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Market Dynamics

Core banking is the most exciting software market in the world offering
low penetration coupled with strong drivers

Addressable*

Today

P

A Slower economic growth
A Constraints to profitability
A Increasing regulation

A New entrants

A Mergers

*Source: Celent, Gartner, IDC, Temenos estimates; represents bank spending on license and maintenance only for core banking systems
(internal and external)
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Industry analysts agree

. ot e pproximately 700 financial institutions worldwide will
Alte eplace their core solutions during 2011; Core replacement
activity around the globe picked up during the first nine
montth 2010 and is likely to continue over the next few
years. ™

Gartner Y he key is awareness and recognizing that it's not

matter of whether the bank should migrate to
advanc%l CBS solutions 0 it's a matter of
when.* v

~Y

C E L E N T r‘]\s/Ve are seeing an increasing appetite for switching core

ystemsinmany ma r k et s éndisagledssue that
drives a bank to move, but in many markejs pll the

pressure is moving in the same direction.* v

* Aite, Evaluating the vendors of Global Core Banking Systems, October 2010
** Gartner, ACore Banki rbgeceBber20le m Adopti on Trendso,
***Celent, AWhy Change Cores?0 Feb 2011
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T24 Enterprise Edition T Launched today

A JAVA deployment:

A Launched in R10 i Swissquote first adopter in
production, May 2011

A System Z/Websphere benchmark successful

A Componentisation to lower migration risk

A R11 May 20111 Customer

A R12 March 2012i broad number of stand alone
modules and integration models

Aimed for the larger bank
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Technology Stacks

User eXperience
Process Workflow

Business Applications
Application Servers

\ Microsoft

FLEX, JMX,XAML L

rePoint =~~~
Workflow Foundatlon .

WMC (managment console)

\ Windows Connectivity Framework ‘
4 Microsoft /W
.Dynamics .

Microsoft®
% Microsoft® N ET
BizTalk Server 2009

SharePoint

\ ORACLE
i FLEX
IJMX,0EM

Oracle BPM (orchestration & BAM)

\ Oracle AQ

ORACLE ORACLE

ORACLE’
BAM

SIEBEL WebLogic
CUSTOMER RELATIONSHIP
MANAGEMENT ORACLE
ORACLE SOA SUITE

FUSION MIDDLEWARE

Tivoli.

i FLEX, JMX

Websphere Process Server

\ Websphere Message Broker, MQ ‘

FACAAC
WA NI

WebSphere.

‘ SQ I.. SEI’VEI‘ | BUSINESS PROCESS E ‘ Ra‘hona
‘ HEpﬂrtlng SEWiCE'S ‘ MAMAGEMENT g ‘
ADO ‘ JPA, JDBC ‘ \ JPA (hibernate), JDBC ‘
g - e -
® % Microsofte Master Iﬁﬁﬁﬂ;gemem Master Data Management
@ SQL Server2008 P 2 ) 4
m - 'R L
}E DRAC I_E {EM IRfOSphgrek
(@) . EXADATA Y aaume cks
£ Windows Azure — — | —
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Technology Stacks

| Microsoft | ORACLE EE==
7581 serveraos
ORACLE'
3 Windows Azure EXADATA
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CEO succession i time is right to strengthen the management team

Company is undergoing a significant transition

-
—

Near future /

$ 1 billion in revenues
More value-adding products

Capture AEarly major. o]
Rich partner ecosystem
Now (2010) Future
$ 500 million in revenues %2 [l i e Es
4 products _ _ _Unrivalled product suite
550 C_B clients, nE‘Capture AiLate maj
Partner delivery model Global delivery community

Before (2002)

$ 100 million in revenues

1 product /

180 CB client s, Al nnovator so
Delivery by TEMN

//

&
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CEQ succession T Guy Dubois new CEO July 1

A 30+ years in the software industry
A Excellent track record of success

A Held VP/CEO roles in large application
software companies

A Managed mid to large size transitions
A Operated successful partner programmes

AStrong s kil | and person
Temenos

Continuity secured; George takes Non Executive Director role,
Andreas takes Board Chairman role after 8 years as CEO
and 12 years in Temenos
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Thank you



Lisbon 2011

Temenos Community Forum

Temenos Partner Update

Michael Head

22nd May 2011
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Temenos Partner Programme 1T Mission

A
I . ——
I . S —
| | ] I
_— I [ A
_— _— LI
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WIPRO

nNTo be the Partn
leading quality product,
technology and service suppliers
In the banking sector."

