


Disclaimer
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All forward-looking statements are Ingenico management’s present expectations
of future events and are subject to a number of factors and uncertainties that
could cause actual results to differ materially from those described in the
forward-looking statements.

The accounting treatment of acquisitions and, in first place particular, Sagem
Monetel, in accordance with IFRS 3 has a substantial impact on Ingenico's
financial statements

For better appreciation of the Group's performance, some data or aggregates
presented hereafter are calculated on an adjusted basis
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Ingenico at a glance

——M‘&H&M
[ We transformed our group in 5 years ] [ Shareholder structure” ]

as of Feb28 2009

Sagem
Sécurité
22%

We have transformed our company since last economic downturn Jupiter

AM 8%

Fidelit
200 2008 y
[ 3 ] [ ] 8%
Size X2
. Concert
Geographical footprint ‘60 countries 125 countries Consellior
Distribution Directin 15 countries © Directin 40 countries 5%
Technological leadership  «gehind in rolling out new Best in class R&D
product line” (Sagem Monetel)
Activity scope Terminals Terminals & « beyond Public**
payment » services 57%

Cost structure Own production facility Fabless model

- ) ) Market capitalization
Profitability 0% 12.5% as of March 23 2009
Net debt (€20.3m) +€77.5m

< Number of shares: 47 791 674

< Share price: €12.84

< Market capitalization: €614m

* Shareholder structure based on company information & broker estimates

** Including shareholders below 5%
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S
Ingenico: a leader in a highly concentrated and protected market

- [
An unique position on POS market thanks to ... offering innovative and largest portfolio of
key differentiators... products and services
-Leader with 15million POS and 39% market share -Technological advance on POS
-Balanced geographical presence between mature
and emerging markets: % o &

-Present in 125 countries L 4 %ﬁ g ; =
e &

-No country worth more than 10% of global revenue @ =)
-Direct distribution model @ i
'Fab'less mOdel Counter ereless _ PinPad “Signature Upattended

Top ==Capture

-Focused strategy: = a™
-Enlarging POS product range -« beyond payment » products 9 i
-Investing in services -« beyond payment » services |

Serving Tier 1&2 retailers and banks:

Supporting our customers generating revenue or reducing costs with a quick ROI

Acquirors & retail banks: to indirectly address merchants
Acquisition business model:

-Monthly fees [0-50€]

-% of transaction value [0.05%-3.5%]

Tier 1&2 retailers:
-Lane productivity ¢
-Power of negotiation on transaction fees &

_-ﬁtgﬁ#ﬁﬁq :



Présentateur
Commentaires de présentation
2008 était pour notre groupe une année particulierement dense puisque nous avions à reussir l’integration de Sagem Monetel puis de Landi tout en travaillant à la mise en place de fondamentaux stratégiques solides.

Ces fondamentaux ont été declinés en plan d’action operationnels que nous avons deroulés durant toute cette année et qui verront leurs premieres concretisations en 2009.


()

Taking advantage of competitive environment and market trends

L

L
N\,

Highly concentrated market

J

Major market (r)evolutions leading to
opportunities to gain market share

-Ingenico: 39%
-Verifone: 34%
-Hypercom: 16%

Top 3: 89%"

-Other players: mostly local players
-PAX: mostly in China
-Bitel, Cybernet: in Korea

...with high barriers of entry

-Certification/Security
-Compliant with national schemes
-Development of customer specific applications

-Scale
-Proximity

-Technological design
Design virtuous circle

Less
production
costs

Less repair
costs Greater
speed of

Increased transaction

reliability
-End-to-end payment solutions
-Customer loyalty

Lighter
weight

(*) Estimated market share based on public information

Security remains a priority
- Payment fraud still a concern

- Payment card market continues to grow driven by security
standards

- Terminal is a key element in the end to end security

New technology
- Wireless, mobility

Customer needs & new business payment challenges
- Strong demand for productivity increase at lower costs
- Emergence of new habits for Tier1 retailers (line boosting)
- Increased demand to increase customer shopping experienc

New POS “beyond payment” usage

- Increased demand for biometry terminals in emerging
countries

Regulation changes
- All terminals to be PClI compliant by July 2010
- SEPAin Europe

-  EMV .
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Présentateur
Commentaires de présentation
2008 était pour notre groupe une année particulierement dense puisque nous avions à reussir l’integration de Sagem Monetel puis de Landi tout en travaillant à la mise en place de fondamentaux stratégiques solides.

