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2 Revenue Sources for New ISG A Products - World Wide 
3 
4 
5 ($000) Projected Total 
6 1999 2000 2001 2002 2003 2004 2005 1999-200 
7 
8 Americas 
9 New licenses rate 3.00 1.50 1.30 1.10 1.00 0.90 

10 revenue 5000 15000 22500 29250 32175 32175 28958 165058 
11 Prof services revenue 1000 3000 4500 5850 6435 6435 5792 33012 
12 Upgrade revenue 1000 3900 8010 13059 18188 22804 26315 93277 
13 Maintenance revenue 1000 3900 8010 13059 18188 22804 26315 9327? 
14 Total 8000 25800 43020 61218 74986 84219 87380 38462/5 
15 384623-
16 Maintenance calculation 
17 Previous year maintenance 1000 3900 8010 13059 18188 22804 
18 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
19 Erosion Loss 100 390 801 1306 1819 2280 
20 Remaining maintenance 900 3510 7209 11753 16369 20524 60265 
21 New licenses 5000 15000 22500 29250 32175 32175 28958 
22 Maint/license price ratio 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
23 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 1.0 
24 New licenses-maintenance 1000 3000 4500 5850 6435 6435 5792 33012 
25 Maintenance revenue 1000 3900 8010 13059 18188 22804 26315 93277 
26 93277 
27 International 
28 New licenses rate 3.00 1.50 1.30 1.10 1.00 0.90 
29 revenue 2000 6000 9000 11700 12870 12870 11583 66023 
30 Prof services revenue 400 1200 1800 2340 2574 2574 2317 13205 
31 Upgrade revenue 400 1560 3204 5224 7275 9122 10526 37311 
32 Maintenance revenue 400 1560 3204 5224 7275 9122 10526 37311 
33 Total 3200 10320 17208 24487 29994 33687 34952 153849 
34 153849 
35 Maintenance calculation 
36 Previous year maintenance 400 1560 3204 5224 7275 9122 
37 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
38 Erosion Loss 40 156 320 522 728 912 
39 Remaining maintenance 360 1404 2884 4701 6548 8210 24106 
40 New licenses 2000 6000 9000 11700 12870 12870 11583 
41 Maint/license price ratio 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
42 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 1.0 
43 New licenses-maintenance 400 1200 1800 2340 2574 2574 2317 13205 
44 Maintenance revenue 400 1560 3204 5224 7275 9122 10526 37311 
45 37311 
46 
47 
48 
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51 Costs for New ISG A Products - World Wide 
52 
53 
54 ($000) Projected Total 
55 1999 2000 2001 2002 2003 2004 2005 1999-200 
56 
57 Americas 
58 Revenues 8000 25800 43020 61218 74986 84219 87380 384623 
59 
60 Cost of revenues rate 0.10 0.10 0.10 0.10 0.10 0.10 0.10 
61 cost 800 2580 4302 6122 7499 8422 8738 38462 
62 Marketing and sales rate 0.45 0.40 0.35 0.30 0.30 0.30 0.30 
63 cost 3600 10320 15057 18365 22496 25266 26214 121318 
64 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
65 cost 1200 3870 6453 9183 11248 12633 13107 57693 
66 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
67 cost 1200 3870 6453 9183 11248 12633 13107 57693 
68 Total Costs- Americas 6800 20640 32265 42853 52490 58953 61166 275167 
69 Cost/revenue ratio 0.85 0.8 0.75 0.7 0.7 0.70 0.70 0.72 
70 
71 International 
72 Revenues 3200 10320 17208 24487 29994 33687 34952 153849 
73 
74 Cost of revenues rate 0.10 0.10 0.10 0.10 0.10 0.10 0.10 
75 cost 320 1032 1721 2449 2999 3369 3495 15385 
76 Marketing and sales rate 0.45 0.40 0.35 0.30 0.30 0.30 0.30 
77 cost 1440 4128 6023 7346 8998 10106 10486 48527 
78 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
79 cost 480 1548 2581 3673 4499 5053 5243 23077 
80 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
81 cost 480 1548 2581 3673 4499 5053 5243 23077 
82 Total Costs - International 2720 8256 12906 17141 20996 23581 24466 110067 
83 110067 
84 Cost/revenue ratio 0.85 0.80 0.75 0.70 0.70 0.70 0.70 0.72 
85 
86 
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101 Net Present Value for New ISG A Products - World Wide 
102 
103 Projected Total 
104 ($000) 1999 2000 2001 2002 2003 2004 2005 1999-200 
105 
106 Americas 
107 Revenues 8000 25800 43020 61218 74986 84219 87380 384623 
108 Operating Income rate 0.15 0.20 0.25 0.30 0.30 0.30 0.30 
109 Operating Income pretax 1200 5160 10755 18365 22496 25266 26214 109456 
110 Tax Rate 0.384 0.384 0.384 0.384 0.384 0.384 0.384 
111 Taxes 461 1981 4130 7052 8638 9702 10066 42031 
112 Operating Income aftertax 739.2 3179 6625 11313 13857 15564 16148 67425 
113 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
114 Net Present Value 710 2816 5406 8507 9603 9945 9511 46499 
115 
116 International 
117 Revenues 3200 10320 17208 24487 29994 33687 34952 153849 
118 Operating Income rate 0.05 0.10 0.15 0.20 0.20 0.20 0.20 
119 Operating Income pre tax 160 1032 2581 4897 5999 6737 6990 28397 
120 Tax Rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
121 Taxes 32 206 516 979 1200 1347 1398 5679 
122 Operating Income aftertax 128 826 2065 3918 4799 5390 5592 22718 
123 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
124 Net Present Value 123 731 1685 2946 3326 3444 3294 15550 
125 
126 World Wide 
127 Revenues 11200 36120 60228 85705 104981 117906 122332 538472 
128 Operating Income pre tax 1360 6192 13336 23263 28495 32003 33204 137853 
129 Operating Income aftertax 867 4004 8690 15231 18657 20954 21740 90143 
130 Net Present Value 833 3548 7091 11454 12929 13389 12805 62049 
131 
132 
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Revenue Sources for New A Products - World Wide 

Prof services rate .7-0 10 9T5" ,1^ o&-
xe 9(c«-Sll 7500 13125 19688 26578 31894 35083 31575 

2000 6525 12960 21232 30591 40162 47512 
14 
15 
76 
I7 

J 
19 
20 
21 
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24 
25 
26 
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28 
29 
30 
31 
32 
33 
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40 
41 
42 
43 
44 
45 
46 
47 
48 
49 

Total 

\ Maintei 
S3DT 

24500 45900 72023 100967 126272 145411 142237 

Maintenance calculation 
Previous year maintenance 2000 6525 12960 21232 30591 40162 
Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
Erosion Loss 200 653 1296 2123 3059 4016 

maining maintenance 1800 5873 11664 19109 27532 36145 
New licenses 26250 39375 53156 63788 70166 63150 

icense price ratio -ert© -Srte-
Initial conversion rate -UO 1.0 1.0 1.0 1.0 1.0 1.0 
New licenses-maintenanc anceyi 

%Zl 

10** 4725 7088 9568 11482 12630 11367 
Maintenance revenue (t»o2009-• 6525 12960 21232 30591 40162 47512 

International 
New licenses rate 2.25 2.00 1.75 1.50 1.25 1.10 

6000 13500 27000 47250 70875 88594 97453 
Prof services rate 0.50 0.50 0.50 0.50 0.50 0.50 

revenue 3000 6750 13500 23625 35438 44297 48727 
Maintenance revenue 750 3105 7655 15394 26612 39898 53450 
Total 9750 23355 48155 86269 132925 172788 199629 

Maintenance calculation 
Previous year maintenance 750 3105 7655 15394 26612 39898 
Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
Erosion Loss 75 311 765 1539 2661 3990 
Remaining maintenance 675 2795 6889 13855 23951 35908 
New licenses 13500 27000 47250 70875 88594 97453 
Maint/license price ratio 0.18 0.18 0.18 0.18 0.18 0.18 
Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 
New licenses-maintenance 2430 4860 8505 12758 15947 17542 
Maintenance revenue 750 3105 7655 15394 26612 39898 53450 
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Description of product. its principal functions and its platlcwmS foi operation GEN I HAN l.l 'X 
-.'• 'u'.j be a oroJuct that includes a restricted •* e .-ersron 01 RcinotcVX rtfc with OH .IRAN S< <. • 

to cm end trie EX.' Messaging. capabiliti,» ••-'il '  1 emote nv Nteni> management PiWvipal functions 
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and Europe initially, followed by A ;ti 1 i  atm Amoi k a Bi ia ler trarkctts could 4<> 

•arc.e corporations with t variety :>fcomputing nla?!<>nn> an-' business appi ••'•tiers that >;••• 
any uidustiv includ;rut uovernrnent, f.utnpeum-n to GEM RAN EDX wt old be compar 
as Harbinaci, I Si Software and NEON The w.e >t the North American traditional 1 >i 

will grow from S2 7PAI in tV91 to M in 2ttor iDat.nquext ( A(»R of co z) wtin 
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application integration marke is expected to grow trout S »< • >M isCO to $J c-B e 
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SC'l projection on .nttia: acceptm ve 1 • 1 e o! maintenance >n both new licenses and or 
upgrades'add-ons SCI projection on. maintenance erosupri TjrteSj after first year. Is there any 
' free" maintenance pet. bd if so how long Initial vpi.vwt- 1 ite o' niunitenar.ee would be 

IC.v.j w nh nenjunihe eiosion after die < st veai There is no "'tree" n enance period 

SCI's view on marketable pi duct ?e 1 terms of new censes and continued support t 
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delivery of the fully integrated release within the inmtu period 
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IP DitTerences let wen the Americas' market and project.on? met International markets and 
projections f or International markets the f\ 99 estimated levenue ttonv new customei 
licenses and upgrades/add-ons a<11 be . ppro- irv.tely S4M Ar.ws to items 6, 1 and 8 
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SCI holding a 2!% (D.ua^uest market share outs- ie North America in 1997 The answer 
to item 4 would a so be tire same, but iht intoi national • • st pi ice is •> uplifted from the 
Americas' list price on a per-unit basis Revenue growth ate tor Inter rational markets would 

be 80% CAGR 

11 BGA1 projections Nl/A 
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GENTRAN:EDX 
1. Description of product, its principal functions, and its platforms for 

operation: GENTRAN.EDX would be a product that includes a restricted-use 
version of RemoteWare with GENTRAN:Server to extend the EC messaging 
capabilities with remote systems management. Principal functions would 
include security and manageability for remote connections and scheduled 
remote communications with commerce partners. Platforms would include 
NT, UNIX, AS/400, and mainframe (S/390). 

