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Safe Harbor Statement

The following is intended to outline our general product direction. It is intended for
information purposes only, and may not be incorporated into any contract. It is not a
commitment to deliver any material, code, or functionality, and should not be relied upon
in making purchasing decisions. The development, release, and timing of any features or
functionality described for Oracle’s products remains at the sole discretion of Oracle.
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What’s Driving the Digital Economy?

4300% data
generation increase

Internet saturation by 2020

growing at 8%

annually ‘I.‘

[ J

e m
® A

Data Explosion

Globalization

ORACLE

Productivity costs
up 70-75% w/ legacy
within 7 years

13+ million
business pages on
Facebook

flin
w3

Smartphone
shipments to top 1B
annually by 2016

Modernize To Survive

—

Social Is Business

Rise of Mobility

Sources: United Nations / International Telecommunications Union, internetworldstats.com Facebook Director of Global SMB Markets Dan Levy, BIA/Kelsey's Interactive Local Media West Conference
IDC/EMC 2011 Digital Universe Study, 2010 Digital Universe Decade Study, Data Evolution Sept 2011, CSC's Leading Edge Forum IDC: “Time for Change: Optimizing Datacenter Infrastructure with Technology Refresh”
Portio Research Mobile Factbook 2012
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An Interconnected World

From Connectivity to Value
Bring the power of your IT and Network Together

For your business and your customers alike
"/q.\
,.'\

People Things Businesses

Instant, Contextual,
Control, Relevance

Build and Align Capabilities for the Digital
Economy

Service Agility, Time to Market,
Top Line Growth

L Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |



Built on Leading Communications Products

ORACLE

CRM for Communications

Billing for Communications
Provisioning for Communications
Telecoms Application Server
NEBs Certified Hardware

Session Delivery Networks

Network Signaling

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |
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Oracle Communications Product Strategy

Complete +m+ Integrated = Flexible

£ P""Y @ n-l

Comprehensive Standards-Based Engineered to Engineered to

Industm Portfolio Architecture Work Together AdaBt to Change
.

More Value More Choice Reduced Cost of Faster time to
Less Complexity Less Risk Ownership Market

ORACLE



Bringing the Power of IT to Your Network

Accelerate NFV
deployments

Manage B2B Services
Lifecycle

ORACLE

Monetize your network and
customer experience

Solutions for Enterprise
Private Networks




Bringing the Power of IT to Your Network

lll Accelerate NFV
deployments

ORACLE
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World Class Standards

What is Network Function Virtualization (NFV)?

Private Cloud Infrastructure for CSP Networks
Classical Network Appliance o dependent
Approach

Virtual Virtual Virtual Virtual

@‘ﬁr@uiw“.‘;hx_uwvmu; ©

» Software-based implementation of
network functions leveraging industry - =i

. . . . Orchestrated,
standard virtualization technologies . Message PN Session Border cﬁe‘i’:t,on SutomEEE
Router - Fonolier CE remote install.

* Elastic capacity utilizing con'solldated and BRI recter oo Figh olume Servers
shared pools of standard, high-volume - —
COTS ha rdware platforms SGSN/GGSN  PE Router BRAS Radic Aecass : = § Rt ‘;

Network Nodes :
. . J Fragfnen.ted non-commpdity hardyvare. Standard High Volume

* Platform for accelerated innovation B covlance per e, e fornew Ethernet Switches

vendors, constraining innovation & competition. Network Virtualisation
Approach

Figure 1: Vision for Network Functions Virtualisation

Reference: http://portal.etsi.ora/NFV/NFV White Paper.pdf

ORACLG Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 10



Key NFV Drivers

Service Considered as the
Agility & main driver by
Flexibility 51% of
Operators*
*HEAVY READING’S
NFV OPERATOR

SURVEY, January 2014

R CI_E Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 11



NFV on Oracle

* Open, standards-based
components

Net. Function & Service Orch.

