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Highlights

2007

Strong top line growth
in all markets and
particularly in Asia

New contract wins for
Nagravision in Digital TV,
Mobile TV and IPTV,

and multiple successes in
collaboration with OpenTV

Global reach with

84 million active cards/
devices for Nagravision
conditional access families
in 2007 and 100 million
cumulative device licences
delivered by OpenTV

Strongest ever progress
and results for Nagra
Public Access in 2007

Nagravision expects
major migration to service
model during 2008

Operational efficiency
iImprovement and

cost reduction initiatives
launched to improve
profitability




Key figures

In CHF'000 2007 2006 * 2005 2004
Total revenues, gain on sale of subsiciary e42585 7seisy esrizaeosisi
and other operating income

OIBDAY o o 137166 188162 160833 125950
EBIT? . o o 87655 150207 21142 92221
Netincome 67448 138530 86772 93500

" OIBDA: operating income before interest, taxes, depreciation and amortization.

2 EBIT: operating income.

* 2006 revenues included the CHF 59 million gain on the sale of a subsidiary company.

Key figures

2007 Kudelski Group results show a robust top line development
with total revenues and other operating income reaching CHF
942.5 million, corresponding to an annual growth over the previous
year of 33.3% or 15% excluding OpenTV, a historic record for
the Group. The Group’s consolidated EBIT, even though down,

Is nevertheless among the four best performances in the history

of the company.

Revenue breakdown by sector and by region

In CHF'000 Europe/Middle East Americas Asia/Pacific, Africa 2007
Digital TV o ..821996 189898 111516 .....573410
Public AQQQSS 7777777777 186420 ~ 18378 1905 2243083
Middleware/advertising 56918 33861 37321 128100
Total 565334 192137 168342 925813
Revenues by sector Revenues by region Digital TV Public Access Middleware/advertising
Digital TV —_— Europe/ —_—

Public Access  mmmm— Middle East

Middleware/ Americas —

advertising Asia/Pacific, —

Africa

Revenues excluding gain on the sale of subsidiary and other operating income.




Employee breakdown

By region

Total headcount

%

Europe/Middle East — 1979 77.0%
Americas 399 15.5%
Asia/Pacific, Africa — 194 7.5%
Total 2572 100.0%
By activity Total headcount %
Digital TV* — 1982 77.1%
Public Access — 571 22.2%
Audio - 19 0.7%
Total 2572 100.0%

* Including 513 employees Middleware/advertising.

Principal brands and companies of the Kudelski Group
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* On the reporting level, OpenTV is classified under Middleware/advertising.
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Kudelski Group: a market driver and shaper

Digital Television is the Kudelski Group's core business. The
company is a world leader in this sector, with security and access
control solutions providing a very high level of protection through-
out the content distribution chain, from creation to consumption.
The Group’s innovations are continuously contributing to the
evolution of the digital television ecosystem, enabling operators
to complete their services and market them more efficiently.

Public Access is the Group’s second main activity sector, also
demonstrating the company’s know-how in the field of security.
Solutions developed for this sector target operators of sports
and leisure facilities, buildings, institutions and sites that require
managing and controlling the access of people and vehicles.

Audio is the founding activity of the Kudelski Group which, more
than half a century ago, gave birth to the Nagra brand, Iegendary
for its professional recording equipment. This sector also includes
a range of high-end Hi-Fi devices designed for music lovers in
search of perfection.



Message to shareholders

The year 2007 marks an important milestone in the evolution of the
Group. Several major strategic objectives have been successfully
reached, durably modifying the Group’s positioning and therefore
the balance of forces in the digital television ecosystem.
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In 2007, the Kudelski Group achieved total revenues,
including the gain on the sale of a subsidiary and other
operating income, of CHF 942.5 million, an operating
income (EBIT) of CHF 87.7 million and a net income of
CHF 67.4 million. The annual revenue growth reached
33.83%, or 15% excluding OpenTV, a record for the
Group. EBIT, even though down, is nevertheless among

the four best performances in the history of the company.

The year 2007 marks an important milestone in the evo-
lution of the Group. Several major strategic objectives
have been successfully reached, durably modifying the
Group's positioning and therefore the balance of forces
in the digital television ecosystem. However, some initia-
tives taken in order to reach these goals as part of the
Group’s medium and long-term development strategy,
had an impact on short-term profitability.

Strategy for sustainable value creation

In the past, the Kudelski Group provided access control
solutions by collaborating with partners to offer turnkey
solutions. Today, following a profound change in the
digital television industry, operators require increasingly
complex integrated solutions, enabling them to maintain
a competitive advantage against the new rivalry of the
telcos. For this reason, the Kudelski Group has invested
substantially in new technologies ranging from IPTV to
video on demand and from conditional access to content
management.