Ces fondamentaux ont été declinés en plan d’action operationnels que nous avons deroulés durant toute cette année et qui verront leurs premieres concretisations en 2009.


®
New products addressing “beyond payment” customers demand

——MMM
PPDA WEBPOS A

< First “all-in-one” rugged terminal < First device on the market
on the market - Midway device between PC based EPOS

and basic ECR
- Bi-face terminal offering wirelessgg

. e e . A
services combining vertical |.|Ei Budget
Nllti Lane >2000€ EPOS
Retail

applications & secure payment
:ﬁiﬂ| 1000€ @M

< Untapped market with high =2

pOtential = — 500€ = q
E‘ﬁ 200€ ('_ - - ~

®e - . - . Very poor Good Highest Features
0... Retail . Gaming ve®
(ayeuehusiing . :
N < Untapped market with high
Target Market T potential
5“22,?::5 Hospitality — 20M points of sales not yet equipped

- Replacement of 45M ECR

ﬁs/Control Lelsuré- .
-, g

<+ Common market features
— Dedicated terminal

< Common market features ~ Integrated solution

— Value-added Services

— Different verticals with same needs

Presented at Cartes’08: very positive market feed-backs
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Présentateur
Commentaires de présentation
Premier terminal illustrant notre nouvelle stratégie d’extension d’offre il offrira à nos clients un produit leur permettant de gérer leurs applications métiers (livraison à domicile, paiement d’utilities, monde du transport)

Développé en moins d’un an il sera sur le marché en H2 2009.

http://images.google.fr/imgres?imgurl=http://www.karaplex.com/images/1159401487travel%2520agent.jpg&imgrefurl=http://www.karaplex.com/&h=500&w=500&sz=75&hl=fr&start=97&tbnid=bbMWBCMnoE373M:&tbnh=130&tbnw=130&prev=/images%3Fq%3Dtravel%26start%3D90%26gbv%3D2%26ndsp%3D18%26svnum%3D10%26hl%3Dfr%26sa%3DN
http://www.btinternet.com/~fireballxl5/transtech/auto/pics/carpark100-0671.jpg

»
A business model evolution towards services...

—MMM
What we used to do: What we did in 2008: What we are doing:
Mostly hardware Hardware & first A flexible, tailored and global
services solution to reduce operation

costs and increase revenues

4 Y\ Running applications
Value Added Services on user friendly
. / terminals
s p
France +

Transaction managemeny | .
international

. J
e A . e N
. AXIS in .. “ . ”
Transaction management SN Connectivity/Telecom all in the box
. J \_ J
e A e A e a
Services around terminal Services around terminal Services around terminal

User friendly interface
to interact with
services: color, larger
screen...

1 Iy

Leveraging on POS leadership to increase recurring revenues

More terminals =>more service access points => more service revenues
_imngenico’)



Présentateur
Commentaires de présentation
Quelques mots sur notre nouvelle gamme. 

Présentée au salon Cartes en novembre dernier quelque centaines de terminaux sont déjà en test chez nos clients et si vous voyagez en Italie vous avez peut être déjà payé sur ces terminaux.

Le ramp up industriel commence conformément à nos prévisions et ce produit représentera une part significative de notre production dès la fin de Q2 2009.

Caracterisé par un niveau de securité inegalé (PCI PED 2.0)

Une rapidité de transaction remarquable il confirmera notre avance dans le domaine des terminaux mobiles et son interface couleur à large écran permettra de mettre en evidence notre offre de services.


... torespond customers’ needs which are not limited
to hardware

—M‘&H&M

/ / /
/ / Ingenico’s key ¢/ Revenue
mer’s n oy
// Customer’s need // competitive advantage 7 model
___________________ _ e e e e e e e e A e e - -

