SAPs SOA Strategy

SAPis bunding many of its previously sgarate components into aprodud grouping called
NetWeaver, which has become mandatory as cusomers upgradeto newer applications This has
the intended effect of eventualy placing an integration platformin al of SAP'sexisting
customers. This bundling of the application and platformlowersthe goparent cost of the solution
by hiding it withinthe application expense It aso has the patentia to block WebSphere and
othe independent third party platform providersfrom sdlingin SAP accounts. This NetWeaver
platform istouted as the cornerstone of SAP’s SOA drategy called ESA (Enterprise Savices
Architecture

SAPs Mark et Position
For 2004, Gartner-DataQuest positioned IBM with 27% market share in new license revenue for

ApplicationIntegraion M iddleware (AIM). BEA and Oracle fdlowed, with 12% and 8%
respectively. SAPwas nat listed individually dueto its very small shareof AIM revenue.

Top 3 Messages SAP is attempting to convey with respect to SOA

1) Claimed Pervas ve Acceptance: NetWeaver, a cornerstone of SAP’sSOA strategy, is
claimed to be overwhelmingy accepted by cusomers

SA P Proof Point: 2Q05 results show NetWeaver revenueup 89%.

IBM Counter Point: Thisisa“shell game.” Revenue is increasing because products are
being renamed, regouped and they are measuringoff avery small base. It is widey
known that 80- 90% of SAP cusomers are still running the legacy versions of SAP R/3.

2) SAP says othersareinvestingin its ESA strategy: not only customers, but SAP says
large ISVsand Business Partners are sgning up to support their ESA story

SA P Proof Point: At SAPPHIRE 2005, SAP announced 10 partnershipsin support of
Enteprise Services Architecture (ESA).

IBM Counter Point: It appearstha the mgority of theseagreements aresimply “recy cled”
existing Independent Software V endor (1SV) relaionships withrelativdy few ESA

speafic changes.

3) NetWeaver Exdhange Infrastructure (XI) isa proven technology: inthemidst of
converting its applicationsto the SOA -like Composite Application Framework (CAF), SAP
purportsthis is a proven technology

SA P Proof Point: SAP continues to point to many customers implementing X1
applications (Deutz AG, Weidmiller Interface GmbH, Nike Inc).




IBM Counter Point: Closer ingoedion reveals tha thesereferences required large
amounts of customized services toimplement XI-based goplications. Inaddition, the
references were predominaely integrating SA P-to-SA P environments as opposed tothe
much more common heterogeneous application scenario.

Sllver Bullets against SAP
Lack of expertise and experience with middlewar e platform: SAP does not passessthe
industry expertise and experience in complexapplicaion integration and high performance
messaging likethat of IBM. Thisis not dways readily appaent to the information
technology (1T) community or customers (for example, the widespread acceptanceof
WebSphere M QSeries as ade facto standard).

» Inadequate standards support : SA P embraces some open standards, but also uses proprietay
pratocols and application progam intefaces (e.g., ABAP, iViews). Adheringto widely
accepted open gandards helps support typica heterogeneous ar chitectures.

» Potentid for lok-in to SAP applications: M ulti-vendor environmerts are the “rule’ for
mgjority of busnessesand organizations. An SOA solution like Web Sphere supports these

environments without bias towards specific gpplications vendors. SHecting an application
vendor-centric infrastructure environment severely limits theoptions of an enterprise .

* Nointemal Busness Process M odeling and Monitoring: SAP depends upon third-party
vendors (IDS Sheer and others) for modelingtools and has limited Business A ctivity
Monitoring (BAM ) capabilities.

« SAPMDM isplagued with problems: SAP had its own home grown M aste Data

M anagement product until it purchased A2i in 2004. It thenwithdrev M DM 3.0, and
released the A2 produd xCat as M DM 5.5! SAP now includes MDM withthe lates version

of NetWeaver.

o Caveat Emptor, thepotentia dangersof my SAP contracts : New mySAP contractsshould be
dosely examined. If acustomer signsthe new my SAP contract without close inspection,
there aremany punitiveclauses whichwill cach themout. For example quarterly audits,
pricebook reissues, and more importantly for an SOA, indirect usage clauses, so it becomes
difficult to the custome to employ aryone but SAP to build a Services Oriented Architecture.

