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Disclaimer

—MW

This document includes forward-looking statements relating to Ingenico’s future prospects, development and
business strategies. By their nature, forward-looking statements involve risks and uncertainties and are not
guarantees of future performance. Ingenico’s financial condition and results of operations and the
development of the industry in which Ingenico operates may differ materially from those made in or suggested
by the forward-looking statements contained in this document. In addition, even if Ingenico’s financial
condition and results of operations and the development of the industry in which Ingenico operates are
consistent with the forward-looking statements contained in this document, those results or developments
may not be indicative of results or developments in future periods. Ingenico does not undertake any obligation
to review or confirm analysts’ expectations or estimates or to release publicly any revisions to any forward-
looking statements to reflect events that occur or circumstances that arise after the date of this document. In
addition, the occurrence of certain of the risks described in the “Risk Factors” sections of the French language
Document de Référence filed with the Autorité des marchés financiers (the “AMF”) on April 22, 2009 under
number D. 09-0297 may have an impact on these forward-looking statements.

This document does not constitute an offer or invitation to sell or issue, or any solicitation to purchase or
subscribe for, any shares of Ingenico and neither it nor any part of it shall form the basis of, or be relied upon in
connection with, any contract or commitment whatsoever.

The distribution of this document in certain jurisdictions may be restricted by law and persons into whose
possession this document comes should inform themselves about, and observe, any such restrictions.




Ingenico at a glance

—M‘&H&M

Major recent events

Easycash acquisition: acceleration of strategic Changing

),
development towards services company's
profile
Landi acquisition (#2 in China): investing in fast 2009
growing countries
Consolidating
Merger with Sagem Monetel: acquisition POS leadership

of best in class R&D

2008
Revenue: €728m(published)

' EBIT: 12.5%
Moving to a fabless model

Transforming
to profitable
group

Money Line acquisition:
pre-processing solutions for
Tier 1 retailers in France

2006
Revenue: €506m

EBIT: 6.2%

Shareholder structure*

as of November 30 2009

Sagern Security

Jupiter
Float

Concert Consellior

Fidelity (FMR)

Market capitalization

as of December 9 2009

< Number of shares: 48.4 million
=« Share price: €16.9

=« Market capitalization: €818m

* Shareholder structure based on company information & broker estimates
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Leader on POS market thanks to key market differentiators

N ’
-Leader with 15million POS and 39% market share in a highly concentrated market
-Top 3 representing market share of 89% (Verifone: 34%, Hypercom: 16%, and local players)

-Local in 125 countries
-Direct distribution model

-Revenue generated by emerging markets >40% of total revenue

2008 revenue
728me€

-Fab-less model. Oﬁptimized supply chain

....... Acquirors & retail banks: to indirectly address
merchants

-Serving banks & retailers 4

(*) Estimated market share based on 2008 published revenue
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Innovation driving POS technological advance

—MMM
[ Innovation driving technology leadership] [Technological advance on POS terminals J

< R&D spending: ~8% < Comprehensive & rationalized range of
POS terminals

<@ Making the right investment

— Asingle platform (Telium) iCT250 W% ipﬂﬁ
— Securit ® ® iSC3
y 9305 ML3 ®
. ICTz20 -Enlu iPAzSO
~ Design to cost Less & ‘w
production ' iPA280
costs w
Less repair Greater
costs speed of S " Wireless PinPad :_""_:E:‘r‘:‘:: Unattended 1 ,:;;’:t:rﬂ ~weBPos
transaction
Increased
reliability Lighter
weight < “Beyond payment terminals””:
— Contactless/wireless embodied in all — Combining payment & business
terminals applications

. )
_ Design for services: colour screen, Increasing revenue at merchant’s POS

larger screen
— New “beyond payment” terminals
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= fE3sycash
Evolving from POS provider to the transaction services value chain
—MMM

< Strategic goals < Providing global & cross border solutions around POS through
“one stop offer» based on international PCI-DSS platform

