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Presentation of Sopra Group’s half-year result

Pierre Pasquier
Chairman and Chief Executive Officer

I.  Presentation of first half 2007 results (Slide 1)

Ladies and gentlemen, | wish to thank you for alileg this presentation of Sopra Group’s half-
year results. You are all aware that Dominiquetiljoined us a few months ago as Sopra’s Deputy
Managing Director. In the future, he will be nanasdthe Group’s Managing Director. However, he
cannot very well report on the results of the firatf of the year because he was not with us at the
time. Since his arrival in June, we have been waykiery closely together. Accordingly, he will be
presenting our key priorities and | will first pide the customary presentation of our resultsHer t
period, before turning to our 2010 Project. It wilerefore be a presentation in two parts, although
each of them will be relatively short. Then we \élke your questions.

1. Revenue for the six-month period ended on June 302007 (Slide 2)

The Group’s revenue figures have now been publishethl growth in the first half was 9.1%,
with organic growth of 7.5%. Of the two quarterslenreview, our performance during the second
was better than that in the first, with total grovef 11.2% and organic growth of 9%.

Let’'s look now at revenue by business line. Fingth respect to Consulting, the departure of staff
members in the summer of last year had a signifiadwerse impact on business in the second half
of 2006 as well as early 2007. The performance shbere is nevertheless quite impressive.
Indeed, in Q2 we were able to achieve robust ooggrowth of more than 14%. We will see that
operating profit also held up very well, in linetlviforecasts. The growth rate for the first half of
2007 was only 6%, but Q1 posted a decline and @2ssang growth. | think this makes for an
excellent trend.

In France, we achieved growth of 8.3% in Q2 andIp&6 for the first half as a whole. This again
represents robust growth, despite a slightly unfeaole basis of comparison, due to the one-day
difference in billing days. In Europe, our growthasv3.2%. This overall figure appears to
correspond to a mediocre performance, but its comms include very strong organic growth —
greater than 15% in Spain, strong growth as wdliaity (22%), growth in Switzerland equal to that
of France, with the figure for Europe as a wholeught down by falling revenue in the United
Kingdom. Our relatively lacklustre UK performance explained by the fact that certain major
contracts, especially in Scotland, are still activg generated less work than anticipated. The
comparison thus results in a decline, although fthenbroader perspective we are seeing rising
revenue with margins maintained.

For first half 2007, Axway posted total growth df.2% following the acquisition of Actis, Atos
Origin’s German subsidiary, and organic growth #4526, in line with our targets.
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2. Income statement (Slide 3)

The income statement also shows the revenue figoregsponding to growth of 9.1%. Staff costs
— for employees and contractors taken togethecreased by 9.6%. This rise in staff costs, which
exceeded revenue growth, is due to the fact teatykzar at the same time our recruitment situation
was unbalanced. In Q2 of 2006, France saw a decfiri€6. But this year we took the necessary
measures to meet our organic growth targets forsdueond half of the year. We thus hired 500
interns in first half 2007, twice as many as lasary In addition, for Business Consulting, we
proceeded with regular recruiting efforts, withdlie contracts in hand, since we could be sure of
winning them in this area. Compared to last ydas, tepresents 3 million euros in additional costs.

The negative impact is due to costs not offsetdygnue: this explains the figure of 9.6%. But once
we restate the 3 million euros in additional cofts,growth in staff costs turns out to be lowemth
that of revenue. Conversely, the positive impadha Sopra’s production capacity is guaranteed
for the second half of the year, in which we exgecsee higher organic growth than in the first
half.

Operating expenses grew by 4.2%. Profit from reegroperations thus amounted to 34.5 million
euros, 7.1% of revenue, which when compared to6tf@o figure for first half 2006 gives an

increase of 15.8%. An exceptional item in the antooin 700,000 euros is the result of the
consolidation of the Atos subsidiary in Germanyefghwill be no more exceptional items for this
year. Operating profit is thus 7%.

Our net financial expense may seem a bit strartgeas 0.5 million euros, although our financial
interest expenses were about 3 million euros. Buateu IFRS rules we are required to establish a
provision for the potential capital gains relatedour syndicated credit facility, which will not in
fact be generated. All the same, the AMF informedthat we have to take this approach. Net
financial expense therefore does not reflect thétye which is characterised by a true expenditure
of 3.5 million euros, which we will be discussiragdr, and a provision in the event that we resell
our syndicated credit facility. But we won't be e#isg it because we need to use it. Taking all of
these elements together, we end up with an incamexpense of 12.2 million euros and net profit
of 21.1 million euros, 4.4% of revenue, represenén increase of 22%.