* Pre-integrated for faster time to

value .
Application Orchestrator

* End-to-end support P sor
« '‘Red Stack’ optimization

* On-premise or hosted solution

CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |




Oracle NFV Architecture

gl =N Il I Il IS S - -y

V4 N
Agile OSS/BSS l Oracle Intelligent \
. Orchestration Framework [
|| | | | | | | | | || || || | | | | I
" Oracle EMSs 3rd Party EMSs [
Z : . [
> PCRF | ECE é'(‘)"rs; SBC | DSR [ Analytics O
S wal
[ Oracle f_c% T I
_ Oracle I Orchestration 2 3
> Virtualization OVM . = [
LL I Policy
< |
Oracle

Virtualized HW \
L——_—_—_—_—_—_—_—L(

ORACLE
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Partners Are Critical to Oracle’s Success

OF ORACLE OF ORACLE
REVENUE TRANSACTIONS

WORLDWIDE WORLDWIDE

L Copyright © 2014 Oracle and /or its affiliates. All rights reserved .



OPN Go-to-Market Structure

Knowledge Zones* (KZ) for Partner Specialization and Focus

racle PartnerNetwork Home > Knowledge Zones ndustries

| v'Structured by product to align to the way in which Oracle and
partners go-to-market

¥ ‘ ')s
ORACLE COMMUNICATIONS INDUSTRY ¢/

py— TR v One-stop-shop for all partner sales, marketing and

Cuts Product Development Time from Two Months to Two Weeks
_ kil development tools and resources

Oracle Communications Industry Knowledge Zone ga [ERinl >

= | v New KZs available for Acme Packet and Tekelec partners:

Why Partner with Oracle

The Oracle PartnerNetwork will empower your company with exceptional resources to distinguish your offerings > N etWo rk I nfra Stru Ctu re fo r Sessio n De I ive ry (Acm e Pa Cket a n d Te ke I ec)

from the competition, seize opportunities, and increase your sales.

Cnly Cracle offers packaged software solutions that deliver end-to-end support for the key business processes, from 8 q g
service creation, offer management, and order orchestration, through provisioning and service delivery, to billing, > E nte rp rl Se CO m m U n |Cat| 0 n S (AC m e Pa C ket O n |y)

revenue sssurance, and reporting. And only Cracle offers the widest choice of enterprise and camier-grade
software applications, middlewsre, database technolegy, and decision-support tools for the communications
industry, with the combined strengths of PeopleSoft, Siebel, Portal Software, MetaSolv, TimesTen, and more.

ettt e e | ¥JOIN ONE OF both of these KZs once you have completed your
OPN membership to access your benefits and tools!

loyalty, reduce operating costs in the business and the network, and improve management reporting and control.
Review List of OPN Benefits

Join OPN Now

Join the Ci icati Industry K ledge Zone or Opt-in to Communications.

Resell Criteria 4 Pricing/Discounting 4 Sales Playbooks # Training/Certification ¢ Marketing Kits ¢ Demo Resources and much more!

*KZs available to OPN Gold, Platinum, Diamond Partners only
ORACLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |
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St. Peter’s Square, Rome

O c -
R CLE Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Welcome to the Digital Lifestyle

Personal usage Connected Everything Devices are Evolving

Connected Home
Connected Car
Connected Me
Connected.......

What | want When want How | want Where | want

ORACLE

Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Enterprises are ‘Consumerising’ Their Business

Corporate Customer

Productivity Engagement

mHealth

OR CLE Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



New Digital Driven Services

Nest Labs acquired by Google for $S3.2B rESt

: ‘ CLG Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Monetizing the Network and Customer Experience
A New Paradigm

A Market of One

O

7,000,000,000 Markets and Countmg

ORACLE Copyright © 2014, Oracle and/or its affiliates. All right



A New Way Forward to Network Monetization
Device as a Sales and Customer Care Channel

Network
Policies

o-®
- N

Contextual Purchasing

Interactivity and Control 9

Personal Insight

€

Business
Policies

R CLG Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Revolutionizing the Customer Engagement

