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	Charles
	Our mission is very simple.  Building software that gives our customers competitive advantage. The right information leads to good decisions—and good decisions lead to good business.  That’s why successful enterprises rely on Oracle for their information needs.  We are proud to be the trusted information technology partner of so many leading organizations as they move into the Information Age.
Dominant idea in 1969: Mainframes, non-relational databases, IBM, Big budgets. Our visionary idea in 1976:  Relational database, portable across different systems, manage all your information in a database, run it on clusters of hardware that can scale up or scale out as needed. 

More remarks here.
More remarks here.

This acquisition strategy is being driven by customers.  Customers want to deal with fewer software vendors and get more accountability from those vendors. Customers can get a lot of value from fewer stronger software partners like Oracle. Let me give you a few examples.

First, although it was controversial as we went through the PeopleSoft acquisition process, customers have come to realize that they can achieve benefits that include accelerating innovation from large R&D investments. For example, both Oracle and PeopleSoft were investing in application infrastructure. Oracle was try to build the Oracle E-Business Suite on Oracle Forms and Java. PeopleSoft on People Tools.  These duplicative investments didn’t add incremental value to customers.  On a combined basis, we’re able to reallocate those R&D dollars to make new investments to drive innovation.

Second, by combining efforts with our acquired companies, Oracle has created broader, better and more modular application functionality for our customers. 

Third, combining product lines reduces the total cost of ownership of those products to our customers because we can provide better software integration out of the box.  We’ve talked about this at length in terms of having a complete, integrated suite is a benefit.  We’re hearing that more and more from customers. By being able to consolidate the underlying software, we can create that integration.

Fourth, we can consolidate support across multiple products.  Many of these smaller companies that Oracle has acquired don’t have 24x7, global support. Smaller software companies simply don’t have the scale and scope of infrastructure and processes that Oracle has.  Oracle can bring these products into our support organization and immediately offer better service.

And finally, increased accountability.  Many software startups are poorly funded and have limited future prospects. Compare that with an Oracle Corporation with a very healthy balance sheet and a 30-year track record. Customers like the added assurance of working with Oracle.

More remarks here.

More remarks here.

So then how do you make the choice of who to partner with, or even which of multiple existing vendors you want to deepen your partnership with?

Every business of course will have it’s own special criteria, but I’d like to suggest some general ones that every business should consider.

• Customer Success: Does the vendor have a track record of making its customers successful.

• Completeness of Solution: Can you get most of what you need from Number two, do they have a complete solution?  Do they have most of what you need?

• Finally, Strategic Roadmap: Does the company have a clear vision for helping your capabilities and your business evolve over time?

As you can see, Oracle has strong qualifications on all three of these criteria (talk a little to Customer Success and Complete Solution points on this slide, or unhide and use the three hidden detail slides covering these points if desired).
More remarks here.
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•

Accelerated innovation from larger R&D investments 

•

Broader, better and more modular functionality 

•

Reduced TCO through improved software integration 

•

Consolidated support across multiple products

•

Increased accountability
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Oracle Product Strategy:  Simplicity

Deliver The Most Complete, Open, Integrated Software
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•

Unified business intelligence

•

Unified security and governance

•

Unified infrastructure

•

Unified management

•
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Oracle: More Complete, Better Integrated

•

Large scale organizational changes
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Integrating business systems quickly and easily
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Improving team collaboration and project management   
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Customer Benefit Of Acquisitions

		Accelerated innovation from larger R&D investments 

		Broader, better and more modular functionality 

		Reduced TCO through improved software integration 

		Consolidated support across multiple products

		Increased accountability







This acquisition strategy is being driven by customers.  Customers want to deal with fewer software vendors and get more accountability from those vendors. Customers can get a lot of value from fewer stronger software partners like Oracle. Let me give you a few examples.



First, although it was controversial as we went through the PeopleSoft acquisition process, customers have come to realize that they can achieve benefits that include accelerating innovation from large R&D investments. For example, both Oracle and PeopleSoft were investing in application infrastructure. Oracle was try to build the Oracle E-Business Suite on Oracle Forms and Java. PeopleSoft on People Tools.  These duplicative investments didn’t add incremental value to customers.  On a combined basis, we’re able to reallocate those R&D dollars to make new investments to drive innovation.



Second, by combining efforts with our acquired companies, Oracle has created broader, better and more modular application functionality for our customers. 

	

Third, combining product lines reduces the total cost of ownership of those products to our customers because we can provide better software integration out of the box.  We’ve talked about this at length in terms of having a complete, integrated suite is a benefit.  We’re hearing that more and more from customers. By being able to consolidate the underlying software, we can create that integration.

	

Fourth, we can consolidate support across multiple products.  Many of these smaller companies that Oracle has acquired don’t have 24x7, global support. Smaller software companies simply don’t have the scale and scope of infrastructure and processes that Oracle has.  Oracle can bring these products into our support organization and immediately offer better service.

	

And finally, increased accountability.  Many software startups are poorly funded and have limited future prospects. Compare that with an Oracle Corporation with a very healthy balance sheet and a 30-year track record. Customers like the added assurance of working with Oracle.
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A Good Software Partner

Three Keys To Success

CUSTOMER SUCCESS

COMPLETE SOLUTION

STRONG STRATEGIC 

ROADMAP

		Installed Base

		Customer Experience

		Success Across Industries



		Applications

		Middleware

		Database and Infrastructure



		Acquisitions

		Innovation

		Delivering Results





So then how do you make the choice of who to partner with, or even which of multiple existing vendors you want to deepen your partnership with?



Every business of course will have it’s own special criteria, but I’d like to suggest some general ones that every business should consider.



		 Customer Success: Does the vendor have a track record of making it’s customers successful.

		 Completeness of Solution: Can you get most of what you need from Number two, do they have a complete solution?  Do they have most of what you need?

		 Finally, Strategic Roadmap: Does the company have a clear vision for helping your capabilities and your business evolve over time?





As you can see, Oracle has strong qualifications on all three of these criteria (talk a little to Customer Success and Complete Solution points on this slide, or unhide and use the three hidden detail slides covering these points if desired).



But my focus for today will be on the third of these criteria, Strategic Roadmap.



[NEXT]
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Business Challenges

Oracle: More Complete, Better Integrated

		Large scale organizational changes

		Integrating business systems quickly and easily

		Project planning and management

		Improving team collaboration and project management   

		Governance, risk and compliance 

		Better business intelligence
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Oracle Product Strategy:  Simplicity

Deliver The Most Complete, Open, Integrated Software

Linux/Unix/Windows

Database

Fusion

Middleware

Applications

		Unified business processes

		Unified business intelligence

		Unified security and governance

		Unified infrastructure

		Unified management

		One support call

		Extensive ecosystem
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Continuous Innovation
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Database

 

Dominant idea in 1969: Mainframes, non-relational databases, IBM, Big budgets.

 

Visionary idea in 1976:  Relational database, portable across different systems, manage all your information in a database, run it on clusters of hardware that can scale up or scale out as needed. 
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