3. Operating profit by business line (Slide 4)

We usually present the operating profit for theibeisses of the Group by business line. At the
Group level, the operating margin grew from 6.7% . For Consulting, the figure was slightly

lower than that posted in 2006, for the reasongntroned earlier. But for 2007 as a whole, | think
we will be posting a much better performance in €dimg than last year. The first half of 2006

was good whereas the second half was bad, due tmaimy departures. First half 2007 also fell a
little short, but the outlook is favourable.

In the French Integration business, the operatiaggm climbed from 7.5% to 8% and in Europe
(excluding France) it rose from 6% to 6.7%.

Lastly, Axway, which always generates the greatetign of its earnings in the second half of the

year, saw its operating margin increase from 2.8%.4%. Consequently, all of our business lines
posted improvements.

Page 2 /13



Half-year results presentation Sopra Group

4. Balance sheet (Slide 5)

The balance sheet consists of goodwill, other (ipainrporate) assets, the balance of assets and
liabilities, equity and net debt of 148 million esr Thus a level equivalent to a year earlier.
Available data lead us to anticipate net debt far year-end comparable to that in 2006: it was
97.7 million euros last year and we expect thailitbe in the region of 100-110 million euros this
year, at constant structure. Any further acquisgiaould necessarily alter this figure slightly.

5. Equity (Slide 6)

Equity rose from 216 million euros to 221.6 milljaafter deduction of dividends of 15.5 million,
the appropriation of net profit for the period, 2illion euros, and translation adjustments. We
thus arrive at equity amounting to 221.6 milliomesuat the end of June.

6. Change in net debt (Slide 7)

At the opening of the period, net debt was 97.7ionileuros, whereas it reached 148.9 million
euros at closing. Our gross cash flow from openatiwas 40 million euros. Tax paid amounted to
22.8 million euros. Last year we had benefited frantax credit relating to Valoris, which
generated tax savings for the first half of thery&ae balance was positive and we did not have to
make any provisional payments. However, as we tuinea good performance at the end of the
year, we had to pay this tax plus the provisiorainpents, for a total amount of 22.8 million euros,
compared to a credit of 3.6 million in 2006. Thawge in working capital requirements, a negative
impact of 8 million euros, takes this situationoiraccount. Set against revenue, this does not
represent a very large difference. We considenitrking capital requirements posted as normal in
a period of strong growth.

After capital expenditures of 4.6 million euros amet financial interest of 3.5 million, free cash
flow reached 1.5 million, compared with 33.3 miflithe previous year. At the end of December
2006, free cash flow amounted to 71 million eunod we will be in the region of 40 million or so
this year. This is all related to the deferred tax advances received and the Valoris tax loss
carryforwards. We still expect to turn in a goodfpenance.

The change in the scope of consolidation is a neganpact of 34.7 million euros, mainly due to
the earn-outs for PROFit, Newell & Budge and, lesser extent, Cyclone, as well as the payment
for the acquisition of Atos Origin’'s German subaigi Actis, and more recently of a small
company in Italy. All of this results in a decrease34.7 million euros.

This table also shows dividends and other chanfjes.amount of net debt for the period, 148.9
million euros, is to be compared to the previouaryfegure of 135.1 million. The forecast for the
end of the year is in the region of 100-110 milleuros.

7. Financial ratios (slide 8)

The net debt to equity ratio at end of June felhfr71% to 67%. Net earnings per share were 1.8,
compared with 1.47 for the first half of 2006.
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8. Change in workforce (slide 9)

The number of staff employed has changed, as wehawe 10,700 employees, 3400 of which are
located outside France. We had a large numberwfhmes this year, together with a large number
of leavers in France and Spain. Staff turnoverigh hn Spain and relatively high in France in
certain areas, but it is under control. It is pbkesto recruit, as our experience shows. In all, we
recruited over 1,000 people during the six-monttiqoe

9. Breakdown of the Group’s revenue by division (slidel0)

Changes are marginal. Integration projects, witlkcommmitment to achieving specific results,
represent 14%. Application Management represents; 3@affing is slightly lower at 19%. Our

proprietary application solutions, mainly for thanlking sector, account for 12% of revenue. |
should recall that these relate to means of paynesuhis and financial reporting. Finally, Axway
represents 14% of revenue. Consulting increasetil® in percentage terms, of which 5% is
attributable to organisational management congulimd 6% to technology consulting, identified in
three separate Business Units within the Company.

