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SAP Partner=dge Program Evolution

2021

Launch of Partner Grouping
Agreement & associated benefits

2022

Launch of Partner Competency Framework

+ Empower partners to differentiate their cloud expertise via
customer-centric competencies and specializations.

Cloudification of SAP PartnerEdge

Evolution of the partner program to stronger reward
partner cloud business in line with SAP’s cloud strategy

2023

’

Next big Step in our Waves-to-Cloud Journey

PartnerEdge Program Notification from Oct, 9t
for SELL, SERVICE and RUN Partners (with Gold /
Silver level)

Platinum Partner Program Update

» Refreshed program guide allowing
standardization and globalization

Introduction of GROW with SAP for partner

» To feature partners with a high level of
commitment and expertise for SAP S/4AHANA
Cloud, public edition and SAP BTP (see link)

Cloud Rebate for SELL Partners
based on incremental ACV

Introduction of Cloud Choice Flex

Cloud Rebate for SELL Partners
based on CCB growth

Cloud Choice Flex System improvements

Cloud Rebate for SELL Partners based on
CCB growth and dACV achievements
(T&C for EMEA / MEE)

Cloud Choice Flex System improvements

Journey towards Cloud-centric partner program that supports the complete Customer Value Journey
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https://partneredge.sap.com/en/solutions/grow-with-sap/about.html
https://partneredge.sap.com/en/library/assets/partnership/sales/incentives_promos/emea_mee/pl_glance_cld_rebate_incentive.html

Agenda — SAP PartnerEdge Program Evolution

1) Overview PE Notification (Oct. 9th) and Outlook Spring Release
2) Main program changes in Detail and Impact for you

3) New Customer Success Guide

4) Frequently asked Questions

5) Summary and Q&A



SAP Partner=dge 2024 Program Changes | Directional
Communication and Timeline towards Cloud-centric partner program

Q4 2023

Q1 2024

Q2 2024

Q3 2024

Oct

Nov

Dec

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sept

» Legal Notice Oct. 91

Effective Now:

Effective February:

(1) Removal of the

minimum
business

performance value

points annual
requirement

(2) End Value Points for on-premise solutions revenue

(except for Business One & tbd. countries with no cloud portfolio*)
(3) Simplifications and Harmonization of the Sell and Service

Tracks & Authorizations Requirements
(4) Customer Success Guide

(5) Other changes following our Waves-to-Cloud strategy

* List with countries will be communicated soon.
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(6) Launch new Leveling with two
performing levels based on cloud
achievements. All partners are re-
assessed.

(7) MDF no longer earned from on-
premise sales.

\ 4

(Spring Release)

Additional Partner Notification

planned


https://partneredge.sap.com/content/dam/partnerexperience/partnership/manage/notification/Oct_2023_PE_Program_Notice.pdf

Outlook for SELL, SERVICE and RUN

Need for Cloud-centric partner program (Changes plamned fr Juy 2024
that supports the complete Customer Value Journey

Work in Progress, final design and
naming may vary

Partners can continue using the silver and partnership logos
Customers at the Heart of Everything We Do (Platinum remains on invitation 0n|y)

Explo Poter
Discover

Number of

Build The Vision Parl’nel’S
Select

£

(partner fully Strong in Cloud
aligned to SAP

Deliver The Promise
et strategy)

Customer Value
Journey

Maximize Value
Derive

i

innovate And Grow (partner Essential Cloud sales or delivery | |Vedium

SRS starting cloud in at least one cloud LoB
journey)

Remarks
» New Point Metric for Level based on Cloud KPI only w Less
many Partner

(partner New or no Cloud PE Benefits /

= Attractive starter conditions for New Partners planned without .
achievements Commercials

in cloud)

» Level aggregated per local PE contract

= Exceptions for Business One Partners

INTERNAL — SAP and Partners Only 5


https://partneredge.sap.com/en/partnership/marketing/branding/brand_logos.html

Agenda — SAP PartnerEdge Program Evolution

1) Overview PE Notification (Oct. 9th) and Outlook Spring Release
2) Main program changes in Detail and Impact for you

3) New Customer Success Guide

4) Frequently asked Questions

5) Summary and Q&A



PE Program Guide Feb. 2024

New Sell Cloud Authorizations harmonized with corresponding competencies

Authorizations today

INTERNAL — SAP and Partners Only

Product Authorizations future

| SAP S/4HANA Cloud, public edition

Competencies

SAP S/4AHANA Cloud, public edition

'SAP S/4HANA Cloud, private edition

SAP S/4AHANA Cloud, private edition

A 4

| SAP Business ByDesign

ERP for Small and Midsize Businesses

'Supply Chain Management

Supply Chain Management

Customer Relationship Management

Customer Relationship Management

Human Capital Management

Human Capital Management

Spend Management

7’

