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ẒThis  document  contains  forward - looking  statements  that  involve  risks  and  uncertainties,  including  references,  concerning  the  Group's  expected  growth  
and  profitability  in  the  future  which  may  significantly  impact  the  expected  performance  indicated  in  the  forward - looking  statements . These  risks  and  
uncertainties  are  linked  to  factors  out  of  the  control  of  the  Company  and  not  precisely  estimated,  such  as market  conditions  or  competitors  behaviors . 
Any  forward - looking  statements  made  in  this  document  are  statements  about  Atosô beliefs  and  expectations  and  should  be evaluated  as such . Forward -
looking  statements  include  statements  that  may  relate  to  Atosô plans,  objectives,  strategies,  goals,  future  events,  future  revenues  or  synergies,  or  
performance,  and  other  information  that  is not  historical  information . Actual  events  or  results  may  differ  from  those  described  in  this  document  due  to  a 
number  of  risks  and  uncertainties  that  are  described  within  the  2015  Registration  Document  filed  with  the  Autorité  des  Marchés  Financiers  (AMF)  on  April  
7, 2016  under  the  registration  number :  D.16 -0300  and  its  update  filed  with  the  Autorité  des  Marchés  Financiers  (AMF)  on  August  4, 2016  under  the  
registration  number :  D.16 -0300 . Atos  does  not  undertake,  and  specifically  disclaims,  any  obligation  or  responsibility  to  update  or  amend  any  of  the  
information  above  except  as otherwise  required  by  law . 

ẒThis  document  does  not  contain  or  constitute  an  offer  of  Atosô shares  for  sale  or  an  invitation  or  inducement  to  invest  in  Atosô shares  in  France,  the  
United  States  of  America  or  any  other  jurisdiction . 

ẒRevenue  organic  growth  is presented  at  constant  scope  and  exchange  rates . Operating  margin  is presented  as defined  in  the  2015  Registration  
Document . 

ẒBusiness  Units  include  Germany , France ,  United - Kingdom  &  Ireland ,  Benelux  &  The  Nordics  (BTN :  The Netherlands,  Belgium,  Luxembourg,  
Denmark,  Finland,  Sweden,  and  Estonia ),  Worldline ,  North  America  (NAM :  USA,  Canada,  and  Mexico ),  and  Other  Business  Units  including  Central  & 
Eastern  Europe  (CEE:  Austria,  Bulgaria,  Croatia,  Czech  Republic,  Greece,  Hungary,  Italy,  Lithuania,  Poland,  Romania,  Russia,  Serbia,  Slovakia,  Slovenia,  
Switzerland  and  Turkey ),  Iberia  (Spain,  Portugal,  and  Andorra ),  Asia -Pacific  (APAC:  Australia,  China,  Hong  Kong,  Indonesia,  Japan,  Korea,  Malaysia,  New  
Zealand,  Philippines,  Singapore,  Taiwan  and  Thailand ),  South  America  (SAM :  Brazil,  Argentina,  Colombia,  Chile,  Guatemala,  Jamaica,  Peru,  and  
Uruguay ),  India,  Middle  East  & Africa  (IMEA :  Algeria,  Benin,  Burkina  Faso,  Egypt,  Gabon,  Israel,  India,  Ivory  Coast,  Lebanon,  Madagascar,  Mali,  
Mauritius,  Morocco,  Qatar,  Saudi  Arabia,  Senegal,  South  Africa  and  UAE),  Major  Events,  and  Cloud  & Enterprise  Software . 

ẒAtos  decided,  as early  as the  acquisition  date,  to  retain  only  part  of  the  activity  of  Unify . As a result,  the  Software  & Platforms  (S&P)  business,  along  with  
the  customers  and  the  countries  that  were  planned  to  be managed  through  indirect  channels,  have  been  accounted  for  as discontinued  operations  and  
are  in  the  process  of  being  physically  carved -out  to  facilitate  the  disposal  of  this  activity . Therefore,  the  2016  and  2015  pro  forma  consolidated  external  
revenue  and  operating  margin  reflect  the  retained  scope  of  Unify  only . 

Disclaimer  



Future is about growth: 
commercial actions  
Patrick Adiba , Group CCO  
Charles Dehelly , Group SEVP 
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Key levers of growth fuel by the digital 
transformation need of our clients  

1  Focus on High Growth  offers  

2  Focus development in High Growth markets  

3  
Focus on the roll out of our demonstrated 
efficient sales process  
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Digital Transformation Factory   
Single handed transformation with committed business outcome & timelines  

 

Customer  

Go - to - Market : single handed customer relation. One team, one contract  

Atos e - Payment  & Cybersecurity  

Atos Canopy 
Orchestrated 
Hybrid Cloud  

Atos Digital 
Workplace  

Atos Codex  
SAP HANA  

by Atos  
Atos solutions 

portfolio  

Atos 2019 ambition  
Be the enabler of customers data business models  
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2 - Focus development in High Growth markets  
An ambitious growth potential and strategy in North America  

ẒThe largest, richest 
and fastest growing 
world IT market.  