Extend &

@  PERSONA BASED e creiee User defined control usage Real-time value
pricing catalogs service to social & basel pricing

USAGE EXPERIENCE for the device personalization business

networks

. Marketing offer A
Real ime offer Device as a sales, o OFFER DESIGN FOR @/

take-up feedback care and control decoupled from MARKETING AND IT
channel Network and IT

Empowering the user to - .-.-
Personalize, Control & Influence their experience "]’

R CLG Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Monetizing the Network
Convergent Charging and Policy

7 ] 2 d

Commercial Catalog | CRM | Order Management | Care | Unified Communications

Solution Integration Architecture ‘-

Social and Billing

DESIGN TIME 24 RUN TIME G. Analytics

@ e

Solution Pricing and Offer Design Financial Management : _
Management Policy & Charging
Elastic Convergent Charging Analytics

Network Policy Design =17 Pl

Online and Offline Usage Connectivity and Control ‘f OTT Gateway

4G LTE | UMTS | Fixed Broadband | Cable | Telematics | XaaS | Enterprise

: ‘ CLE Copyright © 2014, Oracle and/or its affiliates. All rights reserved. |



Designed and Tested for High Performance
Charging and Policy for VoLTE, Data, SS7 voice, Messaging

10 million subscribers, 10 ms average end to end data charging latency

® High traffic profiles — policy

Generator Management

“® |ong data sessions S
. . niine an .
Ogg:zgta::'c Offline U§age Cig‘rsg;,[illig
a*a Group resource sharing rrocessing

. .. R SS7 Traffic SS7 Charging
B Full invoicing and billing Generator Control

Revenue

Management

Solution Under Test

* Online and offline mediation, charging and revenue management in a half rack pair of Exalogic and Exadata
* PCRF virtualized on OVM

Detailed benchmark report to be published

L]
: ‘ CLE Copyright © 2014, Oracle and/or its affiliates. All rights reserved. | 25



Personalization and Control on the Device

= eeee0 Verizon T

eeeee \erizon 7T

f@ Home =

Charged $10
myNotifications k| 234, new

14157771003 $8.00 == >

SPEND

Spend per Month

$1.00 myUsage Charged $10

47623, new

-

myTopUp

14157771001's

h$1.00 - myPayments

myGroups

myGifts VIEW ALL N

myCatalog

myAnalytics E

myUsage

myControls ﬁ

— &y,

myBalance myGroups

)

myCatalog myAnalytics

Logout myCatalog

Contextual Purchasing Interactivity and Control Personal Insight

ORACLE
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myZONE for the iPHONE

eeeee \Verizon T - eeeee \erizon T

= = eeeee Verizon T

eeeee \erizon T 3 eeee0 \erizon =

@ Home

myZONE Charged $10.00 from Visa — Charged $10
' 5>

k| 234, new Balance $309.50 /& myNotifications #¥K1234, new Credhe Relbmee
Charged $10.00 from Bank TR Charged $10

7623, new Balance $319.50 = & mrTonln 7623, new S

my/ONE

& Phone Number

You gifted Sandy Lee $8.00 == myPayments You gifted Sa

myGroups

X General
Gif VIEW ALL N
VIEW ALL NOTIFICATIONS 20 myGifts Credit ($436.48)

— a0, =
myAnalytics Credit (5424 Minutes)

myUsage myGroups myUsage

1 myControls Messaging
. Credit (5613 Messages)

myCatalog myControls Logout myCatalog

&, Password

myCatalog

SIGN UP

ORACLE
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Huge B2B Market Opportunity

= “With consumer revenues flattening, CSPs
are focusing on the enterprise segment
to accelerate their business &8 GaToMeeting

growth.” (Frost & Sullivan) _
Mobile, cak y players Diverse customer types,
expanding portfolio

(NaaS, Xaas, loT)

= B2B revenues growing 10-20% per year
(Charter Communications, Virgin Media
Business)

= Carrier Ethernet growth 13% CAGR, $48B
market by 2016 (Ovum)

= Cloud SMB growth 28% CAGR, $95B in
2015 (Parrallels)

® |[ncreased competition with cable
and mobile operators, OTT
players aggressively targeting
B2B segment

: ‘ CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 29



The business services landscape is complex & varied!