10. Breakdown of the Group’s revenue by market (slide 1)

These figures are essentially unchanged. The fiakservices market remains stable at 31% of
revenue. Manufacturing is slightly lower than ie gpast and the proportion attributable to Services
and Utilities is now up to 21%. Telecoms represEsfio, the Public Sector 14% and Retail 6%.

Commercial activity is high, with a book-to-billtra of 1.1 over 6 months. The Public Sector

business is changing rapidly.

11. Breakdown of the Group’s revenue by zone (slides l&hd 13)

Revenue by geographic segment breaks down as 6F#b France and 33% outside France.
Europe’s revenue, excluding France, is generatethenUK, Spain, ltaly, Switzerland and the
Benelux countries.

12. Axway continues to grow (slide 14)

Over the six-month period, Axway’'s revenue breaksvi as 33% for licences, 32% for

maintenance and 35% for services. Although it reshaigh, the proportion of licences is lower in
the first half of the year. Its weighting will prably increase to 38% over the full-year period, or
may even hit the 40%-mark, whereas maintenancdalliio around 30%, as will services.

In terms of their geographic breakdown, 44% ofrg® maintenance and services sales were
generated in France. The proportion of revenue rgéeet in France is lower only in the case of

licences, as our products are historically locatethis country and we have pretty much saturated
the market. A significant proportion of revenuethsis generated by services and maintenance.
According to Gartner, Axway has become the No.dharge platform in Europe.

Finally, the integration of the subsidiary in Genyias going smoothly. Axway is therefore more

balanced in Europe: Germany, following the acquisjtwhich shows sustained, strong, attractive
growth rates, and the UK whose performance hasyrégten off. | already commented on its

French position.
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[I. 2007 Comments and outlook (slide 15)

That finishes the financial portion of our preséiota We'll turn our attention now to comments.
For my part, | will remind you what | said in Mar@bout the market context and our strategic
priorities. | will then ask Dominique lllien to pgent those priorities in more detail, as he will be
leading the company in the future. We’'ve been wagkbgether on these priorities since his arrival
and | have to say I'm pleased with our progresettugy. Finally, | will present a final slide about
the 2010 project objectives.

1. Market context (slide 16)

What | said back in March is still valid. The marke showing sustained dynamism. The
competition is keeping up pressure on prices: we lta find the best way to deal with this reality.
Outsourcing is a major issue. Every day, you canesedence that the sector's consolidation is
underway: smaller companies are scaling up, btlieasame time we are also observing a trend of
new start-ups. The public sector is a big sourcalerhand. Recruitment levels are high. It's
difficult, but we're getting there. Project leadeepresent the lynchpin of our recruitment drive:
ideally, you should groom leaders inside the Corgpant you sometimes need to look for them
outside the company as well.

2. The Group’s objectives for 2007 (slide 17)

As | said back in March, the top priority for thed@p in my eyes was to find someone suitable to
replace the departure of Claude Decq. This has belwed, as Dominique lllien has joined Sopra
Group. His integration into the company is goingllisewell and we feel like he’s already been with
us for a long time!

The other issues related to management, steppinthaiperformance of Consulting, the rapid
transformation of our core business, with regar@uo offerings and their commercialisation and
industrial-scale roll out. We also have ambitioms the area of banking solutions and a
reorganisation is currently underway here. Finallg,want this year to be Axway’s year.

In terms of forecasts, we’re aiming to beat thekataverage organic growth rate, achieve higher
margins and carry out a number of targeted acuisit Over a relatively short time, we’'ve worked
together to make sure we have a good year, matkmguccessful arrival of Dominique. Over a
slightly longer timeframe, we’re preparing for 2088d we’ll come back to our plans for 2010
later. I'll let Dominique lllien comment on theseipts.
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Dominique lllien
Deputy managing director (slide 18)

Hello everyone. For those of you who don’t know miejned Sopra Group on Jun& 2007. I've
spent 25 years in IT services, including 11 yeath @ap Gemini and 14 years with Atos Origin,
all over the world and in a wide range of functionsluding regular experience of general
management after a long period working with Cap &em finance functions. And I'm now part
of Sopra Group’s management team.