I | oo | i at  al
Value Added I o 1/ Optlmlze.serwces g.o.t?. ' Pertransaction® | ii i1 i
. Loyalty, ticketing, top up, ... - market and increase visibility | . A R
Services 1 A on service usage 11 (fixedcharge) v 4y
I R AR R
.............................................................. I | o )
Transaction 0l o |/ Payment protocol portfolio. E : Setup fe?es(t)per R GEJ'
Management | | Payment application n Centralized Payment to | : transaction ’ or R !
g : | \ reduce TCO ! perPOS/month 1 &iv 11 54
\\_______________________________II 1 5 [ tr_
----------------------------------------------------------- PO > g
I | oy eSS
. . Telco management: SIM, |/ “Allin the box” ready to be | : Monthly 'R e Y
Connectivity l ; o 1 " LT TG gl
| Internet I used. Optimized coverage, | : subscription DS ..‘é’. ot
.............................................................. I I \\\ backup if failure i I- Charge : g : : =ji : .Ei
-------------------------------------------- S IIIIIIIIIIIIIIIIIIIIIIIIIIIIIL P ST O
I ) / N PO Y,
. Install, maintenance, remote / | ; s e
Services around estate mgt (ex: software I/ Remote Fleet Management || Perunit, AR
terminal H upgrade & apps download) I\ toreduce on site operations 1] Per application I BE
l R N Lo ol
-------------------------------------------- A R =4
I I ,’ . . : I 1 11 v Ll
:] The most suitable hardware I/ Large terminal range with . | b . Lo
‘ . i ! er uni | o
Hardware (to support Payment + Vertical) I embedded Sfecurlty and | . o
I \ customer interface 1 AR
0 I L B

(*) Fixed charge per transaction
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Our market approach

—

"\
N
- Customers .
Customers << __ __ ¥ BARCLAYS P FirstData “ﬁ m

Merchants benefiting from a “one stop shopping” approach
and same services managed as for Tier1/Tier2 retailers

Channel < 0\( Bank

VAS Solution

Segment < VAS Solution

VAS Solution

Fleet management
Connectivity
Transaction mgt
Cross border

VAS: Loyalty, top Up

e Full managed services
(terminal, transaction,
connectivity)

e Vertical solution

e VAS: Loyalty, top Up

¢ Transaction
management

Ingenico
sofutions

e Cross border
e VAS: Loyalty, top Up
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http://images.google.fr/imgres?imgurl=http://fechtival.ec-lille.fr/images/bnp.gif&imgrefurl=http://fechtival.ec-lille.fr/partenaires.html&h=674&w=1772&sz=19&hl=fr&start=2&um=1&tbnid=myp6ZLr75KO8FM:&tbnh=57&tbnw=150&prev=/images%3Fq%3Dbnp%26svnum%3D10%26um%3D1%26hl%3Dfr%26rlz%3D1T4GFRC_frFR222FR222
http://images.google.fr/imgres?imgurl=http://www.lta.org.uk/NR/rdonlyres/D8F70C99-9A30-4BFD-AD65-96EE516F3CE7/0/Barclays_Logo_140x140.gif&imgrefurl=http://www.lta.org.uk/AboutUs/Sponsors/PremiumSponsors/BarclaysPlc.htm&h=140&w=140&sz=2&tbnid=eGI1Mfsk2ftujM:&tbnh=93&tbnw=93&prev=/images%3Fq%3Dbarclays%2Blogo%26um%3D1&start=1&sa=X&oi=images&ct=image&cd=1
http://images.google.fr/imgres?imgurl=http://www.rnp.br/_images/colaris/visanet.png&imgrefurl=http://www.rnp.br/en/events/colaris/program.php%3Fcategoria%3Dpain%25E9is&h=50&w=125&sz=2&hl=fr&start=2&um=1&tbnid=hcGefcvnqQV6XM:&tbnh=36&tbnw=90&prev=/images%3Fq%3DVisanet%26svnum%3D10%26um%3D1%26hl%3Dfr%26rlz%3D1T4GFRC_frFR222FR222
http://images.google.fr/imgres?imgurl=http://upload.wikimedia.org/wikipedia/en/0/0b/BP_old_logo.png&imgrefurl=http://en.wikipedia.org/wiki/BP&h=177&w=188&sz=11&tbnid=aYo5_vKSV4n2bM:&tbnh=96&tbnw=102&prev=/images%3Fq%3Dbp%2Blogo%26um%3D1&start=1&sa=X&oi=images&ct=image&cd=1
http://images.google.fr/imgres?imgurl=http://www.bostonmagazine.com/blogs/boston/wp-content/uploads/Boston/12.07BostonDaily/Ikea_logo.jpg&imgrefurl=http://www.bostonmagazine.com/blogs/boston/category/townie-town-hall/&h=101&w=280&sz=28&hl=fr&start=5&um=1&tbnid=ZnUZPZXulKt_DM:&tbnh=41&tbnw=114&prev=/images%3Fq%3DIKEA%2BLOGO%26um%3D1%26hl%3Dfr%26rlz%3D1T4GFRC_frFR222FR222%26sa%3DN
http://images.google.fr/imgres?imgurl=http://static-p4.fotolia.com/jpg/00/07/04/97/400_F_7049729_COi9VjOU9MZcdFk0rgud9a38ukG3dkBf.jpg&imgrefurl=http://fr.fotolia.com/id/7049729&usg=__-gXCOZJdAww2E7JWeWcqpHUbLAY=&h=400&w=400&sz=26&hl=fr&start=2&um=1&tbnid=h37IAP7tds_GXM:&tbnh=124&tbnw=124&prev=/images%3Fq%3Dcroix%2Bverte%26um%3D1%26hl%3Dfr%26rlz%3D1T4SKPB_frFR299FR299