SOHO XJ [P0 (S5 [P
Enterprise
: s o7 iy Operating Challenges

Increasing breadth " Shrinking Margins
Different Customer Types g

of services = Multiple IT Silos (Consumer, Enterprise, Cloud)
I\ . ReadgTalk’ = Long Sales Cycles
® , ¢ D on amazon com = Long Lived Orders with ongoing updates
AA-~AA &8 GoToMeeting

= Complex Error Prone Delivery
Google
Blurring of

Customer Personas Competitive Pressures

I ACLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 30
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The Current Approach — Focus on the Front Office

- B
»
@ Customer Care & Order .. - D Sales Force Automation
“ Handling alzey-
. (o)
[ . | >/ |
o , ¢ Training & Collaboration =l Project Management
AA-~AA A

L Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |
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But the

= Business customers require custom, one off services

S/ AN
Delivery
®
Al

Support

ORACLE

back office is exposed!

Commonly Held Beliefs Unrecognized Impact
Sales must coordinate back office operations across
quote, order capture & delivery = | ost Sales Productivity
Existing approach to creating bids and pricing is = Uncompetitive & Unprofitable bids

reasonably effective
= Elevated Costs and process complexity

B2B Service Delivery is to complex to automate " Lengthy, manual, error prone

Ad-hoc order revisions can only be addressed delivery

through manual workarounds ®» |ncreased change cost & order fallout

Revenue can only be realized after order completion

= Revenue Loss
Billing and usage visibility is best provided through

the Call Center = High average call handling times

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 32



Fulfilling B2B Services is Inefficient and Costly

Customer
Requests
a custom
Proposal

Selling Experience Delivery Experience Support Experience

Disparate views of customer and billing information V) o Oul
results in long call handling times. AA > Ak

Sales Net Ops Finance

CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | Oracle Confidential — Internal
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Fulfilling B2B Services is Inefficient and Costly

. ® ®
Customer . l'l . l@l l@l
Requests A~ AR PYY Y
a custom
Proposal

Customer
Experience
Suffers

Selling Experience Delivery Experience Support Experience

y) ! Qul

V] z|l AA AA

Sales Net Ops Finance Support

ORACLE

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | Oracle Confidential — Internal

A

34



The real consequences are...

7 ~ N 7 ~ - 7’ ~
, Lost Sales Productivity v, High Cost of Delivery v, Revenue Loss & Poor
I ‘I I ‘I I Experience
| | |
I b o
. (0] Amount of time I 0) Percentage of I $ Lost revenue due
: 50 A) spent by sales reps : : 95 A Orders captured : : 4m to disputed
l following up on : | and fulfilled : ! ‘ payments and
: ongoing proposals | : E manually for : : incorrect billing
| for a Telco in Europe : | business clients : ! for an EMEA
[ I I
| : | : | —operator
I | |
| | | : | 42 Average time

l (0) ! mins

| 6500 Number of _ | 60 /0 Order fallout due | taken by call
l network design : | to B2B process & : : @ ;en':er.aﬁeantls3 to
: vy variations offered : product complexity 1 : eal wit
\ Iy Iy

“ customer requests

by a Telco in Asia

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | Oracle Confidential — Internal
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Solving the challenge — The Way Out!

