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1 INRE:
2 THE MATTER OF ORACLE'S PROPOSED ACQUISITION OF PeopleSoft

3 CIVIL INVESTIGATIVE DEMAND NO. 22795

7 San Francisco, California

8 Friday, January 16, 2004

9

10

11

(2

13 Videotaped Deposition of PAUL CIANDRINI, a
14 witness herein, called for examination in the

15 above-entitled matter, pursuant to notice, taken at the
16 Department of Justice, Antitrust Division, 450 Golden
17 Gate Avenue, Room 10-010, San Francisco, California
18 94102, beginning at 9:16 a.m. before Judith Ladd, RPR and
19 CSR.
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14

15 Q Line9, customer name Gartner, key competitor
16 PeopleSoft.

17 A Um-hmm

18 Q Is the key competitor accurate there?

19 A They were one of the key competitors, but they
20 didn't really go down to the wire. They didn't make the
21 final cut.

22  Q Who made the final cut?
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1 A SAP

2 Q Okay. And when did that deal close?

3 A That deal closed the end of the second

4 quarter. So probably about a month later.

5 Q A couple of weeks ago, right?

6 A Yeah. No. We ended the quarter in November.
7 Our Q2 ended November 30th. So it's like five weeks,
8 six weeks ago.

9 Q Let's go back on -- let's forget about end of

10 the quarter because I think the dates are off. Do you
11 remember when that opportunity concluded?

12 A Yeah, approximately November 30th.

13 Q Okay. And was Oracle successful in that

14 opportunity?

15 A Yes.

16 Q Okay. And in that case, Oracle was successful
17 and SAP was a finalist that was unsuccessful?

18 A Correct.

19 Q And how is it that you know that information?
20 A From talking to the sales team about the

21 opportunity and they talking to the client and the third

22 parties, what I told you before.
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1 Q Right And did you have information that

2 indicated that SAP and Oracle were the two finalists?
3 A Yes.

4 Q And that PeopleSoft had been eliminated?

5 A 1personally didn't really pay that much

6 attention in that deal relative to early in the sales --

7 the procurement cycle. Iusually get involved in them a
8 little later on in the sales cycle.

9 At that time I don't think I heard that

10 PeopleSoft -- I'm sure PeopleSoft was looked at, you
11 know, probably like Lawson, probably like outsourcing,
12 all the other stuff. But in the heat of the battle when
13 we had talked about this exhibit, when it got down to
14 this kind of area --
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6 Q The deal closed November 30th. When was

7 that — when was that point in time when you became

8 involved?

9 A Oh, in November, approximately November or late
10 September -- November. Not really late September, more
11 like November.

12 Q So that explains why in September the key

13 competitor information on Ciandrini Exhibit 7 might have
14 been incorrect, correct?

15 A Thatis a plausible explanation for it.

16 Q Any other explanation?

17 A It just was never changed.

18 Q It should have been changed to?

19 A Well, again, at this time, September 9th, this

20 could have been the viable main competitor, okay. What
21 we would need to do would be to look at this report

22 closer to the actual conclusion date of this opportunity
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1 to see if it was updated appropriately.

2

Q Right. And where else would we look for

3 information on this particular opportunity?

4
5
6
7

A

Q
A

Q

For competitive --
Yes.
Just where we're looking.

Right. You didn't meet -- did you meet in

8 person with that CEO male we were talking about?

9

10

A

Q

I did.
You didn't meet in person with the Gartner CEO

11 or Gartner - high-level Gartner employees, did you?
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I did not.
Mr. Henley and Mr. Block did, correct?
Yes.

And did you -- were you the primary person from

your sales group preparing them for their meeting?

A
Q

No.

Who did that?

I believe it was John Bouche.

Was there a meeting relating to this?

There probably was a phone conversation. There

22 could have been a meeting. I'm unaware.
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1  Q Youdidn't participate?

2 A No

3 Q You delegated that to Mr. Bouche -- let me take
4 that — let me withdraw that question.

5 How was it that Mr. Bouche ended up with that

6 responsibility as opposed to you would report directly

7 to Mr. Block?

8 A This opportunity falls in his geography. Keith

9 is out of Boston. John Bouche is out of Boston.

10 We're -- we communicate. Keith, Bouch, me are a team.

11 We kind of know how we work. Bouch handled it.
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Q Preferred to whom?

A To whomever they were looking at.
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5 Q Right Okay. Wh;tt dé you believe about your
6 functionality for Hallmark as compared to the

7 functionality of PeopleSoft for Hallmark?

8 A Inthis instance, I specifically don't know

9 what they preferred in Oracle's functionality versus

10 PeopleSoft.

11  Q Ididn't ask that. What I asked is what you
12 believe about the functionality of PeopleSoft's offering
13 as compared to the functionality of Oracle's offering to
14 Hallmark, what do you believe?

15 A As the differentiation?

16 Q Yes.

17 A 1don't really know.

18 Q Do you think they are the same?

19 A They are not the same. There are definitely

20 differences.

21 Q What are the differences?

22 A Iwould say the architecture of the products.
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1 Q Whatdoes that lead to for someone in

2 Hallmark's --

3 A It may or may not lead to anything.

4 Q Doses it go more towards a preference for how
5 the software as opposed to absolute functionality versus
6 non-functionality?

7 A Fit, preference is in the eyes of the beholder,

8 the buyer.
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