2. Major markets, competition, and prospective SCI market share: Major 
markets would include traditional EDI and enterprise application integration. 
Geographically, markets would include U.S. and Europe initially, followed by 
Asia and Latin America. Broader markets could also include large 
corporations with a variety of computing platforms and business applications 
that span most any industry including government. Competition to 
GENTRAN:EDX would be companies such as Harbinger, TSI Software, and 
NEON. The size of the North American traditional EDI market will grow from 
$270M in 1997 to $560M in 2001 (Dataquest CAGR of 20%) with SCI holding 
a 35% (Dataquest) market share in North America in 1997. The size of the 
worldwide enterprise application integration market is expected to grow from 
$300M in 1998 to $2.5B in 2001 (META Group) with SCI holding an estimated 
3% worldwide market share in 1998. 

3. Estimate of when initial product or offering will be released and when 
full product or offering will be available: The initial release of 
GENTRAN:EDX will be the 2nd quarter of FY99. The fully integrated release 
is planned for 1st quarter of FY02. 

4. Pricing plans for new licenses, upgrades/add-ons, maintenance, and 
services: Pricing for new licenses and upgrades/add-ons will vary by 
platform. Maintenance will be 20% of the list price annually. Services will be 
approximately equal to 20% of the list price. 

5. SCI estimates of initial year new customers and revenues from new 
licenses: For FY99, estimated revenue from new customer licenses and 
upgrades/add-ons will be approximately $11M in the Americas. Revenue 
growth for America's market will be 40% CAGR. 

6. SCI projection of ratio between upgrades/add-ons and installed base: 
Estimated ratio would be 20%. 

7. SCI projection of ratio of services revenue to new licenses revenue: 
Estimated ratio would be 20%. 

8. SCI projection on initial acceptance rate of maintenance on both new 
licenses and on upgrades/add-ons: SCI projection on maintenance 
erosion rates after first year; is there any "free" maintenance period, if 
so, how long: Initial acceptance rate of maintenance would be 100% with 
negligible erosion after the first year. There is no "free" maintenance period. 

<3> 
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9. SCI's view on marketable product life in terms of new licenses and 
continued support of customers; Marketable life for new customers and 
support is at least seven years based on delivery of the fully integrated 
release within the planning period. 

10. Differences between the Americas' market and projections and 
International markets and projections: For International markets, the FY99 
estimated revenue from new customer licenses and upgrades/add-ons will be 
approximately $4M. Answers to items 6, 7, and 8 would be the same. The 
answer to item 2 would be the same markets, but the traditional EDI market 
will grow from $150M in 1997 to $350M in 2001 (Dataquest CAGR of 18%) 
with SCI holding a 21% (Dataquest) market share outside North America in 
1997. The answer to item 4 would also be the same, but the international list 
price is 25% uplifted from the Americas' list price on a per unit basis. 
Revenue growth rate for International markets would be 80% CAGR. 

11. BGAI projections; N/A 
12. Source: Chuck Armstrong 
13. Expected costs for Americas: Cost of goods 1%; Marketing, sales, and 

support 53%; Research and development 14%, and general and 
administrative 4%. 

14. Expected costs for International: Cost of goods 1%; Marketing, sales, and 
support 63%; Research and development 14%, and general and 
administrative 5%. 

Sterling Commerce Confidential 
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XcelleNet Acquisition 

New Solution and Business Opportunities Profile: 
• GENTRAN: Express: integrating and reselling a restricted-use Remoteware product to / 

GENTRAN customers to extend their EC Messaging capabilities 
• GENTRAN:EDX: delivering a highly-differentiated, message management capability to an 1 

enterprise including GENTRAN:Server, Web Suite, CONNECT:Direct and Remoteware 
• GENTRAN:Catalog Enabler: allows PC-based (Windows and Windows NT) suppliers to J 

update procurement and other catalogs via Remoteware. 

Market 
• U.S. and Europe primarily, though Asia and Latin America will continue to develop 
• Market leaders, i.e. large corporations that use a variety of computer platforms and business 

applications 
• Any industry, including government 

Customer Application Example 
• Both SCI and XcelleNet have been successful at assisting retailers in addressing their EC, 

communications, and EDI needs, enabling them to achieve significant improvements in their 
supply chains. One of the anticipated advantages of the pairing of the SCI and XcelleNet 
solutions is the ability to expand and enrich those solutions further. 

• Many retailers use XcelleNet for conveniently and cost-effectively remotely managing in-
store systems and exchanging business information. As part of an SCI solution, a store's 
point-of-sale information can be sent directly to an SCI EC Messaging Server. Then, the 
information can be translated to the appropriate formats for distribution to a company's 
business systems, forecasting systems, and suppliers worldwide. The flexibility and 
simplicity of the combined SCI and XcelleNet solutions can help companies improve 
business performance via electronic business processes. 

• SCI customers can expect that this distinctive combination of products and services will 
enable them to meet their business needs quickly and effectively by leveraging the combined 
merit of SCI and XcelleNet solutions. 

Product Requirements 
GENTRAN and Remoteware software components would be required. The initial integration 
would be via current interfaces. However, subsequent releases would include value-added 
integration such as visibility to status information from Remoteware in GENTRAN. 

GENTRAN Product Farpjlir^ 
• GENTRAN:Server for Windows NT 
• GENTRAN: Server for UNIX, integrated with Remoteware on a Windows NT server 
• GENTRAN: Server for AS400, integrated with Remoteware on a Windows NT server 
• GENTRAN Mainframe Product Family, integrated with Remoteware on a Windows NT 

server 
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2 Revenue Sources for New ISG B Products - World Wid 
3 
4 
5 ($000) Projected 
6 1999 2000 2001 2002 2003 2004 2005 1999-2005 
7 
8 Americas 
9 New licenses rate 2.00 2.00 1.50 1.25 1.00 

10 revenue 4000 8000 16000 24000 30000 30000 112000 
11 Prof services rate 0.8 0.8 0.8 0.8 0.8 0.8 
12 revenue 3200 6400 12800 19200 24000 24000 89600 
13 Maintenance revenue 800 2320 5288 9559 14603 19143 51713 
14 Total 8000 16720 34088 52759 68603 73143 253313 
15 253313 
16 Maintenance calculation 
17 Previous year maintenance 800 2320 5288 9559 14603 
18 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
19 Erosion Loss 80 232 529 956 1460 
20 Remaining maintenance 720 2088 4759 8603 13143 29313 
21 New licenses 4000 8000 16000 24000 30000 30000 
22 Maint/license price ratio 0.2 0.2 0.2 0.2 0.2 0.2 
23 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 
24 New licenses-maintenance 800 1600 3200 4800 6000 6000 22400 
25 Maintenance revenue 800 2320 5288 9559 14603 19143 51713 
26 51713 
27 International 
28 New licenses rate 2.00 2.00 1.75 1.50 1.25 
29 revenue 1600 3200 6400 11200 16800 21000 60200 
30 Prof services rate 0.80 0.80 0.80 0.80 0.80 0.80 
31 revenue 1280 2560 5120 8960 13440 16800 48160 
32 Maintenance revenue 320 928 2115 4144 7089 10580 25177 
33 Total 3200 6688 13635 24304 37329 48380 133537 
34 133537 
35 Maintenance calculation 
36 Previous year maintenance 320 928 2115 4144 7089 
37 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
38 Erosion Loss 0 32 93 212 414 709 
39 Remaining maintenance 0 288 835 1904 3729 6380 13137 
40 New licenses 1600 3200 6400 11200 16800 21000 
41 Maint/license price ratio 0.2 0.2 0.2 0.2 0.2 0.2 
42 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 
43 New licenses-maintenance 320 640 1280 2240 3360 4200 12040 
44 Maintenance revenue 320 928 2115 4144 7089 10580 25177 
45 25177 
46 
47 
48 
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51 Costs for New ISG B Products - World Wide 
52 
53 
54 ($000) Projected Total 
55 1999 2000 2001 2002 2003 2004 2005 1999-2005 
56 
57 Americas 
58 Revenues 0 8000 16720 34088 52759 68603 73143 253313 
59 
60 Cost of revenues rate 0.02 0.02 0.02 0.02 0.02 0.02 0.02 
61 cost 0 160 334 682 1055 1372 1463 5066 
62 Marketing and sales rate 0.50 0.50 0.47 0.44 0.41 0.40 0.40 
63 cost 0 4000 7858 14999 21631 27441 29257 105187 
64 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
65 cost 0 1200 2508 5113 7914 10290 10971 37997 
66 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
67 cost 0 1200 2508 5113 7914 10290 10971 37997 

68 Total Costs-Americas 0 6560 13209 25907 38514 49394 52663 186247 

69 Cost/revenue ratio 0.82 0.79 0.76 0.73 0.72 0.72 0.74 

70 
71 International 
72 Revenues 0 3200 6688 13635 24304 37329 48380 133537 

73 
74 Cost of revenues rate 0.02 0.02 0.02 0.02 0.02 0.02 0.02 

75 cost 0 64 134 273 486 747 968 2671 

76 Marketing and sales rate 0.50 0.50 0.50 0.50 0.47 0.45 0.45 

77 cost 0 1600 3344 6818 11423 16798 21771 61754 

78 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
79 cost 0 480 1003 2045 3646 5599 7257 20030 

