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Forward-Looking Statements
This communication contains certain statements that are neither reported financial results nor other historical 
information and other statements concerning Gemalto. These statements include financial projections and 
estimates and their underlying assumptions, statements regarding plans, objectives and expectations with 
respect to future operations, events, products and services and future performance. Forward-looking 
statements are generally identified by the words "expects", "anticipates", "believes", "intends", "estimates" and 
similar expressions. These and other information and statements contained in this communication constitute 
forward-looking statements for purposes of applicable securities laws. Although management of the company 
believes that the expectations reflected in the forward-looking statements are reasonable, investors and 
security holders are cautioned that forward-looking information and statements are subject to various risks and 
uncertainties, many of which are difficult to predict and generally beyond the control of the companies, that 
could cause actual results and developments to differ materially from those expressed in, or implied or 
projected by, the forward-looking information and statements, and the companies cannot guarantee future 
results, levels of activity, performance or achievements. Factors that could cause actual results to differ 
materially from those estimated by the forward-looking statements contained in this communication include, but 
are not limited to: the ability of the company's to integrate according to expectations; the ability of the company 
to achieve the expected synergies from the combination; trends in wireless communication and mobile 
commerce markets; the company's ability to develop new technology and the effects of competing 
technologies developed and expected intense competition generally in the companies' main markets; 
profitability of expansion strategy; challenges to or loss of intellectual property rights; ability to establish and 
maintain strategic relationships in their major businesses; ability to develop and take advantage of new 
software and services; the effect of the combination and any future acquisitions and investments on the 
companies' share prices; changes in global, political, economic, business, competitive, market and regulatory 
forces; and those discussed by the companies in filings, submissions or furnishings to the SEC, including 
under the headings "Cautionary Statement Concerning Forward-Looking Statements” and "Risk Factors". 
Moreover, neither the companies nor any other person assumes responsibility for the accuracy and 
completeness of such forward-looking statements. The forward-looking statements contained in this 
communication speak only as of the date of this communication and the companies are under no duty, and do 
not undertake, to update any of the forward-looking statements after this date to conform such statements to
actual results, to reflect the occurrence of anticipated results or otherwise. 

Disclaimer
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Showing leadership in Mobile Communication

Trusted technology leader in a dynamic growth market

Active pipeline of innovation and new product introductions

Strong focus on customer value-add and consistently high customer 
satisfaction index

Tier-one mobile operators express strong interest in 
the SIM card to help them face competition in a 
more open wireless ecosystem

Dedicated offer to address each customer segment

Unrivalled installed base of software suite platforms 
servicing mobile operators worldwide
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Facilitate end user adoption and 
understanding

Provide our customers the option to 
upgrade and manage their customer 
relationship

Reposition Gemalto as an application 
enabler and provider

Leverage a current installed base of  
170 customers hosting over 350 
applications in the field

Zoom in on the benefits of our 
Software and Services Proposition

2 examples:  service presentation 
and personal data management

Dedicated entry-range offers 
with optimized resources for 

rapid, mass deployment

Promote mix migration to 
high-end products for 

more advanced markets

Growth from product mix migration, and also 
new opportunities in software and services

Leverage the migration to 
higher-end products for 

more software and services
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Service mass customization

My Telco Portal  

SMS

Value Proposition
Thanks to OTA updates, change SIM 
service portal according to end user 

preferences and marketing 
innovation

MNO benefits
Improve your end-user service 

experience and boost your SMS traffic

Develop SMS traffic
Same SIM service Portal for 

everybody is not aligned neither 
with customer expectation nor 

wireless market conditions

Customization Reactivity

x 4 Ringtone download 
usage since integration 
into SIM Service Portal

ARPU increase after SIM 
menu update according to 
subscriber’s preferences

10%
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Personal Data Management

SMS

Value Proposition
Over The Air back-up, restore and 
synchronize subscriber’s mobile 

phonebook (SIM and ME) allowing 
instant recovery when phbk is lost

MNO benefits
Improve your customer service 

experience and boost your SMS traffic

Customer stickiness

Revenue leakage and churn 
are usually correlated 
to a phone book loss

In average 27% 
of mobile subs 

have already lost 
their phonebook

20%
Uptake rate when the service is properly packaged

>90%
Subscribers satisfaction index
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Postpaid subs
Irl