Spend Management

SAP Business Technology Platform

4>[Open cloud

Business Process Transformation




New Sell On-Premise Authorizations structure

Authorizations today
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Product Authorizations future

~—
—

—

7

Open on-premise Solutions

\

PE Program Guide Feb. 2024

Support Authorization

SAP Business All-in-One

7

SAP Business One

\

——
r/‘L

SAP HANA

Data Base and Data Management

SAP Analytics

Mobile Solutions

SAP Customer Experience Solutions




PE Program Guide Feb. 2024

New Service Authorizations structure

Authorizations today Product Authorizations future Competencies

~

\ 4

SAP S/4HANA Cloud, public edition

~

— | SAP S/4HANA Cloud, private edition

—| ERP for Small and Midsize Businesses

— | Supply Chain Management

— | Customer Relationship Management

No Service
Authorization

— Human Capital Management

— | Spend Management

SAP Business Technology Platform
j Business Process Transformation
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New Sell Track Requirements

GENERIC PROGRAM ENTRY AND ONGOING PROGRAM REQUIREMENTS - remain unchanged

Today

Sell Track Requirements

Annual Program Fee

@ saAPPE Program Agreements
@ Valid Due Diligence
(1) Compliance Training
@ Business Plan

@ Accounts Payable in good standing

TRACK REQUIREMENTS

@ Minimum 1 Sell Authorization

@ Minimum 100 Business
Performance Value Points

©® Partner Local Entity

INTERNAL — SAP and Partners Only

Partner Group Level

B

Q1 2024
NE
Competency w
(product specific)

@ 3 Consultants at entity level*
5 at group level with a partner

* Any current certification counts (incl. OP)
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PE Program Guide Feb. 2024

New Sell Authorization Requirements

_2\ All countries are in
partner PGA

To be Product authorized:

Annual Program Fee PE SELL
@ 1 salesrole
@ 1 Presalesrole
(1) 1 CEE role
0 1 Cloud Arch. PE SELL
(some products) PE SELL ® o
PE SELL
. -
Today Q1 2024 ‘ '

Competency ’
© 3 Consultants (product specific)

T

o
@ Cross Border ® 3 Consultants ‘
Certification ® 5 Consultants

Easier for Partners to expand with Cloud into
additional Countries

Partner Grouping Agreement - How to Apply

© Partner Local Entity @ Partner Group Level

INTERNAL — SAP and Partners Only
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https://partneredge.sap.com/en/library/education/partnership/manage/e_ep_pga.html

New Service Track Requirements

Service Track Requirements
GENERIC PROGRAM ENTRY AND ONGOING PROGRAM REQUIREMENTS — remain unchanged

Annual Program Fee

SAP PE Program Agreements
Valid Due Diligence

Business Plan

Accounts Payable in good standing

eee®

TRACK REQUIREMENTS

Today Q1 2024
C NEW
@ Min. 1 Service authorization must Ompetenc.y.
be obtained and always maintained (product specific)

to remain operational for the Service ‘ —or -
track @ 3 Consultants at entity level*

© Min. 50 Value Points for Customer 5 at group level with a partner
Implementation validation (CIV) No Service Authorization

© Partner Local Entity Partner Group Level * Any current certification counts (incl. OP)

INTERNAL — SAP and Partners Only
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2024 PartnerEdge Program Changes

New Path Forward: Case for Cloud

Effective February 2024

= No Value Points for on-premise solutions revenue (SELL
& RUN)

Earning will be stopped, except for SAP Business One and countries
without an SAP cloud portfolio. List with affected countries will be available
soon in our SAP PartnerEdge Portal.

January 2024 - level down as usual, next expected affected Level down —
July 2024.

= No Value Points for SAP certifications (SELL, SERVICE,
RUN & BUILD)

Value points earnings will be stopped for all SAP certifications. Earning for
Quialifications will continue (10 Value Points).

