
 

Cloud Webinar 
13.04.2016 
Anette Bronder | Director Digital Division  
Frank Strecker  | SVP Cloud Partner Products & Ecosystems & Big Data 



diSClaiMer 

This presentation contains forward-looking statements that reflect the current views of Deutsche Telekom management with respect to future events. These forward-
looking statements include statements with regard to the expected development of revenue, earnings, profits from operations, depreciation and amortization, cash flows 
and personnel-related measures. You should consider them with caution. Such statements are subject to risks and uncertainties, most of which are difficult to predict and 
are generally beyond Deutsche Telekom’s control. Among the factors that might influence our ability to achieve our objectives are the progress of our workforce reduction 
initiative and other cost-saving measures, and the impact of other significant strategic, labor or business initiatives, including acquisitions, dispositions and business 
combinations, and our network upgrade and expansion initiatives. In addition, stronger than expected competition, technological change, legal proceedings and 
regulatory developments, among other factors, may have a material adverse effect on our costs and revenue development. Further, the economic downturn in our markets, 
and changes in interest and currency exchange rates, may also have an impact on our business development and the availability of financing on favorable conditions. 
Changes to our expectations concerning future cash flows may lead to impairment write downs of assets carried at historical cost, which may materially affect our results at 
the group and operating segment levels. If these or other risks and uncertainties materialize, or if the assumptions underlying any of these statements prove incorrect, our 
actual performance may materially differ from the performance expressed or implied by forward-looking statements. We can offer no assurance that our estimates or 
expectations will be achieved. Without prejudice to existing obligations under capital market law, we do not assume any obligation to update forward-looking statements to 
take new information or future events into account or otherwise. 

In addition to figures prepared in accordance with IFRS, Deutsche Telekom also presents non-GAAP financial performance measures, including, among others, EBITDA, 
EBITDA margin, adjusted EBITDA, adjusted EBITDA margin, adjusted EBIT, adjusted net income, free cash flow, gross debt and net debt. These non-GAAP measures 
should be considered in addition to, but not as a substitute for, the information prepared in accordance with IFRS. Non-GAAP financial performance measures are not 
subject to IFRS or any other generally accepted accounting principles. Other companies may define these terms in different ways. 
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  … and everything that Can be ConneCted, 
Will be ConneCted! 
 
tiMotheuS hÖttgeS,  
CEO DEutsChE tElEkOm 

Market Potential 

 Cloud industry digitization  
>40 bn € market potential in 2018 

 50 bn connected devices by 2020 
 250 mio connected cars in 2020 
 Cloud as enabler of digitization 

everything that  
Can be digitiZed,  
Will be digitiZed … 
niCholaS negroPonte,  
PROFEssOR At mIt 



Cloud ServiCe ModelS  
ClOuD DEFInItIOn 
 
 
 

* National Institute of Standards and Technology (NIST), U.S. Department of Commerce 

infraStruCture aS a ServiCe 
Simple provisioning of virtualized hardware resources  
 
Customers: IT departments 

PlatforM aS a ServiCe 
Provisioning of operating system and application frameworks 
 
Customers: IT departments & IT developers 

SoftWare aS a ServiCe 
Provisioning of applications and service packages  
 
Customers: Business departments, Lines of Business 

Cloud 
ManageMent  
& integration 
Cloud Service Orchestration 
 
 
 
 
 
 
 
 
 
 
Customers: IT departments 
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Cloud dePloyMent ModelS 
ClOuD DEFInItIOn 

Cloud ProviSioning –  
reSourCe Sharing on different levelS 

Number of customers  
sharing IT resources 

Degree of standardization 

Private 
Cloud 

Hybrid 
Cloud 

High 

Low High 
 

 Internet-based delivery 
 Multi-tenant 

 Highly standardized 
 e.g. Open Telekom Cloud 

PubliC Cloud 

Public 
Cloud  Combination of public and private 

Cloud 
 e.g. Open Telekom Cloud + DSI 

hybrid Cloud 

 Connected to private network 
 Single tenant 

 Capacity pricing 
 e.g. Dynamic Services for SAP 

Private Cloud 

Combination of several Clouds  
(same or different provisioning type) 

