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Reduce Time and Cost of Constantly Delivering New Features and Functionality

Deliver More Value – Faster
Constantly adding new features and functionality can be costly and time consuming – especially when it takes you into areas that may lie
beyond your core competencies. Development
efforts can tie up scarce development resources
and even cause you to take your eye off your
customers’ immediate needs. This is why software companies all over the world participate
in the SAP program for OEM partners.
Solutions to help doctors make life-or-death decisions. Software that can bill, meter, and charge owners of electric cars for
power consumption. Services that help companies maintain
vehicles to comply with safety regulations. All of these innovations are made possible by software providers extending SAP®
products as part of the SAP program for OEM partners.

Embed SAP Software in Your Solutions
From business intelligence and in-memory analytics to mobile
and cloud computing, we work closely with you to make sure
you have the resources you need to succeed. These include
expanded training initiatives and streamlined access to a variety of sales, marketing, and technical training resources. We
provide these resources through a global partner portal that
you can use to improve your business and technical skills and
learn how to best integrate SAP solutions into your own. The
formula is simple: your software plus SAP software equals
greater value and more satisfied customers.
Increase Your ROI
Embedding SAP software helps you increase the value and
ROI of your offerings. For example, you can use market-leading
software from the SAP BusinessObjects™ portfolio to help your
customers gain greater insight into the data your software

OEM Partner Program Benefits
Market-Leading Solution Portfolio Product Line

The SAP program for OEM partners focuses on areas where SAP has proven
industry-leading technology: analytics, mobile solutions, cloud computing, inmemory computing, and more. As a member of the program, you spend less
time evaluating the technology and more time determining how best to leverage it within your own solutions.

Flexibility

SAP offers greater flexibility to meet the requirements of your business model,
in terms of licensing, deployment options, and optimized royalty models.

Reduced Time to Market

Speed up time to market through solution integration validation (access to
solution engineer, prescribing best practices) and implementation program,
not-for-resale (NFR) licenses for demo and development and testing
(nonproduction).

Comprehensive Knowledge Access

Partners can take advantage of strong knowledge assets – enablement and
resources. You have access to solution management and senior product
development managers sharing road map information, as well as invitations
to beta testing and ramp-up programs.

According to an IDC study, independent
software vendors and software as a
service providers partnering with SAP
achieved an average ROI of 235%,
with a mean payback of 6.3 months.

generates. According to an IDC report, independent software
vendors (ISVs) and software as a service (SaaS) providers that
partner with SAP achieved an average ROI of 235%, with a
mean payback of 6.3 months. The report concluded that
although partnering with a business intelligence vendor can be
a considerable investment for an ISV, the relationship can also
deliver substantial benefits. For the study participants, benefits
included a direct increase in revenue, increased productivity,
and reduced costs.1
Conserve Precious Development Resources
We focus on helping you accelerate your time to market. You
get market-leading business functionality while conserving
precious development resources. Bring complete solutions to
market with speed by utilizing our extensive application programming interfaces (APIs) that enable you to integrate functionality. Leave the development to us and let your customers
reap the benefits. That’s the value of partnership.
Innovate with Greater Efficiency
New software-delivery features, such as enhancement packages and predictable release cycles, make it easier and faster
for you to provide business analytic solutions to your customers. The end result is more innovation, faster – for you and your
customers. Thanks to deep technology partnerships with
industry standards organizations, SAP software is easier to
integrate with your software and your customer’s technology
environments.
Empower Your Customers with Analytics
You get the advantage of the industry’s first and only solution
that unifies business intelligence and enterprise information
management on a single, common architecture. Now, you can
connect the entire portfolio of business analytics software
together, thus reducing complexity and speeding deployment.