80 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
81 cost 0 480 1003 2045 3646 5599 7257 20030 

82 Total Costs - International 0 2624 5484 11181 19200 28744 37253 104485 

83 104485 

84 Cost/revenue ratio 0.82 0.82 0.82 0.79 0.77 0.77 0.78 

85 
86 
87 
88 
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101 Net Present Value for New ISG B Products - World Wide 
102 I I I I I I 
103 Projected Total 
104 ($000) 1999 2000 2001 2002 2003 2004 2005 1999-2005 
105 
106 Americas 
107 Revenues 0 8000 16720 34088 52759 68603 73143 253313 
108 Operating Income rate 1 0.18 0.21 0.24 0.27 0.28 0.28 
109 Operating Income pre tax 0 1440 3511 8181 14245 19209 20480 67066 
110 Tax Rate 0.384 0.384 0.384 0.384 0.384 0.384 0.384 
111 Taxes 0 553 1348 3142 5470 7376 7864 25753 
112 Operating Income aftertax 0 887 2163 5040 8775 11833 12616 41313 
113 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
114 Net Present Value 0 786 1765 3790 6081 7561 7431 27413 
115 
116 International 
117 Revenues 0 3200 6688 13635 24304 37329 48380 133537 
118 Operating Income rate 1.00 0.18 0.18 0.18 0.21 0.23 0.23 
119 Operating Income pre tax 0 576 1204 2454 5104 8586 11127 29051 
120 Tax Rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
121 Taxes 0 115 241 491 1021 1717 2225 5810 
122 Operating Income aftertax 0 461 963 1963 4083 6869 8902 23241 
123 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
124 Net Present Value 0 408 786 1477 2830 4389 5243 15132 
125 
126 World Wide 
127 Revenues 0 11200 23408 47723 77063 105933 121523 386850 
128 Operating Income pre tax 0 2016 4715 10635 19349 27795 31608 96117 
129 Operating Income after tax 0 1348 3126 7003 12858 18701 21518 64554 
130 Net Present Value 0 1194 2551 5266 8911 11950 12674 42546 
131 
132 
133 
134 
135 
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GF N T RAN Web Suite Express 

1 Description ol product, us principal functioni at d | tatfopps ta« operation GENTRAN Web Suite 
Express is a Web application framework itHowing compares to deploy web application* that 
automatebusmfcw presses The product would embed RemofirWare F.jcpress functionality- to 
facilitate ll»e Internet sv-wv •> < v.vfw-.'mvnt it •-'< •' --O'P'- i tout ; .oluiins N1 I 1,1 v 

AS/400 and S 190 

2 Major market* competition and prospective SCI market share Web State i vnress will compete 
m the market generieal'ly know as Web C ommcive Go giaphicalh markets would mcludc t. 
S , Europe, Asia ami L atm America Maior competitors would include H.nbuiger and Netscape 
Othei competitors would include <.'Vos.sR-.nrte. Wet Methods t r..vA\ orlds Neon \v.cord:ng '0 
(Jartner/Daraqtic4 icsearch. the market for Business- to-Business Web (. omrneree applications 
was $28 5M v 199".' and i> projected to be Si 2 HI by 2W SCI v prospect ur market share will 

be 4% in 1999 

i Estimate of v.hen initial piodtct or often!: - will he irle wed and w hen u.n prudut! «>• dieting will 
be available The initial release of Gl-.Nil KAN Web Suite I vpress will be the second nuarler 
FY99 The bulk integrated release is plat nod foi fomth quaitei I h 99 

4 Piieinu plans tor --ew licenses upgrades'add wo m .-Ueii w 'e -I K1 serwee I'. is estimated (hat 
pricing will be $IC 0t- • for 1,000 user-, with additional users at %' r . J per 1,000 users 
Maintenance is at 20% of initial license Services revenue is estimated at SSd.oOO per install 

5 SCI estimates of initial yeat new customers and me K S  '"-.rn I K - «  I  censes Worldwide esti:. 

are 50 customeis m first vein with S5M revenuei 

o SCI projection of ratio between upgrades add-ur-. .md installed titoe Fshntyted that over > •• 
of customers will be existing GT.N I RAM custemc s but no .r. w.-'t i s '• • td N ! KA.v »•»• 

Suite 

•/ s<'l projection of services revenue to new license tv\ v-uue Set vices re.ein e is estimate J to u 

X(}': j initial license revenue 

8 SCI pi,.. initial tc,-epi;mc? i.ate of maintenance v.-n both new keiwes ami on 
• -1.1 v; s<;i prO'-vC. on on noinic vvve ero-• ; • . titer I rit • e.-.r is there an nee 
aK-nni-.-i.iu.v pen • if*' b -.v kmc Initial acceptance nt* ol -toi.o. ' would be 100% wth 
m s I .-a-.- erv -'let ' -rst year There ispo'T-ee m • utemit'Ke 

9 S< 1 S view «.-•! .coke She pro-duet life in teniw vi new G u-.o vjppo 
est.nners NT C:tabb. life for new customci and support is . i . <se seven . rs ft < 4 n de! 

f the ti a 1 >u.p ued release within the . or ng pen d 
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10 Differences betvyeen the Americas' market and rrr.jectior.s ami internatronaf markets and 
projections Current!) 40% c? our existing VVeb Suite customers are inteinational 
internationally, we l ave feu. er Current competitors nte atosl o! 'ne competition are D S 
based startups that are not able to compete interna, i-v. alK Netscape is the only serious 
competitor that we have seen internationally We have seen growth rates being similar to the 

S  m a i k e t s  P r i c i n g  ! b r  i n t e r n a t i o n a l  i s  b a s e d  o n  U  S  p r i c i n g  w i t h  a  2 5 %  u p l i f t  I r i s  
p r o j e c t e d  t h a t  v . e  w  . 1 1  a c h i e v e  $ 2  S M  i n  i n t e r n t U i  r e v e n u e  i n  1 9 9 9  A n s w e r s  t o  - t e r n s  b .  
7, and 8 would be the same 

11 BGAl projections N A 

12 Source Chuck Armstrong 

13. Expected costs tot Attic it as t ost of goods •%, Marketi g, sales and support 5."'o, 
Research and Development 14Cand Genera! and AJn •: 4rau\c 4' u 

14 Expected costs iuf !i)!Cnia-<wr' C'e--t r.f goods 1% Mm ketinc saes and support 63%, 
Research and Development 14'-'.. and G.itetai and Adnmvstvative 3°"0 

Pnge 6 
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GENTRAN Web Suite Express 
1. Description of product, its principal functions and platforms for 

operation: GENTRAN Web Suite Express is a web application 
framework allowing companies to deploy web applications that automate 
business processes. The product would embed RemoteWare Express 
functionality to facilitate the remote Internet systems management. It will 
supports 4 platforms: NT, Unix, AS/400 and S/390. 

2. Major markets, competition, and prospective SCI market share: Web 
Suite Express will compete in the market generically known as Web 
Commerce. Geographically, markets would include U.S., Europe, Asia 
and Latin America. Major competitors would include Harbinger and 
Netscape. Other competitors would include CrossRoute, WebMethods, 
CrossWorlds, Neon. According to Gartner/Dataquest research, the 
market for Business-to-Business Web Commerce applications was 
$28.5M in 1997 and is projected to be $1.27B by 2002. SCI's prospective 
market share will be 4% in 1999. 

3. Estimate of when initial product or offering will be released and 
when full product or offering will be available: The initial release of 
GENTRAN Web Suite Express will be the 2nd quarter of FY99. The fully 
integrated release is planned for 4th quarter of FY99. 

4. Pricing plans for new licenses, upgrades/add-ons, maintenance, and 
services: It is estimated that pricing will be $100,000 for 1,000 users 
with additional users at $7,500 per 1,000 users. Maintenance is 
estimated at 20% of initial license. Services revenue is estimated at 
$80,000 per installation. 

5. SCI estimates of initial year new customers and revenues from new 
licenses: Worldwide estimates are 50 customers in first year with $5.0M 
revenues. 

6. SCI projection of ratio between upgrades/add-ons and installed 
base: Estimated that over 75% of customers will be existing GENTRAN 
customers but not current users of GENTRAN Web Suite 

7. SCI projection of services revenue to new license revenue: Services 
revenue is estimated to be 80% of initial license revenue 
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8. SCI projection on initial acceptance rate of maintenance on both 
new licenses and on upgrades/add-ons: SCI projection on 
maintenance erosion rates after first year; is there any free 
maintenance period, if so, how long: Initial acceptance rate of 
maintenance would be 100% with negligible erosion after the first year. 
There is no "free" maintenance period. 

9. SCI's view on marketable product life in terms of new licenses and 
continued support of customers: Marketable life for new customers 
and support is at least seven years based on delivery of the fully 
integrated release within the planning period. 

10. Differences between the Americas' market and projections and 
International markets and projections: Currently, 40% of our existing 
Web Suite customers are international. Internationally, we have fewer 
current competitors since most of the competition are U.S. based start­
ups that are not able to compete internationally. Netscape is the only 
serious competitor that we have seen internationally. We have seen 
growth rates being similar to the U.S. markets.Pricing for international is 
based on U.S. pricing with a 25% uplift. It is projected that we will 
achieve $2.5 M in international revenue in 1999. Answers to items 6,7, 
and 8 would be the same 

11.BGAI projections: N/A 

12. Source: Chuck Armstrong 

13. Expected costs for Americas: Cost of goods 1%; Marketing, sales, and 
support 53%; Research and development 14%, and general and 
administrative 4%. 

