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The Group tripled its digital TV
revenues in Europe now enjoying
major presence across all

European market segments.

On Paris rooftops, Canal+ uplink satellite dishes
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Americas The Kudelski Group’s digital TV

revenues increased 90% on the
American market; an exclusively

organic growth.

EchoStar’s uplink facility
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The long-standing cooperation with - _‘_,
the American satellite operator EchoStar —
reflects the Group’s philosophy to

constantly innovate, anticipate the needs
of its clients and help them generate
new sources of revenues.




Asia Asia/ Pacific markets are
progressively migrating to digital,
creating new opportunities
for the Kudelski Group.

Kudelski Group
Annual report 2004 Bangkok, Thailand

-
-
- -
- -
-
" -
L -
- -
- b
- —
== 5 8
- =
= - —
.-
™ ----:
H - —
- —
- e
L= N
ERN
---
==
-
-
- - -
"Em
-
-
|l

" %—_ I. - T —
A n  e— " .
e :
. mrn vi "
1 N + ) Y

(AR R R R

China, Malaysia, Singapore, Indonesia,

L
am= M Korea... The Kudelski Group’s
S E 2 presence is strengthening in this region
o ' with huge growth potential.
- FTTTT LR LLLLLE
s it ol T

= LT e LY ey
pedanl  nndendd s " =4 :-::-
T L Blag | il
(LT TR | S e 3 = [




10

Message from the President
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In 2004 the Kudelski Group delivered record results, both
in growth and in absolute figures, with total revenues
increasing by more than 50% to reach CHF 619 million,
EBIT passing the CHF 100 million threshold for the first
time, and net profit reaching CHF 77.2 million.

However, beyond these figures, 2004 will remain a mile-
stone in the history of the Group. Management as well as
all teams demonstrated their ability to deal with a large
number of challenges successfully, while paving the way
for the Group's future growth.

All of our activities, aside from Nagra Public Access,
achieved a very good performance. Lysis in particular
stood out as a key player in Europe in VOD program man-
agement solutions. Nagra Audio, for its part, saw its best
year since 1990, when it was the company’s core business.

Digital television

2004 marked the success of the Group's strategy to both
become the N°1 supplier of DTV conditional access sys-
tems and expand to promising new sectors at the cross-
roads of the digital television, internet and mobile worlds.

The growth of the digital television business in 2004 was
particularly satisfying: all the strategic objectives were
reached and the Group took full advantage of new devel-
opment opportunities.

By increasing its revenues by 50% organically, this division
confirmed its ability to grow on the strength of its own
merits and its own resources in a highly competitive envi-
ronment and under constantly moving market conditions.

The acquisition of the conditional access activity of Canal+
Technologies — MediaGuard — as well as strong organic
growth have enabled the Kudelski Group to multiply its
digital TV revenues in Europe by three, while in America
they increased by 90% purely through organic growth.

In parallel with efforts made to address customer needs, a
special task force worked on integrating the MediaGuard
activity (rolled into Nagra France) within the Group's digital
television division. Today integration has been achieved,
and the Nagra France and Nagravision teams are collabo-
rating actively in the development of new technologies.
Nagra France has become a competence center for
several promising projects such as securing access to Pay
TV services on broadband networks.

While the Kudelski Group has built its worldwide reputa-
tion by developing new technologies, it has always sought
to release new business models combined with state-of-
the art technology at the right time.

2004 was no exception as the Group launched pre-
paid, disposable smartcards for digital terrestrial televi-
sion. This new business model, chosen by the ltalian media
giant Mediaset, creates a truly new choice for digital ter-
restrial television viewers. The operator’s new offering met
with immediate public success: close to 1.6 million cards
had been distributed in Italy at the end of the first quarter
of 2005.
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High potential innovations released by the digital television
R&D teams also include:

_ Broadband (DSL) television security solutions, already
chosen in 2004 by French operator neuf telecom.

_ Solutions for digital video recorders (DVR) that not only
enable digital TV programs to be recorded securely but
also offer Push VOD functionalities, offering an instant
pay-per-view choice of films on demand, coupled with
an exceptional comfort of use. Premiere and EchoStar
have already chosen this solution, which they will offer
to their customers in 2005.

_ A security concept especially designed for the secure
distribution of video content on mobile devices, enabling
digital TV subscribers to access programs when and
where they want.

Recurring business, which includes more than 11.5 million
smartcards sold on a rental basis in 2004, new contracts
as well as technological developments opening new mar-
kets provide a solid base for the future growth of the DTV
division.

Public access

Despite a large number of new contracts, the public
access business saw a difficult year in 2004. In an adverse
environment, several major medium and long term cost-
cutting measures were launched which should deliver first
tangible results in the second half of 2005. In parallel, the
Group decided to accelerate the development of new
products and expand geographically instead of focusing
only on short-term profitability. Some patience will be
needed until these efforts come to full fruition, given that
business cycles in this sector are longer than in digital
television.

The public access market is faced with new challenges
that offer many opportunities but also entail a few risks.
This will require repositioning of the offer, leading to several
technological innovations. As in the past, the Kudelski
Group is determined to emerge stronger than before from
this type of situation.

Investing in the future

Since its foundation in 1951, Kudelski has never paid divi-
dends, preferring to reinvest all of its profits into the devel-
opment of its activities. Today more than ever, we have
strategic development projects to prepare the future
growth of the Group that will require reinvesting most of
the profits.

As an example, 29.5% of turnover of the digital television
division is reinvested in R&D, which demonstrates, among
many other instances, the commitment of the Group to
develop its future business.

However, in response to the expectations of a growing
number of shareholders, the Board of Directors has
decided to propose the payment of a dividend of 20 Swiss
centimes per bearer share and 2 centimes per registered
share, corresponding to 2% of nominal value.

While this dividend may appear to be low, one must bear in
mind the need to maintain the Group's long-term solidity
and ability to grow. Development opportunities have never
been as numerous as they are today, and at the same time
the need to stay at the cutting-edge of technology has
never been greater.

In a rapidly changing world, to move more slowly than the
market is to go backward, and thereby to risk forfeiting our
leadership position. It is not just a matter of defining the
right targets, but of being quicker off the mark than our
competitors and hard-hitting when necessary. Rather than
increased dividends in 2004, this approach will certainly
contribute to delivering a better return on investment to
shareholders in the long run.

André Kudelski
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A record year for the Kudelski Group
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In 2004, the Kudelski Group delivered best-ever results,
with record-breaking revenues and net profit.

Total revenues increased by over 50% to reach CHF 619
million. EBIT reached the record level of CHF 101.5 mil-
lion. Net income also registered strong growth more than
doubling compared to 2003 to reach CHF 77.2 million,
while operating cash flow reached CHF 81.7 million.

Digital television driving record results

Revenues were up by 93% compared to 2003, thanks to
50% organic growth and the consolidation of MediaGuard.
European sales more than tripled to reach CHF 196.8
million and sales in the Americas increased by 88% to
CHF 177.4 million. The EBIT margin of the Digital TV unit
was CHF 116.8 million.

R&D spending on digital TV increased to 29.5% of digital TV
revenues, enabling the Groupe to accelerate the develop-
ment of new solutions.

The Group launched several portfolio streamlining initia-
tives in the Digital TV entity. It sold its ownership stake in
Logiways while maintaining a business partnership and
keeping full control over all relevant intellectual property
rights secured by the company in the Group's activity
sector. Livewire, a US-based subsidiary, was integrated
into Nagravision in the US in early 2005 to rationalize
the cost base and to strengthen the Group set-top box
strategy.

The Group also exited from Nagra Futuris, a joint-venture
in the Digital Audio Broadcasting market, while maintain-
ing property rights over a set of promising patents in the
new TV-over-mobile network market.

Revenues from Public Access activities grew slightly by
3% in 2004, however achieving a negative EBIT of CHF
3.7 million. The Group launched an efficiency improve-
ment program for this entity.

2004 2003 2002 2001 2000 1999
Financial data in kCHF

Total revenue 619046 412392 402355 455 445 359527 214737
ACMS Margin () 426326 254948 250033 269794 178316 103371
OIBDA @ 141137 32229 8608 99172 86820 48501
EBIT ® 101499 10063 -32022 82973 75405 40388
Net profit 77195 33167 10031 72086 66618 35427
[Equity, including minority interests | 302784 | 205853 580910 580851 639156 154 208
INet cash | -15398] | -11109 397 421 364 114 543611 58663
[Payroll @ [ 1439] | 1400 1220 1173 425 239

() ACMS Margin: margin on goods and components sold

(2 OIBDA: operating income before interest, taxes, depreciation and amortization

(3) EBIT: operating income
(4) Payroll: as of 31 December in each year.
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Digital TV

A key player in this field for
20 years, the Kudelski Group
Is today the world’s leading

provider of conditional access
solutions.

More than 100 television operators

worldwide using Kudelski technologies
to secure 53.5 million devices.

ision represents the Kudelski
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Driving exceptional growth
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The global leader

2004 was an exceptional year for the Kudelski Group's
core business, digital TV.

A key player in this field for 20 years, Kudelski's winning
performances include delivery of a historic volume of more
than 25 million smart cards/modules, the signature of
major high potential contracts and entry into new growth
markets.

Another success indicator is the figure of more than 100
television operators worldwide using Kudelski technolo-
gies to secure 53.5 million devices.

Innovation is the key to these dynamics, supporting the
steady growth in added value of the Group’s Nagravision
and MediaGuard conditional access systems and position-
ing the Group as a global leader.

Ever-closer collaboration with customers

Throughout the year the Group strengthened its already
close ties with its customers. Committed to accompanying
operators in their development, the Group intensified its
R&D efforts and deployed new solutions.

Today the Group's security solutions are designed to
address not only the needs of cable, satellite and terres-
trial TV network operators but also those of broadband
Internet DSL networks, fixed and mobile telecommunica-
tions operators as well as content providers such as movie
studios.

Digital TV

A new business model for operators: pre-paid cards

To meet needs in the Digital Terrestrial Television (DTT)
market, the Group developed a new technology and an
innovative business model based on prepaid, time-limited
smart cards to control access to premium pay TV content.
This concept was chosen for example in 2004 by the ltalian
operator Mediaset for its pay-per-view football coverage.

This type of solution meets horizontal market needs in par-
ticular, an environment where consumers buy digital
decoders in supermarkets instead of renting the equip-
ment as part of a pay TV subscription.

The model based on disposable or renewable cards helps
to segment premium TV offerings and therefore boosts
sales dynamics for both content suppliers and television
operators. Moreover, via this system the user can access
programs on impulse and anonymously, without having
to take out a subscription. Consequently, the operator
can respond to demand peaks and quickly cash in on card
revenues while minimizing operating costs.

DTT has grown rapidly across Europe and many operators
who were already broadcasting free-to-air digital channels
are now launching pay TV channels on these networks.

The Kudelski Group took the lead in this market segment
in 2004 thanks to the signature of contracts with Europe’s
main digital terrestrial operators: Mediaset in ltaly and Top
Up TV in the United Kingdom. The UK DTT operator has
chosen the Group's technologies to secure its subscrip-
tion-based services.
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EchoStar DISH Network channels
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A new generation of conditional access systems

Following through on existing customers’ needs is a priority
for the Kudelski Group. In 2004, a large majority of
the Group's digital TV customers migrated installed
Nagravision conditional access systems to enhanced, high
security Kudelski solutions.

The new generation of the Nagravision conditional access
system is the fruit of years of research and development
and integrates state-of-the-art security features as well as
innovative functionality.

The migration trend, which generated the need for a high
volume of smart cards, is consistent with the continued
growth of the pay TV market and its evolution towards a
mass market.

A proven business model: the rental mode

The Group introduced a rental-based business model in
2003 which it continued to deploy to new customers
throughout 2004. This model includes the installation of a
conditional access platform against payment of monthly
subscriber fees. It is attractive for operators as it transfers
piracy risks to Nagravision and provides economic incen-
tive to further improve the system'’s resilience.

Digital TV

Scalable solutions to support operators in their
development

The Group continued to develop flexible and innovative
solutions to address new market needs and respond to
the requirements of operators who are constantly on the
lookout for new TV content sales models.

Protecting on-demand content and securing it on
hard-disk drives

The Kudelski Group has developed a comprehensive
range of security solutions for on-demand services. These
solutions, which are constantly being enhanced, are
deployed today successfully by operators.

The Nagravision VOD (Video On Demand) solution is
specifically designed to secure programs sent to the
subscriber using an interactive mode and to manage the
purchase of programs on a pay-per-view, pay-per-time or
subscription basis. IP (Internet Protocol) and cable net-
works are well-suited to provide such on-demand services.

To enable satellite and terrestrial operators to offer similar
services and address the needs of operators whose sub-
scribers have Digital Video Recorders (hard-disk decoder
/recorder), Nagravision has developed a solution to
secure content on hard-disk drives, Nagra Secure DVR.

Many digital video recorders sold today are equipped with a
hard-disk drive. Thanks to this technology, consumers can
record encrypted digital TV programs for viewing at a later
time and as many times as they want. Ensuring security of
access to pay TV content and preventing unauthorized
reproduction and distribution is therefore a crucial issue.
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Increasingly successful: the Digital Video Recorder

The Nagra Push VOD module ensures the security of con-
tent sent to subscribers’ hard-disk drives in push mode.
This application is an extension of the Nagra Secure DVR
solution. In the Push VOD application, for which Nagra
provides a unique solution, operators push films to the
hard disk of the subscribers’ decoders where they are
stored securely. In other words, consumers can access a
virtual video store and select a movie if they wish.