ẒEarly Technology 
adopter  

NAM  
+ 4.5 %   
CAGR 

APAC 
+ Y%  

Source: Gartner Market DATABOOOK -  2016 -2019 CAGR  
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3 - Sales transformation delivering results but still a 
significant potential of improvement  

Market lead accounts:  

65% of total revenue: c. 5 % 
growth rate  

 

But:     

Traditional SL account:  

35% of total ER: c. -5% 
growth rate  

Today #1 among only 30% 
of our top accounts  
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Atos Sales methodology  

Target 
setting  

ẒFocus on Market led top accounts (~200 accounts) representing 65 % of 
total Atos sales  

ẒBuilding of differentiated value proposition  

Accounts 
planning  

Ẓ Integration of cross - selling actions and objectives  in account 
planning  and into sales animation by Client Executives  

Incentives  
Ẓ Incentive scheme  to accelerate existing pipeline, with objectives on ER 

and OE 

Tools  ẒTools  leveraged to track on the progress and cascade actions  

Governance  

ẒCreation of joint account  teams (Client Executive on Atos side, Pre-sales 
from SLs)  

ẒFull governance in place with cross - fertilization  board, weekly 
reviews and arbitration  processes  

3 - Market lead account:  
Tight and Systematic tracking of progresses  
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Streamlined  
sales process  

One Contract  Digital 
Transformation 
Factory  
Atos Digital workplace  
Atos Codex  
SAP HANA by Atos  
Atos Canopy 
Orchestrated Hybrid 
Cloud  
e-Payment  Services with  
Worldline  

+  

Salesforce adoption  

+  

Strong sales efficiency measures to accelerate growth  
Focus, efficiency, customer -centricity  

Cross Service - Line 
offerings  

Extended Global 
Accounts 

management  

Target  

Ẓ50 Accounts 
>ú100m  

Ẓ50 Accounts  
ú50mïú99m  

Ẓ100 Accounts  
ú25mïú49m  



Atos Canopy  
Orchestrated Hybrid Cloud  
Eric Grall, Head of Managed Services  
Michael Kollar, Chief Digital Officer North America  
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Atos Cloud capabilities  
Leader in Cloud enablement  

3.300+  
Cloud experts  

20 ï30%   
cost savings in  
12 months  

Deployed one of  

the worldôs 
largest  
Hybrid Cloud  

Global player  

ú700m  
annual revenue  

Named LEADER in 
Cloud by leading 
industry analysts  

Powerful Cloud 
Ecosystem  
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Atos Canopy Orchestrated Hybrid Cloud  
Enabling the digital journey  

Clients Business Drivers  

ẒBusiness Agility / Speed to Market  

ẒBusiness Strategy Execution  

ẒApplication transformation and 
modernization  

ẒCost optimization  

ẒAcceleration of Internet of Things  

ẒSecurity & Compliance  

Atos Solutions  

Ẓ Industrialized migration to cloud  

ẒEnd - to - end Service Integration  

ẒHybrid Cloud Eco - System  

ẒHighly automated  

ẒApplication Resource Islands  
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Atos Canopy Orchestrated Hybrid Cloud  
Leveraging Atos and partner expertise, improving productivity and lowering risk  

Application Transformation  

Legacy Apps  

Digital Apps  
Cloud  

Compose  
Cloud Foundry  

Legacy  
infrastructure  

Public Clouds  Clouds  from Atos   
Digital Private Cloud  
Digital Virtual Private Cloud  

Application Consulting  

S
e

c
u
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e

rv
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e
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Service Orchestration & End - to - End Management  
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Atos Canopy Orchestrated Hybrid Cloud  
Applying  our integration expertise to cloud  

ẒCustomer business 
processes 
benefiting from 
mixture of 
infrastructures.  

ẒEnables seamless 
operation, masking 
the underlying 
complexities.  

ẒFlexibility to 
expand and 
contract & control 
costs.  Infrastructure & Security  Management  

digital and vertical fuelôs growth  

Customers  

Business  
process  

Order to  
Cash 

Production  
& Logistics  

Multi - channel  
Sales  

Customer  
Experience  

digital and vertical fuelôs growth  

 Hybrid Cloud &  
Elastic Application  

Development  

Integrated  
Service  

Management  
Hybrid Cloud Service Management  

Application Management   
Clients critical  

business  
applications  

Mix of legacy  
environment  
& public and  

private clouds  
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Atos Canopy Orchestrated Hybrid Cloud  
to transform customers applications & infrastructure  

Decision  
Factory  

Weight  

Options  

Criteria  

Application Classification  
 
 
 
 

Regulatory  Strategic  Value  Complex  

Cloudification  Factory  

Re Host  
(Migrate)  

ReFactor  / ReFabric  
(Modernize)  

ReFresh  
(Standardize)  

Retire / Retain  

RePlace 
(Develop)  

P
ri
v
a

te
 
¶
 ¶

 ¶
 ¶

 ¶
 ¶

 ¶
 ¶

 ¶
 ¶

 ¶
 ¶

 ¶
 ¶

 ¶
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Hybrid Cloud  
Platforms  
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We continuously leverage cloud innovation  
Innovation never stops ï within Atos and our unique network of partners  

Research & 
Development  

Strategic  
Partners  

Cloud  
Ecosystem  

Client  
Innovation  
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A strong sales momentum  
with large recent signatures  

Ẓ Application Modernization Services  

 

Ẓ Hybrid Cloud Services  

 

Ẓ Integrated ecosystem of partners  

 

Ẓ Continuous innovation  

é and many others 



      18  | Atos ï 2016 Investor Day  

Expand in application transformation 
and  native new apps for  cloud  

Atos Canopy Orchestrated Hybrid Cloud  
3-year plan  

2016  2019e  

1  

ú700 m  
revenue  

ú1.7 bn  
revenue  

Leverage expertise in Hybrid Cloud by 
delivering value added services  

Joint go to markets with Atos  
strategic partners  

Benefit from growth in Big Data 
including IoT  

Utilize strong position from our strong 
Software Defined Data Center offerings  

2  

3  

4  

5  
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Why clients are choosing Atos  
as their cloud partner  

Expertise in 
application 
migration  

End- to -end 
(Legacy -Hybrid) 
management & 

orchestration  

Continuous 
innovation and 

increased 
automation  

Leveraging an 
ecosystem of 

strategic 
partners  