INTERNAL — SAP and Partners Only

VALUE POINTS TABLES FOR ALL REGIONS: SELL, SERVICE, AND RUN TRACKS

Sell Track Value Points

Business
Performance
Value Points

Competency Value Points

Product Measured by Product Met new 150 600
portfolio category
On premise Indirect A ( Qe \
software 5
B 0
license sale \ J
C 400
Activity Value Points per Activity Maximum Value Points

Competency Value Points

All eligible gualifications

10

200

13



Specialization

SAP S/4HANA Cloud, public edition SAP S/4HANA Cloud, public edition
Competency Framework SAP S/4HANA Cloud, private edition  SAP S/4HANA Cloud, private edition
. ERP for Small and Midsize Enterprises  SAP Business ByDesign
2023 PO rthlIO U pdates Field Service Management
Supply Chain Management Supply Chain Planning
at solution area, line-of- Supply Chain Logistics

Core HR and Payroll
Talent Management

business, and end-to-end business process

Human Capital Management

e g . Learning
28 Specializations at product and process Compensation and Commissions
level Business Network
Procurement

Strategic Sourcin
Spend Management g g

Details: Supply Chain Collaboration
Supplier Management
> Enterprise Resource Planning competency renamed External Workforce and Services
to SAP S/4HANA Cloud, public edition and private Sales and Service
edition Commerce

Customer Relationship Management :
Marketing

Customer Data Platform
Database and Data Management

» New Supply Chain Logistics and External Workforce
and Services specializations (Fieldglass)

» Business Transformation Services Competency and SAP Business Technology Platform = Application Development and Integration
SAP Signavio solutions specialization release Analytics and Planning
) ) ) Business Transformation Services SAP Signavio solutions
> Introduction of the Intejlllgen.t Enterprise Source to Pay
competency and specializations . , Hire to Retire
. ) Intelligent Enterprise d h
> Requirement Changes for BTP Expert tier Lead to Cas
Design to Operate

INTERNAL — SAP and Partners Only 14



Agenda — SAP PartnerEdge Program Evolution

1) Overview PE Notification (Oct. 9th) and Outlook Spring Release
2) Main program changes in Detail and Impact for you

3) New Customer Success Guide

4) Frequently asked Questions

5) Summary and Q&A
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SAP Partner

Customer Success Guide

Deliver
@® The Promise
Adopt

©
Customer Value =
Journey 5

3
@
[
J
>
&

@® Maximize Value
Derive

Innovate & Grow
Extend

Post-Sales

Customer

Success

INTERNAL — SAP and Partners Only

Customer post-sales engagement is key to
unlocking the full value of SAP’s cloud
services. SAP & Partners are most successful
when working as one team.

The Customer Success Guide clarifies roles
and responsibilities and defines how we
measure customer success.

How we Success

measure targets

to the Guide (Feb. 2024)

Customers who
do go live
renew at 81%.

Customers
on a path to go live
renew at 75%.

Customers
without a path to go live
renew at 50%.
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https://workzone.one.int.sap/site#workzone-home&/groups/YvMEVQUiHTKJaLIaaC0ymR/workpages/LOYhNtUNEwCMLp0JP3VS0Z

PE Customer Success Guide Feb. 2024

Howwe Project Updates - Responsibilities
measure - Selling and Implementation by the same party

Partner Model PE SELL (resell) PE SELL (CCF w A&O) PE RUN (PMC/BPO)
Role Partner CEE Partner CEE Contract & Wave Partner

SAP for Me duties

Inlt{al Prpject (Wa\(e) R A R A R, A

registration / creation

Ongoing project updates R, A R, A R, A

Go-Live information R, A R, A R, A

Legend:

R = Responsible for directly entering the data in SAP for Me
A = Accountable for proper data entry in SAP for Me

INTERNAL — SAP and Partners Only
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Howwe Project Updates - Responsibilities
measure  Selling and Implementation by different parties

Model PE SELL (resell) PE SELL (CCF w A&O)

Role Partner CEE Partner CEE
SAP for Me duties

Initial Project (Wave)

: . ) A A
registration / creation
Ongoing project C| C|
updates
Go-Live information C, | C, |

PE Customer Success Guide Feb. 2024

SAP DIRECT

SAP CSP Wave implementation
A AR
C, I and A R
C, I AR

Legend: R =Responsiblefor directly entering the datain SAP for Me
A = Accountable for proper data entry in SAP for Me
C = Consulted (by implementation partner)
| =Informed (in SAP for Me about project status)

INTERNAL — SAP and Partners Only

* These duties may also apply to a different
PE Sell partner acting in the capacity of
implementation partner.
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Introducing Customer Post Sales Success Metrics

Adopt

Extend

&
) 4

KPI

Project Wave created
in SAP for Me (%)

Waves in "red" health
status (%)*

Deployed ACV %

Renewal Rate

Yellow

7 reill

Poor status, with the
metric being unacceptable

EEe: J

Below target status, with

Excellent status, with ) =
the metric requiring

Since contract

ST ekl metric betljr;gztgp-target or attention and and requiring immediate
' improvement. attention.
+ 3 months > 90% 90% - 50% < 50%
During 0 o/ 0 0
implementation <1.5% 2% - 1.5% > 2%
+9 months > 60% 60% - 40% <40%
Contract 0 o/ 0 0
] > 81% 81% - 65% < 65%

*  After Go-live is confirmed, “Customer escalation” is used as an indicator of customer success impairment.