To guarantee total protection, potential premium content is
never distributed unscrambled; however it can be broad-
cast with other free-to-air content such as ftrailers,
announcements or other promotional material.

The Nagra Push VOD solution optimizes bandwidth use
in broadcasting programs to subscribers and manages
service purchase and payment. Thanks to its open archi-
tecture, it can be integrated with existing middleware
platforms such as Open TV, DVB-MHP, and others.
All of these features help operators enhance network
profitability and improve both the scope and flexibility of
their product offer.

Interactive program guide — here on DISH Network High
Definition screen

Nagra France
A new competence center in the Group

Acquisition of the Canal+ Technologies’
MediaGuard unit was finalized at the
end of 2003 and the MediaGuard team
was quickly integrated into the Kudelski
Group’s Digital Television division.
Based in the Group’s new Paris
subsidiary, the Nagra France team
continued to accompany MediaGuard
customers in their development.

It also succeeded in signing several
major contracts in markets with

high growth potential such as digital
terrestrial television, with the British
operator Top Up TV, and TV over

IP networks.

Additionally, CanalSatellite chose
MediaGuard’s conditional access system
to secure its program offering over DSL
networks, CanalSatDSL. Nagra France
also won a contract to supply a condi-
tional access system for the French
telecoms operator neuf telecom.

Nagra France has become a competence
center within the Kudelski Group,
specializing in the promising field of TV
content security over IP networks.




20

',l B
ot N

Premiere’s entirely automated broadcast center in Germany
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Secure TV content over IP networks Security on a portable format

Several years ago, Nagravision created the NagralP The Kudelski Group launched the Nagra-Lysis Mobile
(Internet Protocol) solution to ensure security of TV con- DRM (Digital Rights Management) solution in early 2005
tent on IP networks, DSL (Digital Subscriber Line) and to target the emerging market of TV over mobile devices
FTTH (Fiber-To-The-Home) networks. including telephones, PDA (Personal Digital Assistant)
and portable video recorders.
As well as the usual standard features, NagralP offers
highly appreciated specific features: This latest Nagravision technology manages downloading,
streaming and broadcasting of enriched content to these
_ Security for deployments over hybrid satellite/IP and devices. It accommodates a large palette of business
terrestrial / IP networks. These types of networks are models to boost purchases and maximize revenues.
expected to grow rapidly. Operators can simultaneously
offer a bouquet of television channels in broadcast This technology is available for 3G, DVB-H (Digital Video
mode and push video-on-demand services over an IP  Broadcasting on Handheld Devices) and DMB (Digital
network. NagralP enables operators to deploy such Multimedia Broadcasting) networks. It is based on DVB
services on hybrid networks without having to use two and OMA (Open Mobile Alliance) standards. These two
different conditional access systems. consortiums include all players in the sector.

_ A scalable solution to accompany network expansion.
The NagralP solution is modular and can accommodate
a subscriber base ranging from a few thousand to several
million customers. This exceptional flexibility, which
Nagravision has demonstrated on many occasions, is
very attractive to operators.

— A content protection solution in deployments using
systems other than smart card-based systems. This
security system called NagralP Evolutive can evolve
over time and is particularly attractive to telecommunica-
tions network operators as it enables them to offer pro-
grams which can be accessed by identification over an
IP network and subsequently by smart cards, depending
on the content and the size of the customer base, and
on other security criteria.

This unique Nagravision solution showcases the Kudelski
Group's high level of expertise in conditional access, net-
work architecture and smart card technology.

The system allows IP network operators to provide
sophisticated content and interactive services over a
secure network with reduced maintenance costs and
bandwidth use.
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Canal+ Group’s Digital Broadcasting Center in Paris

NagralP allows

IP network operators to
provide sophisticated
content and interactive
services over a secure
network with reduced
maintenance costs and
bandwidth use.

NagralD
A unique know-how

The Kudelski Group manufactures its
own smart cards for TV and public
access applications via its NagralD
subsidiary. In 2004, NagralD moved to
larger premises in order to increase
its production capacity.

NagralD owns unique know-how in cold
lamination technology, a patented
industrial process to embed sophisti-
cated electronic components in smart
cards (or other plastic objects) such as
batteries, LCD, screens, leds, etc.

These patented technologies are the
propriety of the Kudelski Group and
open the way to a host of applications.
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Europe

Thanks to the integration of MediaGuard customers and
the signature of many new contracts, the Group now
boasts a major presence in Europe across a number of
market segments. In 2004, Europe has thus become the
Kudelski Group's number one digital TV market.

Italy

At the end of 2004, the Group signed a contract with
Mediaset, a digital terrestrial television operator, setting a
milestone in the Group's penetration of the digital terres-
trial market.

Mediaset, which is the market leader in Italy and one of
the world’s largest electronic media groups, won digital
broadcasting rights for the main Club A soccer matches
for the next three seasons.

Mediaset chose the latest Nagravision content protection
technology to secure its pay-per-view soccer offer across
its digital terrestrial platform. This solution relies on pre-
loaded smart cards and is currently one of the industry's
most innovative solutions: the cards, which store rights for
a certain number of matches, can be purchased in many
sales points and recharged several times until their expiry
date.

This innovation has met with enormous success with the
Italian public since it was launched on the market in
January 2005.

The first deployment of this type, which was achieved in
record time, demonstrates Nagravision’s ability to offer
and quickly implement innovative business models
allowing operators and TV viewers to enjoy attractive new
services.

Digital TV

Germany

German operator Premiere, a Nagravision customer since
2003, successfully implemented in 2004 the Blue Movie
Card, a smart card with pre-defined rights to access
specific content over a pre-determined time period.

Moreover, in 2005, Premiere, with over 3.25 million sub-
scribers today, is readying to launch Push VOD services.
Programs will be sent to Premiere’s hard-disk decoders,
with Nagravision ensuring security throughout the entire
distribution chain.

Germany's leading cable network operator KDG (Kabel
Deutschland GmbH), which serves 20 million subscribers,
has selected the Nagravision security solution to broad-
cast its own digital TV programs. This service now has
more than 200000 digital subscribers. In line with the
cable network structure in Germany, KDG also distributes
Premiere's programs over the cable network as well as
ish's digital bouquet called “ish plus”.

The cable-operator ish, based in Northern Rhine/
Westphalia, also selected Nagravision for the secure
broadcasting of its digital pay TV offer in 2004. Since the
launch of these services, more than 50000 subscribers
have signed up. Ish is the country’s second largest cable
operator with more than 4,3 million homes passed.

In 2004, Germany was one of the Kudelski Group's
strongest growth markets with close to 700000 new cus-
tomers subscribing to digital television services broadcast
with Nagravision security technology.
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Premiere’s Digital Playout Centre in Germany

Premiere, with

over 3.25 million
subscribers today,

is readying to launch
Push VOD services.
Programs will be
sent to Premiere’s
hard-disk decoders,
with Nagravision
ensuring security
throughout the entire
distribution chain.

France

In 2004, France was again a key market for the Kudelski
Group.

In March 2004, French satellite operator CanalSatellite
selected the Nagravision conditional access solution to
distribute its programs over a broadband DSL network.
The Kudelski Group thus continues to accompany one of
its key customers in its development.

French pay TV channel Canal+ replaced more than 3 mil-
lion analog keys with new keys based on the latest gener-
ation of the Kudelski Group's conditional access system.
The Group has provided the security solution for the
analog offer of France's first pay TV operator since its
launch in 1990.

Announced in February 2005, the contract signed with
France's number two telecommunications operator, neuf
telecom, which launched an 80-channel digital bouquet,
was a major milestone for the Kudelski Group on the
French market. This contract is the Group's first roll-out of a
NagralP security solution over a DSL network. It underlines
Kudelski's positioning as a supplier of TV content protec-
tion products and services for broadband network opera-
tors and marks its penetration of new market segments.
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Switzerland

Leader on its domestic market, the Kudelski Group
became in 2004 the system integrator and turnkey secu-
rity solution provider for Swisscom Broacast, the refer-
ence telecommunications operator in Switzerland.

Nagravision will integrate the operator’s digital pay televi-
sion platform, provide the conditional access solution,
manage the subscriber base with the Nagravision
Subscriber Management System and provide an electronic
program guide.

Swisscom Broadcast supplies digital television broadcast-
ing services to Swiss cable network operators.

Belgium

Flemish cable operator Telenet opted for Nagravision's
new generation conditional access system for its digital
television offer.

The operator already uses Lysis content rights manage-
ment solutions in its head-end facilities. Thanks to its
middleware platform, which is compatible with the
European MHP (Multimedia Home Platform) standard,
Telenet will provide high-level interactive services includ-
ing government services and video-on-demand.

Wallon operator Be tv (previously Canal+ Belgium), another
Kudelski Group customer in Belgium, launched its
first pay-per-view service, “Be a la séance”, using the
MediaGuard conditional access system.

Digital TV

Leader on its
domestic market,
the Kudelski Group
became in 2004

the system integrator
and turnkey security
solution provider for
Swisscom Broacast,
the reference
telecommunications
operator in
Switzerland.
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Entering the Canal+ studios

United Kingdom

In April 2004, British operator Top Up TV launched a digi-
tal terrestrial television service using the MediaGuard
solution. Top Up TV provides pay television services using
the decoders deployed by the former ITV Digital operator
as well as new set-top boxes sold in retail outlets and
equipped with the MediaGuard technology. This cus-
tomer's offer is meeting with increasing success.

Romania

RCS & RDS, the country’'s leading cable network operator
and Internet services supplier, selected Nagravision's
security solution for its new bouquet of digital television
programs by satellite — the first DTH (Direct-to-Home)
service to be launched in the country.

RCS, which also has subsidiaries in Hungary and
Slovakia, has more than one million analog cable sub-
scribers today. The signature of this new contract further
reinforces the Kudelski Group's penetration and market
position in Central Europe.

Malta

Melita Cable, Malta's cable operator, signed a contract
with Nagravision for the delivery of a conditional access
solution for the broadcasting of the operator's new 80-
channel digital bouquet. Melita Cable launched its first
analog services in 1992 and has more than 100000 sub-
scribers today. The new digital channels include a wide
choice of programs such as British and ltalian football
championships.

Spain

Digital+ was created in 2003 following the merger
between Canal Satélite Digital and Via Digital. In 2004,
Digital+ switched its system to Nagravision’s new genera-
tion conditional access technology. The operator currently
totals close to 2 million subscribers.

The Spanish terrestrial operator Canal+ also migrated its
700000 subscribers to a new analog conditional access
technology.

Portugal

TV Cabo, the country’s leading digital TV operator, is
about to migrate its satellite subscribers to the latest
generation of Nagravision's conditional access system.
More than 350000 smart cards will be changed in 2005.
TV Cabo also selected Nagravision for its new digital
cable service. Close to 350000 subscribers to TV Cabo's
premium analog service will go digital this year.

Poland

Nagravision signed a long-term partnership with Polish
satellite TV operator Cyfrowy Polsat. This agreement cen-
ters on the delivery of the most recent generation of the
Nagravision conditional access system and strengthens
the relationship that Nagravision has developed with
Cyfrowy Polsat over the last five years.

Serving the country’'s two market leaders — Cyfrowy
Polsat and Cyfra+ — has brought market leadership status
to the Kudelski Group.
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The growth of the American satellite
i A operator EchoStar is accelerating and its
AW S DISH Network offering has continually

. expanded to include services on Digital
~Video Recorders. EchoStar benefits from

L 1the latest developments of the Kudelski
Group’s content protection technologies.

Cabling system at EchoStar facility
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The Americas

United States

With steadily increasing growth over the last few years,
reaching 90% in 2004, the United States remain a refer-
ence market for the Kudelski Group whose development
here is exclusively based on organic growth.

American satellite operator EchoStar started to migrate its
DISH Network subscribers to Nagravision's latest condi-
tional access system. The process involves more than eight
million smart cards. This is the first time in eight years that
the operator is swapping its cards, demonstrating the relia-
bility of the system Nagravision implemented in 1996.

In 2004, EchoStar’s impressive growth was underlined by
the launch of the company's tenth satellite in October.
DISH Network’s offering has continually expanded and
currently includes several hundreds of channels including
100 international programs broadcast in more than 25 lan-
guages.

In January 2005, DISH Network passed the 11 million sub-
scribers threshold, barely seven months after celebrating
the 10 millionth subscriber in July 2004. Most subscribers
have more than one receiver in their homes.

The Kudelski Group's partnership with EchoStar is gain-
ing strength every day. The two groups signed an agree-
ment for delivery of a security solution for the new
advanced video-on-demand services launched by DISH
Network in the first half of 2005. Based on new sophisti-
cated had-disk set-top boxes, these services offer:

_ instant access to a catalogue of 100 movies

_ 100-hour recording capabilities

_ ability to pause live TV for up to two hours

_ fast-forward, fast reverse, slow-motion and instant replays
_ high-definition recording capabilities.

Moreover, Kudelski technology will be used to integrate
Archos portable video players to the home networks of
DISH subscribers, protecting the transfer of content
between the receiver’'s hard disk and the portable device.

Digital cable roll-out

The Kudelski Group continued to develop on the American
digital cable market, historically a very closed market. In
2004, the Group signed a contract with lowa Network
Services for delivery of a conditional access solution for
the operator’s digital cable television network broadcast
to all cable operators in the State. Equipped with
Nagravision technology, the lowa Network Services’ head-
end supplies secure television content to the 150 compa-
nies included in the network.

