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Event report and sector updateRecent SaaS transactions

04 Oct 07
Provider of large scale on-demand, 

parallel storage systems and 
software

The acquisition of Mozy is a natural extension of EMC's leadership 
in the protection and security of personal and business information. 
EMC will continue to invest in Mozy's full portfolio of online backup 
and recovery services and advance the Mozy brand in the 
marketplace

9.5x*$76m

(US) (US)

01 Oct 07
Provider of hosted and premise 

based voice, Web and video 
conferencing services to businesses

Through this acquisition AT&T will integrate Interwise’s IP based 
voice, web and video conferencing offerings to deliver a 
comprehensive unified communications solution to its customers

4.8x*$121m

Date Target Acquirer Deal 
value

Target business 
description Deal rationaleRevenue 

multiple

20 Sep 07 Provider of on-demand supply 
management software

The acquisition will position Ariba as a dominant market leader in 
the e-sourcing market from a customer share perspective4.0x*$101m

(US) (US)

28 Sep 07 $28m N/A Software solutions provider for the 
telecommunications sector

(Ireland) (Portugal)

Through the acquisition of Cape Technologies, WeDo eliminates 
one of its main competitors and becomes the world leader in 
revenue assurance software integration in terms of size. WeDo’s 
headcount will increase to 370 employees distributed between 11 
offices around the world

P id f il Zimbra will allow Yahoo! to expand its presence in universities

conferencing services to businesses comprehensive unified communications solution to its customers
(US) (US)

17 Sep 07
Provider of an open source email 

and calendar groupware
Zimbra will allow Yahoo! to expand its presence in universities, 
businesses and through ISPs by enabling organizations to host e-
mail on or off premises with their own domain

(US) (US)

c 17.5x$350m

30 July 07 Expense management services The acquisition of Gelco will broaden Concur’s offerings in the areas 
of electronic payment, auditing and processing of expense reports2.6x*$160m

(US) (US)

09 Jul 07 $625m
On-demand communications security 

and compliance company

The acquisition will allow Google to enhance the security features of 
Google Apps to make it a viable alternative for enterprises. Google 
will continue to support Postini customers and invest in Postini 
products

(US) (US)

8.9x*

(US) (US)

30 Nov 06 N/A$4m On-demand solution to automate and 
improve business processes

This acquisition gives Business Objects access to Nsite's on-
demand application platform as well as engineering talent 
experienced in building and managing SaaS offerings; Business 
Objects will also gain access to 27,000 current Nsite subscribers

(US) (US)

(US) (US)

15 Mar 07 $3,200m Online web and video conferencing 
service6.4x

The acquisition will allow Cisco to expand into the online 
collaboration market as well as realize various synergies between its 
own networking knowledge and WebEx’s online collaboration team 

10 Apr 07 On-demand content management
This acquisition will complements Salesforce’s existing Apex 
product with a robust content management system. Koral’s offering 
is already integrated as a plug-and-play AppExchange offering

(US) (US)

14.0x*$7m

10 Oct 06 On-demand provider of enterprise 
talent management solutions

The acquisition expands ADP's Pre-Employment Services suite by 
providing expert professional recruiting solutions for mid-market, 
large and global organizations

(US) (US)

3.6x*$65m

17 Aug 06
Web-based human resources and 
benefits management software and 

services

The acquisition is in line with ADP’s expansion strategy in the SaaS 
solutions market. Employease will benefit from ADP’s global 
presence and payroll expertise which will enable it to enrich and 
expand core product features and expand its reach in the 
HR/Benefits space

3.6x$160m

06 Oct 06 3.2x*$115m On-demand customized talent 
management solutions

This acquisition will enhance Kenexa’s operational strength as well 
as broaden its product suite and customer support capabilities

(US) (US)

HR/Benefits space(US) (US)

(US) (US)

Provider of streaming data analysis 
and visualization software and 

services

The acquisition expands WebSideStory’s addressable market by an 
estimated $1 billion and creates significant cross-sell opportunities 
within there 1,100+ enterprise customers

7.2x$57m

(US) (US)

01 Feb 06

23 Jan 06
On-demand corporate travel and 

expense automation solutions The acquisition of Outtask will enable Concur to strengthen its 
position in the on-demand CEM services market4.3x*$63m

$121m 4.9x

$251m 5 7x

Median

M

Source: MergerMarket, VentureSource, The451Group, Company information

* Revenue multiple is based on TTM / historic revenue (in all other cases current year projected revenues are used to compute multiples)