PE Sell, Service, Run
PE Sell

INTERNAL — SAP and Partners Only

Success

targets

Please Note:

Customer Success
metrics to become a
measure of overall
partner success, on-par
with sales.

Customer Success
metrics provide basis for
joint SAP/Partner
business cadence.

19



Definition of Success Metrics
Understanding where each customer is on their value journey

Adopt

Project and Wave created in SAP for Me

Measure of the time passed since the contract

start & the creation of the cloud implementation
project in SAP for Me, expressed as share of
all of Partner’s contracts.

Wave health status (%)

Percentage of partner-led waves in
implementation with green or yellow or
red waves. The wave health status % is
maintained for all ongoing
implementations.

For more information see Guided
Partner Support in SAP for Me.

% Projects with business go live

Percentage of waves of partner’s
customers with business go-live within
specified timeframe from contract start
date.

* HPI Report

INTERNAL — SAP and Partners Only

PE Customer Success Guide Feb. 2024

How we

measure

Status Comment Actionable Insight
Not Initial status which will be assigned automatically Prioritize starting up the cloud implementation project
Started when creating a new wave. consisting of project information and at least one wave.
Green If implementation is running within budget, timeline, Keep the Project Card up to date in regular touchpoeints to
or expectation. reflect progress and current status.
When some aspect of the project is at risk or deserves Review why the project is flagged as yellow, and devise a
special attention. These waves are highlighted with Jjoint plan (with customer, CEE and implementation party if
the information “project risk” to help you identify different) to mitigate risks to move the status back to green.
them easily.
Red When some aspect of the project has fallen Reach out to the SAP counterparts to review why the
considerably behind, has encountered a major setback, project is flagged as red and is in escalation, and devise a
is over budget, or is outside the expected parameters. joint plan to mitigate risks in order to move the status back
Red waves are highlighted as “in escalation” due tothe  to green.
severity of the issues and related impact.
On The implementation is not proceeding but is expected As soon as you learn the wave is progressing again, align on
Hold that it will proceed at some point in time in future. regular touchpoints to review progress and status.
The responsibility for the completeness of the information, details and data relating to cloud implementation projects lies with the CEE. Responsibility for
the accuracy of the information, details and data lies with the party that performs the implementation

Deployed ACV %

New & Upsell Cloud ACV that has
reached the Go-Live milestone within 3
quarters of the contract start date.

* dACV Report

o
c
Q
+—
X
L

* Renewal Report

Renewal Rate / Churn

Ratio of continued contract volume
divided by the total expiring volume in the
respective period. The renewal rate is
inversely related to the churn rate.

20


https://gagps-viewer.cfapps.eu10.hana.ondemand.com/index.html#/tree/815/actions/8846:9095
https://gagps-viewer.cfapps.eu10.hana.ondemand.com/index.html#/tree/815/actions/8846:9095

PE Customer Success Guide Feb. 2024

Customer Success & Partner benefits

Benefits demonstrate the value of maintaining high customer success performance. By being committed to deliver on the
customer value journey, partners can differentiate themselves in the market and build long-term relationships with

customers.

COLLABORATION BRAND

= Reduce project delays through closer
alignment and increased collaboration. _
progression.

=  SAP Support can better assist with tickets _ _ _
= Pinnacle Award exclusive to partners with

when project is known.
o N : customer success.
= Fewer incidents turning into escalations.

PROFITABILITY

= Accelerated earnings from rebate incentive
(subject to regional availability).

= Live-Projects feed into Competency

STATUS

= Customer Success metrics increasingly to

_ become drivers of status recognition

. Increasgd cu_stomer r_etentlon as SAP and (Spring Release/ work in progress).
Partner identify potential risks.