Solutions for movie studios

For the Kudelski Group, Disney's MovieBeam platform,
equipped with a Nagravision solution, marked inroads into
the promising market of security solutions designed for
content owners such as cinema studios. Thanks to its
DVR solution, which was specially developed for on-
demand services, Nagravision is now penetrating this new
market with a secure end-to-end solution including both
conditional access and DRM services.

Canada

Satellite operator Bell ExpressVu started to migrate its 2.6
million decoder base to the new generation of Nagravision's
conditional access system. The switch should be com-
pleted during 2005.

Brazil

In 2004 the Kudelski Group made a spectacular break-
through in Brazil's digital cable market by supplying its
digital conditional access technology to the country's two
main cable network operators, Net Servigos (Globo) and
TVA (Abril).

The choice of Nagravision's solution by Brazil's two main
cable operators was a decisive step in the development of
the Kudelski Group's presence on the South American
continent, and more specifically in the market that has the
highest potential in the region.

Net Servicos, a Globo Group company, has 1.3 million
subscribers and over 6.5 million homes passed through
44 cities including Sao Paulo, Rio de Janeiro, Belo
Horizonte and Porto Alegre.

TVA, of the Abril Group, is one of Brazil's leading cable
pay TV operators with 300000 TV subscribers and 30000
broadband Internet services subscribers.

The deployment of the Nagravision system goes well
beyond mere delivery of a conditional access system;
it includes system integration services and delivery of the
Livewire decoder software solution, as well as interactive
applications offered by partners.

These developments show that the Brazilian television
market is taking another step forward with the migration of
its cable systems to digital.

With these new contracts, the Kudelski Group has
become the reference in the digital cable market in Brazil.

The Kudelski Group was already present on the Brazilian
market with systems deployed by three MMDS operators;
Nagravision is the only conditional access supplier with
experience in Brazil's MMDS sector.
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Asia

China

In 2004, the Group speeded up development of its activi-
ties in China, buoyed by the strategic partnership signed
with CITIC Technologies, a subsidiary of the leading
CITIC Group. The company controls some 23 cable TV
networks covering a population of 200 million households
across the country, of whom ten million are already analog
TV subscribers.

CITIC Technologies will promote the use of the Nagravision
conditional access system for all digital programs distrib-
uted over its networks. Partnership with a powerful player
in China will provide the Kudelski Group with a strong
basis for future expansion on this market.

Additionally, the SARFT, the Chinese government’s regu-
latory authority for television services, formally confirmed
the use of the MediaGuard and Nagravision conditional
access technologies throughout the country.

In Beijing, cable network operator Beijing Gehua Cable TV
launched its digital television services. More than
150000 smart cards based on the MediaGuard technol-
ogy were supplied in 2004.

In Shanghai, more than 50000 smart cards based on the
Nagravision conditional access system have been deliv-
ered so far to broadband network operator Shanghai
Cable Network.

Via its partnerships with these two cable operators, the
Kudelski Group supplies systems to China’s two largest
cities. These contracts add to the deployments already
achieved over the last few years for numerous cable net-
works in the country’s main provinces.

Digital TV

Malaysia

Malaysian satellite bouquet Astro, equipped with
MediaGuard technology, is one of Asia's leading digital
television platforms. The operator offers more than 50
television channels and 16 radio stations.

To combat piracy and benefit from the latest security
developments, Astro migrated its 1.7 million subscribers
to a new version of the MediaGuard conditional access
system in the fall of 2004.

In early 2005, Astro announced the launch of a joint-
venture with PT Broadband Multimedia, a subsidiary of the
Indonesian digital TV leader Lippo Group, to provide
multi-channel satellite pay television and multimedia
services in Indonesia, a development that signals opportu-
nities for growth for the Kudelski Group.

Singapore

StarHub Cable Vision deployed its digital cable television
network in Singapore in 2004 and is readying to launch its
digital terrestrial television network in 2005. Nagravision
provides security technology for both platforms. StarHub
Cable Vision is Asia's only integrated telecommunications
operator offering mobile, broadband and fixed telephony
services.

Nagravision partnered with application developers to
deploy interactive applications over the StarHub network.
This partnership was carried out with TeleIDEA, FreshIT
and ADB. These companies provided applications such as
games, chat, and electronic mail services on the decoder,
an electronic program guide, video mosaic, as well as
pay-per-view events that can be purchased via the remote
control (Impulse Pay-Per-View). This offer also includes a
karaoke application, which transforms the decoder into a
multimedia platform.

Head-end content management is handled by Lysis iDTV.
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Beijing Gehua Cable TV launched digital services en 2004

Korea

In Korea, the Kudelski Group continues to expand.
Its conditional access system carried on the CAM
(Conditional Access Modules) of German SCM
Microsystems Inc. received certification or the country's
cable market.

SCM and Nagravision have jointly developed and manu-
factured a security module adapted to OpenCable specifi-
cations, the standard for the American digital cable
networks also selected by the Korean government.
Certification is a key step to penetration of the digital
cable market in Korea, which, according to the govern-
ment's forecasts, could sign up more than 9 million sub-
scribers over the next few years.

In 2004, Nagravision also provided a security solution for
the video-on-demand service of C&M Communications
Co. Ltd., the multiple cable network operator which today
has 1.3 million analog subscribers and close to 280000
Internet services subscribers.

Nagravision also provided Qrix — another multiple cable
network operator — with a security system for video-on-
demand services.

Hong Kong

Cable operator HKC International Holdings Ltd. (iCable),
one of Hong Kong's leading cable operators and the only
one to show profitability, selected Nagravision's condi-
tional access system for the distribution of its digital tele-
vision services over its satellite network. HKC has been a
Nagravision customer since 2001 for cable transmissions
and serves over 700000 subscribers.

Indonesia

Pursuing its roll-out in this high growth potential region,
the Group signed a contract to supply a conditional
access solution to PT Broadband Multimedia, a key player
in Indonesia cable selling its services under the brand
name Kabelvision which has currently 130000 analogue
subscribers.

Kabelvision is expected to launch its digital pay TV service
using Nagravision technology in 2005.
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more than 3500 sites worldwide
are equipped with the Kudelski
Group access control solutions.
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The 2004 European football championships
represented a prestigious showcase

for SkiData. Its systems managed access
of more than 700000 football fans.
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Revenues of the Nagra Public Access unit rose by 3% in
2004 but the unit posted a negative EBIT of CHF 3.7 mil-
lion. Measures undertaken to improve the situation include
the following divestments:

_ Tourist Data Shop: in February 2005, the Group
announced its intention to sell its participation shares in
this company;

_ AccessArena will concentrate on the Business-to-
Business sector and strengthen its cooperation with
Europe’s major card issuers. Offices in Zurich for the
operational staff were closed and moved to the Group
head office in Cheseaux.

Budget measures were implemented across all Nagra
Public Access companies to cut costs and rationalize the
portfolio.

A new structure for SkiData

SkiData restructured, grouping its activities around two
entities:

_ People Access, including the ski, stadium, exhibition
as well as leisure park segments;

_ Car Access, including parking facilities for towns,
airports and corporations.

In addition, SkiData launched a program to streamline its
cost base by optimizing its sourcing strategy. All purchas-
ing and logistics activities are now housed in a single cen-
ter which controls the entire chain. Finally, a unified
software platform was implemented across both entities.

Nagra Public Access

Harmonization of Ticketcorner’s technological platform

Ticketcorner completed the switch of its IT platform to a
seamless internal solution. The Ticketsoft reservation
system now shares the same software base across all the
markets where Ticketcorner operates.

This measure is contributing to cost-cutting efforts as well
as improving the efficiency and attractiveness of the
platform for operators and international partners.
Additionally, the company’s technological independence
is a key competitive advantage, giving Ticketcorner more
flexibility to meet market demand and deploy new inter-
faces or integrate with access control systems.

The company also launched a new accounting manage-
ment software to facilitate transaction settlements with all
retail distribution channels and promoters. These changes
not only generate savings — especially in terms of license
fees — but will also generate new income.

Finally, Ticketcorner is pursuing its international develop-
ment, with a strengthened sales structure, especially on
the German market, and a new office in Austria.
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Access turnstiles, Estadio da Luz in Lisbon

New projects

New projects are opening up interesting horizons for the
Nagra Public Access division.

Via its AccessArena subsidiary, the Group is partnering
with major smart card issuers in Switzerland, such as
PostFinance (the banking division of the Swiss Post), Les
Chemins de Fers Fédéraux (Swiss Railways) and Cornér
Banca, to introduce AAC (All Access Card) technology
into smart cards. This allows customers to download
tickets and/or services to their card and use the card as
an electronic admission ticket for direct access to events,
thus avoiding queues.

A promising pilot project

In cooperation with PostFinance, the Kudelski Group
launched an electronic ticketing project using AAC
technology in Postcards (the smart cards issued by
PostFinance). Card holders participating in the project
can access 30 ski resorts and a wide range of events.
Reservations can be made over the Internet, with payment
debited from the card holder’'s ‘“yellow” account (the
account they hold with PostFinance). The potential is
significant as more than 2 million people have a Postcard.

In Portugal, the 2004
European soccer
championships
provided a prestigious
showcase for SkiData,
which equipped

the new stadiums

in Lisbon, Porto,
Farense and Laira

and managed access
of more than

700000 spectators.

The first credit card with contact-less
access function

The project launched by the Swiss
Cornér Banca is the first to integrate
the principle of a contact-less access
function into a credit card (the card
is read remotely).

Another original feature is the co-
branding concept in which the card can
be sold in partnership with a third party.
In the case of the Cornér Banca project,
the partner is Switzerland’s Engadin
Region. Beyond the access functionality,
the Cornér Banca + VIP Engadin Card
includes Internet reservation capacities
as well as a fidelity bonus point system.
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Sales increased in the two SkiData divisions, People
Access and Car Access, and the company also increased
its geographical reach.

People Access Division

In China, SkiData supplied an access system to Beijing's
largest trade fair center, Beijing Main Fairground.
Additionally, the company concluded a strategic alliance with
China International Exhibition Center Group Corporation,
opening up promising opportunities.

Beyond the established markets of Europe and America,
China provides the most promising potential for the future,
especially with the perspective of the city hosting the
2008 Olympic Games and the ensuing needs for sport,
exhibition and parking infrastructure.

In the Czech Republic, a SkiData Handshake system was
deployed in Prague's Sazka Arena. This multi-format
venue hosted the European Ice Hockey Championships in
2004, and is viewed as Europe's most modern complex.

In the Netherlands, SkiData won a contract to equip
Efteling, the country's largest amusement park. The sys-
tem manages both people and car access and is linked
to the websites of the partnering ticketing companies.
This platform thus enables electronic ticketing and mobile
ticketing applications.

Another important achievement is the installation of an
access system for New York’s Bronx Zoo, in the United
States.

Nagra Public Access

Sports stadiums: SkiData a key player in the
championships

In Portugal, the 2004 European Soccer Championships
provided a prestigious showcase for SkiData, which
equipped the new stadiums in Lisbon, Porto, Farense
and Laira and managed access for more than 700000
spectators.

These installations have enabled SkiData to prove the effi-
ciency of its systems in this specific context and to win
new contracts such as the World Soccer Championships
to be held in Germany in 2006, for which SkiData has
signed a number of major contracts including the Munich
and Hamburg sites.

The same is true for the 2008 European Soccer
Championships to be held in Switzerland and Austria.
Vienna's Ernest Happel Stadium, which will host the final,
has already opted for a SkiData access solution.

In Italy, SkiData made an entry into the stadiums sector by
signing a contract with the Turin-based Juventus. This
club’s stadium, one of the most important in the country,
will be completely refurbished in 2005 and will deploy a
SkiData access solution.

Numerous other installations across Europe's stadiums
include, for example, systems for the Blackburn Rover and
Leeds United soccer teams in the United Kingdom.

In Switzerland, SkiData installed a system for HC Lugano
as part of a joint project with Ticketcorner as the ticketing
system provider.

SkiData equips many ski resorts of the Alps

Ski: strong growth in Eastern Europe

In Eastern Europe, SkiData installed several systems in
major ski resorts in Russia, Ukraine, Czech Republic,
Bulgaria and Serbia, all implementing SkiData's most
innovative technologies.

In the Netherlands, the agreement signed with ANWB -
the national automobile club — has proved an outstanding
success. Thanks to SkiData technology, ANWB members
(3.8 million altogether) can book ski passes for 55
Austrian ski resorts (as part of the initial phase of the proj-
ect) via any of the club’s local agencies.

By giving high visibility to ski resorts, this new service is a
powerful marketing tool. This is an innovative cooperation
concept that may be expanded to include more ski resorts
and services in the future and which is already being
assessed by other automobile clubs in Europe.

FreeMotion and OpenGate
A revolution in ski access systems

SkiData has developed a new, dedicated
solution for ski applications, which can
be deployed in two modes, FreeMotion
and OpenGate. This solution facilitates
flows of skiers and surfers in ski-lift
areas and thus improves their comfort.

The system has revolutionized access
management in ski resorts:

FreeMotion: the gate is open by default
and only closes if it detects a non-valid
ski pass.

OpenGate: the gate opens for the skier
once a valid ski pass has been detected.