14. Expected costs for International: Cost of goods 1%; Marketing, sales, 
and support 63%; Research and development 14%, and general and 
administrative 5%. 
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UjM.lt Su.'k 

Company Confidential 

June 29, 1998 

Sterling Commerce, Inc. S G - B 
/ . /xJ«.b Sul4e .  €*.pvecS 

XcelleNet Acquisition ^•Cwn "tttav* -

New Solution and Business Opportunities Profile: 
GENTRAN Web Suite Express: incorporates the distinctive capabilities of the Remoteware IP '' 
product into Web Suite to significantly enhance its file transfer and remote client management 
capabilities. 

Market 
• U.S. and Europe primarily, though Asia and Latin America will continue to develop 
• Market leaders, i.e. large corporations that exchanging business information with large 

numbers of customers, suppliers and partners 
• Any industry, including government 

Customer Application Example 
• Web commerce is expanding dramatically, particularly for business-to-business needs. 

Growth is primarily in web selling, though there are also significant, high-growth 
opportunities in web procurement and customer service applications. Although much of the 
needed capabilities require an "online session" with a web server and related applications, 
there is significant benefit to providing "offline" capabilities for all of these applications in 
accessibility, performance, reliability and mobility. Web Suite provides valuable "offline" 
capabilities today, though the addition of Remoteware capabilities would make it an 
extraordinarily powerful business-to-business web platform. 

• For example, a company may be recreating their dealer business systems around the web to 
provide online access to the latest business, pricing, product and competitor information. 
However, dealers still have many functions, e.g. configuring products and preparing 
quotations, that need to be done by a mobile sales and engineering staff. The combination of 
Web Suite and Remoteware provides the ability to have both online access and outstanding 
management of the mobile workforce applications. It also provides the ability to exchange 
large volumes of data quickly and reliably with that workforce. 

• SCI customers won't be confined by traditional web capabilities in their business-to-business 
solutions. They will have the ability to meet both online and offline needs, including mobile 
workforces with sophisticated web solutions tightly integrated to their ERP systems. 

Product Requirements 
GENTRAN and Remoteware software components would be required, with significant 
integration required to maximize the value of the product combination. 

GENTRAN Product Families 
GENTRAN Web Suite for all GENTRAN:Server product families 

XcelleNet Contribution 
GENTRAN Web Suite provides communications capabilities. However, it is limited to data 
exchange and ODBC capabilities. Remoteware offers the ability to expand beyond data exchange 
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and ODBC to remote system management, a significant value-add to companies relying on the 
web to enable mobile workforces, remote operations, dealer networks, etc. 
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1 9 6  

2 Revenue Sources for New ISG C Products - World Wide 
3 
4 
5 ($000) Projected Total 
6 1999 2000 2001 2002 2003 2004 2005 1999-2005 
7 
8 Americas 
9 New licenses rate 5.00 1.75 1.50 1.25 1.00 1.00 

10 revenue 3000 15000 26250 39375 49219 49219 49219 231281 
11 Prof services rate 1.0 1.0 1.0 1.0 1.0 1.0 1.0 
12 revenue 3000 15000 26250 39375 49219 49219 49219 231281 
13 Maint. and hosting revenue 1050 6195 14763 27068 41588 54656 66417 211736 
14 Total 7050 36195 67263 105818 140025 153093 164854 674298 
15 674298 
16 Maintenance calculation 
17 Previous year maintenance 1050 6195 14763 27068 41588 54656 
18 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
19 Erosion Loss 105 620 1476 2707 4159 5466 
20 Remaining maintenance 945 5576 13287 24361 37429 49190 130787 
21 New licenses 3000 15000 26250 39375 49219 49219 49219 
22 Maint & host/license price ratio 0.35 0.35 0.35 0.35 0.35 0.35 0.35 
23 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 1.0 
24 New licenses maint & host 1050 5250 9188 13781 17227 17227 17227 80948 
25 Maint & hosting revenue 1050 6195 14763 27068 41588 54656 66417 211736 
26 211736 
27 International 
28 New licenses rate 2.00 2.00 1.50 1.25 1.00 
29 revenue 3000 6000 12000 18000 22500 22500 84000 
30 Prof services rate 1.00 1.00 1.00 1.00 1.00 1.00 
31 revenue 3000 6000 12000 18000 22500 22500 84000 
32 Maint. and hosting revenue 1050 3045 6941 12546 19167 25125 67874 
33 Total 7050 15045 30941 48546 64167 70125 235874 
34 235874 
35 Maintenance calculation 
36 Previous year maintenance 0 1050 3045 6941 12546 19167 
37 Erosion rate 0.1 0.1 0.1 0.1 0.1 0.1 
38 Erosion Loss 0 105 305 694 1255 1917 
39 Remaining maintenance 0 945 2741 6246 11292 17250 38474 
40 New licenses 3000 6000 12000 18000 22500 22500 
41 Maint & host/license price ratio 0.35 0.35 0.35 0.35 0.35 0.35 
42 Initial conversion rate 1.0 1.0 1.0 1.0 1.0 1.0 
43 New licenses maint & host 1050 2100 4200 6300 7875 7875 29400 
44 Maint & hosting revenue 1050 3045 6941 12546 19167 25125 67874 
45 67874 
46 
47 
48 
49 
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50 97 
51 Costs for New ISG C Products - World Wide 
52 
53 
54 ($000) Projected Total 
55 1999 2000 2001 2002 2003 2004 2005 1999-2005 
56 
57 Americas 
58 Revenues 7050 36195 67263 105818 140025 153093 164854 674298 
59 
60 Cost of revenues rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
61 cost 1410 7239 13453 21164 28005 30619 32971 134860 
62 Marketing and sales rate 0.40 0.40 0.40 0.38 0.36 0.34 0.32 
63 cost 2820 14478 26905 40211 50409 52052 52753 239628 
64 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
65 cost 1058 5429 10089 15873 21004 22964 24728 101145 
66 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
67 cost 1058 5429 10089 15873 21004 22964 24728 101145 
68 Total Costs-Americas 6345 32576 60537 93120 120422 128598 135180 576777 
69 Cost/revenue ratio 0.90 0.90 0.90 0.88 0.86 0.84 0.82 0.86 
70 
71 International 
72 Revenues 0 7050 15045 30941 48546 64167 70125 235874 
73 
74 Cost of revenues rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
75 cost 0 1410 3009 6188 9709 12833 14025 47175 
76 Marketing and sales rate 0.40 0.40 0.40 0.38 0.36 0.34 0.32 
77 cost 0 2820 6018 11757 17477 21817 22440 82329 
78 R and D rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
79 cost 0 1058 2257 4641 7282 9625 10519 35381 
80 G and A rate 0.15 0.15 0.15 0.15 0.15 0.15 0.15 
81 cost 0 1058 2257 4641 7282 9625 10519 35381 
82 Total Costs - International 0 6345 13541 27228 41750 53900 57503 200266 
83 200266 
84 Cost/revenue ratio 0.90 0.90 0.88 0.86 0.84 0.82 0.85 
85 
86 
87 
88 
89 
90 
91 
92 
93 
94 
95 
96 
97 
98 
99 
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100 98 
101 Net Present Value for New ISG C Products - World Wide 
102 
103 Projected Total 
104 ($000) 1999 2000 2001 2002 2003 2004 2005 1999-2005 
105 
106 Americas 
107 Revenues 7050 36195 67263 105818 140025 153093 164854 674298 
108 Operating Income rate 0.10 0.10 0.10 0.12 0.14 0.16 0.18 
109 Operating Income pretax 705 3620 6726 12698 19604 24495 29674 97521 
110 Tax Rate 0.384 0.384 0.384 0.384 0.384 0.384 0.384 
111 Taxes 271 1390 2583 4876 7528 9406 11395 37448 
112 Operating Income after tax 434.28 2230 4143 7822 12076 15089 18279 60073 
113 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
114 Net Present Value 417 1975 3381 5882 8369 9642 10766 40433 
115 
116 International 
117 Revenues 0 7050 15045 30941 48546 64167 70125 235874 

118 Operating Income rate 1.00 0.10 0.10 0.12 0.14 0.16 0.18 
119 Operating Income pre tax 0 705 1505 3713 6797 10267 12623 35608 
120 Tax Rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
121 Taxes 0 141 301 743 1359 2053 2525 7122 
122 Operating Income aftertax 0 564 1204 2970 5437 8213 10098 28486 

123 NPV Factor (8.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
124 Net Present Value 0 500 982 2234 3768 5248 5948 18680 
125 
126 World Wide 
127 Revenues 7050 43245 82308 136758 188572 217260 234979 910172 

