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L'innovazione e sempre piu veloce

Mobile Internet — Iphone + ITouch Mobile Data Traffic for OS (USA)

\
Clients (Millions) 700k first day o 9. 16 months
200 - oo orders foriPhone4 | TR T >
2 years and a half 1.7 millions sold
.................................... . . 60 -
Mobile Internet Sl s ) By
80 ~~ iPhone=+iTouch
Launch 6/07 50 Iphone

Desktop Internet
Netscape

Android
30 -
Mobilelnternet
i-Mode NTT 20 +
Launch 6/99
____________________ /_ RIM
esi#ol Internet 10
AOL v2.0 -
Launch 9/94 o WinMo
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Source: Morgan Stanley Source: AdMob



...€ Segue nuovi percorsi New cycle — Relevance of Consumer and
“Internet” clients as a community

Historical cycle — Large Companies

» Small startups incrementally

New Technologies support.e.d by vC
Technological » Location: Silicon Valley,
Investments Boston, Haifa, Tel Aviv, New
Shenzen ... Technologies

Lab of large
Corporations,

strong links with
industries

Innovation
Cycle

Innovation
Cycle

Large
Companies

Adoption
Consumer / mass

Adoption

Consumer /
mass ‘ Today - Consumer
Large Companies » Instant Messaging
Yesterday - Business > Mobility
b Wikis Incremental
PCs/Laptops Water f all » Social media
Networking » Youtube
Email » Twitter
IPTelephony » Virtual world
» Gaming




Telcos Innovation
Two Different Innovation Frameworks

Classic Telco
Innovation Framework

Technology-driven
Network-orientation
Quality & Performance
Reliability
Standard-led
Waterfall approach
High upfront investment
Telco manufacturers

\

Network-oriented
Business Model

Agile Open
Innovation Framework

T e e —————

Customer-driven
Service-orientation
Speed & Agility
Go to market
“Open” paradigm
Incremental approach
Progressive cost
SW companies & startupg

-

Application -oriented

Business Model
&2 - - ;




The need for a two-tier approach

Classic Telco

Agile Open

Innovation Framework

Innovation Framework

WATERFALL INCREMENTAL
. Requirements defined and - Service penetration enhance the
stabilized in advance, based on requirements and functionality
standard «telco» (goal “client driven”)
. Structured testing process - Progressive Testing (alfa, beta)
. Heavy dependence on network - Low reliance on legacy, at least
legacy in start up
. Strong attention to assurance - Typical assurance of OTT
and effects orl customer care services, no customer care at
low penetrations /‘

Next Step: Next Step:
continue to move understand what

forward in the customers want and
process | offer it




The need for a two-tier approach

Classic Telco “Basically an RFQ will always bring you yesterday’s
[V N R el @ technology. After integration, when you launch you will be
working with the day-before-yesterday’s technology. Google and

Im pactS' others are working on tomorrow’s technology. Launching an
' innovative service via an RFQ process is as such impossible”

» Very complex Go/No | “It takes 3 months from idea to an RFQ. 1,5 month to get a reply.

Go process 1,5 month to do procurement. Half a year in total. Not counting
o _ the deployment which is likely to be another 6 months. The result
» «Infinite» time to is that Telcos take 12 months for any “new” system.”
market
» Long time even for Cost of adding a new feature vs. process

phaqp

—_
N
=}

customer feedback,
and difficulty to
incorporate that

-
(=4
o

8
8
o
8
feedback s
9 60
» Good Money follows 2 .
Bad Money: o
tough/impossible to t‘;g » .
«reverse» a bad g~ — | _
deC|S|0n Requirements Design Code Test Operation