This new solution has been tested in
Austria’s Sélden resort. Results are very
promising and the concept has strong
growth potential.
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Hong Kong: International Finance Center and Times Square, two buildings equipped with SkiData parking solutions
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Car Access Division

SkiData's strongest growth division is dedicated to
Parking access solutions. State-of-the-art technology and
a dynamic market approach are the driving forces of this
positive trend.

In the Netherlands, SkiData has installed an access and
management system for a network of 29 car parks.

In the United Kingdom, SkiData has set up the world’'s
largest networked city car park platform for NCP (National
Car Parks) in Cambridge.

Other major car park network installations have been
deployed. In Australia, SkiData has set up a centralized
system for the Wilson Group, managing 75 SkiData-
equipped car parks throughout the country.

In Italy, Milan's Nuovo Polo exhibition center — a complex
spreading over 530000 m? - selected SkiData's access
control solution to equip its car parks totaling some
10000 spaces. This is the country’s biggest installation
and a model in terms of real time management of car
flows. Akin to highway toll booths, the parking will be able
to provide immediate access to reserved VIP lanes to cars
equipped with the appropriate electronic device.

Nagra Public Access

In Hong Kong, the International Finance Center and Times
Square, two of the city's tallest buildings, opted for a
SkiData parking access solution. The joint-venture company
managing SkiData's developments in Hong Kong, SkiData
Parking Systems Ltd., posted the best results in its
history in 2004.

In Russia, SkiData has signed a number of contracts
heralding future regional expansion. These agreements
are being handled jointly with Techno Traffic, a distribution
company based in Saint Petersburg which is present in
several Russian cities, including Moscow, Rostov and
Kaliningrad.

SkiData has pursued Car Access development across
North America. In 2004, the company completed its first
site for Amtrak in Chicago and installed the first system in
Mexico in the city of Monterrey.

Airport Parking
A high growth segment for SkiData

SkiData has a strong position in the
airport parking segment, where grow
continued in 2004.

New installations were deployed in
Europe (Bergamo in Italy and Cork

in Ireland), in the Middle East
(extension of the Dubai airport in

the United Arab Emirates), in North
America (Park n’ Fly networks in
airports serving New Orleans,

Los Angeles, Atlanta and Cleveland),
as well as in the Asia/ Pacific Region
(Melbourne and Launceston airports).
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Munich airport car park, Germany

1 Managing large-scale car parks relies

‘more and more on very sophisticated
<= parking management systems. Beyond

I controlling access of vehicles, the

technological solution must address
flow management, parking capacity
and user profile issues.
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The structural and technological consolidation work
undertaken within Ticketcorner over 2003 continued into
2004, helping the company remain competitive in a sector
which is experiencing the relative sluggishness of the
events market.

With Ticketcorner's new price structure, introduced
in 2004, the company is in a position to offer attractive
conditions, especially for long term contracts and large
volumes. In 2004, Ticketcorner signed more than 200
long term contracts, including a renewal with Good News,
Switzerland's largest events agency, as well as with
Freddy Burger Management, the Marco Rima Tour, Conelli
Circus, Gstaad Saanenland Tourism, Think Musical and
others.

In Germany, Ticketcorner also signed a record number of
new contracts.

New solutions for sports events

Sports events require high-performance professional
ticketing services, and in 2004 Ticketcorner achieved good
progress in this segment.

Ticketcorner signed cooperation agreements with the
German Handball association and with German League
soccer clubs.

Nagra Public Access

HC Lugano stadium: the first fully-integrated Nagra
Public Access solution

In Switzerland, the system installed for HC Lugano
includes Ticketcorner's software platform, which enables
the operator to manage its own ticket sales, unlimited use
of the Ticketcorner distribution network as well as the
SkiData access control system and smart card-based
season tickets.

This integrated solution is Switzerland's most innovative,
turning in top-rate performances and has consequently
sparked the interest of a number of sports promoters
across Switzerland and in other countries. The solution is
becoming a reference for sports events across Europe.

International expansion

Ticketcorner made a positive start in 2005 and is ready to
pursue its international development. The new office in
Vienna will support development of the Austrian market and
will also serve as a bridgehead for operations further east.

Innovative products to be launched during the year will
include an Internet-based software management tool
designed for organizers and a secure Print@home solution
to print tickets at home, combined with access control
over a mobile phone.
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Smart card solutions

Access management services and e-payment

Via its SportAccess subsidiary, Nagra Public Access is
active in service access systems that are specially
designed for the health (hospitals, clinics), education
(universities, schools) and corporate markets.

The multi-function card solution called MultiSpAK has won
new clients in Switzerland such as Philip Morris
International, DuPont de Nemours International, the French-
speaking Swiss TV channel Télévision Suisse Romande
and many others.

The MultiSpAK system is built around a database. A single
chip can handle several access-based or e-payment
services.

Parking Vending machines

o —

Time management Cafeteria

Access

Database

Locker rooms

‘i& Information booths

Phone calls

Printouts

Card refill

Copies

MultiSpAK is also used for events like the World Summit
on the Information Society and the Montreux Jazz Festival.
During these events, multiSpAK is used for accreditation,
access control and payment via secure badges.

World Economic Forum

As a strategic partner of the World Economic Forum for
several years, the Kudelski Group renewed its partnership
agreement for another three years in 2005. The ongoing
relationship between the two organizations has deepened
over the years. The physical access solution provided by
the Group for the Annual Meeting of the World Economic
Forum in Davos offers new features every year.

The secure badge system provides participants with
greater security and enhanced services, and gives the
World Economic Forum organizers a top performance man-
agement tool. The solution handles registration as well as
participant access to various sessions or to the Web infor-
mation platform.

Montreux Jazz Festival

Each year, the Kudelski Group has strengthened its part-
nership with the Montreux Jazz Festival Foundation. The
Group has been associated with the Festival since the
beginning of the event, through the recording of concerts
on Nagra equipment, and has been an official sponsor for
the past four years.

For the 2004 edition, Nagra installed a sound system to
broadcast a number of exclusive concerts from the
Festival archives. The opportunity to view again such
great concerts as those of Al Jarreau, Nina Simone and
George Duke among others was greatly appreciated by
the audience. The exceptional sound quality of the Nagra
system gave spectators a chance to relive the magic of the
Festival.

In 2004 again, the Kudelski Group was at the hub of the
Festival's logistics for the accreditation and payment card
system. The Group continues to support the development
of the Festival with innovative and customized solutions.
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hi-fi products: Nagra has a
special place in the audio
iIndustry.
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Fifty years of innovation

The worldwide prestige of the Nagra brand has its roots in
the audio industry, the starting point of the Kudelski com-
pany back in 1951.

Portable Nagra recorders founded the legend at a time
when recording equipment was bulky and immobile. The
company introduced miniaturization, mobility and autonomy.

Moreover, offering unparalleled sound quality and
extremely robust, these recorders were welcomed as a
revolution in professional radio, television and cinema.
Even secret services around the world embraced the tech-
nology of the recorders.

Over the years, the Nagra flame has never faltered and
each new generation of equipment has offered more inno-
vative features. No other brand in the industry has
received as many prestigious awards as Nagra for its
technological creativity and its unique contribution to
audio history.

2004: a very active year

As a result of its repositioning efforts, the Audio division
redeployed intensive efforts across its markets in 2004,
grossing most of its business through exports. 60% of
sales were achieved in Europe while the remaining 40%
was divided between North America, Asia and the Middle
East.

The company participated in numerous exhibitions and
trade shows worldwide, providing valuable contacts with
agents and distributors as well as users. This direct
approach helped push sales, posting the best results of
the decade.

During the year, Nagra Audio launched a series of innova-
tions and new versions of existing products.

Nagra Audio

Professional equipment: bolstering key segments

In the sector of portable recorders designed for radio
applications — where Nagra is the leader — the digital
Ares BB was launched during the second half of 2004
and immediately well received. This machine offers excel-
lent ergonomics, is lightweight, compact, and is shoulder-
hung in the pure Nagra tradition. It also provides full
compatibility: recorded sounds can be transferred to any
workstation or personal computer (PC or MAC), running
off-the-shelf software.

Moreover, the Ares BB is competitively priced, which
should help to bolster Nagra's position in this market
segment.

Launched in 2003, the Ares PII is another digital pocket
recorder for radio journalists, which was technically
updated in 2004. It now uses the FAT 32 format, wide-
spread across the PC world. The device can therefore
accept removable Compact Flash memory cards with
larger capacities (more than 2 Gbits).

A new option was introduced for the Nagra V, with
the addition of an internal hard disk drive, so that
when recording a copy can be made simultaneously of the
external hard disk drive. This change guarantees that no
information is lost during or after the recording, conse-
quently ensuring ever-greater data security. The success-
ful Nagra V product is a market leader on twin-track
portable recorders. It serves as a market reference for
recording in-the-field for the movie industry and for musi-
cal recordings for record companies.
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Digital recorder Pocket digital recorder

Ares BB Ares PII

Over the years,

the Nagra flame has
never faltered and
each new generation
of equipment has
offered more
innovative features.
No other brand

in the industry has
received as many
prestigious awards
as Nagra for its
technological
creativity and its
unique contribution

to audio history.

Tube amplifier Monoblock amplifier
Nagra VPA Nagra PMA

A richer product range for audiophiles

For a long time, Nagra production was sold exclusively to
professionals, but the company turned to the general pub-
lic in 1997, with products targeting music loving audi-
ences and audiophiles. Building on the brand’s reputation,
the new high-end hi-fi product line quickly established
itself in the small world of recognized and prestigious
brands.

Products include pre-amplifiers and vacuum tube and
transistor amplifiers, as well as a digital-to-analogue DAC
converter and a miniature recorder.

In late 2004, a family of innovative amplifiers joined the
product range, the PMA and PSA. The pyramidal device
comes in both mono (PMA) and stereo (PSA) versions.
It also features a patented PFC (Power Factor Corrector)
circuit, and yields excellent performance at an attractive
price, thus reaching out to a broader market and opening
up new and interesting development possibilities.

The official launch of Nagra PMA and PSA amplifiers took
place at the Las Vegas international CES (Consumer
Electronic Show) in early 2005.

Another award for the Nagra VPA

The Nagra VPA, an 845 tube amplifier, was voted
“Amplifier of the Year” 2004 by the German magazine
“image hifi". This prize, awarded to a product launched
in 1999, shows the longevity of Nagra equipment which,
far from becoming obsolete, gains year after year in both
reputation and recognition.
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This report has been prepared in - -‘"‘““x.,’//
compliance with the Directive on Information e #
Relating to Corporate Governance issued
by the SWX Swiss Exchange, which

entered into force on July 1, 2002. Unless

otherwise mentioned, the information

given in this report reflects the situation |
as of December 31, 2004. b
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1.1 Group Structure
Kudelski SA is registered in Cheseaux-sur-Lausanne.

The company has been structured as a holding company
since 1999. It shares have been listed on the SWX Swiss
Exchange since 2 August 1999 and the company has been
part of the SMI (Swiss Market Index) since October 1,
2000.

From an operational point of view, the activities of the
Group are divided into two sectors: digital television and
public access.

The Kudelski Group is organized and managed as shown
on the organization chart on the following page. The
shareholdings in the digital television sector are held
directly by Kudelski SA, while the principal shareholdings
in the public access sector are held by Nagra Public
Access AG, which in turn is fully owned by Kudelski SA.

1.1.1 Operational structure of the Group

Please refer to next page.

1.1.2 Listed companies included in the scope of
consolidation

Kudelski SA, which is registered in Cheseaux-sur-
Lausanne, Switzerland, is a Swiss holding company listed
on the SWX Swiss Exchange (val No 001226836/ISIN
CHO0012268360) with market capitalization at December 31,
2004 of CHF 1961656444. Only Kudelski SA bearer
shares are listed on the SWX Swiss Exchange.

With the exception of Kudelski SA, the companies
included in the scope of consolidation are not listed.

1.1.3 Unlisted companies included in the scope of con-
solidation

Please refer to pages 11-13 of the Kudelski Group 2004
Financial Statements.

1.2 Significant shareholders
The principal shareholder of Kudelski SA is the Kudelski

family. No other shareholder holds more than 5% of the
capital and there are no shareholders’ agreements.

31.12.04
Kudelski family
listed bearer shares 12939909
unlisted registered shares 46300000
Voting rights 63,54%
Share capital held 34,08%

1.3 Cross-shareholdings

There are no cross-shareholdings.
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Kudelski SA

Digital TV

Nagravision
NagraCard

Nagra France 100%

NagraStar 50%
Livewire 100%

Nagra Plus

NagralD

MediaCrypt

Leman Consulting

Nagra Thomson Licensing

The Nagra Audio activity is an integral part of Nagravision SA.
It is under the operational direction of Charles Egli,

Executive Vice President.

International presence

Europe Switzerland
Austria
Spain
France
Germany
Italy
The Netherlands
Sweden

United Kingdom, Rep. of Ireland

Americas USA
Brazil

Asia Singapore
China

m head office @ regional headquarters A subsidiary/ office

Digital TV Public Access

Public Access

SkiData

SportAccess

AccessArena

Tourist Data Shop 50,2%

Nagra Audio
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2.1 Amount of the ordinary, authorized and conditional
capital
2.2 Authorized and conditional capital in particular

Ordinary capital

The share capital amounts to CHF 515595800. It is
divided into 46929580 bearer shares with a nominal
value of CHF 10 and 46 300000 registered shares with a
nominal value of CHF 1. Each share confers the right to
one vote. All the shares are fully paid up.