128 Operating Income pre tax 705 4325 8231 16411 26400 34762 42296 133129 
129 Operating Income after tax 434 2794 5347 10792 17513 23302 28377 88559 
130 Net Present Value 417 2475 4363 8116 12136 14890 16714 59112 
131 , 
132 
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S ! T ! u ! v ! w r X i Y I Z i AA 
50 I I I  - r  r  1  H  t — i  i i i / I  I I I 9 7  
51 C»»u» fat New iSG C Products - vvond Wide 
52 

i i I I 53 i i I I 54 
55 

(S000) Projected Total 
54 
55 1039 [ 2000 ! 2001 2002 I 2203 2004 2005 56 "T 
57 Americas I I 
58 Revenues ' 24500 45900 72023 100967 126272 145411 142237 A472ncd 
59 
bU cost or revenues rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
01 cost 4900 9180 14405 20193 25254 29082 28447 131462 62 Marketing and aamti ime 0.40 0.40 0.40 0.38 0.36 0.34 0.32 
bi cost SSGO i3550 26805 3830/ 45458 49440 45516 235750 64 i \ sns w rats 0.15 C.15 0.15 0.15 0.16 0.15 0.15 
65 cast 3S75 esss 10803 13145 16541 21812 21336 98596 R« G end A rcta 0.15 0.15 0.13 0.15 0.15 0.15 0.15 
bV r*t** 3*75 eee* 10903 15145 18041 21312 2133C 30330 
68 Total Costs-Americas 22050 41310 64820 88851 108594, 122145 116524, 564404 b y ]  Coet/revenue ratio o% r o s< ? 0.9 \> 0 88 0 8fi! 084 0.821 n on 
70 1 
/1 International 
(L Revenues 9750 23355 48155 86269 132925 172788 199629 672871 
7*3 I 
74 Cost of revenues rate 0.20 0.20 0.20 0.20 0.20 0.20 0.20 
75 cost 1950 4671 9631 17254 26565 34558 38926 134574 7ft Marketing and sales rats 0.40 0.40 0.40 0.56 0.361 0.34 0.32 
17 cost 3SCC 8342 13262 32752 <7553 56746 63661 235766 /« R and D rate 0.15 0.15 0.15 0.15 0.15 0.13 0.15 
7.0 cost 14RS 3503 7223 12040^ 15235] 20018 20044 100331 
80 G and A rate 0 15 0 15 015 0151 0.15 0.15 n is 
81 cost 1463 3503 7223 12940 199391 25918 20044 100931 
82 Total Costs - International 8775 21020 43339 75917 11431S1 145142 183896 572214 
83 I I 5722114 
84 Cost/revenue ratio 0.90 0 90 0.90 0.88 0.861 0.84 0.82 0.85 
8b I at> i i I I I 
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102 I T- r ——i 1 > 

l i l t  I I  —~J 103! FrvjttCsed Total 104l($000) 1699 2000 2001 1 "in/vn 
«VW«. 2003 2004 2505 tos| 1 " 

106] Americas I 
1071 Revenues 3000 35250 66413 105053 139336 157473 1R4798 RRRB^n 
108| Operating Income rate 0.1 ? 0.1 0 0.1( £> 0.12 0.14 0 16 0 18 
109] Operating Income pretax 300 3525 6641 12606 19507 24396 29573 96549 
110| fax Kate 0.384 0.384 0.384 0.384 0.384 0.384 0.384 
111] laxee 115 1354 2550 4841 7491 9368 11356 37075 
112i Cpeidtir^ income after tax 184 o 2171 4091 7765 12016 15028 18217 59474 
1131 NPV r actor ^8.5%^ C.831 u.eeo 0.816 0.752 0.693 0.639 0.589 
114] Net Present Value 178 1324 3338 5340 6327 9603 10730 39939 1 ict 
116 'rtsrnstHona! 
1171 Revenues n 7050 15040 30941 48548 54157 70125 235274 
1181 Operating Income rate 0 10 0 10 0 10 0 121 n ix 0.15 0.19 
119 j Operating Income pre tax 0 705 1505 3713 6797 10267 17673 BRROfl 
120 Tax Rata 0.20 020 0.20 0.20 070 0 70 0 70 
1211 Taxee 0 141 301 743 1359 2053 2525 7122 
122 Operating Income after tax 0 564 1204 2970 5437 8213 10098 28486 
123| NPV Factor (5.5%) 0.961 0.886 0.816 0.752 0.693 0.639 0.589 
12o| Net Present Vaiue 0 500 962 2234 3768 5248 5948 18680 
125i 
128 World V.lde 
I27j Revenues 3CCC 42300 81458 1355S3 137S83 216640 234421 501694 
128J Operating income pre tax 300 4230 8146 18319 28304 34652 42135 132157 
17QI Op«r*Hng income afte* tax 188 2735 52951 10736 17454 23241 28215 87SS0 
130l Net Present Value 178 24?4l 4320 8073 12095 14851 16679 
i 311 I I 59 <>1* 
132| I I 1 
133J I I 1 
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STERLING 
COMMERCE 

August 27, 1998 

GEN' fRAN: SellSuite 

1. Description of product, its principal functions and its platforms for operation. 

SellSuite is a Web-based order management solution which provides a web accessible catalog with 
search and select capability, order management iacihtes for one-time orders, partial-orders, and 
reoccuring orders, interfaces to payment and logistic service providers, back-end integration with the 
seller's business systems, and customer community management This product solution leverages 
existing EC systems and legacy applications to complete end-to-end integration. XNET technology 
provides the functional components to: update and refresh catalog content and product information on 
the SellSuite server, provide the ability to deliver business rules to customers/distributors for 
customization of the ordering and selection process, and the synchronization of order content and order 
status between the SellSuite server and the customer/distributors plafomr, 

2. Major markets (size), competition, prospective competitive and SCI market shave. 

The major market is web and internet commerce for business to business communication. This market 
cuts across traditional vertical segments and geographic regions Budgets are getting bigger. 30% of 
North American companies are spending 10% of their IT budget on the Internet In the business to 
business Internet space. 22% of the conroanies are conducting Internet based E-Commcrce and 13% is 
b2b (IDC). 

The Web commerce software market is growing from S85m in 1997 to $1,6b in 2002 (CAGR 85%). A 
typical high-end Internet selling solution is in th S400k range split evenly between software and 
services. The strongest ROI is in the area of content management, product information, application 
integration, transaction processing, and robust functionality 

C'omptitors include SpaceWorks. Netscape, Connect, ERP vendors (SAP. BAAN), CommerceOne. 

3. Estimate of when initial product or offering will be released (available for delivery) and when 
additional enhancements will be available (use appropriate quarter of SCI fiscal year 10/1-9/30) 

Several implementation of SellSuite exist today. These include Owens-Coming. Vipar. BookNei, 
NCR, and TradeCompass. This provides the validaion of the release which will contain the xnet 
technology. Plans are for GA in 3fyq99 Major releases are planned on six month intervals. 

4 Pncmg plans for new licenses, upgrades/add-ons, maintenance and serv ices. 

Typical new license price will be $150k. with maintenance at 20% of list. 

5. SCI estimates of initial year after release of new customers and revenues from new licenses 

The fv99 target for SellSuite is 20 customers, with a new license value of $3m Revenue growth will 
be 50% CAGR over the seven year period. 

b SCI projections of ratio between upgrades/add-ons and installed base. 

We expect all existing customers to upgrade to new releases on a yearly basis. I don't understand what 
ratio is being asked for here. 

1 



SCI projections on ratio of services revenue to new license revenues (and to upgrade/add-ons if 
appropriate). 

SCI expects all ratio between services revenue and new license revenue. 

S. SCI projections on initial acceptance rate of maintenance on both new licenses and on upgrades/add-
ons, SCI projections on maintenance erosion rates alter first year, is there any "free" maintenance 
period and, if so, how long? 

SCI expects a lOOYo acceptance of mamtenanace after the fust year. Our experience indicates 
negligible erosion after the first year. 

9. SCI's view 011 marketable product life in terms of new licenses and continued support of customers, 
we plan to make a seven-year projection, but some of the new products may decline during die latter 
part of that period as the markets become saturated and replacement technologies obsolete these new 
products. 

We believe that the market for SellSuite will evolve rapidly and the product capability will ev olve to 
match the market requirements. Based on the growth projects for the Internet in general and W'eb 
Commetce in particular The product lile for SellSuite is beyond the seven vear planning penod, 

10 After obtaining this information, we need to go back to questions 2,4.5,6.7 and 8 to understand the 
differences between the Americas' markets and projections (U.S.. Canada, Mexico, etc.) and 
International markets and projections. Initial size and growth rates are apt to be different. 

Discuss with Evangelisti 

11 With this information, BGAI can then produce the projected seven-year revenue forecast usin« BGAl's 
own assumptions, 

12 Next, we need to obtain what information we can regarding expected costs Our best bet is to examine 
the cost history of FY97 and FY98 for comparable SCI products and offerings Each SCI 
group/division should identify what they believe to be the most comparable products or offerings and 
to provide financial cost analysis for the Americas and International for FY97 and FY98 (projected). 

A comparable product is WcbSuite which has existed for 1.5 years. Can we get the cost breakout for 
WebSuite to plug into #13. 

13. The level of cost information we need is 
• Cost of revenues (products, maintenance, services) 
• Marketing, sales and support 
• Research and development 
• General and administrative 

14. Wc Will need to identify any significant differences in costs between Americas and International (there 
may be none). 

15 This will yield the total operating costs and hence the operating income when subtracted from the 
revenue projects. 

16 BGAl will then compute the N'FV for each product or offering 



GENTRAN ,B u v£i i i tr 

1 Description of product, its principal functions and its platforms for operation. 

BuySuite provides a procurement solution which reduces the cost associated with MRO purchasing It 
IS a Wcb-based multi-suppher, procurement product that allows corporate procurement functions to 
leverage volume and vendor discounts through a snucuued and cfRcent buving process which 
eliminates manual and unauthorized purchasing actions. XNET technology serves as a delivery 
vehicle for product and pricing mfoimatton to the BuySuite server. It also is used TO manage and 
reconciles the delivery of order confirmation, payment confirmation, shipping status, and back order 

his product solution leverages existing EC systems and legacy applications to complete end-to-end 
integiation XNET technology pro\ ides tire functional components to; update and refresh catalog 
content and product information on the BuySuite server, and provides the ability to deliver business 
rules to customers/distributors for customization of the ordering and selection process 

2 Major markets (size), competition, prospective competitive and SCI market share. 

The major market is web and internet commerce for business to business communication. This market 
cuts across traditional vertical segments and geographic regions. Budgets arc getting bmeer. 30% of 
North American companies are spending 10% of their IT budget on the Internet. In the business to 
business Internet space, 22% of the companies arc conducting Internet based E-Commcrce and 53% is 
b2b (IDC). 