GF |
R ..

SOFGEN Deloitte.
€SC @ Capgemini

CONSULTING.TECHNOLOGY.OUTSOURCING
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We are executing on our partner program

¥

TEMENOS

Accelerate licence growth

Better economics

Cement leadership

Access to tier 1 customers

Improve customer
satisfaction
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2years: Partner Programme accellerating

1600 - | . v
103 \ @® Capgemini J

: v . 25 Z
1200 -  Deloitte. | 20 %
1000 - s
2 \ @ Cognizant ‘ 15 g
2 800 - :
S 3
5 600 - 10 3
£ 400 - :
£ ? g
T — :
0 - oz

2009 2010 2011

In the last 2 years, certified partner resources and partner projects
have trebled
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Partner milestones achieved in the last 12 months

V Temenos trained external resources: 400 g 1,500

V Number of committed resources through 2012: 1,200 g 2,500

V Showcase T24 scalability and speed: IBM, Oracle & Microsoft

V Open new accounts: Microsoft and Servus

V Deliver complete projects: Cognizant and Credit Suisse in India

V Open new addressable markets: Wipro

V Drive incremental revenue: 6% of 2010 licence revenues from
partner led deals, 8-10% expected in 2011

AL
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Lisbon 2011

Temenos Community Forum

Business Intelligence

A Keith Waterman

A May 24

K‘TEMENOS 16 The Banking Software Company



Insight Roadmap Headlines 2011

THE INSIGHT NEWS § S

Www.temenos.com

THE BUSINESS INTELLIGENCE NEWSPAPER - Since 2009




Bl Growth & Opportunity

A Bl market for financial services is estimated at c. USD2.6bn

7

AfnBl platforms will remain one of the
ACIOSurvey

AfBl one of topdo5 priorities

AARCAGR for Bl, Analytics, and Perfo

expectedtobe 7.7%0 € and significantly f as:H
A Temenos is strategically aligned with Microsoft

A This could be a USD 60m per annum licence revenue opportunity for
Temenos in the medium term

. *Source: Gartner
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Product roadmap and revenue growth

60 7 ;
o O
C ©
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z Insight \I‘
o Customer |
S Intelligence
e _
S Insight
5 Operational |
Intelligence /
B Insight Risk |
Insight Intelligence
Insight Financial ‘.‘
10 Financial ' Intellllglence
Intelligence ,‘ '
1.0
2009 2010 2011 2012 Medium term
¢
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Our competitive differentiators

i Dat a Di s
Platform

Momentum
Accent ua

Insight ‘

Financial |
Intelligence ATradit.
AFocused \_/ providers embrace
sweet sp the business user

chal l end

MR Cor_e Insight Risk
Operational | Banking intsligence |
ntelligence Software j

ARnCost as
increasingly

AAcCqQuUi Si
important

transition malaise is
the new n

purchasing and
portf ol

Irsight
Customer
Intelligence

/.‘

AShift
measurement to
analysis,
forecasting and
opti misa

Source: Gartner, Magic Quadrant for
Business Intelligence, January 2011
¢
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Case study: ABN Amro

Case Study
ABN AMRO Insight

ABN AMRO Implements Insight To Deliver Business- Winning Service
For Private Banking Clients

Paud Martin - Chief Administration Officer And Board Director - A BNAMRO

"The overall cost was v ey competitive f or somethil e 5¢ f.f.'f/"/'/[f_/é».”
says Martn, "There were no cost over-run "/‘/'/)[:/é/'/ﬂ%/‘/f'zf/?_"/'/ and

e valle s becoming apparent in that evervone an ao
éffective job It s more, dutomated with no ris

d more

k of manual errors ” he

s We g, 0000 mave with the ame cost base "




