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Disclaimer

This presentation includes forward-looking statements based on the beliefs of Software AG management. Such 

statements reflect current views of Software AG with respect to future events and results and are subject to risks 

and uncertainties. Actual results may vary materially from those projected here, due to factors including changes in 

general economic and business conditions, changes in currency exchange, the introduction of competing products, 

lack of market acceptance of new products, services or technologies and changes in business strategy. Software AG 

does not intend or assume any obligation to update these forward-looking statements.

This presentation constitutes neither an offer nor recommendation to subscribe or buy in any other way securities of 

Software AG or any of the companies that are members of the Group at present or in the future, nor does it form part 

of such an offer and it should not be understood as such. This presentation does not constitute an offer or sale of 

securities in the United States of America. Securities may not be offered or sold in the United States of America 

without registration or exemption from registration in accordance with the U.S. Securities‘ Act of 1933 in its currently 

valid form.
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FULFILLING THE 
MARKET POTENTIAL 

OF OUR 

HIGH-GROWTH 
PRODUCTS
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Go-to-market execution dashboard
Increasing impact from our transformed sales organisation
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Q1 Q2 Q3 Q4

Increase in Digital Business Conversion 
2020
2021

239 312

New Logo growth

2020 2021

Even more Subscription & SaaS in R4Q mix

Feb 21

Feb 22

Improving linearity

Subscription SaaS Perpetual

improvement in        
in-quarter linearity5ppt
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The anatomy of a perfect win
A view of what we can we can achieve when all our sales levers work in harmony

© 2022 Software AG. All rights reserved. 5

+

LONGSTANDING ON-PREMISE 
CUSTOMER

2 decades of Enterprise 
Application and B2B integration 

needs

NEW CLOUD STRATEGY 
INTRODUCED

Brought in to enable Digital 
Transformation

NEW SUBSCRIPTION 
AGREEMENT IN PLACE

To bring a fully hybrid 
architecture to life

OPTIMIZING AND FUTURE 
PROOFING

Improving the existing landscape 
and enabling future innovation
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DEMAND & 
EXECUTION

CLEAR SALES & GTM PRIORITIES

CUSTOMER 
ADOPTION

SALES RESOURCING 
MODEL
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Opportunity for cross and upselling

Our end-to-end sales process is driving growth

Process being built around lifecycle 
phases

Covered by differentiated roles

Structural handover points identified

Handover points are cross and upsell 
moments

Basis for our programmatic customer 
journeys

Adopt

V
al

u
e

O
n

b
oard

Evaluate

Customer 
Lifecycle 
Roadmap

CSMs
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€6.6 bn

€2.7 bn €4.4 bn

€2.2 bn

SAM of ~€28bn

TAM of ~€61bn

17% CAGR

16% CAGR

Dedicated teams to help us reach further into our TAM

Core activities: New TAM customers

M&A will focus on targets with complementary 
sales and GTM priorities / customer-bases

Core activities: Mid-market customers

26 new mid-market-focused new business 
hunters

Scaling through partners

Core activities: Enterprise customers

CSM Organisation & Specialization

CAM of~€16bn 14% CAGR
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AEs 

Renewals

CSM

Partner sales + 
partners

AEs

AEs

CSM 

Partner sales + 
partners

Digital Sales

Io
T

B
T H
I

Io
T

B
T H
I

Digital Sales

Expand

Land

Pre-Helix Today

Target

Aligning our sales teams with our opportunity

2023+

2018 2019 2020 2021

Growth ARR accelerated 21% YoY in 2021

Growth product* ARR CAGR: 19%

Core product ARR CAGR: 9%

+21% in 
growth 
cohort

* Growth products are defined as IoT & Analytics, iPaaS, API Management and ARIS portfolios

Focusing on growth products and enabling the shift from farming to hunting in our sales force
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Becoming an increasingly digital-first demand engine
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Marketing resource lift-and-shift: 
25%

Reallocated spend leading to a 50% 
increase in activities for buyers in-
market

Scaling awareness campaigns 
in Tier 1 markets in 2022

Digital account-based marketing

Spotlight: North America Awareness 
Campaign results

500 high-quality accounts

90%+ engagement

Conversion to qualified 
opportunities 2x higher than 
traditional methods

ACTION LEVERS
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Boosting demand with our Partner ecosystem 