The Web purchasing software market is growing from $25M in 1997 to S375M in 2000 (CAGR 
287%). A typical high-end Internet procurement solution is in th S??k range split evenly between 
software and services. The snongesl ROI is in the area of price leverage, purchase analysis, 
application integration, transaction processing, accurate product information, and business process 
efficiency. 

Conrptitors include Anba, SpaceWorks, Netscape. Connect, Harbinger, CommerecOne. 

3. Estimate of when initial product or offering will be released (available for delivery) and when 
additional enhancements will be available (use appropriate quarter of SCI fiscal year 10/1-9/30) 

BuySuite is being planned and developed now. It will be generally available in 4Q FY99. 

4 Pricing plans for new licenses, upgrades/add-ons, maintenance and sendees. 

Typical new license price will be Si 50k, with maintenance at 20% oflist 

5. SCI estimates of initial year after release of new customers and revenues from new licenses. 

The ly2000 target lor BuySuite is 40 customers, with a new license value of S4m Revenue growth 
will be 50% CAGR over the seven year period. 

6. SCI projections of ratio between upgrades/add-ons and installed base. 

Wc expect all existing customers to upgrade to new releases on a yearly basis, I don't understand what 
ratio is being asked for here. 
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/. SCI projections 011 ratio of services revenue to new license revenues (and to upgrade/add-ons if 
appropriate). ' 

SCI expects a 1:1 ratio between services revenue and new license revenue 
8. SCI projections on initial acceptance rate of maintenance on both new licenses and on upgrades/add­

ons. SCI projections on maintenance erosion rates after first year; is there any "free" maintenance 
period and. if so, how long7 

SCI expects a 100% acceptance of mamtenanace after the first year. Our experience indicates 
negligible erosion after the first year. 

9 fv 1 S|View 0n marketable product life in terms of new licenses and continued support of customers 
We plan to make a seven-year projection, but some of the new products may decline during the latter 
part of that period as the markets become saturated and replacement technologies obsolete these new 
products 

We believe that the market forBuySuite will evolve rapidly and the product capability will evolve to 
match the market requirements. Based on the growth projects for the Internet in general and Web 
Commerce in particular, T he product life for BuylSuite is beyond the seven vear planning penod. 

10. After obtaining this information, we need to go back to questions 2,4.5,6,7 and S to understand the 
differences between the Americas' markets and projections (U S , Canada, Mexico, etc ) and 
International markets and projections. Initial size and growth rates are apt to be different. 

Discuss with Evangehsti 

11. With tin's inlormation, BGA1 can then produce the projected seven-year revenue forecast using BGAl's 
own assumptions. 

12. Next, we need to obtain what information we can regarding expected costs Our best bet is to examine 
the cost history of FY97 and FY98 for comparable SCI products and offerings Hach SCI 
group/division should identify what they believe to be the most comparable products or offerings and 
to provide financial cost analysis for the Americas and Internationa! for FY97 and FY98 (projected). 

A comparable product is WebSuite which has existed for 1.5 years. Can we cet the cost breakout for 
WebSuite to plug into #13. 

13. The level of cost information we need is-
• Cost of revenues (products, maintenance, services) 
• Marketing, sales and support 
• Research and development 
• General and administrative 

14. \\ e wall need to identify any significant differences in costs between Americas and International (there 
may be none), 

15. This will yield the total operating costs and hence the operating income when subtracted from the 
revenue projects. 

16 BGAI will then compute the NPV for each product or offering. 

4 



I STERLING J C O M M E R C E  

August 27. 199S 

GEN FRANrSellSuite 

1. Description of product, its principal functions and its platforms for operation. 

SeliSuite is a Web-based order management solution which provides a web accessible catalog with 
search and select capability, order management facihtes for one-time orders, partial-orders, and 
reoccuring orders, interfaces to payment and logistic service providers, back-end integration with the 
seller s business systems, and customer community management This product solution leverages 
existing EC systems and legacy applications to complete end-to-end integration. XNET technology 
provides the functional components to: update and refresh catalog content and product information on 
the SeliSuite server, provide die ability to deliver business rules to customers/disinbutors for 
customization of the ordering and selection process, and die synchronization of order content and order 
status between the SeliSuite server and the customer/distributors plaform, 

2. Major markets (size), competition, prospective competitive and SCI market share. 

The major market is web and internet commerce for business to business communication. This market 
cuts across traditional vertical segments and geographic regions. Budgets are getting bigger. 70% of 
North American companies are spending 10% of their IT budget on the Internet In the business to 
business Internet space. 22% of the companies are conducting Internet based E-Commcrce and ^3% is 
b2b (IDC). 

The Web commerce software market is growing from S85m in 1997 to Si ,6b in 2002 (CAGR 85%). A 
typical high-end Internet selling solution is in th 3400k range split evenly between software and 
services. The strongest ROI is in the area of content management, product information, application 
integration, transaction processing, and robust functionality 

Comptitors include SpaceWorks, Netscape, Connect. ERP vendors (SAP. BAAN), ComraerceOne. 

3. Estimate oi when initial product or offering will be released (available for delivery) and when 
additional enhancements will be available (use appropriate quarter of SCI fiscal year 10/1-9/30) 

Several implementation of SeliSuite exist today. These include Owens-Coming.. Vipar. BookNei. 
NCR. and TradeCompass. This provides the validaion of the release which will contain the xnet 
technology. Plans are for GA in 3fyq99 Major releases are planned on six month intervals. 

4 Pi icing plans for new licenses, upgrades add-ons, maintenance and services. 

Typical new license price will be $150k, with maintenance at 20% of list. 

5. SCI estimates of initial year after release of new customers and revenues from new licenses 

The fv99 target for SeliSuite is 20 customers, with a new license value of S3m Revenue growth will 
be 50% CAGR over the seven year period. 

6 SCI projections oi ratio between upgrades/add-ons and inslallcd base. 

V. e expect all existing customers to upgrade lo new releases on a yearly basis I don:t understand what 
raiio is being asked for here. 

1 



appropriate)0113 "***"* "ewliC5"ss mmm l3nd 10 Wad.'add.o„s. if 

SCI expects a 1.1 ratio between services revenue and new license revenue. 

8' «v S(S.",°° ™"Ul 3cccp,a"cc 01 "faimcnance on bod. new licenses and on upiradcs/add-

penod a„SX bow "o^maU"Ce "°5'°" "fe" 

dO—ace afic. ,he to, year. Our <„pene»K ...dicaica 

9' t?r\ViCW 011 marketabk Product life in terms of new licenses and continued support of customers, 
C p an t0 niake a Scven-year projection, but some of the new products may decline during die latter 

part ol that period as the markets become saturated and replacement technologies obsolete these new 
products. 

LC ,eVe the markct for ScllSuite will evolve rapidly and the product capability will evolve to 
match the market requirements. Based on the growth projects for the Internet m general and Web 
Commerce in particular The product life for SellSuite ls beyond the seven year planning penod. 

10 After obtaining this information, we need to go back to questions 2.4,5,6.7 and 8 to understand the 
differences between the Americas' markets and projections (U.S.. Canada, Mexico, etc.) and 
International markets and projections. Initial size and growth rates are apt to be different, 

Discuss with Evangelisti 

11 With this information, BGAI can then produce the projected seven-year revenue forecast using BOAl's 
own assumptions, 

12 Xext. we need to obtain what information we can regarding expected costs Our best bet is to examine 
the. cost history of FY97 and FY98 for comparable SCI products and offerings Each SCI 
group/division should identify what they believe to be the most comparable products or offerings and 
to provide financial cost analysis for the Americas and International for FY97 and FY98 (projected). 

A comparable product is WcbSuite which has existed for 1.5 vears. Can we get the cost breakout for 
W ebSuite to plug into #13. 

13. The level of cost information wc need is 
• Cost of revenues (products, maintenance, services) 

Marketing, sales and support 
• Research and development 
• General and administrative 

14. Wc will need to identify any significant differences in costs between Americas and International (there 
may be none). 

15 This will yield the total operating costs and hence the operating income when subtracted from the 
revenue projects. 

16 BGAI will then compute the N'FV for each product or offering 

2 
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1. Description o! product, its principal functions and its platforms for operation. 

BuySuite provides a procurement solution which reduces the cost associated with MRO purchasing It 
is a Web-based multi-supplier, procurement product that allows corporate procurement functions to 
leverage volume and vendor discounts through a structured and cfRcent buving process which 
eliminates manual and unauthorized purchasing actions. XNET technology serves as a delivery 
vehicle for product and pricing information to the BuvSuite server. It also'is used to manage and 
reconciles the delivery of order confirmation, payment confirmation, shipping status, and back order 

his product solution leverages existing EC systems and legacy applications to complete end-to-end 
integration. XNET technology pro\ ides die functional components to: update and refresh catalog 
content and product information on the BuySuile server, and provides the ability to deliver business 
ruics to customers/distributors for customization of the ordering and selection process 

2. Major markets (size), competition, prospective competitive and SCi market share. 

The major market is web and internet commerce for business to business communication. This market 
cuts across traditional vertical segments and geographic regions. Budcets arc getting biecer. 30% of 
North American companies are spending 10% of their IT budget on the Internet. In the business to 
Se IntCmet Spac<?' 22% of the COmFanies arc conducting Internet based E-Commcrce and 53% is 
bZb (IDC). 

The Web purchasing software market is growing from $25M in 1997 to S375M in 2000 (CAGR 
287%). A typical high-end Internet procurement solution is in th S??k range split evenly between 
software and services. The strongest ROI is in the area of prtce leverage, purchase analysis, 
application integration, transaction processing, accurate product information, and business process 
efficiency, 

Computers include Anba, SpaceWorks, Netscape, Connect, Harbinger, CommerecOne. 

J. Estimate of when initial product or offering will be released (available for delivery) and when 
additional enhancements will be available (use appropriate quarter of SCI fiscal year 10/1-9/30) 

BuySuite is being planned and developed now. It will be generally available in 4Q FY99. 

