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Disclaimer 

Any remarks that we may make about future expectations, plans and prospects 

for the company constitute forward-looking statements. Actual results may differ 

materially from those indicated by these forward-looking statements as a result 

of various factors. In particular, the forward-looking financial information provided 

by the company in this presentation represents the companyôs estimates as of 

15 September 2011. We anticipate that subsequent events and developments 

will cause the companyôs estimates to change. However, while the company 

may elect to update this forward-looking financial information at some point in 

the future, the company specifically disclaims any obligation to do so. This 

forward-looking information should not be relied upon as representing the 

companyôs estimates of its future financial performance as of any date 

subsequent to 15 September 2011. 



3 3 3 Slide 3 

Agenda 

Who we are   

Our market  

Our value proposition   

Our competitive differentiators   

Growth strategy 

Current conditions and 2011 FY Outlook 

 

Q&A 

Q&A 



4 4 4 

Temenos: Who We Are  

Founded in 1993 

Listed since 2001 

4,000 Employees 

Global, HQ in Geneva 

2010  

Licence Revenue Split By Geography  Total Revenue Split by Line 

Europe
47%

MEA
23%

APAC
17%

Americas
13% Licence

36%
Maintenance

34%

Services
30%
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Why is there a replacement cycle for core banking? 

ñLegacy banking systems lead to deteriorating customer service, lost flexibility,  

outdated products and stalled innovation.ò 

{ƻǳǊŎŜΥ ./DΣ άtŜǊǎǇŜŎǘƛǾŜǎ ƻƴ /ƻǊŜ .ŀƴƪƛƴƎ ModernisationέΣ bƻǾŜƳōŜǊ нллф 
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Why is there a replacement cycle for core banking? 

Modern core banking provides a single view of the customer across the bank 

Improving customer service, risk, compliance and profitability 
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Strong drivers + low penetration = growth potential 

Addressable Market* 

USD12.6bn 

Current 

Market 

USD 

2.1bn** 

*Source: Gartner, Celent, IDC Temenos estimates; represents  bank spending  on license and maintenance  only for  core banking systems  

(internal* and external**) 

Low Penetration: 

Only 20% of the annual 

core banking IT 

spending of banks is on 

external, third-party 

software 

Strong Drivers: 

Å Lower leverage 

Å Increased competiton 

Å Increased regulation 

Å Desire to improve 

customer service 

Å Reduce risk 
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IT Spending  as a % of costs 

Source: Boston Consulting Group, Temenos 

spending is unsustainable 

Average IT Spending 

Banks spend more on IT than any other industry 

Temenos customers sustainably reduce IT cost and improve return 
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Highest R&D 

spend; annual 

upgrade 

Integrated & 

Componentized 

Manage Risk 

Enable Growth 

Model Bank & 

Process Led 

Implementation 

Greatest flexibility 

in a packaged 

solution 

Reduce Cost 

Platform 

independent;Open 

architecture 

Key Features and Differentiators of T24 
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Retail 

Corporate 
and 

Wholesale 
Banking 

Customer and CRM 

General Support 

Private Wealth  
Management Treasury 

& 
Capital 
Markets 

         Security Management System        

Open Financial Service (Web Services, API, Messaging) 

Persistence 

 T24 Browser 
 Bank Middleware (optional) 

Indirect Channels Direct Channels 

Tech. Admin Internet Call Centre Mobile IVR Branch System Admin 3rd systems BPEL 

         Workflow      

T24 Functional Architecture 
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Accounts 

Deposits/Savings Syndicated Loans 

Leasing 

Image 

IAS39 Document Mgmt. 

Past Due 

Euro 

Funds Transfer 

Nostro Recs 

Confo Matching 

Bills 

Cash Management 

Trade Finance 

Commercial Loans 

Guarantees 

Teller 

Mortgages 

Sweeps/DD/SO 

Card Management 

Brokerage 

Corporate Actions 

Custody 

Fiduciary Deposits 

Forex 

Money Market 

Swaps 

FRA 

Capital Markets 

Repos 

Futures/Options 

Order Book 

Performance 

Modelling 

Statements 

General Ledger MI/Profitability  

Multi Company 

Basel II Multi Time Zone 

Dev Tool Kit 

Database Mgmt. 

Limits Collateral 

Market Risk 

SWIFT 

Advices Branch Resilience 

Contact log 

X-Selling 

Customer 

Case Management 360ę View 

Product Catalogue 

Savings Settlement 

Structured Products 

Multi Language Data Warehouse 

Campaigns 

Analytics 

Discount Loans 

Consumer Loans 

Asset Mgmt. 

Margin Trading 

Direct Debits Standing Orders 

Checks 

Business Alerts 

         Security Management System        

Open Financial Service (Web Services, API, Messaging) 

Persistence 

 T24 Browser 
 Bank Middleware (optional) 

Indirect Channels Direct Channels 

Tech. Admin Internet Call Centre Mobile IVR Branch System Admin 3rd systems BPEL 

         Workflow      

T24 Functional Architecture 
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 Upgraded Model Bank 

Transactions 

Auto- 

compare Database 

Model Bank 

 Test Database Extended 

Data Model 

Customisation 

    T2405     T24     T24R07     T24R08     T24R06     T24R09     T24R10     T24R11 

Upgrade 

Client Configuration 

Regional Models 

Incremental, structured upgrade path 
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* Source: Forrester, Global Banking Platform Deals, 2010 

Temenos leads the market both in number and value of deals 

Competitive positioning 



14 14 14 

Partner Programme ï Breadth of Choice 

Technology Partners 

Global System Integration Partners 

ASP and Local System Integration Partners 
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Partner program is a key to our growth stratgy 

 ̧

2007 2008 2009 2010 2011 2012 

1000 

2000 

500 

1500 

 ̧
 ̧ ̧

 ̧  ̧

 ̧

 ̧

 ̧

 ̧

 ̧

 ̧
 ̧

 ̧Local Partners Cognizant 

Deloitte 

Capgemini 
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Addressing the greatest unmet need 

Total Core Banking Software spend  (USD 12.6bn) 

Split by banking vertical 
Retail Banking spend on Core Banking Software 

Split by business scale 

Source: Ovum, Temenos 

Tier 1-2 retail banks represent 40% of the total spending on core 

banking software ï the biggest proportion of our addressable market 
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We now have a complete proposition for top tier retail banks 

Componentizing T24 allows phased implementation, minimizing risk 

R11 

ÅBreaking T24 into common building blocks 

ÅTooling to expose T24 operations as a service 

ÅAbility to integrate components via ESBs 

ÅStandalone Enterprise Customer module 

R12 

ÅOther Standalone modules eg. Credit Limits, 
DDA  Accounts, Orders, etcé 

ÅIntegration models, eg. Oracle AIA, IBM MDM 

R13 

ÅCatalogue of standalone business modules 

ÅMultiple Integration models 