INTERNAL — SAP and Partners Only 21



New (monthly) PartnerEdge Health Check with Post Sales KPI (coming soon)

File Message Insert Draw Options FormatText Review Help PDF-XChange TableDesign  La>

B~ | adal ~ 10 ~Blgﬂ~'~~r“-
> To PE Partner
o Deployed A (%) 2 Menins snee Send Cc
SAP Partnerzdge contract start
Renewsl Rate (%) Contract Renewsal .
Subject Your Customer Success Performance is at Risk
SAP PartnerEdge Program Health Check — Update SAP PartnerEdge Program Requirements: _ _
[Partner Name] _ [F‘artner |D] ements [n_order_to paricipate in Cloud Choice
The section below listz your company status related to Due Diligence, Compli§
4 Status as of XX, 202X Eligibility. Missing requiremel

displayed in red. hat is it Action Items

Dear Partner, Lint infarmation to
. Elax comm

Due DfﬁgE’ﬂCE.' 5 will be sent to

Please find below the latest status regarding your Customer Success metrics and “ New DD Project Customer Success Performance At Risk
DD Project Status DD Valid Until More Inform| v

SAP PartnerEdge program requirements Starting Date

This email NEEDS YOUR IMMEDIATE ATTENTION, your Customer Success Performance
is seriously impaired, please take actions now to remedy the situation as soon as possible.

[Call to Action

August 30, 2023

your SAP representatives copied on this

Compliance Training:
Dear [ input Partner contact name ],

We have customized this update to help vou better understand wi
time and resources to meet the needed requirements. Please refer fo the

and for more details on the topics listed
below.

here to focus your B . # Individuals # Individuals
Partnership Type

Training]| Customer post-sales engagement is key to unlocking the full value of SAP's cloud services, and today some
metrics are in the RED and must be gamer your full attention before consequences management are Initiated
Please find herewith the link to the Customer Success Guide and check the “Benefits and Program Impiications”
of the guide to see how engage with your customer & your SAP counterparts to return your customers’ projects
10 a green status.

SAP PartnerEdge Sell amx@lp d ates P ——

The data highiights that your customer projects are affected by major setbacks, either delayed GL, over budget

Actual Reguired

In addition to the requirements described below, please maintain the information

. 1 - Wi oA S/, A Y i iti 7 ati if] outside ted paramets i with ived tor ’s escalations. Failure to effectively medytheseflags | | = =0 CHRTETIIEETEER D PR GNARARS
regarding your key contacts updated in Manage My Users (MMU) app, available Pariners with SAP SI4HANA Clo %'ﬁ‘é" NN OTZaion are o gUl §ee e e e oo besets "~ o2 o0 Falure (o eficihely femedy tese tags
through SAP for Me. Click here in.accass-the-hewsto guide for Security Managers Stav-Current on_the_reguireme: I L ipportant details regal

= . = - v indivi ; iract linl ~ami . Please refer to the Gustomer Success Guide, and refer to the *Customer Success Impairment and Mitigations™
the Stay-Current program, individual exam direct links, and upcoming assessll | oo i ocument for phrriies
CustomerSuccess Performance Metrics: schedules for SAFP S/4HANA Cloud certifications I
' ’ Post-Sales Engagement Metric Period E':::’.'::L*’ Status
olr Customer Success metrics indicate areas that <urgently need your attention SAP PartnerEdge Sell Project Wave created in SAP for Me (%) Wm"i:; "('““::t"' >=50%
i i X . . . - G F aui p rt
We kindly request you to allocate time to address these concerns in collaboration Dimension Role Actual __ Required  Trai Ty °D°”';j;vg saidale R
- T Durir
with your SAP and customer contacts. Additionally, please provide a Recovery Plan SAP S/4HANA Cloud, AT Ty
e " : : Private Deployed ACV (%) >=40%
(link} detailing the measures you intend to implement or have already undertaken to SAP S/AHANA Cloud, R contract start
ensure the success and positive outcome of this project. Refer to C ner Success Privat Si=s Bamsue Renewal Rate (%) Contract Renewal >=65%

Guide for details. SAP
Use “need your attention” if = 30 days.
“urgently need your attention” if = 30 days.
“need your immediate attention” if = 90 days.