Development Phase



The need for a two-tier approach

Several Ideas and Application... . in a Darwinian

Agile Open
Innovation Framework
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» Good Money
follows only Good
Money: easy to
«reverse» a bad
decision
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Incremental approach, low development cost barriers at
the start, costs growing with penetration of the service



redks HADAPT = databricks - N (Ydomine @10
$ ruu:v:u‘ o 3 cloudera jpues g\h—-bﬂp{%w[ m CIRRO @ Alpine  sense
bsranrac TRePAREL || guce
[ JR—— - Zottaset g guAvus S§ )
g b ~ MAP B Rl 3 t 1 -
O Coucnsase i pa— APR | mm.o y gaq . i Ot
« g Sowace | “diwm A et I * A LATTICE ENGINES
o - | ivotal @2z ||l 2 guens s , > g A ls.umcn .
& cvovesy — T 3 + o800 vl mmou ek
e , . 33 4c-oss]
Cwom g =TS polochimpd Eooel| | #biret |§ fprmoc-od® 'g Cvisually ®mere ows ||| 2 g " e
9 5 Lo ) - e g “ " "? %n ‘()mmlum-tl) gQ RelatelQ _. .
Neosj SONE 3 @aifiscole e g bime an 2 @ s 2 @ACTUATT = OR
o S - w.,'& Kitenga , d%lTl"("f - 8d M Qﬂounnm:h

r":-.: -3 Purvway |

~h

epes 2 ‘V‘ U
fop M2 00N Oid
"-Lendllp

LN

IVUDICATA

- RAEL
- Ellex Mochina

‘.-.'.

T, SOL Server|| § = oceansvic e wvn %siftscience
H - RALUYS (‘h‘:.(c.;-
ivotal - 2 oW et feedial
Neoa) " w
. - 0
§ oster dato =°)xmw1 N o
% & ¥tirnter e 5 g Clever
o MICT01ESK
23 s ":-‘ - -d--b : §§ L'_.;;';lf_- g ."‘.6“"' [+ RJMQI"'& ~ fetontien ~ .0 ’w NEXT
m rwe e Vi £ g - T Z GW"" NLLLLLLS ‘* ‘ 3 L SOUND
3 285 (I widata Datarin || [csadia] § © sumall custora g Gingerio go@ng ,53
L -
P e SEEIES UGS TR T, IR S TR, TR, TR TR | " ——hmhhnm8;»"|hmh—n"hunmvt —"_ . a—n m—mo—s Sm— - oo ‘ logs i
Cross Infrastructure / Microsoft amazon ” : patron|l € ree cumare
;L-'-'—égsas 1M Google  vmware 1010data TeRAGATA L | | componaTion
Open Source :

slaaswren b

I 1 3' sg I Cassandra USL‘”;“O’RAG&E .g o x 3 . —
ugm&; §§"' 1 P..e. ‘rlak | 3Sqoop ggioo«m « ﬂ
Data Sources

g _ u
(3So!r .

ol

rame-

Real
Time
Stat
Tools
D
o
3
Machin
e
r min
e
Coud
Deploy
o
W o

2 Werdow Ascre - YeDLEE Xgnite Virsa A S 4 fithit nm B B "nesiat
gg ' ...gT “m ? | v VALIDIE ” ;g JilvtA ftn w.m‘ f?g} 8AS|S sg a? @ " :
B DataMarket 3! octuo Dwmu S B oo Withings - X4 ows