Links

SAP NetWeaver: Not Entaprise Ready

Justthe Fagds: SAPNaWeaver vs. IBM WebSphere

Haveit Your Way: A NetWeaver Presentaion T hat's Richt for You




Microsoft’s SOA Strategy

M icosoft'svision for next-generation Web services (previously known as Indigp) wasrecently
renamed as Windows Communi cation Foundation (WCF). Thenew name implies that this isnat
only aclient techndogy, but is intended to bethecommunications basefor future products like
Biztalk. M icrosoft's desktq position means that Windows Communicaion Foundation is likely
to have asignificant impad, and jumpstat a new gener ation of Web-servi ces-enabled
applications utilizing Windows based desktops and serva's. WCF is built on and extends

M iaosoft's . NET technologies. Microsoft has positioned thistechnology to patentialy become
part of the next-gen Internd infrastructure essentially seving asan internet based enterprise
service bus.

Microsoft’s Mark et Position
For 2004, Gartner-DataQuest positioned IBM with 27% market share in new license revenue for

ApplicationIntegraion M iddleware (AIM). M iaosoft doubledits AIM revenu from 2003 and
camein 4™ & 5%, behind IBM , BEA (12%) and Oracle (8%).

Top 3 Messages Micrasoft is attempting to convey with respect to SOA

1) Microsoft claimsitis®in” the Application Integration game

M iaosoft Proof Pant: August '05M icrosoft purchased 8 adapte's fromiWay for
integation into Biztalk: Amdocs, JD Edwards, Oracle Corp., PeopleSoft, Sebd and
TIBCO(3).M icrosaft is adso releasng White PaperspositioningBiztak integrated with
WCF as an ESB.

IBM CounterPoint: It's agood stat for Microsoft (only 4M icrosoft developed adapte's
to dae), but IBM’sMQ Saies has more than 58 adaptersand has been integrating
applicationsfor 15years. Cdling Biztak an ESB does nat makeit one.

2) Microsoft istrying to reshape the image of next release of Windows, to be the next client
communication platform, espous ng “Clear, Connected, Confident”

M iaosoft Proof Pant: In July ‘05 Longhorn wasrenamed “Vistd. It will include WCF
(WebServices) and“Avaon” (Presentation). Thebeta 1 release (August '05) of Vistais
mearnt to rally the troops (ISVs & BPs) intendingto show strongmarket suppott for the
new OS.

1BM CounterPaint: This isbusiness as usud, with all releases of M icrosoft OSswill
support new clientsas our customers require.

3) Microsoft wantsto demonstrateit isa kinder, gentler partner with regard to other
platform integrators



M iaosoft Proof Paint: In June’05 apressreleasewas issued extolling how both

M icosoft and BEA have helped author al the mgor specifications comprisingthe WS*
Web Services Architecture contributing to both broader and degoer inteoperahility
across the industry . The PR also pointed out that BEA and M icrasoft have both hosted
and participated inthe Web Services Protocol Waorkshopsto validate interoperability
between BEA and Microsaoft produds and those of other vendors in theindustry.

IBM CounterPoint: Chummy press releases are nice, but the proof lies in the pudding, as
WASV6 curently supports many more platforms via Web Services pratocols or direct
progammatic interaction.

Silver Bullets against Microsoft

How can acompany claim to be an A pplication Integator, and only support Windows?:

WebSphere provides the complete and proven infrastructure across platforms regardl ess of
the operating environment (i.e. more than Windows)

If you useM icrosoft, you mugt deal with the security issues: Your SOA is only as secure and

dfectiveas theunderlying platform. Microsoft technologies, the operating environment of
A continuesto be the target of thousands of security atadks over the last severd years.
And seaurity ingenera has never beenits strong point. IBM offers much strong security with
Rational, Tivoli and WebSphee.

WebSphere Information Integrator tops M icrasoft's capabilities: WII has advanced

federation capahilities to integrate datafrom structured and unstructured daa sources like
relationd databases (Oracle, QL Server, DB2 etc) that M iarosoft isn't cgpable of.

Microsoft's ESB product is nd ready for prime time: M essage Broker and WebSphere

Applicaion Server provide hich performance message routing, transformation that M icrosoft
doesn’tprovidewith itsM SV Qproduct. M iaosoft dso does not have a Web Services
Gateway.

Microsoft has acomplex programming model: M icrasoft’s programming model is

oomplicated by multiple object models Unlike J2EE, which has one consistent object modd,
Microsoft’s programming environment consigs of three object modds — .NET, COM , and
COM + —each having different support for Web services.

BizT alk cannot simulate business progesses: BizT ak Server 2004 is M icrosoft’s product for

businessintegraion. Microsoft Visio®, which can beused by business analy sts for process

modeling, is adrawingtool only. It cannot peform analy sisor simuation of business process
oost and resources.