Along with organic growth through acquiring new custo-
mers and expanding services into new areas of activity,
the Kudelski Group made a decisive step in the area of
middleware and interactivity by acquiring control in early
2007 of OpenTV, a San Francisco-based company.

Collaboration with partners in the area of middleware
and interactivity has long proved to be the best solution
both to preserve the Group's independence and from a
strictly economic point of view. The Group awaited the
strategically opportune moment to make this acquisition
when, following a consolidation, the market evolved
towards a situation of duopoly. By taking control of one
of the two major players, we became the world leader in
this sector.

However, being number one in the conditional access,
middleware and interactivity markets is not the ultimate
objective. A major effort must be made to ensure that
the solutions are fully integrated with each other, so as
to provide a comprehensive solution meeting the expec-
tations of operators, and to reduce time-to-market and
deployment costs.

The increasing number of contracts won simultaneously
by Nagravision and OpenTV confirm what appears to be
a fundamental market trend, namely the fact that opera-
tors want to reduce the number of suppliers in order to
improve their ability to meet the challenges of the future.

Innovation — key to the Group's longevity

The ability of the Group to perpetually reinvent itself has
enabled it to successfully accompany the technological
revolutions and changing consumer habits. From a manu-
facturer of professional portable tape recorders, it has
become a provider of integrated digital TV solutions, with
revenues multiplied by 50. Although investments in deve-
loping new technologies are costly, they are also the key
to over 56 years of longevity.

The digital TV's new business areas reflect the impor-
tance of innovation to the Kudelski Group. In 2007, the
new solutions achieved sales of CHF 118.4 million, an
increase of almost 120% compared to the previous year.
The new product lines, although still not profitable, offer
excellent prospects for profitability which should mate-
rialize when the market has reached critical mass and
adequate volumes. The very positive response of consu-
mers to the initial commercial launch of some of these
solutions further confirms this perspective.



Among the new solutions should be especially noted
Nagra Mobile which, in no more than two years, set the
standard for television on mobile devices. The Kudelski
Group is a pioneer and market leader in the mobile pay
television DVB-H world with deployments approaching
1.2 million units. Additionally, it has strongly invested in
the development of solutions based on the US MediaFLO
and Chinese STiMi standards.

In terms of fundamental security technology, the year
2007 was marked by the roll-out of two new families of
security solutions for digital television. These are very
important steps for the long-term protection of content
distributed by our operator customers and for the deve-
lopment of the Group's product portfolio. These new
technologies offer optimum security levels to conside-
rably reduce the risk of simultaneous security attacks
over geographically distant networks. Their development
required a major investment due to the large number and
the diversity of Nagravision customers.

Public Access - second major pillar of the Group

The other pillar of the Group, Public Access, achieved a
record year in 2007, reaping the harvest of several years
of investment in R&D and in the prospection of new mar-
kets. The Nagra Public Access entity not only published
excellent figures both in terms of growth and profitability,
but continued to consolidate its position in numerous
new markets.

Outlook and targets

The major efforts made during 2007 will continue in
2008. To achieve the objective that the Group has set,
namely to become a provider of turnkey solutions, subs-
tantial investments must be made upstream in order to
build pre-integrated systems that are easy and cost-
effective to install, particularly for emerging markets and
medium-size operators.

In addition, the Group aims at becoming the reference
in the fields of intuitive user interfaces and advanced
advertising, in symbiosis with conditional access. The
combination of these three areas into a single solution
will enable the Kudelski Group to offer an added value
unique in this industry.
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The consumer will benefit from a simple and intuitive
access to various programming content, whether live,
recorded or on demand. It is a disruptive approach to
space-time which, with Nagra Mobile technology, sket-
ches the outline of the television of the future: the pro-
gram you want, whenever and wherever you want it.

In parallel with these changes, the Kudelski Group has
the opportunity of converting about 30 million active
cards from sales mode to service mode in 2008. This
objective, which has been announced for several years,
will become reality in 2008. Even if it leads to a signi-
ficant shortfall in the immediate future due to revenues
being carried forward, this migration is a real opportunity
to add value to the new conditional access technologies
in the coming years.

Maintaining confidence

Despite these developments and future objectives, taking
care of our shareholders is important to us. We are fully
aware that the past year has been a difficult one for our
share price and that our financial outlook for 2008 is not
very promising. However, we count on our shareholders
to support the strategy chosen by the Group to focus

on the mid and the long term, and to continue placing
their trust in the company. We are convinced that the
investments we make today will be key to positioning the
Group very strongly in its sector and ensuring its future
prosperity. We expect to improve our external communi-
cation in order to better explain the fundamentals of our
strategy.