iPad = 20:28 C L e7% M

X 14 INSANE Graphic Shows How Luducrously Compllcated Socual Medla Marketing Is... IL
www,.business marketing-landsc
Social Marketing Management s URL Shononors‘ p~ Stream Platforms Twitter Apps
’ _SiNearse vitrle ty gl “a ' TweetDeck! bwitpic ccimeme
shoutlet Bl ' Cloomenopmonas;  involver Qe Aol StockTwits
b - - .
Wioosute Social Publishing Platforms. < flowtown| \rinYURL-com wefollow  (fiEamd
# spredtast §=vereress Tt [fapl ociare | 77 Analytics \ - C&"WE‘ c::‘f‘“ o Listorious |- bwitvid )
............ Iatmare ,- 1t !‘s-' mem
hea’@ OB oo sprouTsOCIAL | [Hss clefin W summisy = Facebook Apps
e - m:,xem St 9‘ Stonty
® Social Promotion Platforms .- & Campalyn \ L4 / BranchOut
Seesmic Strutta voligo o JOMNITUREY Social Commerce
“,;'.;.‘-.ﬁ 'SocnamppsHO extole _fanl"A S ( Platforms «'»: \ ﬂz DedOe = {e
kmx_,- Zuberance b scsger g <50/ \ @iy .?”“:.':“? \Z=2-:  wcauses
: o Social Brand oot W’““
f_ Social Advertising Platforms Engagement \ @ ive gemer (— Facebook Gaming
WTBG & Lexity sprucevenn Sl seciavibe mylikes & mun dotbox O playfah . Azynga LSS
© TEL! suna eplosocal @z i) [ [ — @-~ Crioydom, gl CroedSter
o yar 4 4o Manigans (A0 Y E— 75
12 agkeg Ybrant AppPS *9 o FLUID” e A sociolpoint O
vers: o o e Lot oinr. ST Adeto) £ Dvvarncs - . r———— m: H
\‘“' {4 XENSHOO A\orm ?."f'i"."‘."."!‘!‘! @ : ’ J ""‘ mllyy @ 9., .--.o-uau “- '@:
________ rockqot?oc'a' Ad thworks T (RS Social Data  — Social Search & Browsing  se——
[ @00neRiot! 310 ey LresTatet RO o mectonan || BB DAUSHT  Rapleof| |sing: i aiivad; @ sumbietbon « grepin spokes
o Social Intelligence Social g SOCIAI TV oy s Social Networks - Othe! e
T vosun, Tronger ATEUTY o VISIBLE ) scoring ) | SRS NN “misc | | Linked ) M @» oda
________ e e o= ) action) - 2 el wecnpsgnc- ( ph“ (p:“ Merac & 4 3
Py G S ® T makLout | | prgaeery e ) |2 - m troaoe: WS W=00 '
TR ol o ey colligent —— RNTONOW I S orkut Google- $#hashable” ewhrenren (D treoay,
"""" @synthesio "~~~ = " i)
trackur] s e et ) @bt | | emoieaienue Social/Mobile ,
i , mennan e - (t Apps & Games _ 3 — §%cnl Shwmng-appl Content Sharing (Review.sIO&AIP‘t,:f:s
S garean IR S NETBASE ) ) Q’, Q. ~ Mmool lovicely = @ ' »’ SLOCKERT topnx § fovopedia i S0cshare
. eo= waze LS “""" |¢‘~_| Jahcode: || yelp¥t  Angics list BT Scribd
Social Business Software Blogging Qm ,@ -~ loopt e Eroa
( lithum jive o> \ , Platforms | i €00, r— Social Referral Photo Sharing s
B e o o A . P . NN m ¢ hi5) R (&) sociadiont 5"‘"‘9“"9 fExoble Sklip flickr i
e __External (Customor) Facing t 1 POSIBMUS ‘.' ey o - ~d > s00kiends Turrlo cure yohototudist ZangZing ,-Q_.‘;’:;., =
NG A« yipela
_____________ sgeSoftware """ ——-- . Plug-ins/Widgets
i W » ( Traditional Publishers
183 Plucta s g © °'“ ""90 Hé-’:{l%lhc Community Ut M Gya Badgevile | (i AN e )
huddle Internal (Empioyee) Facing G wie | |V wororsss e ) |G stacernis spinack] S (Glam /- R
cubeten 0018 Dicoo s | Wt | | Gaours S Mgl rckwprg et pousiiovens | | THE WAL STREFT SR
,,,,,,,,, @B Vn-hioe ’-).a?:lz;:,t--. B Joormial '_0_'__"_".":: :-_.::';-,: R e MEEDO ” /.\ M EARSTY corporution
W" 2% sociaitex: [N @ SOC ALCAS ) E o uxy )\ Embaxt  <Gosepin ) \§e widgetbor SEENR = Aol. CovoE \\~|J

Source: Luma Partners, Terry Kawaja

2012 Buddy Media. Inc. Proprietary and Confidential



Moore’s Law

Over the history of computing HW,
the number of transistors on
integrated circuits doubles
approximately every two years.

