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SNP | Transformation Never Ends

CHANGING

BUSINESS
MODELS

Mergers &
acquisitions

Carve-outs &
divestitures

Corporate &
process change

Brexit & EU data
protection

Business
Transformations

New
implementations

Releases &
upgrades

Cloud

In-memory &
SAP S/AHANA




S/4HANA Trends ﬁf

Ressources - Availability -
How many are available to fill key roles? Resource consumption is a function of the adoption rate.

250,000 SAP Consultants 'i‘ |i| i |i| |i| 'i‘ |i| |i| |i| Existing and new resources will sustainably transition into
TrRYYEREN

S/4AHANA projects up to 2021.
70% will be S/4AHANA ready

=le =aille

Shortages begin in 2021 and increase dramatically through

& Proiect M W Archit
lll ZSF%SCt anagers areh! ects 2025 for all resource types.
5 Application Consultants Migration Consultants
lll 122,500 9,000 500.000
400.000
300.000
200.000
Adoption - 100000
Cumulative and year over year adoption. The path to 2025... 100,000 e 2020
It is not expected for the full 50,000 200000
customers to adopt S/4AHANA s el Cumulative 20008
' ending adoptions adoptions -400.000
2019 1,500 1,500 -500.000
Current forecasts predict a 75% 2020 2,376 3,876 . prch . ierati Availabil
. . 2021 3,735 7,602 I Manager I Architects PPps s Migration e Availability
(37,474) adoption rate. Others will ot TV
straggle, seek support elsewhere 2023 9.301 22797
or move off of SAP. 2024 14,677 37474

SAP and S/4HANA are trademarks of SAP SE. Data sourced from Gartner, IBM, SAP and SNP.
Figures are projections based on current trends and are for informational purposes only. 4



Strategy Builds on Three Pillars

Partner SNP
Transformation Business Transformation Business

to scale BLUEFIELD™

SNP

Non-Transformation Business

for stable and broad market

to leverage our experience and

Select, enable and support strategic
partners

Deliver maintenance and support via
SNP Academy to offer qualified partner
services

Leveraging BLUEFIELD™ sales
Full-service solution for partners

Positioning as trusted partner

competencies

Continuous growth with focus on
BLUEFIELD™ sales and consulting

Build specific BLUEFIELD™ solutions /
approaches per use case

Full-service data transformation
Economies of scale

Leverage experience and competency

positioning with cross-selling
potential

Operate in new business areas driven
by predictive analytics and artificial
intelligence

Up-selling of BLUEFIELD™

Market penetration
Risk diversification

Explore new market trends




Recent Major Software Deals

m

August 2019 September 2019 November 2019 November 2019

Contract with World'’s

Leading IT and
Consulting Firm based in

the USA

Minimum value of
USD 30 mn until 2022

Global Use of SNP
Software

Contract with Google

Google Cloud licenses
CrystalBridge® analysis
suite software for
streamlining SAP
workload migrations and
SAP S/4AHANA® upgrades,
minimizing business
disruption.

Google Cloud’s
customers will be able to
benefit from SNP’s
BLUEFIELD™ approach
for migrations

Contract with T-Systems

Signing of a three-year
contract

Goal is to plan and
execute SAP 4/SHANA
transformations in an
automatic way for T-
Systems customers

Training of T-Systems
employees

Contract with Mahle

Framework agreement
running until end of
2025

All SAP Systems will be
transformed to one
central SAP S/4AHANA
system

Training of Mahle
employees




2019 at a glance

Revenue (in €mn)

145.2

131.0

Software

Service

Software

97.6 Service

2018 2019

EBIT-Margin

4.8%

2018

2019

Order Entry (in €mn)

201.3

o
123.5 Service

132.3

Software

97.7

Service

2018 2019

Sales Outlook 2020 (in € mn)

175 mn - € 185 mn

2019 2020




1. Introduction

2. Financials

3. Outlook Financials

4. Q+A




Key Figures ﬁ

emn ] 2013 ] 2019 | 4 [EEECRINPENE

Revenue 131.0 145.2 +10.8% = Gross profit with a disproportionate
Gross profit 109.8 127.3 +15.9% increase due to the shift of leasing
- expenses after first time application
EBITDA 23 15.1 >700ﬁ Of IFRS 16 (appr 4 M|O €)
EBIT -2.5 7.0 n/a = SG&A cost structure basically
EBT 3.6 5.6 n/a unchanged despite top line increase
Tax 20 .24 n/a = Tax rate negatively affected by the
5 reduction of deferred tax assets
I -1. . /
Net income 16 3 e = Cash tax rate at around 20%
EPS -0.26 0.35 n/a
Gross profit margin 83.8% 87.7%
EBITDA Margin 1.8% 10.4%

EBIT Margin -2.0% 4.8%




Sales and EBIT by segments

m

EBIT
2018 2019
2018 2019
Comments

After a slow start into the year 2019 sales
increased especially in H2

Lower sales mainly caused by currency effects
Utilization at 84% end of 2019
EBIT margin reached 3.7%

Software (in € mn)