Regarding the priorities that are keeping us bilisy,going to update you on our major accounts
and service offering, as well as our industriai@atand offshore activities, before giving you a
management perspective on the preparation of dl® P@oject.

1. Major accounts and service offering (slide 19)
a. Major accounts

Its a reality of today’'s world that certain accésininvolve both different geographic
responsibilities (Paris, the French regions andad)r and several of our businesses (Axway,
Consulting and Systems Integration). Some of thesemeters are already managed on an
integrated basis involving complete sharing of infation and the management of priorities by our
various sales teams. Our aim is to formalise th@ach and extend it to cover about 50% of our
revenue internally, via the application to aboute&n major accounts with assessment of the
programme’s ability to accelerate revenue growthe project has been validated and is already
underway. Other measures will be introduced dutivegcoming weeks. The programme will be
fully operational in 2008, which is when it willgid its results.

b. Service offering

The second point relates to stimulating our madiétring. Sopra already has, on the technical
side, a very well-structured service offering wiegtin terms of project performance, definition of

methods and tools, Application Management, systentasting, organising mass validation of

major software programmes etc. All these offersstexdlready and essentially just require

marketing, i.e. ensuring that our sales teams, inotine field and at the management level, are well
placed to describe and sell them to our clients.

It's also important for us to improve our partngpshwith major software houses such as SAP,
Oracle and Microsoft. Here too we are implementingintense programme designed to improve
the content of the solutions we market to our cqustes and make better deployment of Sopra’s rich
internal resources.

2. Industrialisation and offshore (slide 20)

The changes already underway before my arrival béllreinforced. They relate first of all to
methods, quality and tools. Deployment has alrdaabn decided in the area of our testing service
offer, but we must go still further and we’re talgiin terms of an 18 month project to obtain
alignment of our Application Management and projéctsinesses. The aim is to provide
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consistency of service wherever projects are pewdr Achievement naturally implies significant
training and investment but we can be sure ofiafaatory return.

Accelerating the deployment of methods, processdg@ols also requires our approach to project
management to be structured. We must be capableroafucing managers with a genuinely

international culture and able to work in conjuantwith numerous platforms as well as to move
seamlessly from a front office to a back office jelhmay be located in Spain, Romania or India.

This approach will also be accompanied by the agmknt of our service centres. We already
have 1500 employees in France working on thesernrajastrial platforms, which are essentially

dedicated to application management and major ggj@and which are located in major regional
cities like Lille, Rennes and Toulouse. This tremdgradually gaining ground. We also have three
offshore platforms, namely in Romania (essentidéigicated to Axway), India and Spain (serving
the French market).

This is the context in which we are seeking to @ase our business development capacity by
improved communication of our service offeringomer to sell them more efficiently, particularly
in our French and UK markets. Within the group, aim is also that the functional added value
from our R&D activities remains in France or in thieginating countries while our development
effort focuses on our offshore platforms. To thisl.ewe have prepared multi-year plans which
should enable us to increase the approximatelyeB@inheers employed on nearshore and offshore
platforms to a reasonable 12 to 15% of total digfthe end of 2008. So that’s an acceleration of
pre-existing processes. In addition, India’s platfomanager, Pankaj Agarwal, whose chief
responsibility was for delivery, will take over pemsibility for the business development team
which provides commercial assistance, on both@ssahd pre-sales basis, to our mainstream sales
teams. He will also become a member of Sopra Gsobpécutive Committee.

3. Management and 2010 Project (slide 21)

The upper range of our 2010 Project now aims foemee of 2 billion euros. The project will
unroll at the same time as a certain number of gensaretire: in 2 years time more than 50% of
tomorrow’s managers will be drawn from people net gccupying management positions. We
want to anticipate this trend, as | rapidly mengidwith the Indian manager, by bringing younger
people into both the Executive Committee and theeldevels of management that will have a key
role to play in preparing our future 10 to 15 yefumn now. We shall need managers with more
international, polyvalent profiles to avoid thekrigf our robust anticipated business development
creating frontiers between regions or businessssxbuld impede Sopra’s future growth.

Implementation of these management changes willl neefocus on helping us retain Sopra’s
specific characteristics: strong organic growtlspeet for others, a strong commitment to client
service and to high technological competencies,tamahproving financial performance.