Users of all types and levels can get trusted information and
make informed decisions quickly via a new common look and
feel that’s designed to be as friendly and easy to use as popular networking tools. If your customers know how to use one
solution, they know how to use them all. Flexible deployment
options, meanwhile, allow your customers to access their
information and get business insights wherever, however,
and whenever they need.
Increase Your Customers’ Profitability
with Monetized Services
With increasingly complex customer demands, new regulatory
pressures, and the proliferation of SaaS applications, many
companies are looking to differentiate themselves by packaging and selling their core solutions in creative, services-based
business models. To take advantage of this trend, you’ll need to
be able to support a large number of customers with huge
transactional usage volumes. You need to identify your most
profitable customers and offer them the services they want at
a price that keeps them coming back.
That’s where SAP comes in with the SAP Convergent Charging
application, which addresses this new business reality, delivers
outstanding revenue-generating potential, and helps create
competitive advantage. SAP Convergent Charging integrates
with a range of architectures in a variety of IT environments,
preserving your customers’ previous investments in their existing infrastructure. It’s perfect for embedding within an existing
solution and making it available to your customers as a
revenue-generating service via an OEM business model.

FOOTNOTE
1. IDC white paper sponsored by SAP, Enabling Software and SaaS Vendors
to Gain Competitive Advantage: Partnering with SAP for Business Intelligence
and Analytics to Achieve Rapid ROI, November 2009, Doc # 220652.
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Success Across a Wide Range of Industries

Partners Share Their Stories
The SAP program for OEM partners has helped software companies from numerous industries bring a wide range of leadingedge business software from SAP to their customers. Here are
some of their stories.
CA Technologies
CA Technologies focuses on helping customers develop cohesive yet simple IT management solutions. CA Technologies has
a vision for unifying and simplifying IT management for enterprises, so organizations are better positioned to manage risk,
improve services, control costs, and align IT with the business.
CA Technologies uses SAP Crystal Reports® offerings to simplify its reporting solutions, unify the customer experience, and
deliver consistent reporting and analytics functionalities across
its product lines.
Callidus Software
Callidus Software is a world leader in sales performance management software, with solutions that manage the entire sales
lifecycle – including onboarding and deployment, pay for performance, and talent development – while providing visibility
into sales operations and financial performance. By embedding
SAP Crystal Reports and SAP Crystal Dashboard Design software, Callidus is proving to its customers that they can gain all
of the benefits of on-demand software without the traditional
sacrifices in functionality, control, and security.
Mincom
Mincom goes to the ends of earth to help customers keep their
asset-intensive businesses running. With more than 30 years of
experience, Mincom is the global leader in enterprise asset
management solutions, providing strategic software and services for asset-intensive industries. Embedding business analytics solutions from SAP into Mincom’s offerings means that
customers are always able to optimize their asset performance, resulting in improved efficiencies and reduced asset
downtime.
Oniqua
Oniqua Pty Ltd. (O-nee-kwa) is the leading asset performance
management solutions company that delivers a positive return
on investment in as little as three to six months. Oniqua helps
organizations maximize profits by minimizing maintenance,
repair, and operations (MRO) asset waste. Incorporating SAP

Take Advantage of the SAP Program for OEM Partners
The SAP program for OEM partners continuously offers new technologies
and applications to an increasing number of companies and industries. To
determine whether or not your company can benefit from an OEM relationship with SAP, consider the following questions:
•• Is your company a software vendor looking to increase revenues while
conserving development resources?
•• Does your organization develop software and offer it as part of a paid
service to customers?
•• Does your organization need to provide reports on unstructured data
from sources such as blogs, e-mails, and social media?
•• Do you provide direct marketing solutions or data enhancement
services?
If you answered yes to any of these questions, you are a candidate for our
program.

BusinessObjects technology, Oniqua Analytics Solution (OAS)
Reporting provides a variety of options for analysis and reporting, including the capability to run reports on automatic scheduling, distribution, and publishing. This allows customers to
reduce asset downtime, thereby reducing costs and saving
time.
CliniSys
CliniSys Solutions Ltd. developed PathManager, a powerful and
user-friendly advanced management reporting solution, in
response to the increasing demand for improved business
intelligence and knowledge management in healthcare. As a
result of embedding SAP solutions, CliniSys software enables
customers to improve cash flow, achieve greater efficiencies,
and provide information faster to meet key targets for care
provision.
Find Out More
To learn more about the SAP program for OEM partners,
please visit us online at
www.sap.com/partners/partnerwithsap/oem/index.epx
or contact us by e-mail at the following addresses:
North America and EMEA: oem_sales@sap.com
Asia-Pacific region:
oem.apj@sap.com, oem.japan@sap.com, oem.china@sap.com

www.sap.com/contactsap
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