Authorized capital

The Board of Directors is authorized to increase the share
capital in one or more stages, until May 26, 2006, by a
maximum total of CHF 40881640 through the issue of
3768164 bearer shares with a nominal value of CHF 10
and of 3200000 registered shares with a nominal value of
CHF 1, to be fully paid-up.

The preferential subscription rights of shareholders may be
excluded and allotted to third parties by the Board of
Directors with a view to acquiring corporations or parts of
corporations or in order to finance the whole or partial
acquisition of other companies in Switzerland or elsewhere.

Conditional capital

The conditional capital amounts to CHF 68341 760 and is
structured as follows:

_ A maximum amount of CHF 8341760 through the issue
of a maximum of 834176 bearer shares with a nominal
value of CHF 10, to be fully paid up, as and when the
option rights which are or will be granted to employees of
the company and of affiliated companies are exercised.

— A maximum amount of CHF 60000000 through the issue
of maximum of 6000000 bearer shares with a nominal
value of CHF 10, to be fully paid up, as and when the
conversion rights linked to the convertible bonds of the
company or its subsidiaries are exercised. Preferential
subscription rights for shareholders are excluded.

2.3 Changes of capital over the last three financial
years

31.12.04 31.12.08 31.12.02

in kCHF

Registered share capital 46 300 46300 46300
Bearer share capital 469296| 468649 467299
Legal reserve 60692 59380 57719
Net profit 723 2732 25055
Total available earnings 162622 162036 160965
Total shareholders’ equity 738910| 736365 732283

Information relating to changes in capital having taken
place in 2004, 2003 and 2002 are shown in the Group's
corresponding financial statements.

2.4 Shares and participation certificates

The capital of Kudelski SA on December 31, 2004 was
made up of 46 300000 registered shares and 46 929580
bearer shares. Each share confers the right to one vote at
the General Meeting and to a dividend proportional to the
nominal value of the share of whatever kind.

2.5 Profit sharing certificates

Kudelski SA does not have profit sharing certificates.

2.6 Limitations on transferability and nominees
registration

As per the Articles of Incorporation of Kudelski SA, the
registered shares may be transferred by presentation of the
endorsed stock and subject to the approval of the Board of
Directors. The latter may refuse to approve the transfer of
registered shares in one or other of the following cases:

a) If there exists good cause within the meaning of Article
685 b (2) of the Swiss Code des Obligations, i.e. if admis-
sion of the acquirer of the stocks into the shareholder
group is incompatible with the object of the company or is
capable of compromising the economic independence of
the company.
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This would in particular be the case if the acquirer is
capable of prejudicing the company directly or indirectly
and if transfer of the stock could jeopardize the existing
majorities.

b) If the company makes an offer to the vendor to take
over the shares for its own account, for the account of
other shareholders or of third parties at their actual value
at the time of the request.

c) If the acquirer has not expressly declared that he was
taking over the shares on his own behalf and for his own
account.

If the shares were acquired by right of succession, estate
distribution, marital ageement or judicial execution pro-
ceedings, the company may only refuse consent if it offers
to take over the shares from the acquirer at their actual
value.

In the case of dispute, the actual value provided for under
this article will be determined by the courts of the domi-
cile of the company. The company will bear the costs of
valuation.

If the acquirer does not reject the purchase offer within
one month of becoming aware of the actual value, the
offer will be deemed accepted.

Kudelski SA has no regulations concerning nominee reg-
istration.

2.7 Convertible bonds and options

Convertible bond

At the end of January 2002, Kudelski Financial Services
Holding S.C.A., a 100% subsidiary of Kudelski SA, issued
an unsubordinated convertible bond of USD 325 million.
The conversion price was initially fixed at CHF 127.50 per
ordinary bearer share of Kudelski SA and was changed on
July 31, 2008 to the corresponding amount of CHF 100 (on
the basis of a USD exchange rate of 1.6396) in conformity
with the provisions of the bond public offering prospectus.
Kudelski SA guarantees this issuance unconditionally and
irrevocably.

The annual coupon is 2.25% calculated on the nominal
amount of the bonds and payable semi-annually (on January
31 and July 31) from July 31, 2002.

As of January 31, 2009, the maturity date, the issuer will
redeem the bonds at 105.79% of their nominal amount.
Bonds may be redeemed at any time after January 31, 2005
and before January 31, 2007.

The convertible bond is listed on the Luxembourg stock
exchange under reference number ISIN XS0140968842.

During the 2002 and 20083 financial years, a bond repur-
chase operation was conducted on the market. By
December 31, 2003, the Kudelski SA Group had repur-
chased USD 152.072 million in nominal value. These bonds
have been cancelled. Following this operation, the nominal
amount of bonds in circulation on December 31, 2004 stood
at USD 172.928 million.

The offering circular for the convertible bond is available
on the Kudelski Group website under the following link:
www.nagra.com/rapport_annuel/convertible.pdf

Options

In 2008, the Kudelski Group implemented a stock option
plan for certain employees.

The following options were distributed:

Number Exercise
of options Vesting Expiration Ratio price
125000 01.04.06 01.04.07 1-for-1 CHF 20
125000 01.04.07 01.04.08 1—for-1 CHF 20
125000 01.04.08 01.04.09 1—for-1 CHF 20

For more information on the stock option plan, please
refer to the Kudelski Group's financial statements.

Share purchase plan

In 2004, the Kudelski Group implemented a share pur-
chase plan for employees of certain companies in the
Group, enabling them to buy Kudelski SA bearer shares
at preferential conditions. Each participant can subscribe
each year to this plan for a maximum amount of 7.7% of
his/her gross annual salary.

The share purchase price is the SWX Swiss Exchange
closing price the day of the subscription, with up to 42%
discount. However, shares under this plan have a three-
year blocking period, starting from the date of purchase.

A chart relating to employees’ participation in this plan for
the year 2004 is available in the Kudelski Group Financial
Statements page 26.
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The Board of Directors is the highest decision-making
body within the company and is responsible for monitoring
the decisions taken at management level. At present, it is
made up of eight members elected by the General
Meeting of shareholders.

The Board of Directors has an Audit Committee, a Strategy
Committee and a Remuneration Committee.

Membership is as follows:

André Kudelski
Chairman of the Board and Chief Executive Officer (CEO)

Claude Smadja
Deputy Chairman of the Board of Directors and Lead Director

Norbert Bucher

Laurent Dassault

Patrick Feetisch

Stefan Kudelski

Pierre Lescure

First election to the Board at the Ordinary General Meeting

on 26 May 2004

Gérard Limat

Secretary to the Board:

Nicolas Goetschmann
Corporate Secretary (not member)

3.1 Members of the Board of directors
3.2 Other activities and vested interests
3.3 Cross-involvements

These points are addressed in the individual CVs of the
members provided on the following pages.

Year of birth Position on the Board Nationality Executive / Non-executive

André Kudelski 1960 Chairman and Chief Executive Officer Swiss Executive

Claude Smadja 1945 Deputy Chairman Swiss Non-executive
Norbert Bucher 1931 Member Swiss Non-executive
Laurent Dassault 1953 Member French Non-executive
Patrick Foetisch 1933 Member Swiss Non-executive
Stefan Kudelski 1929 Member Swiss Non-executive
Pierre Lescure 1945 Member French Non-executive
Gérard Limat 1940 Member Swiss Non-executive
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Claude Smadja

André Kudelski

André Kudelski obtained a degree in physical engineering
from the Ecole Polytechnique Fédérale de Lausanne
(Swiss Federal Institute of Technology) in 1984. He then
held the position of R&D Engineer at Kudelski SA and in
Silicon Valley, before becoming Pay TV Product Manager
and then Director of Nagravision, the Pay TV division of
Kudelski SA. In 1991, André Kudelski succeeded his
father Stefan Kudelski to the position of Chairman and
Chief Executive Officer of Kudelski SA. He has been on
Kudelski SA’s Board of Directors since 1987.

André Kudelski sits on the Boards of the Edipresse
Group, of Nestlé and of Dassault Systemes (France),
among others. He is also a member of the Advisory Board
of Crédit Suisse, of the Swiss American Chamber of
Commerce and of the Board of economiesuisse.

André Kudelski presides over the Strategy Committee of
the Kudelski SA Board of Directors.

He also holds positions on the Boards of several Kudelski
Group companies: Nagravision (Chief Executive Officer),
NagraCard (Chief Executive Officer), Nagra Plus
(President and Chief Executive Officer) and MediaCrypt
(President).

André Kudelski is also a member of the Supervisory Board
of SkiData.

Claude Smadja

Claude Smadja is a politics graduate from the University
of Lausanne. After a number of years as Deputy Editor of
the Information Department at Télévision Suisse Romande
(TSR), the TV channel for French-speaking Switzerland, in
1987 he joined the management of the World Economic
Forum, a position that he was to hold until 1992. He then
returned to TSR as Information Director until 1996, when
he was appointed Managing Director of the World
Economic Forum. In 2001, Claude Smadja set up his own
strategy consultancy, Smadja & Associates, Strategic
Advisory.

Claude Smadja sits on the Boards of the Edipresse
Group, Infotech and Infosys, where he also holds the
position of Chairman of the Nomination Committee. In
addition, he is member of the International Board of
Overseers of the lllinois Institute of Technology.

Claude Smadja sits on the Kudelski SA Board of Directors
since 1999. He has been Deputy Chairman of the Board
since 2002 and, since 2003, Lead Director in the sense of
the “Swiss Code of Good Practice in Corporate
Governance” issued by economiesuisse.

He is also Chairman of the Audit Committee and a mem-
ber of the Strategy Committee and of the Remuneration
Committee of the Kudelski SA Board of Directors.
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Norbert Bucher

Laurent Dassault

Stefan Kudelski

Pierre Lescure

Gérard Limat

Norbert Bucher

Norbert Bucher obtained a doctorate in technical sciences
at the Ecole Polytechnique Fédérale de Lausanne (Swiss
Federal Institute of Technology). He also studied on post-
graduate management programs at the New York
University, at the Harvard Business School in Boston and
at the IMEDE (IMD Lausanne).

Norbert Bucher began his professional career with Sulzer,
in Winterthur and New York, continuing it with Syska &
Hennessy Inc, Consulting Engineers in New York. He then
joined Philip Morris Europe SA as Deputy Director. After
eleven years as Deputy Managing Director at Interfood SA
in Lausanne, he held the post of Senior Vice President of
Jacobs Suchard in Zurich for seven years.

A member of the Kudelski SA Board of Directors since
1992, he is also a member of the Board's Audit
Committee.

Norbert Bucher is also a member of the Board of Nagra
Plus and Chairman of the Board of Directors of
Ticketcorner.

Laurent Dassault

A business law graduate, Laurent Dassault also holds a
degree from the Paris ESLSCA (School of Applied
Commercial Sciences). In 1977, he began his career at
Banque Vernes and at Banque Industrielle et Commerciale
du Marais, taking over Banque Parisienne Internationale
with Paribas in 1990.

In 1992, he joined the Groupe Industriel Marcel Dassault
(GIMD), where he now holds important positions within its
various French and foreign structures.

He is Chairman and Managing Director of Dassault
Belgique Aviation, Managing Director of Immobiliere
Dassault SA and a member of the board of GIMD, SVE,
Dassault Systemes, SOGITEC Industries SA, IPS
(Industrial Procurement Services), APRO (Aero Precision
Repair and Overhaul Company) and Assicurazioni
Generali S.p.A. in Trieste, Italy. He is also Chairman of
Midway Aircraft.

Laurent Dassault sits on the Board of Terramaris SA in
Fribourg, Switzerland, and of the Power Corporation in
Montreal, Canada.

He is also a member of the Advisory Board of Syntek
Capital SA in Pullach, Germany, and of the Advisory
Committee of Sagard Private Equity Partners in Paris.

Laurent Dassault has been a member of the Kudelski SA
Board of Directors since 1995.
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Patrick Feetisch

Patrick Feetisch graduated from the University of Lausanne
as a Doctor of Law.

He manages his own law office.

He sits on the Board of Directors of Renault Finance SA,
Lausanne and of Renault Holding AG, Zug.

A member of the Kudelski SA Board of Directors since
1992, he is also Chairman of the Board's Remuneration
Committee.

Patrick Feetisch acts as legal counsel to the Group as and
when required.

He holds positions on the Board of the following Kudelski
Group companies: Nagravision (President), NagraCard
(President), Nagra Plus (member of the Board), NagralD
(President), Tourist Data Shop (member of the Board) and
SportAccess (member of the Board).

He is also a member of the Supervisory Board of SkiData.

Stefan Kudelski

Stefan Kudelski studied at Florimont (Geneva). Self-
taught in electronics, from 1948 he studied to be a physi-
cal engineer at the Ecole Polytechnique Fédérale de
Lausanne (Swiss Federal Institute of Technology).

In 1951, he created the Kudelski firm with the first Nagra,
a self-contained tape recorder designed for radio
reporters. Within a few years, having expanded into new,
enhanced models, the Nagra range became a standard
tool in the cinema and television industry.

In 1991, a project for diversification into the field of
encryption for pay TV provided the firm with a new direc-
tion. At this point, Stefan Kudelski handed over the reins
of management to his son, André Kudelski.

Stefan Kudelski has received many awards during his
career: Academy Awards (Oscars) in 1965, 1977, 1978
and 1983, two Emmy Awards and Gold Medals from L.
Warner, AES (Audio Engineering Society), Lyra and
Eurotechnica.