$251m 5.7xMean
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Undisclosed

h b i d b

Feb 08

$110,000,000

h b i d b

Dec 07

$124,000,000

h i d

Apr 07

Undisclosed

h i d

Jan 08

Exclusive financial advisor to 
Cape Clear Software Inc.

has been acquired by

Exclusive financial advisor to 
GloNav, Inc.

has been acquired by

Exclusive financial advisor to 
royalblue group plc

has acquired

Exclusive financial advisor to 
Odyssey Financial 
Technologies, S.A.

has acquired

Enterprise Software Semiconductors Financial SoftwareFinancial Software

$546,000,000
Apr 07

$39,000,000
Jan 07

$75,000,000
Jan 07

 

$124,000,000
Nov 06

has acquired

Exclusive financial advisor to 
Software AG

Exclusive financial advisor to 
freenet.de AG

has acquired the German B2C 
broadband and narrowband 

customer contracts of

Exclusive financial advisor to 
NordNav Technologies AB

has been acquired by

Exclusive financial advisor to 
Elektrobit Group plc

a business unit of

has been acquired by

Enterprise Software Internet Services Semiconductors Telecom Software

Undisclosed
Jun 06

GG
$106,000,000

Jan 06

$55,000,000
Jun 05

Undisclosed
Apr 05

Exclusive financial advisor to

recapitalisation with equity 
investment by

IGE IIGE I

Exclusive financial advisor to

has been acquired by

Exclusive financial advisor to

has been acquired by has been acquired by

Exclusive financial advisor to

Financial Software

Exclusive financial advisor to 
IGEFI S.à.r.l

IPTV Technology

Exclusive financial advisor to 
Kreatel Communications AB

Printing Technology

Exclusive financial advisor to 
Inca Digital Printers Ltd

Exclusive financial advisor to 
Cirpack S.A.S

Telecom Software
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$94,000,000

has been acquired by

Dec 04

Undisclosed

has been acquired by

Dec 04

$52,000,000

has been acquired by

Nov 04

$112,000,000

h b i d b

Oct 04

IT S i

has been acquired by

Exclusive financial advisor to 
S.E.S.A AG

Financial Soft are

has been acquired by

Exclusive financial advisor to 
Ubitrade SA

Financial Soft are

has been acquired by

Exclusive financial advisor to 
Mosaic Software Holdings Ltd

P t T h l

has been acquired by

Exclusive financial advisor to 
Dione Plc

IT Services Financial Software Financial Software Payment Technology

$45,000,000 (agg.)

04-05

Anite Group’s disposal of:

to

$44,000,000
Jan 04

Undisclosed
Dec 03

and other investors

$210,000,000
Nov 03

Exclusive financial advisor to 
Anite Group Plc

to

to
Financière

RDM
has been acquired by

Exclusive financial advisor to 
NXN Software AG

have acquired

Exclusive financial advisor to 
Apax Partners

and other investors
has been acquired by

Exclusive financial advisor to 
SUSE Linux AG

Software & IT Services Digital Media Software Financial Software Open Source Software



                                                                                    
                                                                                                                                                              

   
 
Page 7

April 2008
Event report and sector update

A Churchill Club Great Debate: The Future of Enterprise Software 
3 April 2008 
 
Speakers: 
Marc Benioff, Founder, Chairman, & CEO, salesforce.com 
Hasso Plattner, Co-founder, ex-CEO, & Chairman, SAP AG 
 
Moderator: 
Quentin Hardy, Silicon Valley Bureau Chief, Forbes Magazine 
 
Venue: 
Computer History Museum, Mountain View 
1401 N. Shoreline Blvd 
Mountain View, CA 94043 
 