Supply Chain CEE

Pre-sales Consultant

Sales Executive Suggested Additional Actions

Solution Consultant**

& Review the actionable customer-specific measures previously agreed upon with your customer & SAP
. . Benchmark/ i ®  Reach out to the SAP counterparts & develop additional actionable measures specific to the project(s)
Fostseles Enosnement Mzirie Perios guidance — ®  Review what are the factors that have affected the project delivery
Within 3 months of SAP PartnerEdge Service

Froject Wave crested in SAP for Me | B ®  Plan intemal upskiliing, if applicable, to prevent further instances of project delays or customer escalations

ave Health Status (% in “red”) During Implementation

Project ¥

This e-mail provides information on SAP’s products and services that may be of interest to you as an SAP Partner. It
you would prefer not to receive e-mails from this sender, please reply and we will lemove you

Dimension Role Actual Required Trail
I\ Project Manager® -:- 1 ;

0000

Copyright | Trademark | Privacy | Impressum

\/
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Agenda — SAP PartnerEdge Program Evolution

1) Overview PE Notification (Oct. 9th) and Outlook Spring Release
2) Main program changes in Detail and Impact for you

3) New Customer Success Guide

4) Frequently asked Questions

5) Summary and Q&A
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FAQ: 2024 SAP PartnerEdge Program Updates

Frequently Asked Questions

Q: For new delivery capability program requirement (for PE Sell, PE Service), should 3/5 consultants be on one solution?

A: No, partner may maintain certified solution consultants on any solution (meaning can be mixed). For example: 1 SuccessFactors

consultant, 1 S/4 HANA Cloud Private consultant, 1 Digital Supply Chain consultant.
(please note that Product Authorization is different program element)

Q: How can partners identify the changes and new requirements?

A Starting February 2024, the updated products authorizations and program requirements will start appearing in the SAP for Me cards.

Q: Cross-border certification allows to pull consultants on a regional level, will this be changed?

A Yes, possibility to pool certified solution consultants will be changed to a global level for partner group.

Q: What is the impact of the announced changes to the partner delivering support to their customers?

A: There is no impact of the announced changes to the partners participating in the Sell track and delivering support to their customers.

Q: What are the partner functions that received the legal notification about future changes?

A: Partner Notification group: Partnership Management and E-signature and Contract Management.

Q: How can partners maintain their delivered projects?

A Partners can maintain their projects via the SAP for Me application.

INTERNAL — SAP and Partners Only 24


https://me.sap.com/userscontacts/impcont
https://partneredge.sap.com/en/library/assets/partnership/dgl/77/78/SAP1017778.html

With SAP for Me, you have one single interface to access operational information through one login resulting in a simplified
engagement with SAP and a unified view of your partnership and customers data.

SAP  SAP for Me

How to get required authorizations to use SAP for Me:

=

You need to have S-User ID or SAP Universal |ID, linked to an S-user ID.

n

If you don't have an existing S-user ID, you need to contact an administrator in your
company to request an S-user ID. S-user IDs can only be generated for SAP customers and . .
partners. If you don't know the administrators at your company, you can: Say hello to your dlgltal‘

. | companion
» Visit the SAP Customer Interaction Center (CIC) for help.

* You can also ask a colleague with an S-user ID. They can find a list of all administrators at
your company in SAP for Me.

w

If you have S-user and you don't see information on a card in SAP for Me, you'll see a
message on the card that you aren't authorized. In the message, select Company
Administrators to open a list of administrators at your company. Select the name of an
administrator, then select Send E-Mail to request access.

B

Here you can find information on What permissions do you need for SAP for Me for
Partners?

i

SAP for Me Online Help — detailed SAP for Me instructions, how to request access, what's
inside, dashboards explanation, etc.
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https://me.sap.com/
https://www.sap.com/account/universal-id.html
https://support.sap.com/en/contact-us/cic.html
https://me.sap.com/userscontacts/impcont
https://blogs.sap.com/2021/06/16/what-permissions-do-you-need-for-sap-for-me-for-partners/
https://blogs.sap.com/2021/06/16/what-permissions-do-you-need-for-sap-for-me-for-partners/
https://support.sap.com/content/s4m/help.html?anchorId=section
https://me.sap.com/
https://me.sap.com/

SAP for Me

- How partner can register a project. Step 1

4+ Customer Success

E@s Finance & Legal

INTERNAL — SAP and Partners Only

rast ACCess

Customer Success

2.

Contracts Adoption Delivery

4.