:




expectations

Internet of Things
‘ Natural-Language Question Answerng
' . \Wearable Userinterfaces
Speech-to-Speech Translation
‘Autonomous Vehicles gg’;f;‘gg;%i:““g
SmartAddsors Complex-EventProcessing
| Data Science O Big Data
Prescriptive Anaiytics b In-Memory Database Management Systems
Neurobusiness O ContentAnalytics
Biochips
momang || Yoo '
| SmartRobots Augmented Realit SpeechRecognition
30 Bioprinting Systems Machine-to-Machine n Consumer Telematics
Volumetric and Holographic Displays Communication 3D Scanners
Software-Defined Anything Senvices @
Quantum Computing — & ; . R
Human Augmentation— /8" o, - ed Sels :g::g n'.'r'fga"‘ Poal Enterprise 3D Printing
Brain-Computer Interface " Activity Streams
Connected Home S & In-Memory Analytics
‘ Cloud COmp:lt:g Gesture Control
Virtual Personal Assistants Vitual Real
Digtl Securty SmartWorkspace ity
Bioacoustic Sensing A
' As of July 2014
Innovation Peak of Trough of ; Plateau of
Trigger Inflated Disillusionment Slope of Enlightenment Productivity
Expectations
time v
Plateau will be reached in: obsolete

Olessthan 2years ©2to5years @5to10years A morethan 10years & before plateau



So What?

Build a new Cloud Based Innovation Framework

Ecosystem

Third Parties
Open Innovation

Applications

Web & Cloud

Network
UBB & IP

Device

Wireless
Revolution

-~

o

Innovation and
Application
Development

Innovation and
Infrastucture
Investment

N

on Cloud and API

» Abstracting and virtualize the control
layer (standard HW)

» Connect network software with the
Data Center/ Cloud software

» APl as a new way to create “over the
Telco” services, both internally and
with partners

» Use Big Data, both external and
extracted from the network

» Develop quickly and incremental
applications either directly or through
partners (Open Innovation)

12



Telecom lItalia Digital Solutions at a glance

» Missione: fornisce servizi e soluzioni digitali innovative che indirizzano aree di
business adiacenti al core business di Telecom ltalia, in Italia e all’estero.

» Approccio: opera in logica di mini «holding industriale» avviando, sviluppando e
consolidando le diverse business unit/entita organizzative finalizzate ad indirizzare
le singole opportunita di business

» Clientela target primaria: indirizza primariamente le societa del Gruppo Telecom
Italia, gli altri operatori ICT, le utilities, i soggetti privati aggregatori, e tutti i soggetti
business che hanno necessita di servizi e soluzioni digitali innovative per
raggiungere le loro communities

» Go to market:

1. commercializza prevalentemente grazie ai canali del Gruppo Telecom ltalia, in
particolare attraverso la FdV Business.

2. Fornisce un supporto di presale commerciale dedicato che affianca la
Progettazione Business.

3. sviluppa direttamente nuovi mercati ed opportunita con una sua presenza
diretta sui mercati nativamente digitali

13



TI Digital Solutions nel Gruppo Telecom ltalia

<&
<«

TI Group

ICT Stake Italia

IT Consulting
System Integration
SaaS & PaaS

Infrastructure, laaS

TLC Solutions
& Mgmt. Services & ICT laas J
as the
| technical |
AW : platform :
I I
I I

Vertical Solutions to support the

customer
services

TLC Services development

[

Telecom ltalia
Digital Solutions

PaaS & SaaS Services
Dvpmt, Innovative
Solutions, IT Cloud

Transformation
Consulting & System
Integration
to integrate & value the

Tl

Group

ICT elements

Specialized HW &
Solutions to support
Vertical bundled
propositions

NN NN

14



Le Linee di Business (LoB) di Digital Solutions

” y "« Trust
TE!&Y ‘o Technologies

[

Professional ] [ ICT Security Identity M2M & Internet] [ Cloud & OTT J
Services Solutions Management of Things Services
Sviluppo e soluzioni e soluzioni e Governo e Sviluppo
gestione dei servizi di servizi di sviluppo delle offerta IT
servizi sicurezza certificazione piattaforme e cloud based
professionali nelle reti ICT dell’'identita relative white label
innovativi di digitale e soluzioni di per le societa
Digital CRM, della gestione offerta, del Gruppo TI
Web e delle gestione delle e altri clienti
dell'offerta informazioni partnership nazionali ed
SPC tecnologiche internazionali

e di business

—~——

Clientela Target Primaria: PA, Utilities, Grandi Aziende, Operatori Verticali

15



loT: Il mercato del M2M & 10T In Italia

MERCATO SIM @ VALORE MERCATO M2M Cellular®

Valori in milioni

m o
l £ oo Di cui 415 €
Min (2013)
: o da nuovi
300 progetti
CATENA DEL VALORE ® Attivita TIDS in corso
Connettivita & Serwce Platforms
SIM Mgmt . .
o « Connectivity
, * SIM Management
* M2M Priority Solutions
0 0 0 0 . .
Lo (100 125% - 63% » M2M Priority Partners