How we will implement our service strategy

—MW
< Export French industrialized experience in Transaction Management Services

(>150 retailers)
— Up selling existing customers in France

— Export services in others countries

< Address customers' global & o (| Paorm | E.i’;g &@h 9 T'_ -
international needs through our
Global Services Infrastructure - /” >
— End to End solutions (from Terminal i 4 5o . \
to host) o 5 QL G \
— One stop shop

.......

h L ]
inadar -
L
g Maln Site VISANET

== International network

O por
— Local connections Bl Clobal Lo

< Develop partnerships to offer VAS applications based on Incendo Online platform
and operated by Ingenico

_-ﬁngwicq :
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2008: a year of transformation
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2008: intense preparation for future

-2

-

Succeeding in merging with Sagem Monetel

Succeeding in integrating Landi into Ingenico

Implementing our Leadership 2010 Plan

... while delivering financial improvements as promised

Objective: sustained profitable growth

—MW
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Présentateur
Commentaires de présentation
2008 était pour notre groupe une année particulierement dense puisque nous avions à reussir l’integration de Sagem Monetel puis de Landi tout en travaillant à la mise en place de fondamentaux stratégiques solides.

Ces fondamentaux ont été declinés en plan d’action operationnels que nous avons deroulés durant toute cette année et qui verront leurs premieres concretisations en 2009.


®
2008: building for the future

/N\erger with Sagem Monetel in March 2008:\
an optimum geographical and knowledge mix

- 2.5 million installed terminals
- Complementary commercial coverage
- Best in class product design & performance

(Telium) CE

GPRS \

K - Strong in wireless POS %?}f /

Acquired Fujian Landi in China in Julyo8
-#2 in China

- Better than expected contribution in revenue
and margin in 2008

N /

- Worldwide leader in payment terminals
- Maintained technological advance with best R&D

- Optimized production costs

- Leader in Chinese market. We’re Chinese in
China

-Investing in fast growing developping markets

Consolidated leadership in POS market

_-ﬁtgﬁ#ﬁﬁq :


Présentateur
Commentaires de présentation
Tout d’abord les acquisitions.

Inutile de revenir sur les raisons qui donnaient du sens au rapprochement avec SMO (complementarité des forces, acquisition d’un savoir faire R&D, extension de notre footprint et notamment de la base installée:15 millions de terminaux post fusion)

Inutile egalement de revenir sur la pertinence de notre percée en Chine, dès les premiers mois post prise de contrôle Landi et Ingenico China occupent la premiere place sur le marché Chinois.


®
2008: integration of Sagem on track

What we announced last August What we did
= (Generation of significant synergies First synergies in H2’08 (R&D)
over 3years, visible from H2 2008
< Reduction in product costs <@ Reduction of product costs higher

than expected: higher purchasing
synergies achieved (e6m vs. €4m expected)

< Pooling know-how in R&D <« Combined R&D know-how
< Combining commercial networks < Commercial networks fully integrated
< Harmonizing product ranges < Portfolio of POS mergered. Migration

of Ingenico’s customers to Telium
platform: ahead of schedule

< First product from a new range at eng < New range of products running on

2008 new Telium2 platform (1CT220)
presented at Cartes ’08 (11/08)

Demonstrated fast, efficient and smooth integrations

_@hﬁﬂ#@ﬁﬂr
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Présentateur
Commentaires de présentation
Toutefois un rapide retour en arriere sur ce que nous attendions de la fusion avec Sagem Monetel:





Un seul commentaire Ingenico a, avec les equipes issues de SMO, realisé la fusion rapide, harmonieuse et efficace d’activités hier fortement en concurrence, demontrant ainsi un vrai savoir faire en la matiere.