Customer Cloud Projects (0 entries) Al Solution Areas Search Q, Register New Project o

0 0

No data

- o~

SAP Help Portal openSAP Value Lifecycle Management SAP Learning Hub
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SAP Tor Me - How partner can register a project. Step 2

Register New Project
Selecta Select Wave
o Customer @ Scope

1. Select a Customer
Select the customer you would like to register for a new project to be created. If yq

Search for a customer

o ABCDE Group
12345

EDCBALLC
54321

123 Systems
987456

ABC Park
654789

Register New Project

m Select a @. Select Wave

\_/' Customer / Scope

5. Confirm Project Request

Review the project details below before submitting the new project for ABC Group

Wave 1
Wave Scope:  Cloud Platform Pay-per-use
Wave Stage: Implementing
Wave Status:  On Track
Status Reason: -
Kickoff Date: 11.09.2023
Planned Go-Live: 25.09.2023
Confirmed Go-Live: -
Comments

‘./;\ Wave
\."/ Assignment

() Wave
\__/ Details

Confirm Project
Request

Previous m Cancel

Register New Project

Selecta Select Wave
Customer Scope

2. Select Wave Scope

Select the products you would like to use to register a new project for ABC Group

Search for products

PRODUCT %

__ Cloud Platform Pay-per-use
\yj Solution Area: AppDev/Automation and Integration
Contract Start: 01.03.2022

SAP Signavio Process Insights
Solution Area: SAP Signavio
Contract Start: 01.03.2022

o §

Register New Project

7 Select a (-;\I Select Wave

J customer \ 2/ scope
3. Wave Assignment

Select a number of waves for the new project for ABC Group
Learn more about best practices for wave assignment and strategy.

Number of Waves
- 1 4+
PRODUCT

Cloud Platform Pay-per-use
Contract Start: 01.03.2022

Wave
Assignment

|

Ensure each wave contains a

This will generate an email to partner.project.insights@sap.com who will register the project for you

INTERNAL — SAP and Partners Only

Register New Project

(Z\ Selecta
\_>/ Customer

4. Wave Details

7 Select Wave

kzj Scope

Complete the wave details below to create new project for ABC Group

Wave 1

Wave Scope:
Wave Stage:
Wave Status:
Kickoff Date:

Planned Go-Live:

Cloud Platform Pay-per-use

Implementing
On Track
11.09.2023

25.09.2023

2 Wave Wave
\"_/ Assignment Details
v
v
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— Recent enhancements

Reporting->Customer Insights dashboard

A~

s Clear  Agapt Filters
5] umme ntidements
&
Sent Cases Response Ley Suppo = - -
5 - Customer Success->Projects->Projects Not
ed o =2
— Created card
= . q
znI Projects Not Created | All ~ Register New Project -4
43
R |, -
= _
x .
E s = 5
3 12 6 1m 5
- | f o a0 7 5
o — - Non Dec Feb Apr May Jun & Aug Sep Oct N
PROJECTS STARTING < 3 MONTHS PROJECT. 3-12 MONTHS PROJECTS STARTED > 12 MONTHS
M No_of Very High [l No_ofHigh [l No_of Medum [ No. of Lo M Mo of Very High [l No No. of Lov
Open Cases Detail (178) Display 10 ro v - PRODU
Initial Component Cx Initial Priority Input Channel System ID
FI-AP-AP-B Medium uLL A 1
Medium uLL
Medium uLL
uLL PRODUCTS
uLL
01.11.2023 ULl
oL119023 . 27.10.2021 SF Compensation
Medium ?;;‘..L:I’
- - - > Elemental Specialties, LLC 1
a Copy C ent e Priva
> Evolution Computer Prof 1
> Henderson Medical Group. 1
> Hydralics United USA Inc 1

n
<

INTERNAL — SAP and Partners Only 28



Frequently Asked Questions about project registering

Q: The Competency Framework will count number of live waves of SAP cloud solutions. What is Wave definition?

A: Wave definition: A project (or sub-project) that has individual kick-off and go-live date of a customer’s purchased product or group of products. Customer's
active cloud Products can be distributed across different waves within a project based on implementation scenarios, for example: Different Roll-out Countries,
different Implementation Parties (SAP or Partner or Customer), different Planned Go-Live Dates, and/or different Kick-Off Dates.

Q: What if a partner has a global customer and is rolling out multiple SAP modules across different countries, will each of those countries be listed?

A: Yes, as long each rollout is registered in individual waves go-live.

Q: Which projects are relevant?

A: Partners can provide details of already live projects from the last 24 months, as long as project solutions are covered under the framework.

Q: Can a wave have multiple partners assigned?

A Yes, it is possible to have multiple partners assigned to the same wave. A partner can register a project for the part of the project that they are running.

Q: What if a partner implemented a project with multiple SAP products and solutions?

A: A project including multiple SAP products and solutions will be considered for each of the specific specializations.

Q: Are partners allowed to register the projects they have done at direct customers?