I'll now pass the floor back to Pierre Pasquier.
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Pierre Pasquier
Chairman and CEO

Outlook (slide 22)

Our organic growth continues to outperform the raadnd we expect more growth in the second
than during the first half of the year. Our opargtmargins are also improving. Last year’'s margin
was 8.4% and this year we are on target to imptioaemargin.

Regarding the 2010 Project, its main focus has lbeemanagement with the arrival of Dominique

lllien. All our actions now are aimed at preparid08 to an operational level by the end of

October, on the understanding that new managergaang to be joining us. The main issues to be
resolved are: how can we reach 2 billion euros?tWheices should be made? How much organic
growth can be achieved? We remain convinced asetmécessity of floating Axway but we need

to choose the right moment either to reduce Somtalst level and make further progress, or to
provide Axway with resources for its development.

Management preparation for the coming three yesrsaking time but is an indispensable
prerequisite for an independent approach to thggto

I'll now open the floor to your questions.
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Questions and answers

From the floor

My question relates to your offshore activities.uvatend to increase the proportion of employees
employed offshore from 8% to 15% by the end of 2@®8 you mention a revenue synergy
estimate. Do you currently have customers who estigstain contracts in the absence of any offer
of such resources? Secondly, what impact on phbiliitado you expect from this development?
Finally, what proportion of your employees do yogpect to be employing offshore by 20107

Pierre Pasquier

Our Spanish offshore activity goes back two yeawd \@e have about 200 people working for the
French market. The problem is complex but the madjfficulty is industrialisation. Offshore
activity has an impact on payroll costs but nonwethods, processes and tools. Perhaps you should
ask why companies with a high proportion of offshpersonnel don’t earn higher profits.

Sopra’s margins are improving and this will congras the process becomes more industrialised.
We have consistently delivered margin improvemeoesiod after period, and we will continue to
do so. Body shopping doesn’'t work and customerspiresis very strong. Your question relates to
volume but it is clear that the French market caryamerate the same volumes as the US or UK
markets where an offshore approach is used for Bp©duction outsourcing and certain
Application Management projects.

In India we now have 350 people and we’ll have 80@he end of the year and ultimately 1500.
Axway will certainly represent between 150 and Zi¥bple including Axway R&D, Axway
Hotline and Axway Services for the US market. Thene already 30 to 50 people at work in India
for Axway and Sopra products can also be develdpede. Then there’s the French and UK
markets and the markets for Application Managememd systems integration. We don’'t do
production outsourcing so, market by market, wdl $ake care to ensure the effective functioning
of what we offshore. Payroll savings must not beeeaway by time overruns or unavoidable
travel.

Use of Indian offshore facilities is on the increagven constantly increasing demand in France.
But each major client has made its choice and staweur India, others Romania, Spain or
Morocco. The movement is not a massive one butregjularly grow and we must be in a position
to respond to each request. With the exceptionxatay, the Indian platform is mainly fuelled by
the French market and this will continue to bedhse.

Dominique lllien

The aim is not simply to provide resources but ritegrate offshore operations as part of an
industrial model. A fundamental aspect that poseatgdifficulty for offshore contracts in the past
was the capacity to simplify front and back offfm@cess interfacing in order to ensure an effective
system. Our competitors often stumbled on the ceriyl of this dimension which led to
duplication of certain functions. The difficulty ieerefore to succeed in anticipating and designing
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processes in advance while at the same time hawargagers capable simultaneously of managing
the customer relationship, the customer’s froniceffand the back office, irrespective of their
location. Management preparation is therefore vitatl we need to ensure simplicity in our
industrial approach. This first point is an impottane because it requires the development of new
delivery models.

The second point we need to be bear in mind isdfiahore activity for the French market is not
the same as offshore activity for the US or UK negsk We traditionally have a very complex
approach that is not easy to manage. The Indianalarys ready to take on offshore work but we
may then realise that they have not necessarily fuiderstood a model that it took ten or fifteen
years to develop in France. Much of the work fa thams interfacing between Europe and India
focuses on acquiring this complex culture of Frecua$tomer relationship.

These issues are now being addressed so that weeoafficient and ensure that offshore activity
and industrialisation become ways of maintaining arcreasing market share while improving
profitability.

From the floor

Following the events of the summer, specificalligria’s acquisition of Xansa, I'd like to know if
Sopra’s door is totally closed as a target for &itjon and how you envisage any future
acquisitions of your own.