He is also an honorary member of AES, of SMPTE
(Society of Motion Picture Television Engineers), of
BKSTS (British Kinematograph Sound and Television
Society), of SVIA (Schweizerischer Verein fiir Informatik
in der Ausbildung), of IEEE (Institute of Electrical and
Electronics Engineers) and of AMPS (Association of
Motion Picture Sound). In addition, he possesses an hon-
orary doctorate from the Ecole Polytechnique Fédérale de
Lausanne.

Stefan Kudelski has been on the Kudelski SA Board of
Directors since 1968.

Pierre Lescure

After taking a university degree in literature and journal-
ism, Pierre Lescure started his career working with vari-
ous radio stations (RTL, RMC, Europe1) and then turned
to the television industry in the early 1980s. In 1982-1983,
he was editor-in-chief at Antenne 2 and, in 1984, worked
with André Rousselet on the Canal+ project. In 1988, he
was appointed Chief Executive Officer of Canal+ and, in
1998, President and Chief Executive Officer.

From 2000 to 2002, he was co-Chief Executive Officer of
Vivendi Universal.

Pierre Lescure is member of the Supervisor Board of the
Lagardeére group and of the newspaper Le Monde. He is
also member of the Board of Directors of Thomson and of
Havas.

Pierre Lescure was elected a member of the Board of
Directors of Kudelski SA at the Ordinary General Meeting
on May 26, 2004.

Gérard Limat

Gérard Limat studied accountancy and has worked within
the Dassault Group since 1968. He is currently the man-
ager of Terramaris International SA in Meinier-Geneéve (a
company belonging to the Dassault Group).

He is also Chairman of the Board of Directors of Société
Financiére Terramaris SA in Fribourg, Sita SA in Fribourg
and Dasnair SA in Meinier-Genéve.

In addition, he sits on the Board of Cendres et Métaux in
Bienne, of Société d'Exploitation du Stade de Geneéve in
Geneva and of Olympic Tools Hellas in Greece.

He was appointed to the Kudelski SA Board of Directors
in 1995 and is a member of the three Committees within
the Board, namely the Audit, Strategy and Remuneration
Committees.

Gérard Limat is also a member of the Board of
Ticketcorner, Nagra Public Access and SportAccess.

André Kudelski and Claude Smadja sit on the Board of
Edipresse.

André Kudelski and Laurent Dassault sit on the Board of
Dassault Systémes.
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3.4 Elections and terms of office

The members of the Board are appointed by the General
Meeting for a term of one year. They may be re-elected.
The term of office ends on the day of the Ordinary
General Meeting. The Board of Directors establishes
itself by appointing a Chairman and a Deputy Chairman.
The Secretary may be chosen from outside the Board of
Directors. He or she is not a member of the Board.

1st election Last
to the Board

Expiry date
election of the appointment

André Kudelski 1987 26.05.2004 10.05.2005
Claude Smadja 1999 26.05.2004 10.05.2005
Norbert Bucher 1992 26.05.2004 10.05.2005
Laurent Dassault 1995 26.05.2004 10.05.2005
Patrick Feetisch 1992 26.05.2004 10.05.2005
Stefan Kudelski 1968 26.05.2004 10.05.2005
Pierre Lescure 2004 26.05.2004 10.05.2005
Gérard Limat 1995 26.05.2004 10.05.2005

3.5 Internal organizational structure

3.5.1 Allocation of tasks within the Board of Directors

With the support of its three Committees, the Board of
Directors exercises inalienable and non-transferable func-
tions established by the law (Art. 716 CO).

The Chairman is delegated responsibility for conducting
discussion at the General Meeting, the minutes and the
conduct of meetings of the Board, the task of informing
the members of the Board of the development of business
and the biannual accounts as well as representation of the
company in respect of administrative and judicial authori-
ties.

The Board of Directors today is made up of eight mem-
bers, seven of whom are non-executive. It meets at least
four times a year, but as often as the good conduct of
business requires.

In the absence of contrary provision of law, management
of the company is delegated to the Chief Executive
Officer (CEO).

Board of Directors

In his management activities, the CEO acts on the basis
of directives issued by the Board of Directors, and safe-
guards the interests of the company.

He presents the accounts of the company to the members
of the Board of Directors every six months. He also
presents a report covering the substantive aspects of
business development.

The Lead Director convenes and manages autonomously
a meeting of the independent members of the Board of
Director if the interest of the company requires such inde-
pendent discussion. He ensures a performance appraisal
process for the Chairman and Chief Executive Director of
the Board of Directors.

The Lead Director sees to the independence of the Board
of Directors vis-a-vis the Chairman and Chief Executive
Officer, as well as vis-a-vis the company; he chairs the
Board of Directors in case of conflict of interests of the
Chairman and Chief Executive Officer.

3.5.2 Members list, tasks and area of responsibility for
each Committee

Each Committee is governed by a charter defining its pur-
pose, its obligations and its composition. The Committees
of the Board also meet as often as is necessary and
report regularly to the Chairman of the Board of
Directors.

Remuneration Committee

The Remuneration Committee oversees the remuneration
policy implemented by the company. It likewise examines,
together with the Chairman of the Board of Directors, the
remuneration of the members of the Board of Directors
and of the top management of the company.

This Committee may consult outside experts in the prepa-
ration of its recommendations and decisions.

It is composed of at least two non-executive members of
the Board of Directors.
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Audit Committee

The Audit Committee provides effective and regular
supervision for the financial reporting processes of the
company in order to satisfy itself of their integrity, trans-
parency and quality. It ensures the compliance of the
accounting methods with applicable regulations on the
subject and also sees to the constant updating and provi-
sion of financial information to the company.

This Committee supervises the internal reporting
processes and the work of the external auditors. It
ensures that the recommendations of the latter are fol-
lowed up and safeguards their independence.

It supplies regular recommendations and reports to the
Board of Directors on the adequacy, efficacy and truthful-
ness of the accounting processes.

The Audit Committee meets four times a year in principle.
It reports to the Board of Directors on its activities. The
Committee may call on independent experts and consult-
ants as it deems fit in the accomplishment of its tasks.

The Committee is made up of at least three members who
are non-executive members of the Board of Directors. At
least one of the members of the Committee must have
proven experience in the field of accounting. All members
must have knowledge or practical experience of financial
management. The members are appointed by the Board of
Directors.

Strategy Committee

The task of this Committee is to constantly review and
define the strategy of the Group. It drafts strategic devel-
opment options with the goal of ensuring the long-term
enhancement of the competitive position of the Group and
its shareholder value.

To this end the Strategy Committee monitors the develop-
ment of the markets and the competitive position of the
Group, drafts future development models and safeguards
the development of the Group by means of investments,
disinvestments and reorganization.

The Strategy Committee is made up of three members of
the Board of Directors, including the Chairman and
Deputy Chairman. It meets at least twice a year.

Audit Strategy Remuneration
Committee Committee Committee
André Kudelski [ ]
Claude Smadja u ° °
Norbert Bucher °
Patrick Foetisch u
Gérard Limat ° ° °

®m President
® Member

3.5.3 Work methods of the Board of Directors and its
Committees

In 2004, the Board and its Committees met as follows:

Board of Directors 7 times
Strategy Committee 2 times
Audit Committee 3 times
Remuneration Committee 3 times

Average attendance at Board meetings, excluding
absences for health reasons, was more than 90%. The
Board reserved one full day for the discussion of strategic
questions. With the exception of this one-day meeting,
most meetings lasted between 3 and 4 hours.

3.6 Definition of areas of responsibility

The Board of Directors has delegated co-ordination of the
day-to-day operations of the Group's companies to the
Chief Executive Officer. The internal organizational struc-
ture and the definition of the fields of responsibility of the
Board of Directors and the Committees of the Board are
established in the By-laws. This document is available on
request from the General Secretariat of the Kudelski
Group.

3.7 Information and control instrument vis-a-vis the
group management

The Group has defined and implemented a new risk man-
agement process enabling the systematic identification of
key business risks, their potential impact and proposed
mitigation measures. The risk management process
addresses reasonably likely events and developments with
a material economic impact on the Group and covers mar-
ket, strategic, operational and financial risks.

The Controlling function provides ad hoc financial and
operational audits targeted at identifying relevant risks
along the value chain and devising opportunities for
improvement. A segregation of duties between Controlling
and Accounting ensures that appropriate controls are in
place. In specific core areas, ad hoc units are in charge of
ensuring appropriate internal controls: thus, for example,
the Chief Security Officer and a Security Committee pro-
vide appropriate controls of the Group's core security
activities.

The Audit Committee can request more detailed risk
assessments in specific areas of interest. For example, an
assessment of IT-related risks was conducted on behalf of
and discussed with the Audit Committee.

The Group continued to develop its Management
Information System, further enhancing the scope, quality
and timeliness of its reporting. A standardized reporting
for all legal units and the relevant core centers within each
unit is available. Moreover, a Project Controlling Office
provides key customer and project-based operational indi-
cators.
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4.1 Group executive management members
4.2 Other activities and vested interests

This information is provided in the individual CVs of the
members of the Group management in the following pages.

Group management consists of the following:

André Kudelski
Chairman and Chief Executive Officer (CEO)

Pierre Roy
Executive Vice President
Chief Operating Officer (COO), Digital TV

Charles Egli
Executive Vice President
Chief Executive Officer (CEQO), Nagra Public Access

Alan Guggenheim
Executive Vice President
Chief Executive Officer (CEO) of NagraStar

Mauro Saladini
Executive Vice President
Chief Financial Officer (CFO) of the Group

Adrienne Corboud Fumagalli
Executive Vice President Business Development

Nicolas Goetschmann
Corporate Secretary
Director of Group Administration

4.3 Management contracts

There were no management contracts in place at Kudelski
SA on December 31, 2004.
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From left to right: Charles Egli, Pierre Roy, Mauro Saladini, André Kudelski, Adrienne Corboud Fumagalli,

Alan Guggenheim, Nicolas Goetschmann

Governing bodies

Group management

P. Roy Ch. Egli

COO Digital TV CEO Nagra

Executive VP Public Access
Executive VP

Board of Directors

André Kudelski
CEO Group

A. Guggenheim
CEO NagraStar
Executive VP

N. Goetschmann
Corporate
Secretary

M. Saladini
CFO Group
Executive VP

A.Corboud Fumagalli
Executive VP
Business
Development
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André Kudelski (1960)
Chairman and Chief Executive Officer (CEO)

Swiss nationality

André Kudelski obtained a degree in physical engineering
from the Ecole Polytechnique Fédérale de Lausanne
(Swiss Federal Institute of Technology) in 1984. He then
held the position of R&D Engineer at Kudelski SA and in
Silicon Valley, before becoming Pay TV Product Manager
and then Director of Nagravision, the Pay TV division of
Kudelski SA. In 1991, André Kudelski succeeded his
father Stefan Kudelski to the position of Chairman and
Chief Executive Officer of Kudelski SA. He has been on
Kudelski SA's Board of Directors since 1987.

André Kudelski sits on the Boards of the Edipresse
Group, Nestlé and Dassault Systéemes (France), among
others. He is also a member of the Advisory Board of
Credit Suisse, of the Swiss American Chamber of
Commerce and of the Board of economiesuisse.

André Kudelski presides over the Strategy Committee of
the Kudelski SA Board of Directors.

He also holds positions on the Boards of several Kudelski
Group companies: Nagravision (Chief Executive Officer),
NagraCard (Chief Executive Officer), Nagra Plus
(President and Chief Executive Officer) and MediaCrypt
(President).

André Kudelski is also a member of the Supervisory Board
of SkiData.

Pierre Roy (1952)
Chief Operating Officer (COO) Digital TV
Executive Vice President

Swiss nationality

After obtaining a degree in business management from
HEC, the business administration school of the University
of Lausanne, in 1975, Pierre Roy began his professional
career as a financial analyst with Procter & Gamble.
Building on this initial experience, in 1977 he joined IBM
as a commercial engineer. In 1979, he began his interna-
tional career with Digital Equipment Corporation, where
he held various management positions both within the
European center in Geneva as well as abroad in the
finance & administration and marketing & business man-
agement departments.

In 1992 he joined Kudelski SA as Managing Director of
Nagra Audio, Business Development Director Nagravision
and Managing Director of Précel SA (then a company
belonging to the Kudelski Group).

Since 1999, he has managed his own business consul-
tancy company and has worked in the telecommunications
sector while continuing to contribute to strategic projects
for Nagravision. On January 17, 2003 he was appointed
Chief Operating Officer for the Digital TV entity of the
Kudelski Group and Executive Vice President.

Pierre Roy is a member of the Board of Nagravision,
NagraCard, NagralD, Livewire and Nagra Thomson
Licensing.

Charles Egli (1948)
Chief Executive Officer (CEO) Nagra Public Access
Executive Vice President

Swiss nationality

Charles Egli has a degree in electronic engineering from
the ETS technical college. He worked at Studer Revox in
Zurich as an R&D engineer and then as a project manager
until 1989, the year in which he joined Nagravision as proj-
ect manager. He was appointed Chief Operating Officer
of Kudelski SA in 1992, then on January 17, 2003
President and Chief Executive Officer of Nagra Public
Access and Executive Vice President of the Kudelski
Group. Charles Egli has also been CEO of SkiData since
September 2004.