Self service ordering by 7 - .

using a componentized Complete lifecycle

product design visibility for sales,
operations & customer
service

Complex Quote & )

Proposal generation with = _ Productized ort:!er

productized TSQ ) change & revision
management

Synchronized service
design across IT systems
for an optimized B
bill of materials

Up-sell & cross-sell

) Asset Based Ordering for

Optimized revenue Revenue recognition & Unified billing views
realization through ) analysis at any level of ) across sales, customer
multi-phased billing the corporate hierarchy service & self care

ORACLE
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The Old Way The New Way

* Network-centric service model * Cloud-centric service model

*  Multiple B2B segment silos * Standardized approach for all segments

*  One-off, customized products *  Products created through re-usable components
hard-coded for differentiation with flexible feature variations

«  Adhoc quote-to-cash processes * Managed quote-to-cash lifecycle

* Asset-based ordering for self-care and

* Limited B2B self-care ordering and MACD autormnation

automation of MACDs

. . * Holistic order status & billing views
*  Fragmented order status & billing views &

« Automation for NaaS and scale
*  Manual processes

*  Minimal revenue leakage with phased

° Highrevenue |eakage for billing and data synchronization

large, complex orders/services

I !‘ CI—G Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |



Oracle e2e Solution for Business Services
Flexible Front Office Deployment Options

Marketing

Product &
Pricing Central Order Management
Design

Unified
Fulfillment
Design

ORACLE

Unified Customer Experience

cPQ

Asset Based

Ordering Service Commerce

Customer Relationship Management

Service Order Management

Project Management

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |

Voted on by TM Forum CSP Members

| SOLUTION .
L LU EXCELLENCE
LTI AWARD

tmferum (\
excellenceawarc

S

Social

Billing & Revenue Management

Service & Resource Activation & Network Discovery & Network Intelligence
Inventory Network Control Reconciliation 9




Order and Revenue Lifecycle Management Solution
Process Enablers for Business Services

Concept to Launch

¢ Flexible, componentized
product model

¢ Unified service design
across network, IT
and partner services

¢ Decoupling of commercial
products from technical
implementation

¢ Flexible pricing/discounting
options for evolving XaaS
offers

fin

ORACLE’

Quote to Order

e Self-service ordering for Naa$
and XaaS$ bundles

® MACD asset-based ordering for
network, IT and partner bundles

¢ Integrated quote-to- ‘
order process with
complete SFA, CPQ
and order
management solution

® Flexible fulfillment modes for
more automated and accurate
bid feasibility, cost and delivery
time assessments  _ ufm

\V 4

Order to Activate

Revenue Management

& Customer Service

® Decomposition and orchestration
execution of large, complex

orders -
|
N
* In-flight change - -
management processing of revisions and
compensation plans ﬁ
¢ Advanced order *
management logic
including: future-dated and follow-on

orders; suspend, resume, cancellations
and rollbacks; fall-out management

® Workstreams and intelligent order entry
for enriching more complex order
requirements

® Project management coordination

® E2e order status visibility for complex
orders across all channels

¢ Real-time view of billing,
customer and collection @
information in CRM and
Service Cloud

® Complex account hierarchy billing and
settlements

® Reduced revenue leakage and billing

disputes with

® Data synchronization
between IT systems

® |ntegrated multi-phase
fulfillment

® G/L integration

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |




Key Solution Value — Rapid Assembly & Delivery of
Differentiated Services Using Componentized Product Design

SME Enterprise Wholesale Custom
Rapid Assembly & Delivery
of "Custom’ B2B services

* Dynamic Decomposition
& Orchestration PRODUCT COMPONENTIZATION ENABLES EFFICIENT DIFFERENTIATION ACROSS DIVERSE SEGMENTS

e Commercial Products
decoupled from technical

implementation CPE BANDWIDTH CoS
*Dedicated *10Mbps *Default

*Shared *100Mbps *3 level
*Redundant *4 |evel

Compute
Storage  Wind./Linux
* Auto-scaling

SLA
*Gold
*Premium

*5GB

*Elastic load
balancer

Standardized Product
Components

*Scalable

* Flexible Feature Variations

e Re-usable Fulfillment
Patterns

PRODUCT COMPENTIZATION DRIVES PROCESS SIMPLIFICATION AND OPTIMIZATION

. Revenue Management
Concept to Launch Lead to Order Order to Activate & Customer Service

I ACLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | o




Flexible Deployment Options

Modular Cloud Solutions, Complementary On-Premise Back Office Solution

ORACLE
COMMERCE

ORACLE ORACLE ORACLE

CONFIGURE, PRICE,
MARKETING SALES CLOUD AND QUOTE

CLOUD CLOUD

ORACLE

SOCIAL CLOUD

ORACLE
SERVICE CLOUD

CLOUD

* Digital Marketing * Sales * Online Channel * Personalized * Social Marketin :
* Dynamic Content Performance « Configuration & Support eCommerce « Social Lead & Smgle vendor
» Digital Body Mgmt guided-selling * Guided Self * Web Content Generation solution
Language * Mobile Analytics * Pricing & quoting Assistance Management * Social Monitoring -
« Campaign * Social « Frequently Ask * Faceted Search and Engagement opﬁmizes
Orchestration Collaboration Questions and Navigation
» Context Driven e2e processes
Knowledge

COMPLIMENTARY

Order & Service HIMEENCLECICEE  ON-PREMISE
Management Management SOLUTION

COMPONENTS

Siebel CRM

ORACLE

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 41




Charter Communications g Charter
IT Transformation Required to Capitalize on B2B Opportunity

« 4t |argest cable operator in US, B2B revenues growing 20% annually (58.5B opportunity)

* Key challenges
— Manual processes can’t scale to support growth

— Inflexible billing and provisioning systems can’t support . .
medium/large enterprise and wholesale requirements Total Charter Business Customers for Fiber and PRI by Year
— Limited self-care & bundling for enterprise services 6,000
— High OPEX and IT costs )y Fiber Data - Carrier sites
5,000
* Require next-gen IT architecture to modernize /
operations, deliver superior customer experience p 4000 /
* Leverage industry best practices with TM Forum E 3,000 ___ Fiber Data - Enterprise
Frameworx certified solution e Fiber Business Internet
© 2,00
1000 | == _PRITelephone
/
2009 2010 2011 w12

O CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |



Charter Communications — Pre-Integrated Platform Enables
Scalability and Carrier-Grade Service Delivery g Charter

* Live on Siebel, OSM, BRM for carrier fiber/call backhaul supporting 159 customers
* Phased implementation

— Few services at a time (Carrier fiber/cell backhaul = residential
multi-play provisioning = PRI, B2B voice)

— Roll-in additional components over time = Oracle Real-Time
Scheduler—-> UIM for = IPSA

tmiorum Frameworx

Flow-through processes between CRM, billing and order management
Standardized tools and processes across groups

Full order visibility for complex orders, more accurate commitments to customers

Data integrity reducing revenue leakage

NN

More cost-effective to introduce new products faster through re-use of existing fulfillment pate

CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |



Oracle Customer Successes
Optimized Quote-to-Order-to-Cash Processes for B2B

T’ﬁ“ * Flow-Through Processes Delivers Significant KPI Improvements for Carrier
Ethernet, IP VPN Services

‘/ * Integrated Platform and Productized Best Practices Enables Mobile Operator

voldgfone Launching B2B Fixed Services to Leapfrog Incumbents

naia

Colt * Componentized Approach for Network and IT Services Optimizes Quote-to-Cash
smarter/faster/furher - Processes and Efficiently Enables Custom Bundles

g Chart * Pre-Integrated CRM, Billing and Order Management Solution Enables Scalability
arter  ,nd carrier-Grade Service Delivery

~

~ W ¢ Self-Care Ordering Showing Commercial Impact for Real-time CoS and Bandwidth
BT‘ g g p

Service Updates for iVPN

L Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |







Service Provider
Data Center <--------------- »
Video & Surveillance Sites o=

Network Backbone

Wi-Fi Hotspot
Fiber Extension S

Are you a Network Provider?