Multi-Cloud 

Cloud 
2 

Cloud 
n 

Cloud
1 

6 



gerMan Cloud Market ShareS 2014 

euroPean Cloud Market 
sERvICE sPlIt DEPlOymEnt sPlIt 

Cloud Market overvieW: 
EuROPEAn ClOuD mARkEt Is gROwIng mAssIvEly 

 Telekom is the market leader in Germany 

 In selected European Markets we already have a strong 
footprint 

 Our aim is to become leading Cloud Provider in Europe 

Source: PAC Ranking 2015; Market: German B2B 

Salesforce.com 3,8% 
Atos 4,2% 

HP 5,6% 
IBM 8,6% 

Deutsche Telekom 12,5% 

13

10
7

13

2015 

23 bn EUR 

7 4 
6 

CAGR :21% 

IaaS 
PaaS 
SaaS 
Cloud C&I* 

2018 

42 bn EUR 

6 

13

1511

13

CAGR: 21% 

Private 

Hybrid 

Public 

2018 

42 bn EUR 

2015 

23bn EUR 

6 
7 

Source: DTAG Cloud Market Model 2015, Addressable Market: focus B2B * Consulting & Integration 
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CuStoMer deMand Multi-Cloud 
 
 
 
 
 
 
 
 
 
 

82 % of enterPriSeS Want Multi-Cloud 

Market trendS 
 
 For digitization Multi Cloud models are key:  

New digital business models require Hybrid &  
Multi Cloud solutions 

 Strong Partner Ecosystems will become a key 
success factor in Cloud & Big Data market 

 Multi-cloud ecosystems support the digitization  
of customers‘ businesses by providing adequate 
solutions for each demand 

Major Cloud Market trendS 
InCREAsIng DEmAnD FOR multI-ClOuD sERvICEs 
 

Multi-Cloud iS key trend in it induStry 

Source: RightScale 2015 State of the Cloud Report / Worldwide Survey 
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Cloud aS CornerStone of dt grouP Strategy  
DEutsChE tElEkOm stRAtEgy – FOCus ClOuD 

leading euroPean telCo & Cloud Provider 

Leading European 
Cloud Partner 
Ecosystems 

Best of Breed 
Solutions from 
Secure Cloud  

#1 Cloud Provider  
for all Business 

Customers  

Integrated IP  
and Cloud 

Infrastructure 

integrated  
iP  

netWorkS 

Win  
With 

PartnerS 

beSt 
CuStoMer 

eXPerienCe 

lead  
in 

buSineSS 

Cloud @ Deutsche Telekom 
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Multi-Cloud  the CoeXiStenCe of theSe dePloyMent ModelS are reality 

deutSChe telekoM offerS full-range Cloud Portfolio 
to Meet CuStoMerS’ Multi-Cloud needS  

deutSChe telekoM  
Cloud offering 

Cloud ManageMent & SySteM integration 

iP netWork & Cloud ConneCtivity 

Private Cloud  
SolutionS 
based on  
Dynamic Cloud Platform  

PubliC Cloud 
ProduCtS 
based on  
Cloud Partner Ecosystem 

oMni-Channel  
SaleS aPProaCh via 
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neW dt PubliC Cloud Portfolio iS baSed on Strong 
Partner eCoSySteM 

big data 

Cloud MgMt & 
integration 

Cloud Integration 
Center (CIC) 

Cloud IaaS 
Broker 

PlatforM 
aS a ServiCe 

 deutSChe telekoM iP netWork  

infraStruCture  
aS a ServiCe 

So
ft

W
a

r
e 

a
S 

a
 S

er
vi

C
e 

DOCumEnt & FIlE 
mAnAgEmEnt 

COmmunICAtIOns / 
COllAbORAtIOn 

ERP / hCm 

CRm 

sPECIAl sAAs 
sOlutIOns 

Unified  
Communications 
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the CuStoMer 

CERN is a research organization of 21 member states, operating the largest particle physics laboratory in the world. 
The laboratory had > 2,500 staff members in 2015 and hosted > 12,000 fellows and visiting scientists and engineers. 

CuStoMer benefit 

 Hosted on German territory – 
Protection against patriot act 

 Rapid availability through intuitive self-
service with full cost transparency  

the Solution 

 Open-Stack based IaaS-solution 

 Servers and data-storage on 
demand/push of a button 

 Certified, highly secure Data Center, 
99.95 % availability 

the Challenge 

 1,000 virtual machines and storage 
cluster with more than 500 TB 

 User-friendly interface and OpenStack 
APIs for maximum customization 

 Test run for future cloud services in 
accordance with European privacy 
and data processing requirements 

iaaS uSe CaSe: oPen telekoM Cloud 
sImPlE, sECuRE AnD AFFORDAblE ClOuD InFRAstRuCtuRE 

IaaS PaaS SaaS 

Public 

Hybrid 

Private 
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the CuStoMer 

With 57,557 employees, 115 breweries and distributors in more than 65 countries Heineken counts as one  
of the global leaders in brewing business (No. 4). In 2007 the total sales summed up to 119.8 hectolitres of beer. 