()

2008: Leadership 2010 Plan implemented

What we announced last August

[VVorkshop 1: Develop an innovatD

comprehensive range of payment
terminals

<+ Workshop 2: Develop dedicated
major services and solutions for
global accounts

<+ Workshop 3: Optimise quality and
customer support

<+ Workshop 4: Improve visibility and

ﬂ.—-wim.g%{'w
What we did

ﬁresented promising new paymh

terminals and « beyond payment »
terminals at Cards’08. Very well
received by customers and prospects

@ Team in place with live projects and
first commercial successes

<* |mplemented quality team working
across the group

<« Communicated our new « beyond

maximize value of the Ingenico
\gmup /

page 15

payment » identity. Efforts on brand

Q image. IR on board J
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Présentateur
Commentaires de présentation
Maintenant quelques mots sur le developpement de notre projet d’entreprise: Leadership 2010.

Défini dans les semaines qui ont suivies la fusion avec SMO, ce plan simple à exprimer a été communiqué aux équipes du nouvel Ingenico en même temps que nous dévoilions notre nouvelle identité visuelle puis il vous a été présenté en Aout 2008 avec nos résultats de H1.



Il pourrait se resumer de la façon suivante:

Les meilleurs terminaux (performances, qualité, innovation, design) pour une nouvelle offre de produits et de services pour tous nos clients partout dans le monde (retailers et acquirers) largement inspirée du savoir faire que nous avons developpé aupres de nos clients français de la grande distribution via notre progiciel AXIS (Moneyline)




S
2008: delivered financial improvements as expected.

Strong liquidity position

[ Revenue (inme) Operating Margin((i)n me) ]
I l 91
2006 2007 2008 2006 2007 2008
[ Net cash (inme Shareholders’ Equity (nme) ]
77-5 455

2006 2007 147
(33) 2006 2007 2008

*) Adjusted figures, before Price Purchase Allocation from Planet, Sagem-Monetel and Landi

_ -f«w;ﬂﬂfm !
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Présentateur
Commentaires de présentation
Self explanatory…


2009: market and opportunities

ﬂ.—-wim.g%{'w

J

Market

Opportunities ]

Overall, market conditions have worsened =

But market conditions differ significantly
from a country to the other

We’re local in 125 countries and have a
good visibility on our business environment

Performance in all regions in line with our
expectations, except for 2 regions:

North America: collapse of retail market
Latin America: timing of customer intake

As a consequence:

Expected low Q1 commercial performance...
(Q1’08 a strong base of comparison)

... balanced by strong sequential growth in
Q2’09

-

page 17

Launch of new terminals with user
friendly interface and lower production
costs

— 1CT220: Q2’09
— US terminals: end of Q2’09

Launch of “beyond payment” terminals.
with very positive market feed-backs

— PPDAin Juneog
— Webposin H2 2009

Launch of “beyond payment” services:
high commercial potential confirmed by
our prospects

_-f«h?ﬁ%f{:ﬂ :




Our business model is resilient

ﬂ.—-wim.g%{'w

Markets ]

)

Our activity ] [

Our structure ]

Increasingly diversified
end-markets

Diversified geographic
exposure

Security remains a priority

Increased customer needs
for productivity

Increased usage of POS
beyond payment

Capturing additional value =
through “beyond payment”
solutions and services

Increased presence in new
economies

Our products are PCI PED
compliant

New products such as PPDA e
to support queue boosting

Increased demand for
biometry terminals in
developing countries (ex:
FINO in India)

Increased proportion of
revenue generated by
services (19%in 2008)

Fab-less model

Flexible cost structure

Production synergies
(Telium2)

X _-f«h?ﬁ%f{:ﬂ -




2009 management top priorities: preserving cash and
profitability

—--M‘&H&M
[ Our response ] [ We want to deliverin 2009 ]
< Accelerating synergies < Accelerating adoption of “beyond
» H

< Accelerating production of payment” terminals

new products to reduce < Accelerating adoption of “beyond

prOdUCtion costs payment” services
< (Cost reduction initiatives - Leverage unique experience with

French retailers

< (Continued conservative cash
management: low capex,

tight working capital < Strong seasonality towards H2’09
requirements

< Growth: stability, up to 5%

< (QOperating margin range: 12.5%-13.5%

_-f«h?ﬁ%f{:ﬂ :
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Medium term operating leverage