K Offer solutions \ / Acquirers \

around POS terminals Managed r— Ve e
Services & anagement liconnectivity || Processing e applications to
. S | t, System Services infrastructure
< Increase recurring olutions

revenue through a per _
transaction payment @ ”“" B @ i
type of business

model Terminal
Services

£

Application
Installation Repair Leasing
Development

< |everage on the

growth of payment Merchants
transactions: +11% p.a. < Leveraging on pre-processing solution endorsed by more
in Top10 non-cash than 150 retailers in France

ma rketS Source POS: Frost & Sullivan

< First commercial successes validating strategy towards

services
\_ -
"\ %M rvanair Jlil —post| JCDecaux

Developping recurring revenue based on long term relationship
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http://www.easycash.de/
http://images.google.fr/imgres?imgurl=http://www.charleroi-airport.com/images/sitefr/edit/fr%2520logo.jpg&imgrefurl=http://www.charleroi-airport.com/doc.php%3Fnd%3D0106%26tid%3D106%26site%3D1%26lg%3D1%26deploy%3D1&usg=__HmlfL3qO-xG96Sy6tjSubOM7WH0=&h=703&w=3506&sz=138&hl=fr&start=1&tbnid=bpXJcv3Jbrw1kM:&tbnh=30&tbnw=150&prev=/images%3Fq%3Dryanair%2Blogo%26imgsz%3Dhuge%26gbv%3D2%26ndsp%3D21%26hl%3Dfr%26sa%3DN

Accelerating strategic development towards services
through easycash acquisition

=easycash

—MW
< Aleading player in payment < Complementary activity scope
services in Germany

Revenue business One off One off & fee fee per One off & fee per
model per month transaction transaction
< 2009 revenue: ~€100m (German

209 Hardware Terminal Connectivity Value added
GAAP). EBITDA>20% _ - . .
services ransaction ervices
< Covering the value chain: from POS processing
services to Value Added Services
= 175k POS terminals installed
< Customers: 8/ 10 Tier 1 retailers in breakdown l -
k Germany, Tier 2 & 3 merchants
E easycash 56%

< On apromising market Kz‘gijaijﬁ‘ge 1% | /

< Germany: late in the migration

< #1in loyalty solutions (ex: Staples,
Douglas) 2008 Revenue

2%

towards electronic payment = Entreprise Value: €290m

= Ongoing substitution of cash < Expected to be accretive on EPS/share in 2010 (before PPA)
usage and increasing card
acceptance < Synergies potential on revenue and infrastructure

Gaining traction on easycash expertise and know-how to change company’s profile
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http://www.easycash.de/
http://images.google.de/imgres?imgurl=http://www.telfix.fr/Images/LOGO_INGENICO.jpg&imgrefurl=http://www.telfix.fr/&usg=__AXQ7ehVFWhj3s6r5FtC5FwQx2l0=&h=705&w=1600&sz=67&hl=de&start=2&um=1&tbnid=fR8cJS_U4wKs7M:&tbnh=66&tbnw=150&prev=/images%3Fq%3Dingenico%2Blogo%26hl%3Dde%26sa%3DN%26um%3D1
http://www.easycash.de/

Ingenico value proposition post easycash acquisition

——MMM
Differentiating hardware

— Design to cost

— Design for services

A “one stop shop” solution for payment around POS
— POS hardware
- TMS
— Connectivity
— Transaction pre-processing
— Vertical solutions, VAS

Cross-border solutions
— More than 1,000 payment applications

Global solutions for payment & “beyond payment” solutions
— Fully integrated infrastructure to support both

Security offered as a service to simplify and optimize merchants’ costs for
compliance
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Demonstrated ability expand revenue and profitability

ﬂfnguﬁﬂymdha
[ Revenue (inme) ] [ Operating Margin((i)n me) ]
728 780 762.5

568
506 91
5006 2007 P g Denman & aron 2006 2007 2008
in H2’08
[ Net cash @nme ] [ Shareholders’ Equity (nme) ]