 
Prologue 
 
Mr. Brenner: 
 Good evening. Boy, is this great to see! We are so excited to have this program tonight. I wanted 
to take a moment to welcome you. In addition to being the Chairman of the Board of the Churchill Club, I 
have a “real” job. I am the CEO of the Brenner Group, one of the oldest interim executive-staffing and 
financial-advisory services firms here in the Valley.  
 Tonight, we have a great debate. The Churchill Club Great Debate is the future of enterprise 
software, and we’re going to present our distinguished speakers, Marc Benioff from salesforce.com, and 
Hasso Plattner from SAP AG, and the program will be moderated by Quentin Hardy of Forbes, so we 
want to thank them all for being here. You’ll have a moment to do that in just a few minutes. 
 I’ve been told that part of job is to do some brief announcements, so I hope you’ll bear with me. 
First, we want to again tell you how especially pleased we are to be here at the Computer History 
Museum tonight. The Computer History Museum is the leading institution in the world to preserve the 
history of our industry. The museum will introduce a new exhibit next month, which is a five-ton Babbage 
difference engine number 2, never before seen in the U.S, and we hope you will come and check it out. 
 Our next Churchill Club event is a San Francisco Breakfast program on Wednesday, April 9, and 
please join us for the BotPlague, how organized crime has saturated the Internet with sprawling bot 
networks, and why you should care. Here is your chance to talk to four world-class experts from 
Kaspersky Labs, Gartner, Dimbawa, and SecureWorks, about this serious issue. So if you have any 
interest in that, please, we encourage you to attend. 
 On Wednesday, May 14, the club presents our much-anticipated 10th annual-top-ten-tech-trends, 
and this year’s debate will be between Steve Jurvetson, Roger McNamee, Joe Schondorf, and will be 
moderated by Tony Perkins. Be sure to save the date, and be prepared for another lively evening. As 
always, get all the information you need about these and other programs at churchillclub.org. 
 Tonight, Ustream is streaming this program live on its website at Ustream.tv, and we thank them 
for doing that. Ustream is a great promoter of our club, and we’re really glad to have them decide to start 
streaming our programs. We welcome the web viewers at this time, as well, and we’re glad that you’re 
here to join us for this great debate tonight. 
 We invite everyone who is watching tonight to make note of the best things heard from the 
program as well as the best things overheard from anywhere during the event, and send your comments 
to info@churchillclub.org, and we will share the results with you via email at the end of day by next 
Monday. 
 So now our lead sponsor tonight for this program is Citrix Systems. Citrix is a leader in the 
industry and in our community and is a leading member of the club, as well. Please join me in thanking 
them for their generous support tonight.  
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 We also have four supporting-level sponsors tonight, and they are the club member, Arma 
Partners, club member salesforce.com, and top-level club member SAP AG. Our fourth supporting 
sponsor for this program is CSC. Please join me once again in extending our thanks to these 
organizations for their generous support.  
 CSC has a team CSC cycling jersey to give away tonight. Please enter the drawing at the CSC 
display table, and the winner will be announced at the end of the program, so, if you want that jersey, 
hang out! We’re going to make the announcement right up here on this stage at the end of the program. 
 Finally, I would like to extend a special thanks to our co-host, Arma Partners. Their expertise and 
influence in the industry was only too apparent as we worked with them on this program. It is with great 
pleasure I’d like to call Brian Skiba of Arma Partners to the stage, to introduce Quentin. 
 
Mr. Skiba: 
 Thank you very much, Rich. I want to applaud the spirit, the toil, the efforts, and the incredible 
amount of work that’s gone on the part of the Churchill Club to pull this event together, but also for the 
ongoing events they have throughout the year – the interesting events or the discussions, the people they 
bring to bear here. 
 I attended my first Churchill meeting about a year ago as a guest of Gibson, Dunn, and Crutcher, 
and the next day, Arma Partners became a corporate sponsor. It seems me that the health of the Valley 
is really dependent on this critical discussion, a fusion of creative ideas, global perspectives, and 
everything that comes together here, and, without doubt, the Churchill Club is a pretty key part of that 
ecosystem.  
 It is my privilege to introduce Quentin Hardy today, Silicon Valley’s chief of Forbes Magazine. 
Quentin will be moderating the discussion or debate. Quentin joined the magazine, Forbes, in March of 
1999, and has written cover stories on Yahoo!, Google, Hewlett-Packard, the telecommunications 
industry, philanthropy, and many other topics. Quentin has spent many years before that at The Wall 
Street Journal covering the Japanese financial meltdown in Tokyo, the boom in the Silicon Valley in the 
late ‘90s. He also teaches at the University of California at Berkeley, and lectures at Stanford’s school of 
Journalism and Computer Science. Quentin, welcome!  
 