He sits on the Board of the following Kudelski Group com-
panies: Nagravision, NagraCard, NagralD, Ticketcorner,
SportAccess, SkiData (Schweiz), SkiData France,
AccessArena and Tourist Data Shop.
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Alan Guggenheim (1950)
Chief Executive Officer (CEO) NagraStar
Executive Vice President

French nationality — American nationality since 1991

Alan Guggenheim is an engineering graduate from the
ESTP (France) and a graduate of the French Command
and General Staff Reserve College. After serving as an
engineer for Société Routiére Colas in Paris and in the
Antilles from 1976 to 1978, he was appointed Executive
Director of the Conseil Régional du Patronat de la
Guadeloupe (local representative of the CNPF and the
CGPME). Until 1981 he was a member of the board of
several organizations (Social Security, Retirement,
Unemployment Compensation).

Having moved to California, he founded San Joaquin
Software Systems, then CIS, Inc., of which he has been
Chairman and CEO since 1986, representing and devel-
oping the activities of the Dassault Group in the United
States in the field of communication, banking and multime-
dia from 1993 to 1998, and those of Nagravision since
1996.

Alan Guggenheim was a board member of SUCMANU in
Paris between 1982 and 1986 and a founding member of
the board of the Pacific State Bank in Stockton, CA, from
1985 until 1987.

Since 2000, Alan Guggenheim has been Chief Executive
Officer of NagraStar, a company owned equally by the
Kudelski Group and EchoStar.

He was appointed Executive Vice President of the
Kudelski Group on January 17, 2003. He is also Chairman
of Nagra USA, Inc. since 2003.

Mauro Saladini (1966)
Chief Financial Officer of the Group (CFO)
Executive Vice President

Swiss nationality

Mauro Saladini has a degree in electrical engineering from
the ETHZ (Swiss Federal Institute of Technology Zurich)
as well as an MBA from INSEAD, Fontainebleau, France.

After five years as a financial services consultant for
Accenture, he joined Thema Consulting. He set up that
company's Zurich branch and managed its activities in the
cash flow and risk management sectors.

In 1997 he joined McKinsey & Co., where he became a
partner in 2001. A major part of his work focused on cor-
porate finance and strategy projects involving various
industries, in particular media and telecommunications. In
addition, Mauro Saladini was in charge of the Swiss
Media Practice and joint head of the European Media
Practice.

He joined the Kudelski Group as Chief Financial Officer
and Executive Vice President on February 1, 2003.

Mauro Saladini is also member of the Supervisory Board
of SkiData.

Adrienne Corboud Fumagalli (1958)
Executive Vice President Business Development

Swiss nationality
Italian nationality since 1993

A doctor of economics and social sciences and graduate
of the University of Fribourg, Adrienne Corboud Fumagalli
has for several years been a researcher, lecturer and con-
sultant in the field of media and information technology
policies for various institutions (University of Fribourg,
DAMS Bologna, CNRS Paris and McGill University,
Montreal). Between 1997 and 2000, she held various
positions with Swisscom in Berne, in particular as
Business Development Manager and then Marketing
Director. She joined the Kudelski Group as Corporate
Secretary in November 2000. In January 2004, she was
appointed Executive Vice President in charge of Business
Development.

Adrienne Corboud Fumagalli is a member of the Board of
NagralD, AccessArena and Livewire.

Nicolas Geetschmann (1960)
Corporate Secretary — Director of Administration

Swiss nationality

Nicolas Geetschmann is an economics graduate from the
University of Fribourg. Between 1986 and 1989 he held the
position of Private Client Executive for Credit Suisse in
Geneva, before becoming a Fund Manager for Kestrel SA
in Neuchatel. In 1990 he joined the Kudelski Group as
Director of Finance and Administration. At the beginning of
2004 he became Corporate Secretary to the Kudelski
Group while still Director of Group Administration.

Nicolas Geetschmann is a member of the Board of Lysis SA
and Leman Consulting, two Kudelski Group companies.
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5/ Compensations, shareholdings and loans
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5.1 Content and method of determining the compensa-
tion and shareholding programmes

The Remuneration Committee controls and approves the
remuneration policy established by the company. It also
has responsibility for determining the remunerations of
members of the Board of Directors as well as the mem-
bers of Group management.

In general, the remuneration policy of the Kudelski Group
is based on the performance of the business units and of
the persons individually.

Members of the Board of Directors

Overall remuneration of non-executive members of the
Board of Directors includes fixed annual fees as well as an
allowance for the costs and other expenses incurred in
connection with the performance of their duties. This
remuneration is given in cash. A variable element can also
be allocated in options.

For the specific portfolios allocated to members of the
Board of Directors of Kudelski SA or of one of the compa-
nies in the Group, the services rendered are remunerated
on the basis of fees, with the amount of the benefits corre-
sponding to the going market rate for this type of portfolio.

Members of Group management

The global annual remuneration of members of the Group
management includes a salary and a variable element
based on the individual's performance and achievement of
financial, operational and qualitative objectives. The vari-
able element may be payable in cash or in the form of
Kudelski SA bearer shares.

Shares and/or stock options may be attributed by the
remuneration committee to members of group manage-
ment and/or to staff members in order to give them an
interest in the long term objectives of the company.

Group management members can also participate in the
share purchase plan implemented by the company in 2004.

5.2 Compensation for acting members of governing
bodies

Total compensation granted directly or indirectly by Kudelski
SA or by one of its affiliated companies during 2004 to
members of the Board of Directors and/or members of
the Group management amounted to CHF 7 439 485.

This sum breaks down as CHF 6972485 for executive
members of the Board of Directors and for members of the
Group management and CHF 467000 for non-executive
members of the Board of Directors.

These figures include the cash bonuses paid in relation to
the financial year in question, even if they were paid at a
later date.

No severance payments were made to persons leaving
positions on the governing bodies during the financial year
2004.

5.3 Compensation for former members of governing
bodies

A total of CHF 357 380 was paid to two former members
of Group management in 2004. One of these persons
became scientific consultant to Group management.

5.4 Share allotment in the year under review

During the financial year 2004, a total of 85837 bearer
shares of a nominal value of CHF 10 each was allotted to
executive members of the Board of Directors and mem-
bers of Group management. No shares were allotted to
non-executive members of the Board of Directors.
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5.5 Share ownership

The number of Kudelski SA shares held on December 31,
2004 by the entirety of the executive members of the
Board of Directors and by members of the Group manage-
ment of Kudelski SA as well as the entirety of the parties
closely linked to such persons was 12953236 bearer
shares and 46 300 000 registered shares.

Excluding the Kudelski family, the number of Kudelski SA
shares held on December 31, 2004 by the entirety of the
other members of the Board of Directors as well as the
entirety of the parties closely linked to such persons was
1432620 bearer shares.

5.6 Options

The Kudelski Group implemented an option plan in 2003.
The situation on December 31, 2004 is as follows:

Executive members of the Board of Directors and mem-
bers of Group management and parties closely linked to
such persons:

Number Exercise
of options Vesting Expiration Ratio price
43960 01.04.06 01.04.07 1-for-1 CHF 20
43960 01.04.07 01.04.08 1-for-1 CHF 20
43960 01.04.08 01.04.09 1—for-1 CHF 20
Year of grant: 2003

Non-executive members of the Board of Directors and par-
ties closely linked to such persons:

Number Exercise
of options Vesting Expiration Ratio price
6000 01.04.06 01.04.07 1-for-1 CHF 20
6000 01.04.07 01.04.08 1-for-1 CHF 20
6000 01.04.08 01.04.09 1-for-1 CHF 20
Year of grant: 2003

No option was distributed during financial year 2004.

5.7 Additional fees and remunerations

The additional fees (including consulting fees and fees
relating to other contracts/agreements) and other remu-
nerations paid by the Kudelski Group for services ren-
dered during the financial year 2004 to members of the
Board of Directors and to parties closely linked to them
were as follows: CHF 595 162 to Mr. Patrick Foetisch — for
himself and the lawyers appointed by him — as legal advi-
sor for the various requests of the Kudelski Group.

5.8 Loans granted to governing bodies

At December 31, 2004, Kudelski SA had no guarantees,
loans, advances or borrowings in favor of members of the
Board of Directors and members of the Group manage-
ment or parties closely linked to such persons.

5.9 Highest total compensation

For the member of the Board of Directors upon whom the
highest total compensation was conferred during 2004,
the elements are as follows:

— compensation: CHF 4 132914 (in cash)

— share allotment: 77 000 (subject to restrictions)
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6/ Shareholder participation
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The provisions of the Articles of Incorporation of Kudelski
SA dealing with the participation rights of shareholders
are in compliance with the law as laid down in the Swiss
Code des Obligations. The Articles of Incorporation
are available on the Kudelski Group website under the
following link:

http://www.nagra.com/rapport_annuel/STATUTS_Kudelski.pdf

6.1 Voting rights and representation restrictions

As per the Articles of Incorporation, there exist no restric-
tions on voting rights and no statutory group clauses and
rules on granting exceptions.

6.2 Statutory quorums

The Kudelski SA Articles of Incorporation do not provide
for any statutory quorums.

6.3 Convocation of the General Meeting of shareholders

The statutory rules on convening of the General Meeting of
shareholders do not differ from applicable legal provisions.
The General Meeting of shareholders is convened at least
20 days before the date of the meeting. The convocation is
published in the Swiss Official Gazette of Commerce.

6.4 Agenda

Iltems on the agenda are published in the convocation.
Regarding rules for adding items to the agenda of the gen-
eral meeting of shareholders, the Kudelski SA Articles of
Incorporation do not contain provisions that differ from the
Code of Obligations, namely Art. 699 CO, “Shareholders
who represent shares totaling a nominal value of CHF one
million (*) may require the addition of an item on the agenda.
The convocation and the addition of an item on the agenda
must be required in writing and indicate the topics for dis-
cussion and the propositions”.

(*) This represents 0.2% of the capital of Kudelski SA.

6.5 Inscription into the share register

Kudelski SA shares that can be traded on the SWX Swiss
Stock Exchange are bearer shares; therefore no share
register exists.
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7/ Changes of control and defense measures

7.1. Duty to make an offer

Kudelski SA has no provision on opting out or option up in
its Articles of Incorporation. Thus the provisions regarding
the legally prescribed threshold of 33 1/3% of the voting
rights for making a public takeover offer set out in Article
32 of the Stock Exchange Act are applicable.

7.2. Clauses on changes of control

No such clauses exist.
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8.1 Duration of the mandate and term of office of the
lead auditor

The auditors of Kudelski SA are PricewaterhouseCoopers
SA. Some affiliated companies of the Group are audited
by other auditors. The auditors were reappointed for a
statutory period of one year by the General Meeting of
Shareholders of Kudelski SA on May 26, 2004.

The mandate of PricewaterhouseCoopers SA began in
1985 and has been under the responsibility of Mr. Felix
Roth since January 1, 2003.

8.2 Auditing fees

The Kudelski Group paid the sum of CHF 970620 to
PricewaterhouseCoopers for auditing services for the
year 2004.

Auditing services are understood to mean the work
required each year to examine the consolidated accounts
of the group and its subsidiaries and to prepare the
reports required under the laws of each particular country,
performed by PricewaterhouseCoopers. In addition, some
audit assignments were placed with other auditors.

8.3 Additional fees

The Kudelski Group paid the sum of CHF 415416 to
PricewaterhouseCoopers for additional services for the
year 2004.

Additional services are understood to mean in particular
services such as the auditing of occasional transactions,
the implementation of new or modified accounting meth-
ods and other services such as advice offered before
mergers, acquisitions and sales of companies. They also
include services relating to the monitoring of international
laws on corporations as well as advice concerning tax and
the management of risk.

8.4 Supervisory and control instruments pertaining to
the audit

The objective of the Audit Committee of the Board of
Directors is to provide effective and regular supervision of
the financial reporting processes of the company in order
to ensure their integrity, transparency and quality. To this
end, and under its terms of reference, it is responsible for
monitoring the work of the external auditors.

Representatives from the Group's external audit firm,
including the chief partner, are regularly invited to take
part in the meetings of the Audit Committee as external
participants.

For more information on the Audit Committee, please refer
to points 3.5.2 and 3.5.3 of this report.
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9/ Information policy

The Kudelski Group keeps investors regularly informed of
the following developments:

_ progress of business, major new contracts

_ changes occurring in the management of the Group
_ acquisitions or sales of companies

_ half-yearly and annual financial results.

Press releases are issued in compliance with the rules in
force on the Swiss Stock Exchange concerning factual
publicity and are available on the Group's web site simulta-
neously with their publication. Information and a link on the
home page of the site allow direct access to news.
The Group communicates as often as necessary in this
manner, around five or six times a year. The press releases
are generally published in French and in English. In certain
specific cases a German version is likewise provided. They
are available in these different languages on the website.

Persons who would like to receive the Kudelski Group
press releases are invited to subscribe on-line to a mailing
list, using a form published on the Kudelski website.

Information relating to each member of the Group is
published independently by that company in accordance
with the publishing regulations of the Swiss Stock
Exchange. All press releases from the Kudelski Group
sister companies are distributed to the Group corporate
distribution list.

The financial results are presented to investors and
financial analysts in a press conference held twice a year.
The persons invited are also able to follow the conference
by telephone.

The Group’s web site is a permanent source of informa-
tion. The Investor Relations section contains in particular a
list of the principal dates of the institutional calendar (pub-
lication of results, general meeting) as well as the main
publications of the Group (annual report, half-year report).