Links
SOA Performance Companson Updde - SAP Xl

M |crosoftB|zaIk Server vs IBM WebSohere Busmess I ntecratlon




BEA's SOA Srategy

BEA is attemptingto re-establish relevance by latchingon to SOA and positionthe company as
the leading provide of themost open, extensibleand standards-based J2EE, .Né and Service-
Oriented plaform in the industry. BEA envisions anew category it cals " Service Infrastructure”
software tha enables the free flow of progesses, information and services across and beween
businesses. Announced in June'05, this new service infrastructure offeringis called AqualLogc.
Goingforwad BEA plansto round out its capabilities for full operation and lifecy cle
management of busness and IT savices across heterogeneous environments.

BEA’'s Mark et Position

For 2004, Gartner-DataQues positioned IBM with 27% market share in new license revenue for
ApplicationIntegraion M iddleware (AIM). BEA and Oracle fdlowed, with 12 and 8%
respectively. BEA’s market sharecontinues to drop, loasing 3% from the previousy ea.

Top 3 Messages BEA is attempting to convey with respect to SOA
1) BEA claimsit has a superior unified platform for SOA

BEA Proof Point: BEA covers thebest of bath worlds - WebLogc was/is ajava
integation platformand AquaLogcisan XM L integration platform tha goproaches

SOA from aServices Infrastructure perpective.

IBM Counter Point: Arethree diffeent infrastrudures redly negessary to implement a
SOA? Mudh of AquaLogcis arebranding of existing products Beyond the
repackaging AqualLog cismoreof avision that may take yearsto complete.

2) BEA claimsit has a thoroudh, proven SOA M ethodol ogy

BEA Proof Point: BEA clamsits SOA Sdf-Assessment Tool, an onlinetool designedto
measure and benchmark a company's basdine for pursuing SOA, reflects the BEA SOA
Practice methodology and provides IT comparisons against similar companies within key
domains. Accordingto BEA it hasover 1,100 acoounts worldwide haveused the tool in 6
different languages.

IBM Counter Point: Just because BEA proclaimsit lovesit owntools doesn't mean its
SOA methodology is any better than IBM or othea's. Unlike BEA, IBM provides industry
spedafic guidance and support withits SOA Industry accderator and IBM’s SOA

definition workshopsthat move clients closer to their gods. Actual results related to
customers implementing SOA aremore important. IBM has numerous SOA success

stories Guardian Life, Fireman's Fund, Wachovia

3) BEA will claim superior SOA expertise withits people and partners




BEA Proof Point: Over 70industty -leading software vendors areextending WebLogic
Workshop to makeit easy for devdopersto leverage partner technologies. BEA
Professiond Services has the background, expertise, offerings and toolsto accelerate and
ensure SOA success for your organization.

IBM counte point: BEA issomewhat reliant on 3rd party vendors for acomplee SOA
story. IBM is atruechannd |eader and has a morerobust partnering ecosy semthat goes
much deepe with program like thePartnaWorld Industry Network and IBM dready hes
over 56 ISV as part of its SOA Partner Initiative (launched 6/2005).

Silver Bullets against BEA

Aqual ogic doesn't flod - leading Analy st already dismiss it: “AquaLogc isatechnology
gack from BEA Sy stemsthat repositions some of its current produds, and introduces some
new technology which begins to implement BEA's new strategic outlook. The company's
vision isnow edablished, but it faces significant exeaution chal lenges and business
wvulnerability "* Gar tner July 2005.

BEA'’s "Platformt” is too narrow for SOA : BEA grives to beseen asasingevendor
infrastructure salution, but in reality needstopartner (HP, Veritas, M obileAware) to fill the
g|ps. Missing productsin seveaa key areas (Web Sphere Product Center, Host A coess, and

Commerce). BEA recently announced it intends to aoquire Flumtree8/22/05 because its own
porta product isweak.

BEA iscostly for SOA: WebSohere's acquisition cod, tech support coss, and developmernt
oostsprovide alower TCO (from intena messurements). Additiondly, thereis noneed to

buy many 3rd party productsthat are dready bundled with WebSphere (DB, LDAP, HTTP
server, Edge sever, etc) — whereas most adapters used by BEA areproduced by 3rd parties.

Secting BEA for your SOA adds risk: BEA viability and ability toremainapureplay 1SV
oontinued to becall ed into question. Its marke shareis declining and software license
revenues are declining. Analy &s express caution for those organization consderingBEA
purchases.