77°5 455

147

(33) 2006 2007 2008

*Pro-forma growth, including Sagem Monetel in 2008, at constant exchange rates

(*) Adjusted figures, before Price Purchase Allocation from Planet, Sagem-Monetel and Landi
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2009: Demonstrating business model resilience in a difficult
environment

—MW

< H109 performance demonstrating operating margin resilience

— Improved gross margin despite revenue decrease of 10%: leveraging on synergies with
Sagem Monetel on terminals

— Opex under control: First benefit from cost savings plan
— Preserved cash: Net cash of €90.9m

=+ Q3’09 revenue in line with expectations
- +5% sequential revenue growth '| Year-on-year stable revenue’
— Commercial & product launch: on track

< 3009 Revenue: 682-697me (at constant FX) — vTbog negative FX impact of €15.9m

< 2009 Adjusted EBIT margianaintained between 11% and 12%, confirming margin
resilience

1) Growth based on Q2’09 revenue excluding contribution of Sagem Denmark and Manison Finland disposed on June 30 09
2) Growth based on Q3’08 revenue excluding contribution of Sagem Denmark and Manison Finland
3) Operating profit from ordinary activities, before Purchase Price Allocation

_imngenico’)
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Future growth on core business driven by market trends

—MW
< (Continued increase of volume for non-cash transactions
- +11%: average growth of non cash transaction

— Increased use of cards/ Decline in check usage

< Use of cards as the strongest driver
— Continued increase in developed countries
— Acceleration in emerging countries

[ Drivers for mature countries ] [ Drivers for emerging countries ]

- Security: terminal is a key element in the end = Urbanization & increased usage of financial

to end security services
< Regulation changes (PCI/EMV/SEPA) < Governments pushing for tax collection
<+ Technology : Wireless, mobility <+ Technology/new usage

— Increased demand for biometry terminals
< New usage Y

— Retail customers: increased productivity at lane
— Increased revenue at POS

(*) source: 2008 World payment report
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Investing in future growth: mobile payment

—MW

T
< Stake in Roam Data in November ROAM DATA'

— US based Mobile Application Service Provider (MASP)

— Delivering business & payment applications via PCI DSS service platform on any
mobile phones

— Targeting un-tapped market of mobile professionals & micro merchants to
delivery drivers, installers or direct sellers (such as Avon,...)

< Minority stake in Transfer To in July 9 TransferTo
— High-growth PSP providing airtime-transfer through mobile
— Cross-border cross-network business model

< Target: position Ingenico in the digital payment world where mobile will
increasingly become a key instrument and channel to market

_imngenico’)




Medium term operating leverage thanks to business model

evolution o
~—~ A Angenico
Revenue Gross Margin OPEX ]
~ N [ ™
New POS generation -Bill of materials %
-Production costs (Telium)y
- AN ‘/
4 N )

New “beyond payment”

products ﬁ -
N %)

Higher proportion of
revenue generated by

services

] h
=y

Higher gross margin per unit

- J

<25% of revenue

4 N
Proportion of higher

margin services

- J

EBIT expansion

page 13
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Ingenico: strong fundamentals

—MW
4 Focused -Leader in POS market A
strategy -Expanding POS product range
-Leveraging on POS leadership to move up the value chain in the transaction
\_ services value chain )
4 )
Proven track -In acquiring and retaining Tier1&2 retailers and retail banks/acquirers
record -In fast, efficient and smooth integrations (ex: Sagem Monetel)
-In achieving key financial milestones
- J
4 G . . N
Short term -Contribution of emerging economies
growth potential -Largest and innovative portfolio of products
-New “beyond payment” products and services
\_ -easycash acquisition )
4 )
Financial -Strong balance sheet
strength -Strong liquidity position (net cash of €90.9M end of June 09)
-Medium term operating leverage
N /

page 14
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