Mr. Hardy: 
 Thank you very much. All right well, thank you all for coming, and welcome to the Churchill Club’s 
first ever enterprise software crystal-ball-gaze, prognostication soiree, reality check, hype fest, and 
executive cage match smack-down! We’re here to talk about the future of a $250 billion industry, one that 
both participants, and pretty much everyone here, would agree is entering a major transition of 
technology, and one that will, quite likely, affect everyone in the room. Quite likely, it’s bigger than 
mainframes to work stations or PCs or the client / server shift that has created much of the current value 
in the industry.  
 This shift is, of course, to a highly-networked, highly-decentralized, lightly-coupled environment, 
and, in its extreme state, totally Internet-based. It can already be seen in embryonic forms in Amazon 
Web services, Google for corporate use, or salesforce.com. I say “embryonic” because all promise much 
more, and are striving to achieve much more. In a more controlled environment, it’s the NetSuite and 
SAP’s Business ByDesign, and I know Hasso has a lot more to say about where that’s going to go. Either 
way, there are massive implications for developers and for customers, for investors, and for our overall 
economic development in the Valley and elsewhere. 
 At the same time, this transition raises questions of complexity, reliability, scalability, architecture, 
and, of course, profitability. Just to put it into focus, as I was saying before to one of our guests, 
enterprise software is a $250 billion business. If you take SAP AG, Oracle, IBM, and Microsoft, that’s half 
the industry in revenues right there, you know? Either those four are going to transit over, others will arise 
very quickly, or the business is going to shrink. I think both of our panelists think this transition means the 
business is actually going to grow. How is that going to take place? 
 Well, here to sort the entrails for us, we have Hasso Plattner and Marc Benioff. Dr. Plattner was 
one of the original five founders of SAP AG in 1972, became the Vice Chair in 1988, and the Chairman of 
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the executive board between 1997 and 2003. He serves now as technical advisor to the company, as 
well. 
 I was particularly interested in SAP’s role in this because SAP AG, obviously, starting in ’72, and 
creating R/1 and R/2, was a mainframe-software company. With R/3, around ’92, ’93, it caught client / 
server, partly by luck, design – however you want to put it. But they designed in UNIX, and stayed in 
UNIX, and making that client / server transition totally made the company the behemoth it is today. So I 
would think, more than any other company, existing large-scale enterprise software, they understand the 
importance of getting this tech transition right.  
 We also have Marc Benioff, who left Oracle in 1999 with a vision to start salesforce.com, which is 
a company that obviously has prospered magnificently with a total vision of commitment to this new 
transition. He started with CRM on-demand, but most recently, started force.com, what he calls a 
“platform on-demand,” and really sees it key to where this transition will take us all. We can talk about 
that a great deal later. For now, I’d like to welcome both Marc Benioff and Hasso Plattner up, and we’ll 
get started. Gentlemen? 
 Well, I did a little work with numbers before we showed up, and so salesforce.com, 750 in 
revenues, SAP AG, 16 billion in revenues. Salesforce, 7.4 billion in market cap; SAP AG, 59 billion in 
market cap. SAP AG has enough cash on hand to purchase about 50 percent of salesforce.com in the 
open market, not that that’s something they might want to do. Hasso! 
 On the other hand, SAP AG, forward P/E, 15; Salesforce, forward P/E, 97. Either the market is 
delusional, or they see magnificent growth for you guys. And, when we talk about this tech transition –  
 
Mr. Benioff: 
 You didn’t mention our growth rate. 
 
Mr. Hardy: 
 I’m sure you can do that. Good growth rate, right? You didn’t mention your margin. Margins – 2.7 
percent; margins – 26 percent. 
 
Dr. Plattner: 
 And a half. Sorry. 
 
Mr. Hardy: 
 Who’s counting?    
 
Mr. Hardy: 
 This is going to be okay, by the way. Nonetheless, you know, Salesforce, expectations of 
continued strong growth. Thirty-eight thousand one hundred companies inside this remote model. SAP 
AG – 
 
Mr. Benioff: 
 Forty one. Forty-one thousand now. 
 
Mr. Quentin: 
 Down boy, okay? Anyway SAP AG, a lot of ideas where this architecture can go. So far, Business 
ByDesign, a hosted service for a hundred and forty-five bucks a month. Not yet a player in this space. So 
my question for both of you is, what does this architecture look like, and which one of you guys is David, 
and which one’s Goliath? Marc? 
 