CuStoMer benefit 

 Flexible, scalable infrastructure and  
SAP- resources,  
hardware dimensions don‘t need to  
be able to handle peak loads  

 Acknowledged competence and  
high service-quality 

 Variable, transparent costs and 
substantial savings of 30% 

the Solution 

 Embracing global service,  
usage-dependent billing 

 Systems run on innovative and 
certified dynamic SAP-platforms in 
Frankfurt am Main, Service-Delivery-
Sites in the Netherlands, Germany and 
Hungary 

the Challenge 

 Supplying and operating of centralized 
SAP-Systems for 10,000 to 18.000 
users 

 7/24-Service, system-availablity of 
more than 99,7 % 

 Contract with Bonus/Malus 

PaaS uSe CaSe: dynaMiC ServiCeS for SaP  
FlExIblE It On DEmAnD - vIRtuAlIzED sERvER lAnDsCAPE 

IaaS PaaS SaaS 

Public 

Hybrid 

Private 
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the CuStoMer 

A German multinational  car manufacturer. 

CuStoMer benefit 

 Real time transparency 

 Quick reactions and steering of 
campaigns 

 Measurement of campaign ROI  

 Save costs by optimizing the process  

 Accurate bonus payouts 

the Solution 

 Campaign monitoring with an App 
based on Salesforce 

 Contemporary and automatic sales 
data recording 

 Comparison to campaign investments 

 Data delivery to existing systems  
(e.g. wage accounting) 

the Challenge 

 Better campaign-management for the 
sales campaign of an automobile 
manufacturer 

 Unclear classification of sales bonus 

 High manual effort 

SaaS uSe CaSe: SaleSforCe 
DIgItIzAtIOn OF CAmPAIgn mAnAgEmEnt 

IaaS PaaS SaaS 

Public 

Hybrid 

Private 
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tranSforMation 

Worldwide consolidation of IT & 
processes towards Cloud / Digital 
Business 

CoSt SavingS 

Enterprises of any size can reduce 
their IT cost by sourcing via the 
cloud 

fleXibility 

“Best of breed” through strong 
Cloud Partner Ecosystem 

reliability 

 Highest service levels 

 365/24/7 availability 

 IT&TC Services E2E access 

SeCurity  

 Maximum security and ensuring 
German data protection 
regulations 

 Customer's own security policy 

general CuStoMer benefitS: dt Cloud SolutionS helP 
CuStoMerS to overCoMe their Pain PointS in it 

Cost reduction, support business,  
“Keep the Engine Running” 

it dePartMent lineS of buSineSS 

Agility & Speed, Business processes, new Business models,  
“Make Money” 

SPeed / agility 

Legacy applications slow down 
rapid innovation and hinder 
flexible solutions 
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eXPeCted utiliZation biere in 2017* 

Cloud SeCurity aS Major uSP of deutSChe telekoM 
Cloud ServiCeS 

* by floor space 

others (Intercloud, 
Strabag, …) 

Open Telekom 
Cloud 

TelIT 

Microsoft 

biere – high-teCh fort-knoX 

 Largest data center in Germany 

 Space for max. 170,000 servers 

 30 percent reduction of energy consumption 

 Highest energy efficiency of 1.3 PUE* guaranteed while ensuring 
Tier3 (full redundancy of climate and power supply) 

 Highest security standards for data protection 

 Twin core: data is mirrored in Biere and Magdeburg for security 
reasons 
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 End-to-End Journey including 
Web frontend, Customer 
Interaction Center and Direct 
Sales/Field Force  

 Customer Onboarding within 
minutes (e.g. 4 minutes for Open 
Telekom Cloud) 

 Customer Billing within 10 
seconds (e.g. Open Telekom 
Cloud) 

telekoM Cloud Portal aS Part of CuStoMer journey  
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revenue groWth Cloud CoMPuting 
(in € bn) 