Internet links

Kudelski corporate website:
www.nagra.com

Investor Relations:
www.nagra.com/investor.php

Key dates:
www.nagra.com/investorCalendar.php

Financial documentation:
www.nagra.com/investorDoc.php

Press releases:
www.nagra.com/press.php

E-mail addresses

General information:
info@nagra.com

Investor relations:
ir@nagra.com

Media relations:
communication@nagra.com
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1951

1992

Birth of the first portable recorder, the Nagra I. \

1958

\Release of the Nagra lll, the legendary cinema recorder. \

1965

First Nagra SN (Série Noire), the miniature device for
secret agents.

1984

First portable professional video recorder, the Nagra VPR-5. ‘

Creation of Nagra+, a joint venture with Canal+.

Launch of the Nagra-D, the first portable professional
4-track digital recorder.

1995

First order (from EchoStar) for a Nagravision digital
system, marking the arrival of Nagravision on the North
American market.

The Dassault Group buys a stake in the company.

1996

1986

\The company is listed on the stock market. \

85% of sales are achieved in the conditional access
television sector.

Full conversion of the convertible bond (1986-1996) as
part of a PEO.

1989

1997

Canal+ adopts Kudelski's access control system for pay
television.

1991

Nagravision breaks through in Europe.

Digital pay television becomes the company's core busi-
ness sector, in place of analog.

Nagra Audio launches a range of high-end hi-fi products.

André Kudelski succeeds Stefan Kudelski.
First million analog decoders sold.

Conditional access television systems become Kudelski's
core business.

1998

Nagravision conquers the British cable market.

Creation of NagraStar, a joint venture with EchoStar, and
of NagraCard.

First systems offering mixed pay TV/Internet solutions.

Capital increase and 1st indirect split of the Kudelski
share (5+1).
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1999

2002

First encryption systems designed for broadband net-
works.

Creation of MediaCrypt and investment in NagralD.
The company becomes a holding company.

Kudelski stock is listed on the principal market of the
SWX Swiss Exchange.

2000

Investment in SportAccess.

The Group continues to expand in the field of the secure
distribution of digital content over broadband networks.

Capital increase and 2nd indirect split (12).

Introduction of Kudelski on the SMI (Swiss Market Index)
and MSCI (Morgan Stanley Capital International).

A difficult year for Kudelski, which suffers from the
impact of the crisis in the digital television market, partic-
ularly in Europe, and of unfavorable developments in the
foreign exchange markets.

After a ten-year period of uninterrupted growth, the
Kudelski Group issues the first profit warning in its history.

The company carries out an in-depth review of its
structures.

Creation of the holding company Nagra Public Access
(grouping together the companies SkiData, Ticketcorner
and SportAccess).

2003

2001

Recovery of the digital television market.

The digital television unit is reinforced with the acquisi-
tion of the MediaGuard activity of Canal+ Technologies.

The Kudelski Group becomes the world leader in the
field of conditional access solutions.

Acquisition of SkiData, Ticketcorner, Lysis, Livewire and
creation of AccessArena.

The Kudelski share is split by 10.

Launch of a convertible bond of USD 325 million. The
operation is heavily over-subscribed.

2004

The Group publishes record results.

The Group deploys its security technologies into new
sectors such as television on mobiles phones.

Success of new business models such as cards with
pre-determined access rights giving access to premium
content on a temporary basis.

Excellent progress on the markets: the Group tripled
its digital TV revenues in Europe and almost doubled them
in America.
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Digital TV
NAGRA\/SON «*/ LIVEWIRE
Nagravision Livewire

Integrated security software solutions for digital televi-
sion operators and content providers.

Development of software solutions for digital decoders.

NAGRA [HRURR g
Nagra France Nagra Plus

MediaGuard integrated conditional access solution.

Nagr@rd

NagraCard

Security technology using smart cards for digital televi-
sion and other applications such as physical access.

nagrap)

NagralD

Development and production of modules and smart cards

for contact and contactless identification systems.

NagraStar

Conditional access and smart cards used by EchoStar's
DISH Network American satellite television system and
companies affiliated to EchoStar. Equally owned with
EchoStar (USA).

Security systems for analog pay television. Equally
owned with Canal+ (F).

L=

MediaCrypt

MediaCrypt

Fundamental encryption technology based on Ascom'’s
IDEA™ algorithm. Equally owned with Ascom (CH).

. LEMAN CONSULTING S.A.

Leman Consulting

Patent and intellectual property management

Nagra Thomson Licensing

Joint-venture company equally owned with Thomson (F),
whose role is to manage the patents portfolio and patent

applications for MediaGuard pending as of 31.12.2008.
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Nagra Public Access Nagra Audio
SKIDATA NAGRA
SkiData Nagra Audio

Integrated access and management solutions for car
parks, ski-lifts as well as sports, culture, entertainment
and exhibition facilities.

TICKETCORNER §

Ticketcorner

One of the principal ticketing organizations in Europe.

SportAccess ﬁg

Kudelski Group

SportAccess

Open-ended rights and services management solutions

for hospitals, universities and corporations.

ACCESS

AccessArena

Destination management solutions enabling visitors to a
tourist region to access different services using just one
smart card.

TouRISTO A 1A sHESP

Tourist Data Shop

Platform for the reservation and purchase of online

products and services in tourism.

Portable digital recorders for professionals; products in
the high-end hi-fi sector.
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Headquarters

Kudelski SA

22, route de Genéve
Case postale 134
1033 Cheseaux
Switzerland

Tel. +41 21 732 0101
Fax +41 21 732 0100
info@nagra.com
www.nagra.com

Head offices

Digital TV

Nagravision SA

22, route de Genéve
1033 Cheseaux
Switzerland

Tel. +41 21 732 0311
Fax +41 21 732 0300
nagravision@nagra.com

www.nagravision.com

Nagra France Sarl

28, rue du Colonel Pierre Avia
75015 Paris

France

Tel. +33 1 70716000

Fax +33 1 70716267
info@nagra.fr

www.nagra.fr

NagraCard SA

22, route de Genéve
1033 Cheseaux
Switzerland

Tel. +41 21 732 0560
Fax +41 21 732 0561
nagracard@nagra.com
www.nagracard.com

NagralD SA
12, rue des Champs
Case postale 1419

2301 La Chaux-de-Fonds

Switzerland

Tel. +41 32 924 0404
Fax +41 32 924 0400
info@nagralD.com
www.nagralD.com

NagraStar, LLC.

22, route de Genéve
1033 Cheseaux
Switzerland

Tel. +41 21 732 0400
Fax +41 21 732 0401
info@nagrastar.com
www.nagrastar.com

NagraStar, LLC.

90 Inverness Circle East

Englewood, CO 80112
USA

Tel. +1 303 706 5700
Fax +1 303 706 5719
info@nagrastar.com
www.nagrastar.com

Nagra Plus

22, route de Genéve
1033 Cheseaux
Switzerland

Tel. +41 21 732 0311
Fax +41 21 732 0300
nagraplus@nagra.com
www.nagraplus.com

MediaCrypt AG
Technoparkstrasse 1
8005 Zurich
Switzerland

Tel. +41 1 445 3070
Fax +41 1 445 3071
info@mediacrypt.com
www.mediacrypt.com

Nagra-Thomson Licensing
486, quai Alphonse-Le-Gallo
92100 Boulogne-Billancourt
France

Tel. +33 1 4186 6859

Fax +33 1 4186 5638

Leman Consulting SA
62, route de Clémenty
1260 Nyon
Switzerland

Tel. +41 22 363 78 78
Fax +41 22 363 78 70
info@leman-ips.ch
www.leman-ips.ch

Public Access

SkiData AG
Untersbergstrasse 40
5083 Gartenau
Austria

Tel. +43 6246 888-0
Fax +43 6246 888-7
info@skidata.com
www.skidata.com

Ticketcorner SA
Riedmatt-Center
Postfach

8153 Riimlang
Germany

Tel. +41 1 818 3111
Fax +41 1 818 3110
info@ticketcorner.com
www.ticketcorner.com

Ticketcorner GmbH
Nehringstrasse 2

61352 Bad Homburg
Germany

Tel. +49 6172 101 70
Fax +49 6172 101 71 01
info-de@ticketcorner.com
www.ticketcorner.de

Ticketcorner GmbH
Ditscheinergasse 4/6
1030 Vienna

Austria

Tel. +43 1 227 400
Fax +43 1 227 40 13
info@ticketcorner.com
www.ticketcorner.com

SportAccess SA

10, rue de I'Industrie
Case postale 1261
1951 Sion
Switzerland

Tel. +41 27 323 0910
Fax +41 27 323 0911
info@sportaccess.com
www.sportaccess.com

AccessArena AG

22, route de Genéve
Case postale 134
1033 Cheseaux
Switzerland

Tel. +41 21 732 0300
Fax +41 21 732 0100
info@accessarena.com
www.accessarena.com

Tourist Data Shop AG
Case postale 160
1884 Villars-sur-Ollon
Switzerland

Tel. +41 24 4957717
Fax +41 24 49575 14

Nagra Audio

Nagra Audio

Nagravision SA - Kudelski Group

22, route de Genéve
1033 Cheseaux
Switzerland

Tel. +41 21 732 0101
Fax +41 21 732 0100
audio@nagra.com
www.nagraaudio.com
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International support

Digital TV

Germany

Nagravision GmbH
Oskar-Messter-Strasse 29
85737 Ismaning

Germany

Tel. +49 89 9628 9690
Fax +49 89 9628 9699

nagravision.germany@nagra.com

Spain
Nagravision Iberica S.L.

C/Principe de Vergara, 112, 1°E

28002 Madrid

Spain

Tel. +34 91 590 3950

Fax +34 91 562 8757
nagravision.iberica@nagra.com

United Kingdom
Nagravision UK Office
Abbey House

18-24 Stoke Road

Slough SL2 5AG

United Kingdom

Tel. +44 1753 722 120
Fax +44 1753 722 033
nagravision.uk@nagra.com

USA

Nagravision L.A. Office

2041 Rosecrans Avenue #350
El Segundo, CA 90245

USA

Tel. +1 310 335 5225

Fax +1 310 335 5227
nagravision.usa@nagra.com

Livewire
see Nagravision STB Solutions

Nagravision STB Solutions
938 Peachtree Street
Atlanta, GA 30309-3919
USA

Tel. +1 404 525 0940

Fax +1 404 525 0790
nagravision.atl@nagra.com

Brazil

Nagravision

Rua Geraldo Flausino Gomes 61
2° andar

Brooklin Novo

04575-060 Sao Paulo

Brazil

Tel. +55 11 3846 6001

Fax +55 11 3845 8198
nagravision.brasil@nagra.com

Singapore

Nagravision Asia Pte Ltd
302 Orchard Road

#07-02 Tong Building
Singapore 238862
Singapore

Tel. +65 6836 6720

Fax +65 6836 6717
nagravision.asia@nagra.com

China

Nagravision SA

Beijing Representative Office
Room 1703, Office Tower 1
Henderson Center

18 Jianguomennei Ave.
Beijing 100005

People’s Republic of China
Tel. +86 10 65183968

Fax +86 10 65183969
nagravision.china@nagra.com

Nagravision SA

Shanghai Office

#1802 Shanghai Kerry Centre
No. 1515 West Nanjing Road
Jing An District

Shanghai 200040

People’s Republic of China
Tel. +86 21 5298 5398

Fax +86 21 5298 5368
nagravision.china@nagra.com

Nagra France

Beijing Representative Office
Room 1703, Office Tower 1
Henderson Center

18 Jianguomennei Ave.
Beijing 100005

People’s Republic of China
Tel. +86 10 65183968

Fax +86 10 65183969
info@nagra.fr

Public Access

Switzerland

SkiData (Schweiz) AG
Soodstrasse 53

8134 Adliswil
Switzerland

Car Access:

Tel. +41 44 711 99 44
Fax +41 44 711 99 43
People Access:

Tel. +41 71 737 93 93
Fax.+41 71 737 93 00
info@skidata.com

USA

SkiData Inc.

One Harvard Way, Suite 5
Hillsborough, NJ 08844
USA

Tel. +1 908 243 0000
Fax +1 908 243 0660
info@skidatausa.com

Other SkiData subsidiaries:
France

Germany

Italy

Japan

The Netherlands

Sweden

Please contact the SkiData head

office in Austria.

Nagra Audio

France

Nagra France Sarl

Division Nagra Audio

28, rue du Colonel Pierre Avia
75015 Paris

France

Tel. +33 1 70716100

Fax +33 1 70716120
audio.france@nagra.com

United Kingdom

Nagra Kudelski (GB) Ltd
Unit 3g

St. Alban’s Enterprise Centre
Long Spring Porters Wood
St. Albans Herts. AL3 6EN
United Kingdom

Tel. +44 (0)1727 810 002
Fax +44 (0)1727 837 677
audio.uk@nagra.com

USA

Nagra USA, Inc.
2723 McLemore Way
Franklin, TN 37064
USA

Tel. +1 615 726 5191
Fax +1 615 726 5189
audio.usa@nagra.com
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Printing
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Cédric Widmer and Pierre-Antoine Grisoni/ Strates
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Our sincerest thanks the customers represented in this
report for their kind cooperation as well as the persons
who have contributed to the publication of the photos.

In particular, we express our gratitude to EchoStar
Communications (USA), Canal Plus (F) as well

as Europe1 (F) who kindly gave us access to their
offices and facilities.

This report has been published in French and translated
into English and German.

Printed in Switzerland

© Kudelski Group 2005