Some indicators - IT (and the Enterprise Private Network)....

Support distributed assets across multiple locations/BUs/xLOBs

Support mobile workforce

Support high-speed connectivity, rich content, unified communications .
Support critical apps & services on the network ex VOIP, IP-VPNs, data centers...
Support diverse multi-vendor network technology and equipment

Support network policy and quality rules

Support orchestration for network configuration & service fulfillment

Support corporate business processes, ITIL requirements

Support growth & contraction with minimal manual intervention/ repetitive effort
Operate with high levels of reliability & scalability

CLE Copyright © 2014 Oracle and/or its affiliates. All rights reserved. |
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Networks critical to Business Success
Not just for Communication Service Providers

Utilities Public Sector Financial Services

@se | EBISON
- —_

CPFL Rayadah Investment Company

ENERGIA

ORACLE

onalll &l Lol écs pds



Utilities Landscape

Renewables exacerbate aging ,complex network challenges

e o aoiuricr

Technologies and Vendor Solutions
i

ol

"2 to 6

®7to10

10 or more

Too Many Intelligent Devices to Manage i

# of Comms. Networks at Utility corgganies™
Too Many Networks to Manace - NG

0% 20% 40% 60% 80% 100%

®Significant challenge  ®Moderate challenge  "Not a challenge

Top Communication Networks Concerns for Utilities

ORACLE

 Between 2011 and 2012, the profit pool in this
[conventional generation] segment fell by nearly
10%.,” reports Eurelectric, “from an aggregate
EBIT [earnings before interest and taxes] of €62
billion to €55 billion, and it may fall to less than
€50 billion in 2020.”

« Between 2010 and 2015 the International Energy
Agency estimates total EU energy demand is
expected to decline by 2 per cent compared
with a 10 per cent rise globally over the same

period.

* GTM Research

48
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Utilities Opportunity

Investments drive Profitability thru Efficiency & New Business Models

100%
90% |- *38% of utilities plan to spend $10
: More than $200 million to $50 million over the next
80% e . miflion flve years
70% Ao $100 million to _
60% $200 million *14% are planning $50 million to
$100 million
50% = #$50 million to
$100 million
40% *10% plan to spend $100 million to
30% | ~ ®$10 million to 200 million
739% o |3

20% e

see big scope for
improvement

in asset performance 10%
management.

ORACLE

Bl «Loss than s10 4% of utilities expect to spend
million more than $200 million

0% *

Today 2012-2016

* GTM Research



Banking & Financial Services Landscape
Improving economy only adds to ClO’s challenges

Business volumes improved during the three months to June 2014

June 13 Sep 13 Dec 13 Mar 14 June 14

ORACLE

37%

of financial services firms are concerned

that adequacy of systems capacity could
constrain business.

50%

of ClOs say business users pull in
technology without consideration for
IT standards & architecture «

* Price Waterhouse Coopers
# CIO Insight

Copyright © 2014 Oracle and/or its affiliates. All rights reserved. | 50



Banking & Financial Services Opportunity
Balancing innovation investments, providing customer value, placating regulators

As the recovery beds down, priorities are shifting.
*Overall IT Spend in financial services will exceed

EE $43O Billion in 2014 and will exceed

$0.5 Trillion by 2020;

Financial Services

*Core transformation projects will create opportunities
of financial services firms are investing for banks to Out_innovate their peers
to increase efficiency/speed, and
*Modernization and improvement initiatives will
succeed as they leverage the trio of technology,

of financial services firms have people, and processes , as they elevate the
said that they would invest to . . .
acquire new customers, importance of the IT Organization.