. BEA is not the leade in open standards, such as Web
services BPEL, Eclipse. Its Development tods are not Eclipse based and are | ess productive.
BEA was slow to embrace J2EE certifi cation and incompleteand slow withweb sevices
upport. Also BEA lacks aWeb services gatewvay function.

Links
SOA Performance Comparison Upddae - SAP X

BEA WebL ogic Integration vs. |IBM W ebShere Business | ntegraion




Oracle’s SOA Strategy

Oradeintends to own the SOA space by positioning Fuson (new middleware off ering) as a full
service standards compliant SOA platform It is @tempting to accel eratethe adoption of Fusion
with1SVs by focusng on afew key selected standard technologes (Java Server Facesfor
buildng use interfaces; Enterprise Java Beans 3.0 for building businesslog ¢ and Business
Process Execution Language for mappingbusiness process flows). Orade seeks to differentiate
itself with daims of superior BPEL expertise, and will often feature its Business Integration
offerings with SOA.

Oracle’s Mark & Position

For 2004, Gartner-DataQuest positioned IBM with 27% market share in new license revenue for
ApplicationIntegraion M iddlewae (AIM). BEA and Oracle fdlowed, with 12 and 8%
respectively.

Top 3 Messages Orade is attempting toconvey with respect to SOA

1) Oracle daims tohave the beg sdution “stadk” for SOA

Orade Prodf Point: World class application serve Oracle Application Server isranked
#1 gplication serve platform in Forresta T echRankings (Q304)

IBM Courter point: No componert in Oracle Application Server 10gisbest of breed on
themarket. IBM istheleader in e ght Gatner Magic quadrants and acoording to Gartner,
IBM WebSphereisfirst inapplicaion server market share, whileOracleis fifth. Oracle

did not devedop itsown gop server, havingOEM e it from atiny compay in Sveden
caled IronHare.

2) Oracle wantstopostim itself as the champion of apen standards

Orade Prodf Points Active Support of open sandards (ISR, JSF, XM L, BPEL, WSDL,
EJB 3.0, GlassFish, My Feaces €tc.)

IBM Counter Point: IBM supports most if nat all of these standards/prgects aswell, and
unlike Oracle, who has higory of proprietary offeringand was I a&ein supporting Linux,

IBM has along history of contributing and leading open standards (Eclipse, Linux etc...)
For years Oracle has developed itsown proprietay SQL database extensions cd led

PL/QL which arenot transferableto any other ANS sandard QL based datebase
engine.

3) Oraclesaysit has more SOA skills than any other large platform provider

Orade Prodf Point: Oraclepointsto SOA supportt — 6,000 support reps, 11,000
conaultants, 7,000 ISVs, Analy & support IDC whitepgpe, Forrester Webinar.




IBM Courter Point: No company investsmore in SOA than IBM - over $1 Billion dol lars
ayear; over 6,700 IBM developers over 11,000 IGStechnical practitioners with 300
engagements and numerous SOA references. IBM has over 56 1ISVs as part of its SOA
Partner Initiative.

Silver Bullets against Oracle

Why select a SOA partner that is gill integratingits own products?. With Project Fusion, or

likes SAP calls confusion, Orecleis just getting around to integratingits own productsintoa
gandards based middlevare off ering. Project Fusionis attenpting to merge incumbent and

acquired enterprise application suitesinto a single suite by 2008.

Oracle'ssuppott of 1SV SOA dforts sugpect & bed: Oracle talks about warnting stronger

relationships with I1SVs but agtions speaker louder then words. They continualy rank low in
CRN/VAR business patneringsurveys and unlike IBM compee with ISVs

- Oracle Application Saver 10gis considered to be one

Oracleiscomplex and difficult to use:
of the most complex e-business platforms. Ingallingand configuring Oracle Application

Server 10g is difficult and time-consuming.

Oracle'sprodud performance may hinder SOA effectiveness Its Business Integration

product has a slow message broker (WSM B is 100 times faster). Oracle cannot effectively
compensate transactions in process engines nor monitor business metrics of processes and
feed data back into themodel to furthe optimize process. W3M Q speed, high availability
and programming languages support ae supeior to Oracle's.

Links

Demygifying The Confusion On Projedt Fusion

Howto Conpeae Acaind Oracle 10g

Orade - Infragructure Solutions Competitive Sales Positioning Guide




TIBCO’'s SOA Strategy

TIBCO is atemptingto ddine anewn category of IT performance, called “Event Driven
Architecturé’ (EDA), clam leadership and tieit with SOA, al in an effort to stay ahead of
competitionby being percelved asinnovaive. TIBCO seeks to deliver a complete range of
integation solutions for companies defined as “predictiveenterprises’. The company hes relied
heavily on leveraging the analy st ommunity andintendsto focus its resourceson afew key
industries and keep its SOA message simple.

