufacturer

@ REVENUE: Private

S/4HANA STRATEGY:

Customized SAP meets current requirements. Strategic IT plan includes evaluation of cloud-based systems over
time. Will consider S/4HANA Cloud as part of competitive evaluation.

ACCELERATED INNOVATIONS:

* Manufacturing automation to increase efficiency
* Social media initiatives that are driving higher consumer engagement

APPLICATIONS AND TECHNOLOGY:

 $21

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

[ ECC 6, Enhancement

BusinessObjects Microsoft SQL Server
Pack 5
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TAKING A “WAIT AND SEE” APPROACH TO S/4HANA WHILE KEEPING FUTURE OPTIONS OPEN i

Global Engineering and Construction Services

@ REVENUE: $4 Billion

S/4HANA STRATEGY:

4 : SAP is a vital system, but cost containment is important. Upgrading to ECC 6 is current priority, and
Bt o : ; v L waiting for S/4HANA to mature over next five years at a minimum. Plan to evaluate multiple future
: {5 =

options, not just S/4HANA.
$ -I 6 O MILLION

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET APPLICATIONS AND TECHNOLOGY: [

ACCELERATED INNOVATIONS:

* Concur for travel and expense management
¢ Deltek for industry-specific ERP solutions ahead of the competition

R/34.7 ] SAP SRM, BW, GRC ]

Construction and Mining Services

@ REVENUE: $17 Billion

S/4HANA STRATEGY:

SAP is strategic system of record. S/4HANA far too costly to deploy given customizations.
Optimize SAP costs now and assess next-generation system in 5-10 years, including S/4HANA and

competitive options.

ACCELERATED INNOVATIONS:

* Mobility solutions for field team members

* 3D modeling technology
APPLICATIONS AND TECHNOLOGY: $ 3 ) 5 MILLION

ECC 6, Enhancement
Pack 7

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET

] [CRM,GRC, SRM, BW] [ BusinessObjects ] [ Oracle Database ]
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Brazilian Clothing Retailer

@ REVENUE: $2 Billion

S/4HANA STRATEGY:

Customized ECC 6 system meets current and planned requirements, and will consider S/4HANA in 3-6 years

ACCELERATED INNOVATIONS:

* 79 new physical retail store locations
* Advanced supply chain improvements to support short fashion time to market

APPLICATIONS AND TECHNOLOGY:
PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET [

ECC6 ]

European Energy and Telecommunications Utility

@ REVENUE: $ 38 Billion

S/4HANA STRATEGY:

No plans to move-away from current ECC platform

ACCELERATED INNOVATIONS:

¢ |oT smart sensors and meters
* Data management platform as new revenue opportunity —

APPLICATIONS AND TECHNOLOGY:

ECC 6, Enhancement Oracle Database
Pack 7

$103..

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET
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European Consumer Electronics Manufacturer

@ REVENUE: $8 Billion

S/4HANA STRATEGY:
Concerned about stability of S/4HANA platform. Deferring further assessment until S/4HANA is

mature and proven.

ACCELERATED INNOVATIONS:

* Investing in cybersecurity infrastructure company-wide
$ -I 9 : ! * Advanced loT in partnership with business units
MILLION APPLICATIONS AND TECHNOLOGY:

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET [

R/34.7 ]

Southeast Asia Pharmaceutical Company

@ REVENUE: $ 600 Million

S/4HANA STRATEGY:

Determined no RO for upgrade. Remain on current system through at least 2020 and then reevaluate future

system options. Assess cloud options for systems of engagement around SAP core.

ACCELERATED INNOVATIONS:

Deploying cloud-based ERP solutions for distribution partners.

APPLICATIONS AND TECHNOLOGY:

[ ECC5 ] [CRM, SCM, SRM, BW] [ BusinessObjects ] $ 6 8 MILLION

PROJECTED 7-YEAR SAVINGS WITH RIMINI STREET
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riministreet.com | info@riministreet.com | linkedin.com/company/rimini-street | twitter.com/riministreet

About Rimini Street

Rimini Street, Inc. (Nasdag: RMNI) is a global provider of enterprise software products and services, the leading
third-party support provider for Oracle and SAP software products and a Salesforce® partner. The company offers
premium, ultra-responsive and integrated application management and support services that enable enterprise
software licensees to save significant costs, free up resources for innovation and achieve better business outcomes.
Global Fortune 500, midmarket, public sector and other organizations from a broad range of industries rely on
Rimini Street as their trusted enterprise software products and services provider.
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