La connettivita rappresenta una quota minoritaria rispetto
alla catena del valore del’lM2M & loT

(1) Fonte: report MIP per soluzioni basate solo su rete cellulare
(2) Fonte : elaborazione TIDS da dati NetConsulting



loT - Linee di sviluppo

Value chain
control

Business

fOOtprint Mon of the weight in the M2M
w22 - ) EB value chain, controlling a greater

b o b proportion of the value created along
the supply chain

International footprint; ¢
possible expansion in
markets outside the domain
of the Group

Axeda

! (—

Horizontal and TIDS E2E AN |
. Is mamt ) | ontinuous technological
verticals g : Solution 7= evolution of the M2M platform
v/ e : i/ .45 to support a distinctive
@ ®- Provider "~ Dpositioning (eg  exclusive

features TI)

conen @) MM ® .
L Py S g

Control - — %mﬂ
ecosystem and SP - [T T
verticals P s

- Integrated
accenture approach

Partnership

network CINTERION
/ WIRELESS MODULES Unified management of the
business (Global SIM, unique
Integrated action with module vendors (competence center, catalog platform ...)

offer, partnership) and ASP (e2e solutions)

17



Goldman Sachs best-positioned loT stocks

COMPANY TICKER GS RATING POSITIONING
ARM Holdings UK:ARM Buy
Atmel Corp. ATML Neutral
Broadcom Corp. BRCM Neutral
Cisco Systems Inc. CSCO Buy
Freescale Semiconductor  FSL Buy
Garmin Ltd. GRMN Neutral
Gemalto NV NL:GTO Buy
InvenSense Inc. INVN Buy
Maxim Integrated Products MXIM Buy
Microchip Technology Inc. MCHP Neutral
Murata Manufacturing Co. JP:6981 Buy
Qualcomm Inc. QcoOM Buy
Ruckus Wireless Inc. RKUS Buy
Samsung Electronics KR:005930 Buy
Silver Spring Networks Inc, SSNI Buy

TE Connectivity Ltd. TEL Buy
Wistron NeWeb Corp. TW:6285  Neutral

Low-power chip designs

Exposure to microcontroller growth
Well-positioned in connectivity/broadband
loT thought leader (Wi-Fi, "fog" computing)
Exposure to microcontroller growth
Expanding wearables, connected car portfolio
Digital security expertise to monetize loT
Early design wins on wearables

Exposure to microcontroller growth
Exposure to microcontroller growth

Benefits from Japan upstream supply chain
Cellular/connectivity leadership

Pure-play Wi-Fi vendor

Widest hardware reach in loT

Connected city pure play (smart meters, etc)
Increasing focus on sensors

Expert in wireless solutions
Source: Goldman Sachs
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Personal Cloud: trends

(s )

6,

The average mobile apps
guantity used to perform a
complete backup is “6”

\_ /
4 )

= Microsoft

5000/eRed Hat
Rackspace
Salesforc m Zon

Citrix Systems

Companies Investing in the
field: Microsoft, Google,

Qnazon, Citrix, Verizon, ety

ﬁhe most valuabled digitm

goods

Pics & Vids 72% . E
Files 35% (@) /ﬁ\

\ Music31% (@) J’/
4 )

$241

billion

Global cloud market will
grow from USD 41 Billons
in 2011 to USD 241 Billons

\ in 2020 /

(i A

|

1 out of 4 losses their

mobile every year

\_
-_—

36%

2012

About 1/3 of global cloud
content will be allocated

\at the cloud in 2016 J
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Personal Cloud: changes in Consumer behaviour

Consumers are changing their ... and accessing data while

behavior, being increasingly data moving, driven by a growing
hunger, ... penetration of smart devices

Devices used in the past 12 months to
access the internet, multiselect, selected
Size in GB countries

% Graphical
website 0,001

'8

% - Music track |0 01

o 5= Smartphone

5 "{‘g J Music album P

§ A j 0.1 83% used

? | 0

o '-FEE_ o Jl 250 photos 2.0 mobile devices

£

% @ DVD movie 45 Tablet

> ’