TIBCO’s Market Postion

For 2004, Gartner-DataQuest positioned IBM with 27% market share in new license revenue for
ApplicationIntegraion M iddlewae (AIM). BEA and Oracle fdlowed, with 12 and 8%
respectively. TIBCO slipped to fifthwith 4%.

Top 3 Messages TIBCO is attempting toconvey with resped to SOA

1) TIBCO daimsonly it can deliver areal-time enterprise architecture that provides more

capabilitiesthan its competitors

TIBCO Proof Point: TIBGO maintains itsreal-time enterprise architecture will address
the technicd capabilities needed to effectively cover SOA and EDA. Theresult they sy
will be an improved ability to support new and changingbusiness objectives.

IBM Counter Point: M arketing slogans and buzzwords like “EDA”, “Redl-time”, “Powe
of Now”, “Predictive Enterprise” that TIBCO constantly invents, intendingto leap frog
the marketplace areredly nothingnew or diff erent than what weve been deliveringto
our dients for quitesometime. TIBCO doesn’t offer an application server — crucial for
SOA. TIBCO OBEM's its Information Services Daa Exchange and requires ID SScheer’'s
ARISToolkit for modeling

2) TIBCO likestohighligntits track record of helping customers successfully implement a

real-timeenterprise architecture.

TIBCO Proof Point: TIBGO claims thousand of austome's havebeen usng TIBCO’s
infrastructure to provide savice-oriented and event-driven capabilities in production for
many yearswith many developinguniquebusiness services.

IBM Counter Point: M ost of wha TIBCO is describing has already been provided more
effedively by IBM with numerous success storiesto proveit: Guardian Life, Fireman's
Fund, Wachovia al are achievingtremendous results.

3) TIBCO daimsto be the leader in key SOA gandards.

TIBCO Proof Point: TIBQO is amember of the key standards bodies OASIS, W3C and
WS, and isleading the effort to develop sandards for both SOA and EDA. TIBCO is



proactively drivingkey Web services standards such as archestration (BPEL4AWS),
security (WS-Security), and monitoring and management (WS-DM .) TIBCO Sypports
JBI Specification for SOA Interoperability with Project M arix’ SOA deploy ment
platform 6/2005.

[IBM Counter Point: 1BM supportsmost if nat all of these standards/prgects aswell.
IBM has long history of contributing and leadingopen standards (Eclipse, Linux etc...).
Also standards body activities and produd support of those standards are two different
things. As an example, thereis noevidence that TIBCO supports BPEL natively, even
thought they areinvolved with thestandards body for BPEL (BPEL4AWES). TIBCO still
ranks below IBM in its ability to influence Web servi ces specification sack accordingto
Gartner 7/2005.

Silver Bullets against TIBCO

TIBCO lacks broad industry SOA coverage: TIBCO is focused only on afew indugries (FM,
Hedthcae, Tela). IBM covers many more industries and isable to providetrue SOA

dfferentiation by industry through our SOA Industry Acceleators.

TIBCO's SOA solutionis incomplete: TIBCOprovides limited platform support, lacks an
gpplication server, and has no true modeling capability, relying instead on third party
comporents. They have traditionaly had awesk portal, as reported by Gartner, andthe
company’'s patchwork of acquisitions has led to overlappingfunctiondities and inconsistent
interfaces.

With TIBCO, your SOA invedment may or may nat be pratected: Snce formingin 1997,
TIBCO has had numerous produd transitions—adding, dropping or replacing a least 10
mgjor components. T hese produd disoontinuities leave behind solutions tha are difficult to
support and can leave austoma's in avulneradle position. T he shifting direction of the
product portfolio means increased investment risk for customers.

TIBCOis drugling. CEO Vivek Randive-"we arepainfully avarewe'vehad two bad
quarters'. He blamed changesin clients purdhasing behavior - longa salescy cles, dueto
procurements increased influence in deals and SOX. But many wonder if TIBCO can reverse
the slide- BusinessWeek named it as possibletake ove candidate. TIBCO isstruggingto
adjust tolow revenue high low volume business model. They are attemptingto re-dign thar
channel to amareindirect covarage model but this transformation isnt happening fast
enough.

Links
SOA Offerings fromB EA , SAP, Oracle, Tibco and M icrosoft

Tiboo Results Show Need to Re-evauate Products, M arketing