4 Pricing plans for new licenses, upgrades/add-ons, maintenance and services. 

Typical new license price will be SI 50k. with maintenance at 20% of list 

5. SCI estimates of initial year after release of new customers and rev enues from new licenses. 

The Iy2000 target tor BuySuite is 40 customers, with a new license value of S4m. Revenue growth 
will be 50% CAGR over the seven year period. 

6, SCI projections of ratio between upgrades, add-ons and installed base. 

We expect all existing customers to upgrade to new releases on a yearly basis. I don't understand what 
ratio is being asked for here. 



appropriate)0115 ^ °f S™" rcvcnue t0 uew hcen*e (and to upgrade/add-ons, if 

SCI expects a 1:1 ratio between services revenue and new license revenue 

ons SCI °n lnUial aCCeptance ralc of maintenance on both new licenses and on uparades/add-r ce erosion rates aftcr fim ycai; ,s thcre any ,,free" m—c 

0""P«ic»ce,„dic,KS 
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10. 

We nl. 0n,market3ble P,oduct hfe m ™ of new licenses and continued support of customers 
pan of dial ™n^VT^ """ °f thC new products *"UXK during the latter 
produce * 16 saturalcd and rePla«ment technologies obsolete these new 

thar the raarket forBuySuite will evolve rapidly and the product capability will evolve to 
markcm^uc™ms- Based on the growth projects for the Internet m general and Web 

rce in particu at, 1 he product life for BuylSuite is beyond the seven vear planning penod. 

Alter obtaining tins information, we need to go back to questions 2,4.5,6,7 and S to understand the 
d ffercnccs between the Americas' markets and projections (U S , Canada. Mexico, etc.) and 
ntemational markets and projections. Initial size and growth rates are apt to be different. 

Discuss with Evangelisti 

I I .  W i t h  t i n ' s  i n l o r m a t i o n ,  B G A 1  c a n  t h e n  p r o d u c e  t h e  p r o j e c t e d  s e v e n - y e a r  r e v e n u e  f o r e c a s t  u s i n g  B G A I '  
own assumptions. 5 

!w'w! Il!ed t0(°woVVhat illformatlon we can rc3ar^ing expected costs Our best bet is to examine 
the cost history ol FY97 and F\ 98 for comparable SCI products and offerings Fach SCI 
group/div'sron should identify what they believe to be the most comparable products or offerings and 
o preside tinancial cost analysis for the Americas and Internationa! for FY97 and FY9S (projected). 

A comparable product is WebSuite which has existed for 1.5 years. Can we cet the cost breakout for 
WebSuite to plug into #13. 

13. The level of cost information we need is1 

• Cost of revenues (products, maintenance, services) 
• Marketing, sales and support 
• Research and development 
• General and administrative 

^ maVbe'iion?) " ,dCTtify ^ Slgn'flCanI dlfferences 111 cost5 between Americas and International (there 

15. This wdl yield the total operating costs and hence the operating income when subtracted from the 
revenue projects. 

16 BGAI will then compute the NPV for each product or offering. 

4 
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Appendix ISO 

I ^0 V rod uii .nLote.s 
by M V Suberberg 

0 !i owing is additional intorrpation obui ocd t: ow Ke> = H\ rd and 13:• \ <* Evangel sti in a tcIt*f 
conversat on will; them on August I'-1  D K-. .  ;*t and 13 c w wclfpre; red for the disci, 
and responsive* to my questions 1 lie mio'- • i; •. t 'ev ; ided is oi . '.ani^ed consistent with !. 

information checklist \ou provided 

1 The ncv. products wil :  provide ,i mote cost-c fTcctvc approach tor users with 
small/intermittent nee-J who currently use outside tn;i tie 1 i.ese new products will give 
users their own communication infrastructure 

The new offerings vill  p:ovde integrated timet derived rV.-. n the curre; 

produ ts Customers cou'c bu\ anient p -ducts a;\l dec e'ep then ov.r> 
compel it: .e advantage w>H be that they will provide and support inteyi • 

possib'ht\ oi Microsoft einbtrth'bni; s.  n l?.t 's.V'-c lupr •. in its as .  : iH 

downside wl. but is rot expected 

• f  breed 
CPs 
! he 
ime 

All figures quoted (mnkct sice. SC'I s !  cei ». tins sec m •••,) •• uher vr, n. 
yea i revc-Ha CAGR rn;r.; ienanci ; ventage -w \ .*•• pei e re 
reviewed ..no uppr ned b> Finan- e ore! -.od ir.,v :-.cc new i Ice tore, usts c;'. 
b e e n  o r  a t e  b e i n g  i n c l u d e d  i n  S C I  s  I p l a n s  

The initial release will use intermediate fries to It k the X ccUc Net and Sterling portion* of the 
integrated products Devr opment ft 2Q~ r~> cil! tou > c< 'esti.-g ar.d packaging I he later 
releases HQ0> >Q ;2) will prov :-.* ! tci h rl, as ! il! be tranxp'tretu to the user in 
any case, but the iatcr releases u*!l :  hettei thru ..hp .t 

SCI'-s development schedules are 'etennined ptrtsa by a. .1 {.atohi, of development 
resource-, rather than ,mv i.. 'tiph-iHv -..hllicuhv tin; development ask The Web Suite 
Express resources are controlled by t part >. • the .cma am bed in Web related 
offerings There could be competition for the EDX offerings however its later schedules 
could be exposed in that regard 

for both pro-line:•> trie i! •• -button Hi pi dfo-m 

upgrades, add-ons is est in be 
• f reve'tue from new licenses and 

NT 
MVS 
AS/400, midianue 
UNIX 

40% 
I >0 'o 

b"-« 
mi 
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5 (No additional informal leu lequested) 

(> (No additional information requested) 

7 (No additional information requested) 

8 Some customs'! s may swpch to othci endors. but evi'-ting customers wii; always take 

mainienar.ee ! is- prices -.vi!; he refused annually. tins is bruit >rto the growth rate 

•> (No additional i it 'oimaticm -eqiiesie:' ' .! 

10 (No additional information icquested) 

i I (No additional information requested; 

12 (No additional infoimation requested) 

13/14 I he list:; -  uatitval market is not as tutu ..no -is the Amii-ik • naif i  Sterling lias t -et s nu tiding 

up its. resources there The need f'oi additional utiw bo'i and extensor ;• 1  m the 

international are,! accounts for the ditferencc between the N>' lot maikct"x ales and 
support in the -kmeiieas .md the 0i°.. e\t>,noted lot :  tit en M'.al 
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MYS MANAGEMENT SERVICES /• 

Subject/SCI/XNET Valuation New ISG Products. 

i»f^«nce: Your Memo of August 14, 199 8 

Btirton i&tes , inc. 

From: Martyr yNsilberberg 

fJ-OjvO 

Following is additional information obtained from Kevin Byrd 
and Dave Evangelist! in a telephone conversation with them on 
August 19. Doth Kevin and Dave were well prepared toi the 
discussion and responsive to my questions. The information 
they provided is organised consistent with the information 
checklist you provided. 

1. The new produ ts will provide a more cost-effective 
approach for users with small/intermittent needs who 
currently use outside facilities. These new products w^.,1 
give users their own communication infrastructure. 

2. The new offerings will provide integrated function derived 
from current best-of-breed products. Customers could buy 
current products and develop their own interfaces. SCI s 
competitive adavantage will be that they will provide and 
support integrated products. The possibility of Microsoft 
embedding similar/same function in its basic offerings 
creates some downside risk, but it is not expected. 

Ail figures quoted (market size, SCI share) in this 
section, and in other sections as well (Initial-year revenue 
CAOR, maintenance \, services ratios) have been reviewed 
and appioved by Fiance staff and management. Tne forecasts 
either already have been or are being included in SCI's 1999 

3. The initial releases will use intermediate files to link 
the Xcellenet and Sterling portions of the integrated 
products. Development for 2Q99 will focus on testing and 
packaging. The later releases (4Q99/1Q02) will provide direct 
interfaces. It will all be transparent to the user in any 
case, but, the later releases will have better throughput. 

sci's development, schedules are determined primarily by 
availability of development resources, rather than any 
complexity/difficulty of the development task. The Web Suite 

plans. 

SCI/XNET1-1 
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rxpre- >- o- aie -ontrolled by that part of the company 
„ k ... i.,t offerings. There could be compel it ion 

l', , ,t v .ft,rings howevei its later schedules could be 
i -d ttat reward 

4 both products, the distribution, by platform, of 
•'•rom new licenses and upgrades/add-ons is estimated 

NT 4 0% 
MVS 15% 
AS/400; midrange 6% 
UNIX 39% 

(No additional information requested.) 

Some customers may switch to other vendors, but existing 
customers will always take maintenance. List prices will be 
adjusted annually; this is built into the growth rate. 

9 in ( n, t 12. (No additional, information requested.) 

13/14. The international market is not as mature as the 
Americas market. Sterling has been/is building up its 
resources there.. The need for additional attention and 
extensive travel in the international areas accounts for the 
difference between the 53% for marketing, sales and support 
in the Americas and the 63% estimated for lnternati. 

SC1/XNET1-2 
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BURTON GRAD ASSOCIATES, INC. 

I O I POST ROAD EAST 
WESTPORT, CONNECTICUT O688O 

(203)222-87 18 FAX: (203) 2 2 2-8 72 8 
E-MAIL: BURTGRAD@AOL.COM 

Date: August 14, 1998 

To: Marty Silberberg 

From: Burton Grad 

Subject: SCI/XNET Valuation: New 1SG Products 

As agreed, you will call Dave Evangelisti and Kevin Byrd on Tuesday 8/18/08 at 3 P.M. EDT at 
phone # 614-793-7464. They will be available until 5 P.M. 