A: Yes.
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Additional Resources for Partners g'@ﬁ

Competency: SAP for Me:

» Competency and Specialization Check list

» Access SAP for Me

» Competency and Specialization Snapshot

» SAP for Me Online Help

> SAP Partner Portal / Competency Framework
— Requirements Overview
— Frequently Asked Question
— Guided Partner Support tool

» What permissions do you need for SAP
for Me for Partners?

> How to register projects - Guided Partner
» SAP PartnerEdge Branding and Logo Usage Guidelines Support page

For additional questions or inquiries please reach out to your assigned Partner Manager or
contact partner@sap.com

INTERNAL — SAP and Partners Only
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https://d.dam.sap.com/s/p/e/rsTNYdU/Competency%20and%20Specialization%20Check%20List%20for%20Partners.pdf
https://d.dam.sap.com/e/jXPeEJc
https://partneredge.sap.com/en/partnership/manage/competency.html
https://partneredge.sap.com/en/partnership/manage/competency/requirements.html
https://dam.sap.com/mac/u/a/VDXHd4B.htm?rc=10
https://gagps-viewer.cfapps.eu10.hana.ondemand.com/index.html#/tree/882/actions/9664
https://partneredge.sap.com/content/dam/public/dni/SAP_PartnerEdge_Logo_Com_Guidelines.pdf
mailto:partner@sap.com
https://me.sap.com/
https://support.sap.com/content/s4m/help.html?anchorId=section
https://blogs.sap.com/2021/06/16/what-permissions-do-you-need-for-sap-for-me-for-partners/
https://blogs.sap.com/2021/06/16/what-permissions-do-you-need-for-sap-for-me-for-partners/
https://gagps-viewer.cfapps.eu10.hana.ondemand.com/index.html#/tree/815/actions/8846:9095

Agenda — SAP PartnerEdge Program Evolution

1) Overview PE Notification (Oct. 9th) and Outlook Spring Release
2) Main program changes in Detail and Impact for you

3) New Customer Success Guide

4) Frequently asked Questions

5) Summary and Q&A
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Program Evolution 2024: Key points to remember

v Gold / Silver Logo Branding continues for Partners following
SAP’s Cloud Strategy

v' Harmonization of Authorizations, aligned with competencies

v' Easy to Expand your Business with the new Minimum
Requirements for Solution Consultants

v’ Register your projects in SAP for ME

v" New Customer Success Metric as key tool to drive jointly
adoption and consumption
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Important Links

SAP Partner Portal

» Program Information page including:
— Qctober 9 Program Notification
— Program Guide and Customer Success Guide

— February 2024 effective | I\
—-FAQ L ol ¥
— Blog L «bb‘" '

SAP Partner=dge

Customer Success Guide | INTERNAL - SAP AND PARTNERS ONLY

Customer Success Guide

» Competency Framework page

= Post Sales (Tools and Resources) page Pariners Engaged in Customer Success Management
= Post Sales Fundamentals Page SAP On-pramise and SAP Busmess e schudea,

» Resources for Open Ecosystem Members page

= How to register projects - Guided Partner Support page in SAP for Me

» For additional questions or inquiries please reach out to partner@sap.com

vy EA!'?

INTERNAL — SAP and Partners Only 33


https://partneredge.sap.com/content/partnerexp/en/partnership/manage/op_resource.html
https://partneredge.sap.com/content/dam/partnerexperience/partnership/manage/notification/Oct_2023_PE_Program_Notice.pdf
https://partneredge.sap.com/content/dam/public/dni/pe_program_guide_preview.pdf
https://partneredge.sap.com/en/library/assets/partnership/dgl/57/66/SAP1015766.html
https://partneredge.sap.com/content/partnerexp/en/library/assets/partnership/dgl/77/78/SAP1017778.html
https://blogs.sap.com/2023/10/15/new-changes-coming-to-sap-partneredge-program-in-2024/
https://partneredge.sap.com/content/partnerexp/en/partnership/manage/competency.html
https://partneredge.sap.com/en/partnership/postsales/tools.html
https://partneredge.sap.com/en/partnership/postsales/tools/essentials.html
https://partneredge.sap.com/content/partnerexp/en/partnership/manage/op_resource/avr.html
https://gagps-viewer.cfapps.eu10.hana.ondemand.com/index.html#/tree/815/actions/8846:9095
mailto:partner@sap.com

SAP Partner=dge

Thank you.

Contact information:

For additional questions or inquiries please reach out to your assigned

SAP Partner Manager or contact partner@sap.com

© 2023 SAP SE or an SAP affiliate company. All rights reserved. See Legal Notice on www.sap.com/legal-notice for use terms, disclaimers, disclosures, or restrictions related to this material.
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