Month
1 2 3 4 5

Protecting End-User phone book
What is at stake for the MNO? market evidences

100 €

90 €

80 €

ARP
U

ARPU leakage over 
3 months for 10% 

of the installed base13%
Avoid

Phone book 
lost 

and handset 
replaced

Minimize churn risk during 
handset upgrade phase

Prepaid subs

Situation even worsed for prepaid 
subs. who abandon 
their subscriptions

58%
ARPU drop

Prepaid ARPU evolution after a mobile phone loss
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SFR use case, a strong success,
both in usage and satisfaction

Unexpected usage figures (as of end 2006)

3,5 Millions of synchro’s charged since the service 
has been launched on July 2005
~20% of penetration of equipped base
Usage is reaching ~350k synchro per month beginning 
of 2007, with a continued growth

Strong satisfaction among active users
(post-launch survey)

94% are satisfied 
92% estimate that the service meets the needs perfectly
89% declare that the service is simple to use
87% never encountered any problem
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Leveraging our Solution know-how to move 
more and more to operated services

Leveraging our installed base to operate applications
Become recognized as an expert in application

Leveraging our cross industry position as trusted partner
Become a trusted intermediation service provider

Leverage our assets beyond our traditional markets
Operate Services in security, Identity, Consumer…
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Operated services positioning

The MNO preferred partner for 
Outsourcing remote (OTA) 
subscriber management
Telecom centric application deployment 
and management.

The cross industry trusted partner 
to manage the telecom operator devices 
external service applications 
such as mobile NFC ticketing, payment, 
OTP, post-issuance, M2M

Business
Facilitator

Preferred partner for applications Intermediation

Customers: Telecom Operators

Strategy: Leverage SIM and OTA installed 
base and become an expert in running end-user 
applications

Customers: Banks, Transport operators, 
automotive, industries
Partners: Telecom Operators

Strategy: Leverage existing channels to become 
the trusted partner for intermediation
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This Operated Services positioning is endorsed 
by the market

The MNO preferred partner 
to operate OTA (or OTI) 
subscriber management

French “Payez Mobile” trial 
validates the need for an 
infrastructure provider

2007 OTA campaigns:
>45 customers

Market endorsementsTarget Positioning

The MNO preferred partner for 
seamless deployment and 
management of new MNO 
centric applications

Cross industry trusted partner 
to manage on the telecom 
operator devices external 
service applications such as 
mobile NFC ticketing, payment, 
OTP, post-issuance, M2M.

Growth potential

Grow Asia and Eastern Europe
Address with operated services 
obsolete or underutilized OTA 
platforms and applications

Leverage end-user marketing 
expertise to optimize revenue 
generation
Continue to extend portfolio 
with partner applications

Consolidate the positioning 
in marketing the offer to banks 
and transport companies 
and proposing a cross industry 
business model

2007 Customers:
>20 customers
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What is next? 
One example: Machine to Machine

Value 
Propositions

Main 
Segments

Main 
Competitors

Main issues

M2M 
Intermediation

- Reduce cost of logistics / 
maintenance to set-up / 
manage mobile subscription

Automotive, Metering

M2M solution providers, 
wireless module providers, 

usual competitors…

- Non Removable card
- Lifespan and security 

requirements
- Limited value on the 

hardware

Machine-to-Machine

Take away: Value of Service

A huge potential
Market potential of several 100 Mu by 2010

… With Specific hardware requirements 
temperature, vibrations, life span
Specific packaging

… and some logistics constraints
Hardware integrated in the module by the M2M customer 
several months before the subscription is activated
High Hardware maintenance cost

A need for services
Set subscription or key parameters at the end of the assembly 
chain
Remote management: security, activation/de-activation, 
life span extension…
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Make it
simple

Make it
personal

Make it
secure

Make it
portable

Helping our customers to face the increasingly 
complex telecom eco-system

Gemalto is well placed to help multiple players see through the growing complexity
of telecom networks, thanks to remote and secured connectivity, to enable efficiency 
and convenience. Examples include device management, service & application 
provisioning, identity management, device-to-device portability, and others

The SIM at the center of  mobile 
operators’ beyond-voice strategy

Leverage our billion-strong installed 
base and long-standing “preferred-
partner” relationships with mobile 
operators

Expanding our security and application 
expertise onto new service offers
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