For the fiscal year 2007, the Board of Directors proposes
to the General Meeting of Kudelski SA the payment of an
unchanged ordinary dividend of CHF 30 cents per bearer
share, in continuity with previous years.

We wish to thank warmly our shareholders, customers,
partners and employees for having enabled the Kudelski

Group to grow in recent years, and for the trust that they
have placed in us.

e

André Kudelski



Financial review

The Group's financial results show a robust top line development,
confirming the positive revenue trend of the last five years, with a
compounded annual growth rate at 25%.
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2007 results show a robust top line development. The
Group confirms the positive revenue trend of the last five
years. Growth momentum continues to be strong with
total revenues and other operating income reaching CHF
942.5 million, including CHF 128.6 million from the first
time consolidation of OpenTV. Over the last five years,
the compounded annual growth rate was at 25%.

Profitability is short of original expectations mainly due
to continuous substantial investments in R&D and in new
business areas, as well as customer shifts to the service
model and lower-than-expected results of OpenTV. The
Group consolidated EBIT in 2007 is at CHF 87.7 million,
down by 3.8% compared to the 2006 EBIT adjusted for
the gain on sale of Ticketcorner. The adjusted Group
EBIT margin declines from 13% in 2006 to 9.5% in
2007, due to a 3 percentage point contraction of the
Digital TV margin to 15.3%. Public Access EBIT on the
other hand confirms the improvement trend and crosses
the 10% threshold coming in at 11.5%. The consolidation
of OpenTV has a dilutive effect on 2007 EBIT contribut-
ing a loss of CHF 7.6 million.

2007 Group profitability and improvement initiatives

The Group “Margin after cost of material sold” (a pro
forma non-IFRS item) for the year is at CHF 678.5
million. As a percentage of revenues, adjusting for both
other operating income and gain and loss on sale of
subsidiaries, the margin after cost of material is up 3
percentage points to 72%. However, a further 2007
adjustment reversing the OpenTV margin contribution
shows a 5% decline, reflecting in particular a material
improvement potential in the Digital TV supply chain
management.

The consolidation of OpenTV adds CHF 77.7 million
personnel expenses, while the further CHF 43.1 million
increase of personnel expenses is mainly due to a grow-
ing headcount in new business areas and in the core
conditional access business R&D and service areas.
Other operating expenses increases by CHF 66.5
million due to the consolidation of OpenTV and a further
increase of outsourced engineering and development
activities in core Digital TV.

End of 2007, the Digital TV division launched a profit-
ability improvement program targeting the division's cost
base. The program includes a review of the business
portfolio, the business priorities and the investment
schedules.

Secondly, it aims at adjusting the company's technology
and platform roadmap to accelerate the deployment

of highly secure, segmented new generation security
solutions and to complete the offering. In this respect,
the Digital TV division is redesigning key components of
its solutions architecture to reduce the cost of deploying
and operating the solutions.

Thirdly, the company is reviewing its location mix to
better exploit global opportunities and cost structures.
In addition, it is implementing cost reduction measures
in areas such as procurement, with the goal of reducing
smart card chipset costs.

Finally, the Group will stop the headcount increases in
the established businesses.

Digital TV sales up, particularly in new business areas

Digital TV net revenues increase by 14.5% to CHF 573.4
million, while the operating margin declines to CHF 88.0
million, due to a negative gross margin development and
a continued expansion of operating expenses.

European sales increase by 12.5%, with a well-balanced
distribution. Among the highlights, digital terrestrial
operators as well as Eastern European satellite operators
experienced a particularly strong growth, with sales
doubling compared to the previous year.

In the Americas, revenues are relatively stable, with the
strong growth of South American sales compensating
for the volume decline in North America and the USD
weakness. In 2007, South American operators generated
more than half the total American revenue base.

Sales in Asia/Pacific and Africa increase by 56.5% to
CHF 111.5 million, with a material increase of smart card
sales in the Indian, South Korean and particularly the
Chinese markets.



Digital TV's new business areas exceed the CHF 100
million revenue target, reaching CHF 118.4 million for the
full year. Conditional Access Modules are gaining trac-
tion beyond the traditional footprint, and are starting to
secure a significant presence in new promising markets,
such as ltaly. In the advanced smart card business, the
Group is extending its presence in financial services and
in the government segments. Further, it is continuously
expanding in the PVR/push VOD/EPG space, with, in
particular, the NagraGuide solution.