( Proportion of revenue
generated by services: up
to 25%

J

Proportion of higher
margin services (>40%)

- J

—MW

Revenue Gross Margin OPEX ]

e N A
New POS generation -Bill of materials %
-Production costs (Telium)\
\. J \ J
e N A
113 12
New “beyond payment Higher gross margin per unit <25% of revenue
products

\. J \ J
) 4 )

EBIT expansion

page 20
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Basis of presentation of financial information
for 2008 results

ﬂ.—-wim.g%{'w

< The accounting treatment of acquisitions and, in first place particular,
Sagem Monetel, in accordance with IFRS 3 has a substantial impact on
Ingenico's financial statements

< For better appreciation of the Group's performance, some data or
aggregates presented hereafter are calculated on an adjusted basis

< |FRS consolidated income statement for 2008 is available on Slide 31

-f«h?ﬂ%fﬁﬂ ]
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Financial performance thanks to operational leverage

—--Md:ng%{'éo
ol ) S S5 4 ) Adjusted
Adjusted figures in me 2007 2008 Pro-forma®
2008 2008 5008
Revenue 568.0 313.8 414.2 728.0 780.8
Gross Margin 208.2 116.9 162.5 279.4 297.0
% of revenue 36.7% 37.2%  39.2% 38.4% 38.0%
Opex 143.2 83.4  104.8 188.2 198.6
9 of revenue 25.2% 26.6% 25.3% 25.8% 25.4%
° 6 .O ° ° 91.2 98'4
Operating Result > . 33 E 2/ 70
\ 11.4/0 A/ 10.7/0 @ \ 12.5% 12.6%
(1) Adjusted figures, before Price Purchase Allocation from Planet, Sagem-Monetel and Landi
(2) Including Sagem Monetel in 2008 and Landi in S2’08
ﬁtgﬂiﬂﬁe ]
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Geographical balance supporting business model efficiency

despite economy downturn

[ Revenue (in me)
128 780
568
506
j ‘ ‘ Pro-forma
2006 2007 2008

 Continued growth

—MW

Asia Pacific 9%
CAGR: +33% "

Northern Europe : 18%
‘ CAGR: +5%

Latin America 17%
CAGR: +3%*

ern Europe: 24%

e Mature markets: no country worth more than 10% of global revenue

e Emerging markets: decision to invest in China was the right one

* Pro-forma growth, including Sagem Monetel in 2008, at constant exchange rates. Including impact of commercial overlaps of approximately €20m resulting

from the merger of Sagem Monetel activities with Ingenico (mainly reported in Southern Europe)

page 24

*
North America 14% CAGR:-7%
CAGR: -4%*
EEMEA 18%
CAGR:+38%"
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Gross margin improvements driven by first impact of
purchasing synergies

—MW
4 Y
Adjusted figures in me 2007 2008
Sales of terminals 458.1 oL b  Improved from 39% in H1 to
) ) 39.9% ) in H2 thanks to
Gross margin terminals * 180.8 bELWA Icverage and first synergies
related to Sagem
% of sales 39.5% 39.5%
Sales software & services 109.8 132.1
Gross margin software & services™ 27.3 441 Quality and mix
improvement as in H1’08
% of sales 24.9% 33.4%
. . . 279.
[Total adjusted gross margln* 208.2 79-4

\ 36.7% A 38.4%

(1) Adjusted figures, before Price Purchase Allocation from Planet, Sagem-Monetel and Landi

_imngenico’)
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Adjusted operating expenses (Opex)

—MW
) )
in €m 2007 S1’08 S2’08 2008
+3
+6 2 188
Research& . 43.0 26.5 29.3 55.8 +38 I o F—
. . . . Other irst
Development 143 - New synergies
. Services
Sales & Marketing 37.8 21.0 32.6 53.6 business
Perimeter unit

General& variation
Administrative” 62.4 359 429 78.8
TOTAL Adjusted 143.2 83.4 104.8 188.2

*
opex 25.2% 26.5% 25.3% 25.8% ] )

? Adjusted Adjusted
N~ N——/
Opex Opex
in 2007 in 2008

*Adjusted figures, before Price Purchase Allocation from Planet, Sagem-Monetel and Landi

** Other including (€2.6m) for R&D tax credit {4‘?}{' Nz




Consolidated income statement for 2008. Reconciliation of IFRS financial
statements and audited adjusted financial statements