Mr. Benioff: 
 Well, I don’t know who is “David” and who is “Goliath,” but, as you said, correctly, at the 
beginning of your comments, you know, we are sitting, of course, at this beautiful museum here in Silicon 
Valley, and it is the history of our industry. We’re sitting inside the history, and the history of our industry 
is a continuum. It’s a continuum of technology that’s constantly getting lower-cost and easier to use. The 
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A: (Dr. Plattner) Yeah, so he was excited about the possibility that we could do this, and when we 
had the chance, why not? To have an intellectual discussion about on-demand is not restricted to relative 
size of the company, neither small nor big. 
 
Q: Hi. I’m greatly enjoying this banter. I gotta say, as a CIO of one of the enterprises that writes 
pretty big checks to both of you, I think your discussion is really missing the mark, right? So my comment 
is, really, as a CIO, I’m not interested in technology. I’m not interested in platforms. I’m not interested in 
how you’re gonna do it. I’m interested in solutions. So I see a difference between the two solutions that 
you’re prescribing. You both believe in software-as-a-service. I get it. You’re both gravitating towards 
more functionality, Marc. Hasso, you’re gravitating towards software-as-a-service. I get it.  
 So my question is, Marc, your approach tends to give me as a CIO a lot of choices, so I get many 
different service providers who can add to your platform. My challenge with that approach is, how do I 
make sure that I get end-to-end process integration?  
 
Q: And Hasso, the question for you is, I’ve never had a choice when it comes to SAP solutions, and 
that kills me. Sometimes my business can’t – 
 
Dr. Plattner: 
 What? I didn’t understand. 
 
Q: I don’t get choices with SAP solutions. I’m locked into your model. I have made such a big 
investment in this end-to-end integration, which I love, but sometimes, when I need that extra 
customization, I don’t get that choice. You’re prescribing a closed system, even though it’s on-demand. 
So my question to you is, how do you give me more choices?  
 
Mr. Benioff: 
 Can you just tell everybody who you are? 
 
Q: I’m Calvin Do, CIO for EFI.  
 
Male voice: 
 Where? 
 
Male voice: 
 EFI, Electronics for Imaging. 
 
A: (Dr. Plattner) Okay. Somewhere in the room, there is Zia Yusuf. He is partner manager at SAP 
AG. And as I said, we have 2,000 partners. He has to talk to you. Probably, you have to upgrade your 
system to a later one, where we have these. We did a build of SOA in the system six, seven years ago, 
and then you have a large number of interfaces we will keep as standard for the next foreseeable future, 
and you can choose. I don’t know. Go to the Internet first if you don’t want to talk, but Zia Yusuf sits just 
one, two, three, four tables to the other side, and have a talk. And if you are not happy with his answer, 
send me an email. 
 
Mr. Hardy: 
 Did you sell an upgrade? 
 
Dr. Plattner: 
 Yeah. 
 
Mr. Hardy: 
 Wow! 
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Dr. Plattner: 
 That’s how it’s done!  
 
Mr. Hardy: 
 Cool! This thing’s impressive.  
 
Dr. Plattner: 
 What do you think I do? 
 
Mr. Hardy: 
 His massive complexity, unreliability, I don’t know what to choose. What do I do here? 
 
Mr. Hardy: 
 Speak to that. He had a knock for you, so – 
 
A: (Mr. Benioff) I think that, you know, what he said is absolutely right, that, you know, what we have 
is loosely-coupled partners, and so we have a core. We’ve had a core, and then we’ve loosely coupled 
those partners to that core, and it delivers functionality rapidly, but not tightly integrated to the core, and 
that’s why, now, we’ve expanded. We have a new virtual machine for hosting customers’ code, which is 
called Apex, that I think you know about. Plus we also have some new native-user-interface technology, 
and we’re moving those partners which were loosely coupled into the core through native code, and I 
think, and I hope, that that will, you know, make you more satisfied. But the good news is, Calvin, there’s 
no upgrade.  
 
Mr. Hardy: 
 Whoo! Do I have another question? Take his word! 
 
Q: Marc, this question is primarily for you. I’m curious about your perspective, the innovator’s 
dilemma was mentioned earlier by Hasso, and I would credit Clay Christiansen’s sort of frame work to 
explaining a lot of what you did to Siebel with the new market disruption, attracting customers to CRM 
technology who wouldn’t have bought CRM technology before. What do you think of Sugar CRM sort of 
displacing you as potentially that new market disruption with customers who wouldn’t otherwise buy CRM 
technology, now implementing an open-source model while you have sort of fled that market to try to go 
after the Ciscos and the bigger customers, and satisfying their needs. 
 