1,4

1,0

Cloud buSineSS WraP-uP: 
OuR EFFORts lED tO A suCCEssFul yEAR 2015 

Numbers rounded, rounding effects 

+30% 

2015 2014 

Full Outsourcing, End-to-End Service 
Decision criteria: cost-benefit ratio 

Dynamic SAP ERP, Cloud Hosting Platform SAP 
Decision criteria: quality and flexibility 

WeSustain 
Software for efficient sustainability management 

vCloud and other 
Migration of database, application and middleware 

Connection of Appagile & DCS backbone 
connect development environment to the costumer’s network 

Date Center Outsourcing 
infrastructure transformation in vCloud 

Application operations for SAP 
SAP Hana, platform Munich (Sharepoint) 

 ~ 3,500 Cloud WinS total in 2015 
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revenue 
(in € bn) 

deutSChe telekoM Cloud revenue aMbitionS  
DOublE ClOuD REvEnuE wIthIn thE nExt thREE yEARs 

Two Times 

Private 

PubliC 

2018 2016 2015 

1,4 

 Open Telekom Cloud (Huawei) 
 Microsoft  
 Other T-Systems Digital Division 

offerings, e.g. Salesforce, Cisco 
Intercloud 

Major driverS 

 Dynamic Services for Unified 
Communication 

 Dynamic Services for SAP 
 Dynamic Workplace 
 Dynamic Services for 

Collaboration (DSC) 
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our future develoPMent: beCoMe leading euroPean 
Cloud Provider With Multi Cloud eCoSySteM Strategy 

 
OuR tARgEt: 

 
bE thE  

leading 
euroPean 

Cloud 
Provider 

 
 

#1 

2014 2015 / 2016 2017ff 

Multi-Cloud eCoSySteM 
(orCheStrating eCoSySteMS 
of beSt-of-breed PartnerS) 

Win 
CuStoMerS 

 (Demand) 

MNC 
 
LE 

SMB 
 
 

Win 
PartnerS  

(Supply) … 

Win With 
Multi-Cloud 
eCoSySteM 

(Market) 
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Q&a SeSSion  
 
PleaSe aSk your QueStion via  
- Phone 
- WebCaSt  
- eMail: inveStor.relationS@telekoM.de  
- tWitter: inClude @dt_ir tag in your tWeet 

 
 
 

mailto:investor.relations@telekom.de


Investor Relations Contact details 

further QueStionS  
PlEAsE COntACt thE IR DEPARtmEnt 
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Phone +49  228  181 - 8 88 80 

 +1  212  301 - 6114 

www.telekom.com/investors www.twitter.com/DT_IR 

E-Mail investor.relations@telekom.de 
 
 

Contact details for all  
IR representatives:  

Follow us on  

@DT_IR 

www.telekom.com/ircontacts 

IR youtube playlist IR webpage IR twitter account 

www.youtube.com/deutschetelekom 

mailto:investor.relations@telekom.de


thank you! 

13.04.2016 Cloud Webinar 23 


	Cloud Webinar�13.04.2016
	DISCLAIMER
	Agenda
	Foliennummer 4
	Cloud service models �Cloud definition���
	Cloud Deployment models�Cloud definition
	cloud Market overview:�European cloud Market is growing massively
	Major cloud market trends�Increasing DEMAND for Multi-Cloud services�
	Cloud as cornerstone of DT Group strategy �Deutsche Telekom strategy – Focus Cloud
	Deutsche telekom offers full-range Cloud Portfolio to meet customers’ multi-cloud needs 
	new DT public Cloud portfolio is based on strong partner Ecosystem
	iaas use case: Open Telekom Cloud�simple, secure and affordable cloud infrastructure
	PaaS Use case: Dynamic Services FOR SAP �Flexible IT on demand - Virtualized Server landscape
	Saas Use case: salesforce�digitization of campaign management
	general Customer Benefits: dt cloud solutions help customers to overcome their pain points in it
	cloud security as major usp of deutsche telekom cloud services
	telekom cloud portal as part of customer journey 
	Cloud business wrap-up:�our efforts led to a successful year 2015
	Deutsche telekom Cloud revenue ambitions �Double Cloud Revenue within the next three years
	our future development: become leading European cloud provider with multi cloud ecosystem strategy
	Q&A Session ��Please ask your question via �- phone�- webcast �- email: investor.relations@telekom.de �- Twitter: Include @DT_IR tag in your tweet����
	FURTHER QUESTIONS �PLEASE CONTACT THE IR DEPARTMENT
	Thank you!