Pierre Pasquier

Sopra’s door as a target for acquisition is indeeally closed.

Let me remind you as well that we have set oursetveertain number of objectives in terms of
businesses, vertical markets and countries. We @ieeity to certain businesses at the expense of
others. We do not engage in BPO and do not intend/e want to move forward and given that we
wish to preserve our independence, we regard fiahmperformance as an absolute priority.
Everything we do has to yield organic growth iness of the market average and an improvement
in our margins.

Finally, regarding our targets, we have differehbices to make. These comments will be
developed in November but we need to identify pidbriargets — competitors, subsidiaries of
major groups — locate them within Europe, at preseainly in Spain and the UK but other
opportunities may arise — while preserving our fasiin France. We are a leader in systems
integration and there can be no question of oundpthat position, since Sopra’s well-being is
founded on its market penetration in France. Weslsiructured ourselves to compete for business
with the biggest names such as Capgemini, IBM, Atce, Atos, Logica and Unilog. We need to
retain our position and we may also look at thesjimlgty of certain acquisitions in France.

From the floor
My second question concerns investments in theibgrdector. It is perhaps too soon to talk about

it in precise terms but | would like to know yowsrponal thoughts on developments relating to the
crisis that occurred over the summer.
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Pierre Pasquier

It is much too early to say that there are repeions. Dominique highlighted this morning that the
banks that are investing a lot are commercial baiitls of the large investment projects at
commercial banks, such as the platform merger€isses d’Epargne or Crédit Agricole do not
seem to me to be jeopardised in any way whatso®&umh consequences would only ensue if the
economic crisis gets worse, which is not the case. s for Capital Markets, they do not spend a
huge amount of money. For the time being, we hatdeit any “jitters”, but it is still too early to
be sure.

From the floor

My last question concerns the UK | would like tovlayour view of the market in terms of the
difficulties that you have experienced. Also, whedggment do you expect to develop in the future
there?

Pierre Pasquier

Our large clients in Scotland — Barclays, ABN AMR@d the Scottish Executive, among others —
have scaled back their services. Over the pastywans, these clients have produced significant
volume growth. Now, in this half-year period, spgdis some 5% lower, for different reasons in
each case. We have adapted to this decrease. \Wddaked in our margins which remain positive
and we have rolled out action plans which enabléousrecast growth for the second half of the
year. The situation is not dramatic, but we do rnéebess need to overcome a rather sensitive
period.

Sopra Group does not have enough history therastusk the subject of the UK market as a
whole, but we can highlight certain aspects. Aftears of stronger and better-established growth
than in continental Europe, this market has undexgt8 months of upheaval, both in the public
sector and the private sector. There are severqahmations for this situation, such as certain
changes of high profile personnel in the publidc@eavhich we witnessed first-hand at our major

account, the Scottish Executive, which underwetitipal change at the beginning of this year. As

such, we have been waiting for the outcome of newisibns which are currently in progress.

Growth is returning and a number of big UK banksenmavolved in preparing a takeover bid for

ABN AMRO. As a result, a number of decisions relgtto IT were also put on hold. There are

several underlying causes for the slightly unstdigleaviour in this market in 2006 and in the first

half of 2007, which impacted most of the big playerthe market as well as our operations.

Nevertheless, the market continues to grow and vee fandamentally involved in systems

integration and products, via Axway. Our fortunes Bnked to the investment economy, which
remains healthy in the UK We should also remembat this market is worth almost 40 billion

euros in terms of IT services. It is, as such, ldrgest market in Europe, twice the size of the
French market and one and a half times that of @eym

From the floor

Going back to the banking problem, we have seedeewe that the credit market will shrink
considerably because the banks can no longer 8seutieir assets. Your Solutions business is
very profitable. What percentage of your businesssdt represent?
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Pierre Pasquier

| don’t think that there is a link between the d¢tesdueeze in the banking sector and our business.
We will make 40 million euros from the credit segmjebut in licenses and new products we will
only generate 2-3 million euros. For example, thefgrms used by BNP and Franfinance are
equipped with our products all over the world. Noeghwill change that, given that we supply
services and maintenance as well. It is still éar ¢arly to talk about this crisis and its effemtsthe
economy. In any case, | can confirm that we have stopped issuing responses to current
invitations to tender on credit-based projects.