Mr. Hardy: 
 Okay. If possible, could you identify yourself? 
 
Q: I’m Scott Jacobs from McKinsey. 
 
Mr. Hardy: 
 Okay, and flood the market. 
 
A: (Mr. Benioff) So I think that open source is a very good model, and I use a lot of open source in 
my core technology, but in the same way I am a service provider, and this is the model that I believe in, 
going forward, on the Internet, and that is the model, as I’ve said now ad nauseam, the Google model, 
the eBay model, the Amazon model. If that’s not the correct model for your company, if there is a better 
model for you, whether it’s the upgrade model, or it’s the open-source model, or whatever it is, if you want 
more software, which is what that is, that’s available. But I don’t believe in that model because I don’t 
believe in the future of the software industry in that way. I see a new model emerging, which is services. 
Lots and lots of services delivered over the Internet that are both loosely and tightly coupled and 
delivered on these both homogenous and heterogenous platforms, and that is the direction that I see. So 
it’s a religious difference. 



                                                                                    
                                                                                                                                                              

   
 
Page 32

April 2008
Event report and sector update

 
A: (Dr. Plattner) But you just said that upgrade your offering soon. 
 
A: (Mr. Benioff) Yes. But he doesn’t have to do it. So we do it for him, and I don’t sell it to him. So let 
me tell you how it works. So here’s the deal. I give up. Here’s a subscription fee , so he’s Calvin Do. He’s 
the CIO. 
 
A: (Dr. Plattner) Yeah. Do you think we do this differently? What do you think? 
 
A: (Mr. Benioff) Well, you just told him he needs to upgrade, is it a free upgrade? 
 
A: (Dr. Plattner) Marc, what kind of system does he have? 
 
A: (Mr. Benioff) Is it a free upgrade? 
 
A: (Dr. Plattner) He has the SAP Business Suite or he has an SAP all-in-one. He doesn’t have – Do 
you have an SAP on-demand system? No. Okay. 
 
A: (Mr. Benioff) What is that? 
 
A: (Dr. Plattner) That is an on-premise installation of the R/3 successor, SAP Business Suite.   
 
A: (Mr. Benioff) What should he move to? 
 
A: (Dr. Plattner) He should stay on this for the next five years, at least.  
 
Male voice: 
 Calvin! 
 
A: (Dr. Plattner) If you find somebody better, fine. If Oracle is better, if Microsoft is better, I can’t stop 
you, but I would not. I can’t have the discussion now. (talkover) 
 
Mr. Hardy: 
 I’ve got time for one or two more questions from the audience. 
 
A: (Dr. Plattner) If you are of a significant size, you are not a candidate to move to on-demand soon. 
 
Q: Jean-Baptiste Su with the French News Agency. This is a question for Hasso. You mentioned 
several times that you have not acquired Salesforce yet. So does it make sense for SAP AG to acquire 
an on-demand company like Salesforce?  
 
Mr. Hardy: 
 “Make sense” is such an interesting term. 
 
A: (Dr. Plattner) I have to be careful here. It always makes sense to look into something, you know. 
 
Mr. Hardy: 
 He said “do’ it. 
 
A: (Dr. Plattner) No, no. If his Apex platform is really as good as he thinks it is, we should look even 
more.  
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A: (Mr. Benioff) My idea is – Here’s my idea. My idea is, you should build one of your apps, pick one 
that you think is appropriate, on our platform, and try it out for a few years, and see how it goes. And then, 
if it goes well, you know – 
 
A: (Dr. Plattner) Probably we do that. 
 
A: (Mr. Benioff) – then you can look, you know (talkover).  
 
A: (Dr. Plattner) You know what the risk would be – 
 
A: (Mr. Benioff) You should just – let’s build some apps. That’s what I’m saying. 
 
A: (Dr. Plattner) You are still too good a friend with Larry.  
 
Mr. Hardy: 
 “You’re still too good a friend with Larry.” He sees Larry buying it. 
 
A: (Dr. Plattner) Yeah, yeah. And I don’t go in a bidding war, but probably the SAP AG management 
sees that completely differently, and then they will inform the supervisory board, and then I have to vote.  
 
Mr. Hardy: 
 That was kind of a financial version of “whatever.” Yeah. Back there. 
 
Mr. Hardy: 
 
Yeah, I’ll take a different question. Do you have another question? I can take two more, I’m told. Okay. 
 