Increasing demand by scaling the partner route to market

OEMs and ISVs offer us a lower cost of selling

Key partner metrics in 2021

Cloud co-sell 
bookings

Deals registered by 
partners

Incremental Digital 
Business bookings

5x 
growth on 

2020

>400

11%
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Repeatable sales plays making us more effective 
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Head of Customer 
Experience

Head of 
Supply Chain

Head of 
Aftermarket Sales 

& Services

Head of Product 
Management

Head of 
Operational 
Excellence

Head of Process 
Management

“Integrate 
Anything”

111 deals

“Smart 
Equipment”

23 deals

“Process Mining”

40 deals

“Smarter products, 
faster value”

“Integrate 
anything easily”

“Passion for 
process”
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New Business 
Adding new logos at an increasing pace and expanding them effectively over time

© 2022 Software AG. All rights reserved. 13

ARIS land-and-expand path (ARR)IoT & Analytics land-and-expand path (ARR)webMethods land-and-expand path (ARR)

Large US multinational Biotech business

2019 2021

Nordic multinational telecoms company German multinational Chemicals business

2017 2021

Six-digit ARR expansion 
journey over 2 years during 
Helix

High six-digit expansion 
journey accelerated due to 
Helix

2019 2021

Six-digit expansion journey 
over 2 years during Helix
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Migrations
~80% of our Digital Business maintenance baseline still to be migrated to subscription at a multiplier >1.4x
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+

LEADING FRENCH RETAILER 
MOVING TO HYBRID

Wanted a total architecture 
flexibility & agility

3-YEAR MIGRATION DEAL WITH 
MULTIPLIER OF >1.9x

WebMethods Hybrid 

ARIS Cloud

FULL AE TO CSM HANDOVER

New success plan tracked by 
Software AG CSM

DRIVING ADOPTION & VALUE

Continuing the success journey     
in future years
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Enabling a more productive sales force
Investments enabling new business expansion
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* Customer Success Managers focus on customer adoption and customer experience 

RESOURCE ALLOCATION

15%

AE capacity freed up to hunt new 
business

Building more 
productive 

teams

HIGHER AE ATTAINMENT

19%

Increase in # of tenured reps** >75% of quota

CUSTOMER SUCCESS 
MANAGERS (CSM)*

44 FTE

Up from 0 pre-Helix

Freeing up 
capacity to drive 

New Business

** Reps with >1 year’s service
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NRR >100% and already above our original assumption
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ONBOARDING VALUE

In-app 
guidance

Key activities highlighted

Kickoff call

ADOPTION

Go-live 
review

Value 
validation

Executive 
business 
reviews

Success plan 
review & 
update 

(Expand)

Success 
planning

CSM engagement driving further improvement in NRR and accelerating Digital Business ARR
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Professional Services driving adoption more efficiently 
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Accelerate advisory to drive adoption and expansion of Software 
AG products

Certify and train implementation partners to ensure continued 
high customer satisfaction of outsources services

Increasingly leverage partners for implementation support and
managed services
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Making our impact with renewals
Engaging to add value and drive upside at the moment of subscription renewal 
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EXISTING ARIS FOOTPRINT 
ALREADY IN PLACE

ARIS Process Management 
serving 40 markets with 15,000 
processes under management

CLEAR TRANSFORMATION 
IMPERATIVE

New digital services coming 
online with flattening org 

structure and new sales models

NEW PRODUCT VISION FOR THE 
CUSTOMER

ARIS as central to overall change 
and mapped to future goals

SUBSTANTIAL 3-YEAR RENEWAL 
DELIVERED 

Process Mining added to increase 
value and enable strategy 

acceleration

+
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Sales execution improving consistently with 
continued improvements enabling more 
upside

Sharpening coverage through growth market 
focus and growth product specialization  

Building demand more effectively with 
efficient, repeatable, digital methods

Investing in customer success and adoption

Delivering increasing market impact to drive 
growth 

Adopt

V
al

u
e

O
n

b
oard

Evaluate

Customer 
Lifecycle 
Roadmap

CSMs

Summary and key takeaways
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