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A Strong Legacy

+ Gemalto Partner Network combines
Gemplus and Axalto partners community

+Brings together
= more than 200 partners,
= in more than 60 countries,
= involved in various business segments
* Financial services, retall,
telecommunications, enterprise, public
sector and transport

+ Each region provides local partner support
= Account manager, marketing, technical consultant

+ With support from partner management at each Business Line level and at
central corporate level
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Short term win-win-win goals

4+ Increase market reach
4+ Increase Solutions Portfolio for customers satisfaction
)

+ Increase Channel capacity and productivity
- Technology partners
\

' Business partners
r

Solution partners

+

!

\

Develop solutions
based on Gemalto

products or
technologies using

the development

+ Develop products

(hardware and
software) that are
complementary to

Gemalto products
and solutions

tools and reference
designs rules and

policies
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A new identity for a new community




Highlights of the Partner Program

€

' Marketing benefits

]

brands

Sales benefits

+ Dedicated partner
manager for regular
business review

+ Preferential pricing for
Distributor and
VAR/Reseller
according to
gquantitative &
gualitative objectives

| + Contract formalizing

Gemalto & partner
obligations

) ¢

- Technical benefits
\ / \

]

+ Technical support

+ Dedicated secure web
site

+ Specific training and
certification program

+ Support & maintenance

+ Support for demos

+ Samples of products
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Gemalto Wireless etwork

Objective

+ Leverage on third party worldwide valuable innovations
best of breed solutions to Gemalto customers

to bring

[ Focus on quality, not quantity




reless Part etwork

rogram

Gemalto

A tailor-mad

Combination
phase

/ Go-to-Market \

phase

Gemalto reseller
+ Application
validation

4+ Product
combination

+ Gemalto promoter
+ Marketing events
+ Marketing material
Public support \ /
web site

Commercial

Development
phase

EXpand &
Promote

support offer

Support Gemalto
partners throughout

their solution life-cycle
Three dedicated levels



A set of solutions to meet operator
requirements

A'humanibeing

... Interacting
in a social world

your subs
are?

1 A'piece of yourrnetwork

... performing easily and
securely transactions

at must always %
remain connected



... In order to help them sustain their business

Interactive chat

* SMS traffic

Sl T Her
SCILEITT Ve

SMS with email .
user experience

* SMS traffic

Send, store, update
automatically individual
contacts

* SMS traffic

* Voice traffic

* Phonebook SIMback- e
up service one-pin

4

exchange
contacts

Opt-in m-ad !
« ad revenues Find directions
* SMS traffic

agiS here are you

hat's near by

Authenticate and sign
securely and easily

» SMS traffic

* Service subscription
* decrease * SMS traffic A
roaming COSTS « Voice
traffic
* negotiate ) Call 4
roaming roaming :
agreements completion M-payments &
(\ _ transfer money to
b OPENWA relatives abroad
connections » SMS traffic
* Service
Perform bank services subscription
on the move paymen
. ! » SMS traffic
- Voice Payphone Top-up * Voice traffic B ice Money
traffic Funda%o subscription transfer
Sharedppope i A Fundano

Businsis In your pooker fundamentally ’
mobile banking




Major Focus

f ) )

' Marketing actions Sales actions | Technical actions

V \ ( \

+ Dedicated partner manager + Technical support
for regular business review + Application validation

+ Contract formalizing + Specific training
Gemalto & partner

+ Support & maintenance
+ Support for demos
+ Hosted environment

obligations

+ Involvement in pre-sales
and customer meetings

+ Combination with Gemalto
products

emalto brands
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Thanks

jean-francois.gros@gemalto.com