—MW

. IFRS. Merger-related Inventory Am'ortlzaFlon of Adjusted financial
2008 (€m) financial ] intangible
expenses adjustments statements
statements assets
Sales 728 728
Cost of sales (456.3) 7.7 (448.6)
Gross margin 271.7 7.7 279.4
Research and
development (61.8) 6 (55-8)
Sales expenses (59.0) 5.4 (53.6)
General and
administrative expenses (78.8) (78.8)
Operating profit from
ordinary activities 72 7.7 1.4 91.2
(EBIT)
Other operating income
and expenses (14:5) 91 (5-4)
Operating profit 57.5 9.1 7.7 1.4 85.7
Financial result (7-4) (7-4)
Income tax (13.4) ®3) (2.6) (3.8) (22.8)
Net profit 36.7 6.1 5.1 7.6 55.5
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From operating profit to net profit

—MW

4 N\ )

in €m 2007 2008
ggfirf:;gfmﬁt from ordinary activities 65.0 o1.2
Operating profit from ordinary activities® 62.5 72.0
Other operating income and expenses (5.5) (14.5)
Operating profit* 57.0 57.5
Financial result (8.8) (7-4)
Income tax (8.7) (13.4)
Net profit” _ 39.5 i 36.7

Net result before PPA
and restructuring costs

at €55m, vs. €45min
2007, a 23% increase

*Including Price Purchase Allocation (PPA) of €2.4million in 2007 and €19.2million in 2008 from Planet, Sagem-Monetel and Landi
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Synergies: ahead of schedule

—M%ﬁm
[ What we expected ] [ What we did in 2008/ Update ]
in €m 2008 2009 2010 in €m 2008 2009 2010
Synergies/ Impact Synergies/ Impact
on operating 10 26 on operating 10 26
margin margin
Restructuring -10 -5 -1 Restructuring -9 6 1

< Synergies derived from Purchasing & Reorganization: ahead of schedule

< Synergies derived from Revenue & Convergence: on track

_-ﬁtgﬁ#ﬁﬁq :
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Other operating income and expenses

—M‘&H&M

in €m 2007 2008
Restructuring (6.1) (9.1)
Others 0.6 (5.4)

[ TOTAL (5.5) (14.5) ]

< Restructuring costs including €6m for downsizing of Barcelona’s R&D
center and other restructuring costs in various regions and HQ

< Others: mainly impairment on investments held for sale

E;ﬂ?@%&@:
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Financial result

inem 2007 2008
Finance Costs (7.2) (2.7)
Income from cash & cash

: 1.2 2.1
equivalents
Net Finance costs (6.0) (0.6)
FX effects and others (2.8) (6.8)
[TOTAL (8.8) (7-4) ]
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< Strong reduction of
finance costs

< |mpact of FX environment

_-ﬁtgﬁ#ﬁﬁq :




Trends in shareholders' equity & debt

 em )
Net Equity at January 1, 2008 195.9
2008 result 36.7
Dividends (10.8)
Sagem Monetel capital increase 202.3
Share-based payments 10.0
Translation adjustment and other (9.6)
Purchase of own shares "’ (25.6)
Oceane (redemption/conversion) 56.2
y
[ Net equity at December 31,2008 455.1
\ J
(1) Treasury shares as of Dec31 08: 1,624,290 after granting 775,000 free shares
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Strong liquidity position thanks to continued free cash flow

Improvement Lo
—MW
4 N\ 4
€m 2007 2008 Change
Cash flow from operations before WCR 65.2 66.1 0.9
WCR 0.2 24.7 24.5 < Tight working
Cash flow after WCR 65.4 90.8 25.4 capltal
. (125) (213) (8.8) management: DSO
12. 21. .

° ’ at 50 days EOY08
Cash flow after CAPEX 52.9 69.5 16.6 (vs. 58days EOY07)
Change in scope of consolidation (18.2) (0.3) +18.5
(subsidiaries/activities)*
Dividends (3.2) (10.8) (17.6)
Others** (1.0) 21.6 32.6
Debt reduction 30.5 8o 49.5
(Net debt)/net cash on June 30 2008 _ (2.5) )\ 775 9 80 J

*Including cash acquired at Sagem Monetel (€20m) less inflows allocated to the operation (including expenses) and outflows for the acquisition of 55% of Landi

** Out of which (for 2008): capital increase for €58m and Purchase of own shares & Oceane for (€27.6m)
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