To help you prepare for this phone call, 1 have enclosed the following items on the proposed new 
products: 

• Gentran:EDX -- material from Kevin Byrd responding to BGA1 questions 

• Gentran: Web Suite Express — material from Dave Evangelisti responding to BGAI 
questions 

Earlier descriptions of these proposed products prepared by Greg Martin who is no longer 
with SCI. The third proposed offering does not appear to be technology-based, so it has 
been eliminated; however, this form of premium support may increase the projected 
maintenance revenue on the two new products. 

(^jjj^New Product Technologies Analysis which shows the use of XNet technologies and ISG 
technologies in the new ISG products. ISG-A is Gentran:EDX while ISG-B is Gentran: 
Web Suite Express. 

In addition, I have enclosed a page which ISG sent me describing t^Significant techmdogiesj^ their 
current products which are applicable to the new products. 

You received a list of the information to be obtained the other day. Note that the new products are, 
so some extent, follow-ons to current products, so we need to be sure we are only identifying the 
value from major new products, not simply picking up normal revenues from the current products. 

For you background, I have also enclosed a sample of th^spread sheets tjj^t I will be filling out based 
on your input. The first sheet covers the assumptions needed-tojiiake'fne revenue projection (all the 
#'s are for testing only); the second sheet covers the cost assumptions. The third page uses the 
numbers from the first two pages to compute the net present value of the operating income stream 
after taxes. 

Please call me to discuss this assignment. 

3935 
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New Solution and Business Opportunities Profile: 
GENTRAN Premium Support: leverages Remoteware technology to enhance GENTRAN 
support offerings, and expands premium support offerings to all PC-based (Windows and 
Windows NT) customers. 

Market 
• U.S. and Europe primarily, though Asia and Latin America will continue to develop 
• Market leader and middle market firms 
• Any industry, including government 

Customer Application Example 
• As with many XcelleNet customers, SCI can expand and enhance customer service by 

capitalizing on XcelleNet products. 
• In the case of SCI, many SCI customers operate important information systems based on SCI 

products on computer systems using the Microsoft Windows NT and Windows 95 operating 
systems. XcelleNet solutions will allow SCI to substantially enrich and expand customer 
service to these customers. 

• Specifically, SCI customers will be able to subscribe to services that automatically keep their 
information systems updated, help diagnose performance issues, and maintain their system 
availability. 

• The combination of SCI and XcelleNet solutions will provide SCI customers a range of 
customer support solutions distinctive in the software industry. 

Product Requirements 
GENTRAN and Remoteware software components would be required. 

GENTRAN Product Families 
All GENTRAN product families using Windows '95 and Windows NT, e.g. GENTRAN-Server 
for Windows NT 

XcelleNet Contribution 
Remoteware offers significant system management capabilities that GENTRAN doesn't provide. 

June 29,1998 

Sterling Commerce, Inc. 

XcelleNet Acquisition 



ISG Products / Technologies 

GENTRAN: Director - Provides EDI translation and management. Contains a communications 
component to connect to a VAN or trading partner. The key technologies here are the EDI 
translation and the communications protocols and scripting. 

GENTRAN: Smartforms - Provides EDI translation using a "forms" metaphor. The outbound 
translation is from data entered onto screen forms set to mimic actual paper forms to EDI. The 
inbound translation is from EDI to printed forms using "print templates". The data entry forms 
and print templates can be created by Sterling or by the end user using GENTRAN: Integrator. 
Contains a communications component to connect to a VAN or trading partner. The key 
technologies here are the EDI translation and the communications protocols and scripting. 

GENTRAN: Integrator - Provides the ability to create the translation objects, data entry forms 
and print templates used by GENTRAN: Director and GENTRAN: Smartforms. The key 
technology is mapping. 

GENTRAN: Server for Windows NT - Provides a complete client/server EC messaging 
solution. GENTRAN: Server can interface and integrate with a variety popular applications 
systems and databases, as well as customer written applications. It also provides a complete 
complement of access control, auditing and tracking functions. The key technologies are 
translation, mapping, access control, process control, message management, exception 
management, application integration, database interfaces and communications protocols and 
scripting. 

GENTRAN: Web Suite - Provides a link to GENTRAN: Server and database information using 
Microsoft IIS on the server side and a Web Browser on the client side. Allows secure file 
exchange and the translation of Web based business "forms" to EDI. The key technology is the 
transfer agent application. 
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STERLING 
COMMERCE 

To: Burt Grad 

Company: 

Phone: 

Fax: 203-222-8728 

Number of pages: 5 

FAX 

From: Kevin Byrd 

Phone: 

Fax: 

Date: August 11,1998 

Time: 

Comments: Answers and information based on July 15th FAX to Greg Martin. 
We'll be ready on the 18th at 3:00pm. 

Kevin 

4600 Lakehurst Court • P.O. Box 8000 • Dublin, OH 43016-2000 • 614-793-7000 • Fax 614-793-7221 
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GENTRAN: Server for Windows NT Product Overview 

1 hi {i 1
 ' 

IflT^ nl 
OX^ning vuiiiirref w 
Your Partner for Success 

GENTRAN'.Server for Windows NT 
Product Overview Presentation 

BM -< MH t \ Presenter 
j D a t e ' - ?  

Hi coSScSH 
| cwWn 1»T-

The GENTRAN Product Family 
Microsoft System 

Sterling Commerce Company Confidential 1 
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GENTRAN-Server for Windows NT Product Overview 

GENTRAN: Server for Windows NT 

• Integrated with 
Microsoft BackOffice 
and Windows NT 

• First product to bring 
full-scale distributed 
EC messaging to 
Windows NT 

• Exchanges 
formatted messages 
between applications 
24 hours a day, 7 
days a week 

GENTRAN Brings it all Together 
-..your Electronic Commerce solution partner 
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GENTRAN:Server for Windows NT Product Overview 

Business Case 
Mapping & Translation 

Transform business data quickly 
and accurately 
Support key public standards 
worldwide 
Any-to-any mapping 
Rich feature set minimizes 
program development 
requirements 
High-performance translation 

Business Case 
Security 

Protect integrity of business 
information 
Control access to company interests 
Integrated with NT and database 
security to minimize administration 
Efficiently manage shared access in 
a multi-user environment 
Support secure EC over the Internet 

Sterling Commerce Company Confidential 3 
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GENT RAN: Serverfor Windows NT Product Overview 1/98 

Business Case 
Process Control 

Flexible, powerful definition and 
control of document flow, 
translation, and processing 
Event-driven processing of critical 
business information 
Scheduled operations 
Allows distribution of processes to 
suit business requirements and 
maximize hardware and software 
utilization 

Business Case 
Business System Extensions 

Streamline linking to business 
systems 
Certified, supported integration 
with EC solution 
Rapid support of new ERP 
system releases 

Sterling Commerce Company Confidential 
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GENTRAN:Server for Windows NT Product Overview 1/98 

Business Case 
ICpmmunications 

Connect business systems over a 
wide range of networks and 
communications protocols 
Maximize investment by utilizing 
best solution - VAN, direct, or 
Internet 
Support global Electronic 
Commerce 

Business Case 
Advanced Data Distribution 

Expand communication options 
with Tradmg Partners worldwide 
Manage multiple message types 
and communication technologies 
Support sophisticated internal EC 
applications 

Sterling Commerce Company Confidential 5 



06/25/98 17:44 FAX ® 007 

GENTRAN: Server for Windows NT Product Overview 1/98 

Business Case 
Web Suite 

Extend your EC solution by Web 
enabling multiple business systems 
Centralized management to facilitate 
secure Internet communications 
Easily build and distribute Web-
based forms to transact any data 
type with your trading community 

Business Case 
Internet Transport 

Reduce communication costs 
Provide secure and reliable 
automated data transfer 
Transport files of any data type 

Sterling Commerce Company Confidential 
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GENTRAN: Server for Windows NT Product Overview 1/98 

Business Case 
Web EDI 

Leverage existing EDI 
infrastructure 
Exchange EDI documents through 
secure Web-based forms 
EDI enable small and occasional 
trading partners 

Business Case 
Web Documents 

Exchange all types of business 
information with internal and 
external partners through Web-
based forms 
Trading partners create, edit and 
manage documents on or off-line 

Sterling Commerce Company Confidential 7 
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GENTRAN: Server for Windows NT Product Overview 

| Business Case 
| Exception Management 

ES • 
SB * Efficient of EC operations 

• 7 x 24 operations support 
l^gjpfgjj • Management by excepLiun 

• Provide visibility to process 
failures 

j CSESce 

Business Case 
Message Management 

• Pr»ntrni electronic business 
processes 

productivity 
• Support compliance with data 

retention requirements 
• End-to-end tracking of all 

transactions 
• Optimize system performance 

Sterling Commerce Company Confidential 8 
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1/98 

Global Solutions 

• Global standards support 
• Global communications and 

network support 
• Regional and local support 

centers in Europe and Asia 
• National language support 

Sterling Commerce Company Confidential 9 
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*> a J 

W-~j7¥^ 

TJ (si «'n_'r*-A-"~~~^. (<*_ T /i^~+-Ayfjz.*-  ̂ i**- *— y 

PyCJi-^.L4^^ SUL p po^t 6-4^=M ^ 
J J ^ r f 10 / 



06/29/98 17:05 FAX @ 0 0 1  

f 
) STIRLING 

COMMERCE 

to IS-e rV-

Company: 

2 a h - "?-22 " ^>7Z& 

Number of Pages: 

Phone: 

Fax: 

fc 

y'r̂  ,AX 

ft'"n <9n̂  tVHm 

Lt^f- 7^-512.3 

:  i ( . 7 1 V 7 » 2  '  

Q,-
Time: ^ iw . 

Phone: 

Fax 

Comments: 
KVK«- ^ 

4600 Lokehursf Court, P.O Box 8000, 0ublin,OH 43016-2000 614-793-7000 Fox 614-793-7221 