From the floor

The second part of my question relates to youragtr to front/back office functions. The models

that work, be it with the Moroccans, the Indianghe® Spaniards, show that integrating them at all
levels is indispensable. Is your organisation abldo that? At what point do you think that you

will be able to reach this stage?

Pierre Pasquier

| am not sure that the model that we have develapé¢de final model. We have done a certain
number of experiments with large projects that eyp20 to 50 people in front/back office
solutions, and we are benefiting from this in Spamnd in India. We are still working on this in
Morocco where 20 to 30 people from Sopra are enggl@t present. We did it in Romania as well.
But | think that this project is unique and reqsir@ project manager who manages locally or
elsewhere. This model of results-based commitniénta francaise” is not at all the American or
English way of working. We must therefore work dhad our skills and a project manager must
know how to manage his project, whether he or ghs a third, a quarter or the whole project out
of India or in France. We must resolve languagéleras not only within Sopra, but also at the
client offices.

Over the last year and a half, we've set up a ptajelndia which works very well. Initially, the
front-office was based in the south of France &edoack-office in India. Then our client set up its
front-office in India and the system works very Ww&#e're dealing with an industrial-scale process
and we're focused on salary costs. But if the neargsresources and tools are not in place, we'll
never get the results we want. The only solutiomleiaherefore be to sell packages of staff time.
Certain large-scale US contracts buy 50,000 ho@irstadf time, within a somewhat imprecise
budgetary framework, for services that are reddfio@ a daily basis. The English language
community is impressive, and a substantial numlbegreen cards have been awarded to Indian
nationals. That system works very well for Anglopes. But our French model of systems
integration and application management offers ry uedustrial-scale business. The experience that
we have of working geographically close to ourmigein France is now proving to be useful: this is
what allows us to improve our margins thanks to pnaduction capacities. The fact that salaries
are lower is not the whole story.

From the floor

I've seen that you manage projects using resuliedacommitments, which is typical in the
engineering field in general. But are you awareadt trends for your offshore services? If I've
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understood correctly, you apply a fixed-price masile with a results-based commitment. Yet, as we
all know, salaries are bound to rise in these atesit

Pierre Pasquier

We can’t assume that a results-based commitmea igbsolute response over time. Costs may
evolve, but they remain significantly lower. At Sapseveral hundred results-based commitment
projects are currently underway. They are reasdesgery week, and every month, whether they
are conducted offshore or onshore. Their produgtigimeasured using an extremely sophisticated
tool that everyone claims to have, whereas in faxist competitors don’t. This results-based

commitment is indispensable and obviously the gatemponent is one of its parameters. This

aspect has already been tried and tested in Fréniceiork with Parisians who cost 320 euros a

day, rather than with people in Rodez, who cost@1®@s or Madrid, who cost 160 euros, that can
make a big difference. We don't sell packages airbdo meet a specific request, except via
Axway in the US. We sell days and naturally taki® imccount our salary base. Therefore, even if
salaries in India were to rise, we still have agigant amount of leeway.

Moreover, we have to teach teams to work on a fpmck basis that aren’t necessarily accustomed
to working this way. When this work is done based pyoprietary products, such as Axway
products in Romania or India, you're working wittopra for a six month period and everything
works out fine. But when you do it with a client evis using you to test offshoring, if the system
you set up is too complex, then you end up losiogey.

In my opinion, in the long term, base salaries walinain a lot lower in India than over here and
there is the capacity to get access to very laugebers of engineers. I'm somewhat sceptical about
Morocco, where | don’t think all of the businessleat have set up there will thrive. In Romania,
where we have established a presence, I've redlsgdt’s not that easy to recruit staff.

From the floor

At the end of July, your competitor Steria annowhaanajor acquisition which propels it to annual
revenue of around 1.8 billion euros, with a strbuoginess development base in the UK and India.
Do you have any comments about this strategic mbe=3 it worry you?

Pierre Pasquier

Francois Enaud called me to inform me about thegiesition. His strategy involves aiming for one
billion euros revenue in the UK. Xansa has a BP€&irtass as well as a business profile that is very
similar to ours, with 3,000 employees in the UK &@00 in India, but it's not very profitable.
This acquisition may be beneficial for Steria, this strategy doesn’t bother us in France in the
slightest. | don’t think that Sopra could have buugansa, since part of its business doesn’t
correspond to our strategic choices. It would halge raised financial issues and we have set other
priorities.

If there are no further questions, I'd like to thamu for your attention.
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