Sales EBIT

+46.1% EeX0)

2018 2019 2018 2019

Comments

Significant sales increase of 59.7%

Strong pick up in H2 with the signing of
several partner contracts

EBIT margin stable at 27.4%

Software accounted for 33% of total sales 0



Balance Sheet (€ mn) ﬁ

| Assets [ Equity & Liabilities Comments

174.0 174.0 = |ncreasing in total Assets and Liabilities
mostly due to the first time application of
1018 151.8 IFRS 16

= Very healthy balance sheet structure
where current and non-current liabilities
are well covered by assets

Current
Aunb3

= Equity slightly increased compared to last
year’s level

= With the balance sheet extension after
first time application on IFRS 16 equity
ratio now at 40.6% (2018: 45.7%)

On a like for like basis equity ratio would
have been unchanged at 45.4%

Non-current

-UON

juasind lualdin)d

2018 2019 2019 2018
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Cash Flow Statement (€ mn) ﬁ

= Depreciation increased due to IFRS 16 by

Net income -1.6 2.3 appr. 4 Mio. EUR
Depreciation 4.9 8.1 = Cash out from the change in working capital
_ IS mainly attributable to increasing revenues
Change in other items -11.9 4.0 = Operating cash flow in 2019 therefore below
last year’s figures
Operating cash flow 3.3 5.1 = Negative cash flow from financing is related
Investing cash flow -12.0 -8.2 to leasing activities
_ _ » Liquidity decreased as a result but will
Financing cash flow 15.5 -7.3 improve in the course of the year due to
ts f ft tracts which
Change in cash 6.1 20.8 payments from software contracts whic

were signed in 2019

12



Order Entry and Backlog ﬁ’

Order Entry (by quarter in € mn) Oder Entry vs. Order Backlog (in € mn)

B 2019 B Software
2018 63.7 B Service
201.3
77.8
132.3
56.3
Q3 Q4

Q1 Q2 2018 2019 2018 2019
Comments Comments
= Order Entry with growing numbers almost = Strong increase of order entry due to raising
every quarter demand of software
» Peak in Q3 caused by large partner contract in = Large partner contracts in the software
the software segment segment led to a sharp increase in the order

backlog

13
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Outlook 2020

185
175
||||||||f)594

2019 2020 2019 2020
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EBIT margin
8.5%
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SNP is well prepared to act in the Corona crisis

Top priority is the health and safety of our employees
We have secured the delivery towards our customers and partners

Our industry is already digitalized

« Employees are able to work from home — even on ongoing projects
« Even in pre-crisis times many projects were done remotely
« Digital customer engagements are ramping up.

Strong balance sheet and focus on working capital management

Preparing for a more flexible cost structure

16



1. Introduction

2. Financials

We will be happy to

3. Outlook

4. Q4A take your questions!




Financial Calendar

Mar 30, 2020 Publication of the Annual Report 2019

Apr 30, 2020 Publication of the Interim Statement Q1 2020
June 30, 2020 Annual General Meeting 2020

Aug 7, 2020 Publication of the Half-Year Financial Report 2020

Oct 30, 2020 Publication of the Interim Statement Q3 2020
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SNP Schneider-Neureither & Partner SE
Dossenheimer Landstr. 100
69121 Heidelberg

Christoph Marx, Global Head of IR

+49 6221 64 25 -172 Thank you.

Marcel Wiskow, Director IR
+49 6221 64 25 - 637

+49 6221 64 25 - 20

Investor.relations@snpgroup.com

Follow us

f ¥ in

WwWWw.snpgroup.com



https://www.facebook.com/SNPSchneiderNeureitherPartnerSE/
https://twitter.com/snp_se
https://www.linkedin.com/company/snp-schneider-neureither-&-partner-se

Disclaimer

© 2019 SNP SE or an SNP affiliate company. All rights reserved. No part of this publication
may be reproduced or transmitted in any form or for any purpose without the express
permission of SNP SE or an SNP affiliate company.

The information contained herein may be changed at any time without notice. Some
software products marketed by SNP SE and its distributors contain proprietary software
components of other software vendors.

This document is a preliminary version and not subject to your license agreement or any
other agreement with SNP. This document contains only intended strategies, developments,
and functionalities of the SNP product and is not intended to be binding upon SNP to any
particular course of business, product strategy, and/or development.

SNP assumes no responsibility for errors or omissions in this document. SNP does not
warrant the accuracy or completeness of the information, text, graphics, links, or other items
contained within this material. This document is provided without a warranty of any kind,
either express or implied, including but not limited to the implied warranties of
merchantability, fitness for a particular purpose, or non-infringement.

SNP shall have no liability for damages of any kind including without limitation direct,
special, indirect, or consequential damages that may result from the use of these materials.
This limitation shall not apply in cases of intent or gross negligence.

SAP and other SAP products and services mentioned herein as well as their respective logos
are trademarks or registered trademarks of SAP SE (or an SAP affiliate company) in
Germany and in several other countries.

All other product and service names mentioned are the trademarks of their respective
companies.

Heidelberg, Germany 2019




