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ORACLE’S INDUSTRY TRANSITION REACHES MATURITY

Continued focus on the Services, Transportation,
and Construction markets yield impressive results

Introduction

Oracle held its fifteenth annual OpenWorld conference at the Moscone Center in San Francisco, the week
of September 21-26, 2008. With a record turnout the company continues its progress toward becoming
the industry leading business solution provider. SPI Research went to OpenWorld to analyze how the
vendor was succeeding with its business solution strategy in vertical markets, in particular the Services
market, which is part of the vendor’s Service, Transportation and Construction (STC) Industry Business
Unit. SPI Research came away impressed, but realizes Oracle still has a way to go.

The Industry Business Unit — ajourney in progress

Approximately five years ago Oracle’s Industry Business Unit (IBU) was created to more efficiently and
effectively define, develop, sell, and support business solutions to meet industry-specific functionality.
Oracle now counts over 19 major industry groups that it supports.

The IBU has increased its size and scope over the past several years as the company has moved from a
horizontal focus, which it initially built to support database, middleware, and financial applications
development, to that of an industry-focused organization supporting business applications. SPI Research
notes that Oracle’s strategy is currently opposite of SAP’s, as SAP is now more focused horizontally.

The IBU helps align Oracle’s research, marketing, sales and development to provide customers with
solutions that meet their specific industry needs. The company has also announced several global
industry business units over the past three years, which support specific acquisitions the company has
made, such as Retek in Retail, Portal for Communications, and SPL for Utilities.

In conjunction with the IBU, the vendor has also created industry-focused customer groups that can
proactively and productively influence Oracle’s application development roadmap. These customer
groups also exchange ideas with each other that result in efficiencies for their own organizations.

The STC Market Demands Greater Integration

Given current financial market uncertainties a greater number of industry executives now demand
increased transparency of their internal transactions. Most of these executives agree that over the next
several years their needs for enterprise reporting will only increase in order to calm the nerves of both
shareholders and regulators. This impetus has created more of the need for greater integration across the
applications. Many have recently mandated their companies significantly reduce the number of enterprise
applications used. This situation bodes well for Oracle.
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Many organizations in the Services sector are now utilizing financial concepts such as earned value
management (EVM) to report project status and demonstrate value to their client base. As services begin
to propagate across all vertical markets, greater visibility, transparency and control will become
paramount.

Surrounding Business Solutions at Both Ends

Through a combination of Oracle’s development, acquisition, and partner initiatives within its business
applications organization, the company is rapidly creating solutions that manage the entire value chain,
regardless of whether it is manufacturing or services. This movement begins with integrated client
relationship management (CRM), which is critical to providing the visibility necessary to initiate every
aspect of the organization — from development through manufacturing, sales, services delivery and
analysis. Oracle’s acquisition of Hyperion, more than a year ago, has also created greater analytical
insight into business operations across the vertical markets — especially in their use of executive
dashboards, which provide executives with the enterprise visibility required to run their organizations
efficiently. While dashboards have been around for over five years, very few executives would disagree
that dashboards are becoming a mission-critical application for them to efficiently manage and control
their business.

The Creation of a Seamless Application Infrastructure

Oracle continues to acquire best-of-breed business solutions to support the key operational functions in a
variety of industries. In the professional services sector the vendor now owns leading business solutions
PeopleSoft HRMS, Siebel CRM, and Hyperion Enterprise Performance Management (EPM). With over a
year of these applications under their belt, the vendor has worked diligently to create the integration
necessary for their customers to maximize productivity and share information.

Oracle’s advances in their Fusion middleware strategy coupled with the continuing evolution of Fusion
applications have created a road map for companies in all markets to follow. SPI Research expects that
many of Oracle’s customers will not transition to Fusion applications for several years. However, those
organizations still utilizing PeopleSoft enterprise, Oracle EBS, or J.D. Edwards, will still reap the benefits
of Fusion development.

Building out Business Flows

One area that signifies Oracle’s commitment to industries is in its development of business flows across
every industry it serves. These pre-packaged flows span Oracle applications and help organizations more
efficiently manage and control work during each phase. Oracle has developed business flows in virtually
every significant business process, and currently offers several hundred for organizations to implement.
The emphasis on business flows is extremely important for the Oracle customer base, as the vendor has
built integration into other financial solutions, namely SAP, as it surrounds SAP Financials with Oracle
applications. While SP1 Research does not believe these customers will abandon their SAP financial
solution, it does expect Oracle to become the market leader in business applications integrated with SAP.

Oracle Going Forward

Large solution providers such as Oracle do not necessarily move fast, but do move hard. The company
has created extensive industry applications and will only continue to increase its integration and footprint
over the coming years, as it increases its portfolio of applications. The vendor is also taking a more active

www.SPlIresearch.com Page?




SP| Research Note 2008 Oracle OpenWorld September 2008

approach to its partner base with a greater organizational emphasis on building industry-specific
functionality to meet the needs of the users. SPI Research expects that the commitment to Fusion over
the next year will yield significant results for the company.

Given Oracle’s appetite for acquiring business solution providers, SPI Research will specifically monitor
the vendor’s success in integrating its disparate business solutions portfolio, as well as increasing the
number of Fusion applications available for services-driven organizations. SPI Research expects the
vendor to make a few mistakes along the way, but the overall prognosis is excellent.

One area where SP1 Research will specifically focus on over the next twelve months is Oracle’s foray into
the mid-market. In both the services and construction verticals, mid-market is where the action is.
Oracle’s Insight program, which provides consultative resources to specific industries and is part of the
IBU, will no doubt play a critical role in Oracle’s ongoing success. SPI Research expects next year’s
OpenWorld to be an even greater extravaganza, as the vendor improves its messaging and commitment
vertically.
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