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People matter, results count.



Our market is driven by relentless need for

competitiveness ,
Competitiveness
Savings for our clients
/ c Industrialization

))) 77% of ClOs expect to refresh Massification
their core ERP implementation &' N
within 3 years (Source Morgan Stanley) Sy,

‘ "%gg”' Service flexibility

India resources serving
))) Continental Europe grow by 15-

20% Offshore

))) 82% of companies who moved to Security |

the cloud saved money

Wave of large outsourcing deals in Continental Europe
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Our market is driven by relentless need for

Innovation /

Innovation

More value for our clients

A\ Big Data

))) 78% of companies believe
achieving digital transformation is

critical within two years (Source
Capgemini Consulting)

R "“ Digital customer experience
“E8 Mobility

60% of the world’s top CEOs put
»

the “Internet of Things” on top of -
their agenda ::}a:;? Cloud / As-a-service

New types of work which create increasing challenges

on existing systems
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Cloud has many impacts overall positive

Use

ERP implementation

Traditional Management
Consulting

Infrastructure outsourcing

Reduction of budget for
legacy application landscape

License fees

Services pull through
triggered by
the cloud disruption

Fast implementation

of new technologies

= “Strategy + Technology”
consulting

= Redesign of business
processes

= Migration on new
infrastructure

Integration of ERP systems
and SaaS

SaaS and/or APl enabled
new apps

Big Data + Mobile + DCX

N\

= New contracts to maintain
applications interfaces

= Business Intelligence with
extended analytics

= Security
= Testing

Cloud brokerage and
orchestration

Cloud managed services

= Platform-based transactions

Custom Apps consumed as-
a-service

Digital CRM (eg Odigo +
SFDC)
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lllustration with SAP HANA
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Services pull through
triggered by
the cloud disruption

7’

Fast implementation
of new technologies

O - S S S S S e .

New services (. Rewrite custom legacy N Big Data extreme
needed by clients to work over HANA applications
when migrating over = New business = Cloud orchestration
HANA intelligence : on the for SAP HANA
__fly, predictive ] | workloads -,
e

Large ERP clients
customized 20 to 50% of Double digit growth
their packaged software

69% of the current 3,000 HANA customers still to migrate

93% of the current 45,000 SAP customers still to buy HANA
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We observe these recent market trends

Sectors | l l 1 \

Geographies

Asia Pacific
North America
UK Private
Latam

Germany
Nordic
France
Italy

Benelux
Iberia
UK Public

Financial Services
Consumer Products, Retail
Transportation

Energy, Utilities

Telco Media & Entertainment
Manufacturing & Life Sciences

Public Sector

OOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO

Analyst Day — London | May 22, 2014

Copyright © Capgemini 2014. All Rights Reserved

6



Q Capgem]m People matter, results count.

CONSULTING.TECHNOLOGY.OUTSOURCING

o®: About Capgemini Ty

=
*

—H Q_/; e 4. Q/—f_/ E 5
‘-—\.J ®
. . . e * n& ® /
With more than 130,000 people in over 40 countries, i J/ A T . Qf)
Capgemini is one of the world's foremost providers of Mo ™ > )
consulting, technology and outsourcing services. The Group \\E‘i_ﬁﬁ [ W M\ B
reported 2013 global revenues of EUR 10.1 billion. i \f\ 1§’L¢;
Together with its clients, Capgemini creates and delivers N ;) AUV
business and technology solutions that fit their needs and \j. b i (W/V
drive the results they want. A deeply multicultural g‘/ Lﬁ\j
organization, Capgemini has developed its own way of K )

working, the Collaborative Business Experience™, and g
draws on Rightshore ®, its worldwide delivery model. .
www.capgemini.com
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The information contained in this presentation is proprietary.
© 2014 Capgemini. All rights reserved. Rightshore®is a trademark belonging to Capgemini.


http://www.facebook.com/Capgemini
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