"-05) 1h of personal

g HD video 12

o

o HD movie o5 Computer/ 92% used

_ laptop stationary

Full online devices
back-up 150

Source: Booz & Co, Accenture “Mobile Web Watch Internet User Survey 2012” 20



Personal Cloud: market size and growth

Subscriptions for Personal Cloud ...and the trend is expected to

services are growing fast... remain strong for several years

Subscribers of paid # of Personal Cloud
market share leader, MM paid subscriptions worldwide, MM

175

100

2011 2012 20Q 2013 2011 2012 2013 2014 2015 2016 2017

Source: Dropbox; HIS iSuppli Corp 21



Cloud Automation
Business Model

Access to our SME Cloud Platform that includes
an extend catalog offering laaS and SaaS
services, in a fully automated and self

provisionate way to the end customer, with an
easy reselling management system for the
Distributor.

Telecom ltalia
(Cloud and DC Provider)

4 TELCO A

Telecom ltalia as SV
B by gty IR ]
. Mange’ment..)
TIDS
Cloud o
Brokerage . /

Company.

RESELLERS
i D

(Microsoft, Symantec,
Gomobi, OXC...)

Parallels as BSS

(Market Place, Catalog, CRM,;
channels Management..)

TELCO/IT VAR

L. ®

Prime Telecom

E Other SW Vendors
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Cloud Automation
Cloud4SME

2013 April 2014 Sep 2014 Oct 2014

- —o—o—@-

NUVOLA ITALIANA NUVOLA Sales
[l 's Store. . L__raria

Off-line channel

Static IT catalog  Cloud Automation Cloud on-line store engagement
He_m_d r_nade Sales, activation & New portal with New portal to
provisioning and management on the completely full enable sale
Slow & Expensive  Automated Platform on line e-commerce through sales
Go to Market New Services men

ONLINE

VOUCHER

O \ystore }\",(
K’i”/ ACQUISTA Y | -
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Le dinamiche del ricavi tradizionali e delle nuove LoB

Declino ricavi tradizionali Incremento servizi digitali e new LoB
= Nledw IIDIan
@) an
P B New Plan
| “ 0ld Plan |

2013 FY 2014 Bdg2015 P 2016 I P 2017 I 2013 2014 Bdg2015  P2016 P 2017

» Impatto della nuova gara » Rapido incremento dei ricavi delle nuove
» Ricavi CAGR% -x% vs +y% old plan LoB, Digital Identity e Digital Security

» Ricavi CAGR% z% vs +k% old plan
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Focus su Digital Solutions e new LoB
Contrasto al declino dei ricavi SPC e riposizionamento su Servizi Digitali

B Identity & Security
] M2M & Metering

B CcLouD
B WAP+DCRM

2013

2014 f2

2015

P 2016

P 2017

Forte crescita delle
nuove LoBs: CAGR h%

Grande impulso al Piano
dato dalla
collaborazione con
Marketing Business su
IT per SME

Graduale protezione del
M2M

Sviluppo della Digital
|dentity
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TIDS Group — Piano 2015-2017 in sintesi
Ricavi e Proventi

» Forte crescita dei ricavi YoY

» Sensibile incremento dei ricavi rispetto
al Piano 2014-16:

» Incremento della marginalita: EBITDA on
Revenues 2017: +y pp vs 2013

Old Plan
@New Plan

» |l rapido sviluppo del business
sostituisce i ricavi tradizionali in forte
contrazione a causa dell’esito delle
nuove gare: incidenza new digital
business: f% nel 2017

M€

2013 2014 2015 2016 2017

New Business

Old Revenues
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TIDS Piano Industriale confronto rolling yoy

Baseline — New vs Old Plan New Plan: Baseline + Discontinuities

Old Plan Baseline [ ]
CAGR +rr% CAGR +tt%

@ New Plan Data Monetization . -

loT Inorganic
M€ -
M€
]
I
2013 2014 2015 2016 2017 2014 2015 2016 2017
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Don’t base your venture on a plan.

Instead base it on a strategic foundation.

You can have a plan,
but know that it will change,

probably a lot.

The plan is fluid,

the foundation stable.







