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Financial Highlights FY 2008

Operating income (U.S. GAAP) 2.84 bn
Income from continuing

operations (U.S. GAAP) 1.93 bn
Operating margin (U.S. GAAP) 24,6%
Free cash flow 1.84 bn
Dividend payout ratio 30%

Investment Profile (as of February 28, 2009)
Ticker symbol SAP

Frankfurt Stock
Exchange, Germany

Home exchange

U.S. exchange NYSE (ADR)
Market cap $44.4 bn
Shares outstanding 1.191 bn

(not including treasury stock)

52 week H/L $29.31 - $59.42

ADR : ordinary share ratio 1:1

Core Enterprise Application Share
(as of January 22, 2009 rolling four quarters, based
on software and software-related service revenues)
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Proven Track Record

Started by five engineers in 1972 in
Walldorf, Germany, SAPfi has grown
from a regional software firm to the
world s largest provider of business
applications. SAP lists more than
82,000 customers in more than 120
countries, and 80% of the Fortune
Global 1.000 companies run SAP
software. Further, SAP provides busi-

ed partner, developing innovative
solutions to meet customers specific
needs. SAP solutions fit the require-
ments of all companies, including small
businesses and midsize companies.

SAP sees globalization as a trend that
is increasing competition worldwide
and establishing requirements for con-
nectivity among the world s markets,
businesses, and governments. Yet

ness support, consulting and training with rapid, multidimensional change

services, giving it a well-diversified
revenue stream.

Based on software revenue, SAP is
the #1 business software supplier in
every industry and solution segment
with a 32.8% share among the Core
Enterprise Application Vendors.

Trusted Advisor

SAP meets the needs of companies
seeking to grow their businesses, cut
costs, and reduce the complexity of
their IT solutions by acting as a trust-
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Buying Rate certified by the Federal Reserve Bank of New York
on December 31 of the respective year.

2 Income from continuing operations

comes increased complexity.

Companies are recognizing and taking
advantage of the critical role IT plays
in controlling and simplifying this com-
plexity. IT will be a strategic business
component and the enabler of acceler-
ated business innovation and opera-
tional excellence. SAP helps businesses
unleash their growth potential and
create significant new value by deliver-
ing solutions that accelerate business
innovation.

1) SAP defines business software as comprising enterprise resource
planning and related applications.

Revenue Breakdown by Region
(U.S. GAAP) FY 2008
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Strategy for Future Growth

SAP s strategy is to continue to increase
revenues in software and software
related services which encompasses
software, support and subscription and
other software-related service revenues
segment share, and profitability. SAP
plans to realize its potential through:

1. Organic Growth

SAP remains dedicated to driving
growth through organic development
of its product portfolio, spending 1.6
billion on R&D in 2008. SAP is leading
the next wave of computing as the first
to develop and sell business applica-
tions based on service oriented archi-
tecture, which allows IT management
to deliver at the speed and efficiency
that business requires. With more
than 82,000 customers, SAP recog-
nizes great opportunities to sell new
products, add-on business applications,
and additional user licenses. SAP
expects the mid-market to be its fastest

Sampling of SAP s 82,000 customers

Adobe Systems Kellogg s
American Express McDonald s
Apple Nestle

BMW Nike

BP Nokia

Canon PepsiCo.
Chevron Procter & Gamble
Chrysler Samsung
Coca-Cola Siemens
Colgate-Palmolive Sony

Dept of Defense Starbucks Coffee
Disney Target

Ford The Body Shop
GE Unilever

General Motors
Hershey Foods
Home Depot

U.S. Postal Service
Verizon
Wal-Mart

growing segment as companies realize
the benefits of real-time enterprise
software. To meet the needs of the
increasing complexity of their business
processes, customers are demanding
industry specific functionality and SAP
is meeting these demands with more
than 25 industry solutions. From aero-
space and defense to utilities.

2. Co-Innovation

SAP is expanding its partner ecosys-
tem to support solutions development
and enterprise services based on the
business process platform and to lever-
age sales forces to accelerate inno-
vation and to address different market
and customer segments.

3. Strategic Acquisitions

SAP s growth strategy tuck-in also
involves strategic acquisitions that
add to its broad solution offerings
within and across industries by gaining
specific technologies and capabilities
that meet the needs of its customers.
While much larger in size, the acqui-
sition of Business Objects in January
2008 made strategic sense as it put
us in the #1 position in the business
intelligence space (information man-
agement and information discovery
and delivery). In addition, together,
SAP and Business Objects have a
complete solution portfolio for gover-
nance, risk management and compli-
ance; and enterprise performance
management, which will enable us to
reach an expanded customer base
and contribute to SAP s future growth.

www.sap.com/investor

Financial Calendar 2009

April 29 Q1 2009 preliminary
results release

May 11-14 Money Show,
Las Vegas, NV

June 25-28 Better Investing National
Conference, Atlanta, GA

July 29 Q2 and 6 Months 2009

preliminary results release

Services for Investors

= |nvestor Hotline: (877) 727-7862
= SAP INVESTOR magazine

= SAP INVESTOR E-mail newsletter

U.S. Investor Contacts

SAP Investor Relations

Martin Cohen: (212) 653-9619

Friederike Edelmann: (212) 653-9977
Stephan Foerster: (212) 653-9682

95 Morton St., Suite 200, New York, NY 10014
investor@sap.com

Deutsche Bank Trust Company Americas
SAP AG ADR Processing Unit
Tel.: (877) 484-5046 or (718) 921-8137

Any statements contained in this document that are not histori-
cal facts are forward-looking statements as defined in the U.S.
Private Securities Litigation Reform Act of 1995. Words such
as anticipate, believe, estimate, expect, forecast,
intend, may, plan, project, predict, should and
will and similar expressions as they relate to SAP are intended
to identify such forward-looking statements. SAP undertakes no
obligation to publicly update or revise any forward-looking state-
ments. All forward-looking statements are subject to various risks
and uncertainties that could cause actual results to differ materi-
ally from expectations. The factors that could affect SAP s future
financial results are discussed more fully in SAP s filings with the
U.S. Securities and Exchange Commission ( SEC ), including
SAP s most recent Annual Report on Form 20-F filed with the
SEC. Readers are cautioned not to place undue reliance on these
forward-looking statements, which speak only as of their dates.
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