* Price Waterhouse Coopers

# CIO Insight
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Service Provider

~ DataCenter <---r--o-oonooe q Network Backbone ,
Video & Surveillance Sites = =

Wi-Fi Hotspot o =
Fiber Extension S e
O = '

Networks Matters, Quite a Bit! T T B

O ClOs Need Better Tools to Meet Expectations
O What’s Needed to Achieve
Operational Excellence

of outages through 2015 impacting mission

critical services will be caused by people and  Better measurement and analysis tools: 4o¥ ['Lq
process issues. A

A I Tools to detect cross-domain IT conflguratlon ’
n n U a issues: 22%

revenue |oss -
due to network outages Tools to enforce IT best practices: 19% T
and degradation CIO INSIGHT
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Service Provider

Data Center <--------------- 5

Video & Surveillance Sites 1;.: Network Backbone @)
Wi-Fi Hotspot o A
Fiber Extension 'y gz >
o ' i
Could you share what you do today? R TR

* Assets &
Configuration

Measure

e Utilization &
& Address

Capacity
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* Network , Traffic &
Services
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In Reality, You Are Constrained By Multiple
Operational Factors ...

T A%B Resulting in...
Visibility

9 Each network 9
change becomes
Inaccurate Lack of a lengthy, costly

Network :
L Tools and risky
process

ORACI_E Copyright © 2014 Oracle and/or its affiliates. All rights reserved

Over-build

Over- Spend

Heightened

Risk of
Outages




This Increases your Network Costs and Risk

TCO Over_
5years = Initial CAPEX + OPEX

oy <y 20-40.

Over-build

1 5 18(y Of T1 leased lines are billed but
Over- Spend Leased % 0 unrecognized and unproductive
apacity costs

of revenue

» Average large enterprise experiences
Heightened @ SGM 87 hrs of network downtime a year.
Risk of m 460/ » The cost of downtime is from $1 million
v * to $6 million per hour for online

brokerage firm

200%

Outages Of enterprises take a reactive
approach to network problem

solving
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Changing The Network Is A Lengthy, Costly and Risky Process

® Integrating newly
[ 11-] acquired properties

S

0 0 O 9 Comms
.IBCK ll.CFoTeam@ Team

* Labour intensive
review of locations

« Manual, time EBUlld

consuming connectivity e Desi .
. gn changes
design | engthy, iterative drive increased Configur

to determi costs
rglc\:/less O determine « Incorrect network e &

configuration result in - Configuration errors Manage
rework and retest during complex multi-
* Equipment not vendor network
tracked in Asse’ provisioning  * No predictive visibility of
Management | network usage / trends

B .@D

« Difficult to identify outage
root cause and re-route
impacted traffic
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Key Solution Requirements to Enable a New Approach

Data Analytics
Accuracy Tools
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Oracle Communications Solutions for
Enterprise Private Network

A pre-integrated solution that provides:
* Network data accuracy

* End-to-end visibility of network
configuration

* ‘Just in Time’ network plan and build

> 4

* Integration with ERP for full network asset
lifecycle management
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* Predictive capacity management

* Automating network configuration and
maintenance

Accuracy




Our Experience Shows...

Determining the right fit Establishing project phases

migration strategy for the SO ELREAAT O ESeIEs,

C allowing BAU whilst A B
organisation is 2 .
meeting business
fundamental

objectives

Critical

Success
Factors

Defining procedures to Simplification and
maintain data quality post rationalisation of
go live to facilitate configurations will have
smoother evolution TCO reductions across the

« Simplification is key to realising benefits.
* We must tailor the language we speak to
suit the industry that we are targeting.
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Our Solution — Customer Highlights

Financial Services

Utilities

Public Sector

LiAS HARRIS
Created a new Telco Increased network

—=7 business unit to IPC visibility and utilization.
The US Army is facing the same C;ﬂﬁ,’;. generate new revenue —_—
pressures as commercial from enterprise Implemented an
telecommunication service services and other integrated provisioning
providers to efficiently and cost- CSPs solqtlon to_ grow the .
effectively manage increasingly EDISON business line over 50%

complex communication
networks

ORACLE

» Managing their

backbone network to
support utilities
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annually and take
market share from its
key competitors

.
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