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Everything is Going SaaS!
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€€ he appeal is obvious: SaaS is quicker, easier and cheaper to deploy than traditional software,
which means technology budgets can be focused on providing competitive advantage, rather
than maintenance. )

—The Economist, April 20, 2006
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Software as a Service1 What iIs 1t?

A An application owned, delivered and managed
remotely by one or more providers

A Where the provider delivers an application based
on a single set of common code and data
definitions, which are consumed in a one-to-many
model by all contracted customers at any time

A On a pay-for-use basis or as a subscription based
on usage metrics

Source: Gartner Inc., J%ICC
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What is Multi-Tenant On-Demand?
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Faster Innovation
Economies of Scale
Scalability

Automatic Upgrades
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{CWithout multi-tenancy, a Saa$S offering can’t cultivate a Web. 2.0-like community of developers
who add functionality that all can share. 99

— Eric Knorr, Infoworld
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Key Benefits of SaaS

ALow, predictable costs AEasier to customize and integrate
AEasy to use, up and running in AAlways on latest technology
weeks

AMore responsive to business

ASubscription model demands

. . AFrees up resources spent on
attentive providers

maintaining existing systems

Lower Risk Focus on Delivering
Greater Success Strategic Value

On average, about 70 percent of all IT -related projects
fail to meet their objectives

- InfoWorld
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SaaS Is Replacing On-Premise Faster than

Anyone | magined?@é
31% Growth 61% Growth 25-50%
(CAGR) for On- In Enterprise Adoption Penetration
Demand CRM of SaasS of Software Industry

By 2009-2013
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