Q: Hi. Charles Jolly from Sprouted. So you talked about the platforms earlier, and, you know, 
Windows became a platform of choice for developers, especially consumers, because, primarily, of its 
deployment in the enterprise. So what do you think is going to happen with the platforms on the Internet? 
I can’t build an app for Salesforce or for force.com, and take that app, run it on Facebook, right? They’re 
completely separate platforms. They’ve targeted to different demographics, obviously. Do you think we’re 
going to be in a world where, you know, we have three or four platforms that end up kind of segregating 
into different markets? Are they going to end up dominating like Windows? 
 
Mr. Hardy: 
 That’s a great question. Can I tweak that just a little bit, and say, “And what will that – If they do 
start interoperating what does that do to complexity and reliability?” 
 
A: (Mr. Benioff) So we have an application that runs on Facebook today. It’s called Face Force, and 
you can get it on our app exchange, but we’re building more technologies so that you can build 
applications that will run on Facebook or other platforms. I do see that that’s a tremendous operability. 
You will have multiple platforms as service, and, unlike kind of the previous platform world, where you 
had to make this kind of hard-line religious choice, you will be able to choose. And it kind of gets back to 
Calvin’s question. Where it’s appropriate, you’ll be able to make a loosely-coupled solution, which Hasso 
referred to as a mash-up, or the ability to bring two services together. That’s one direction. And of course, 
we’ve done a lot of that on App Exchange. The second direction is to build natively and build into the 
core, so you have the business processes all fully integrated as one service. You know, maybe there’s a 
more-traditional approach that you might see like a traditional large SAP suite. So the approach will be up 
to the customer on what they want to actually build and deploy, or up to the ISV. 
 
A: (Dr. Plattner) As I understood the question, are we converging to one single platform, probably 
Google, Microsoft, or Oracle, or will we have a proliferation of platforms. When we had client / server, we 
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had platforms all over the place. Five guys came together, had a brilliant idea, and built a better platform 
than anybody else, and so we had platforms, platforms, platforms. Unfortunately, if you took one of those 
great platforms, you got stuck, because the companies were not strong enough. Boom! They dropped. 
Boom! They dropped, and I don’t want to throw in all the names here. You know. Probably some of you 
were in these platform companies, and then there is a consolidation of the platforms. And unfortunately, 
and this is the injustice in this world, not the best platform wins. The strongest platform wins. So, 
therefore, we see a—still a—domination of IBM and Microsoft in the platform business. It’s very simple. 
So whatever happens, and who has a brilliant idea, has to come up to the size of Google, IBM, or 
Microsoft in order to have a sustainable chance to be the platform of the future for all of us. 
 
Mr. Hardy: 
 Anybody want the last question? I got a fight here. Oh, back there. Sorry. 
 
Q: This is Philippe Butteri with Bessemer Venture Partners. I’d like to have your opinion on how do 
you think the emergence of SaaS is going to shift the balance between best-of-breed versus the suites? 
 
Male voice: 
 Good question. 
 
Mr. Hardy: 
 Can you repeat the question? 
 
A: (Dr. Plattner) Probably in the short term, we will see many, many, many different ideas popping 
up. Some will consolidate around the current leaders in SaaS such as salesforce.com or Business 
Objects. Definitely, Google, and others you mentioned. So there will be many, and then we will have 
multiple ones of the same. Then, again the consolidation will start. I don’t know whether then Oracle is 
still there to collect them all up. 
 
A: (Mr. Benioff) Hey, Philippe, I’d like to end the debate by saying I completely agree with Dr. 
Plattner. 
 
Epilogue 
 
Mr. Brenner: 
 Wow. What an evening. This is going down in our history books as one of the best debates we’ve 
ever had. We want to thank Marc Benioff and Hasso Plattner and, of course, Quentin Hardy, for joining us 
this evening, and sharing their views with the audience. Let’s give them another round of applause. 
 Before we start streaming out tonight, I would like to add one thing. We have had over eleven 
hundred viewers on Ustream tonight from around the world. I got the statistics while the program was 
going on. We want to thank the viewers for staying with us tonight. I think that everybody got a lot out of 
this, so thank them at home, as well. 
 The speakers: we want to thank you again for being here. You’ll each receive a wonderful shirt 
from Jenny. A shirt compliments of the Churchill Club, and the mugs are yours to keep, as well. So we 
want to thank you again for being here, and have a safe drive home. (applause) 
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