In 2007, the Group further consolidated its leadership

in the mobile TV market with several new wins, including
the recent wins at T-Mobile in the Czech Repubilic,
Dominanta in Russia and Telefonica in Latin America.

It also extended its IPTV customer footprint beyond the
French market, winning T-Com Innovations GmbH in
Germany and Etisalat in the Middle East, and more than
doubled its revenue base in the digital terrestrial market.

New business areas, however, had a negative impact
on Digital TV operating profits, reducing division EBIT
by a high single digit million number. In particular, the
mobile chipset business required material expenditures
in 2007 without yet generating any revenue and will
continue to generate losses in 2008; mobile TV still
represents an investment, with volumes today still too
low to put at break-even, mainly because of the delayed
availability of frequencies for mobile TV operators. IPTV
is also still in an early phase in terms of deployed units.
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Public Access beats targets

In 2007, Public Access revenues are 15.8% higher than
in the previous year, while EBIT is up by 46.3% at CHF
25.8 million, reaching historical high marks.

Over the last four years, Public Access operating profit-
ability substantially improved, from a negative 2% in 2004
to a positive 11% last year, translating into an absolute
EBIT improvement of CHF 29.4 million.

Public Access sales are growing across all regions, with
Europe up by 14.5%, in a market where SkiData already
has a very strong positioning in particular in the ski mar-
ket, the Americas growing by 14.6% to CHF 18.4 million
and the Asia-Pacific and Africa region up 30.4% to CHF
19.5 million.

Within three years, extra-European Public Access share
of sales has increased from 8.2% to 16.9%.

Balance sheet and cash flow

The consolidation of OpenTV adds CHF 132.9 million of
goodwill and further CHF 21 million intangible assets as
well as CHF 8 million tangible fixed assets.

Working capital at the end of the year materially
increases compared to 2006 due to the consolidation

of OpenTV but also a high working capital in the Digital
TV division. Inventory increases by CHF 34 million with
Days Inventory Outstanding up 106 days, mainly due

to two customer projects delayed into 2008. Day Sales
Outstanding are down from 119 to 101 days, yet are still
subject to improvement in spite of the seasonality effects
in the Public Access business leading to high year end
receivables. Other current assets increase to CHF 78
million, including a.o. CHF 16.1 million related to the
OpenTV acquisition and cashed in from Liberty Media in
January 2008.

Cash flow from operating activities in 2007 is at CHF
64.4 million, as a result of a strong CHF 146.7 million
cash flow before working capital and high additional
working capital needs (incl. cash taxes) of CHF 82.3
million.

Following a CHF 19.1 million first half cash flow from
operating activities, the second half’'s was at CHF 45.3
million. Cash from investing activities mainly reflects

the acquisition of OpenTV, but also high investments for
security technologies and for technical equipment and
machinery mainly related to the deployment of cards and
equipments in service model.

Financial review



Outlook

Over the last months, the Group has been actively
promoting the migration of large Digital TV customers

to the service model to better align with customers’
incentives and to reduce the volatility of the Group's
revenue base. In 2008, the majority of the Group’s active
devices are expected to be in the service model, due

to the envisaged shift of close to 30 million smart cards
to this model.

With a resilient, secure solution, this model is expected
to generate materially higher revenues per card, thus
providing a favorable return on the company’s ongoing
investments in new security solutions.

The migration, however, will negatively impact the 2008
profit and loss account as the full revenues generated by
the cards to be delivered this year will not be recognized.

In the Public Access division, the Group reached its
growth and profitability targets. The division expects a
continuing growth in 2008.

The corrective measures implemented over the last few
months at OpenTV have delivered initial tangible results
in the fourth quarter of 2007. In 2008, the Group expects
further progress along the same lines, with the organiza-
tional changes, the ongoing operational improvement
program and in particular the synergies with the Digital
TV division translating into a material profitability
improvement.



d Mobile TV of the future:

premium content,
advanced features and
interactive applications.
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TV programs available

on mobile terminals
thanks to the Nagra
Mobile solutions.




The growth of the Group has always been driven by innovation
and the development of state-of-the-art technologies

Strategic orientations

A vision focused on the medium and long term is the key driver of
the constant strengthening of the Group.
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A Group focused on research and
development

During the last ten years, the Kudelski Group's activities
have developed rapidly, generating total revenues that
increased from around 31 million Swiss Francs in 1996
to more than 942 million in 2007 — a growth resulting
from the strategy adopted by the company.

Innovation as the basis of future income

The growth and profitability of the Group are closely
linked to investments in research and innovation. This
effort has progressively been intensified, even in periods
of unfavorable market conditions. The emphasis on

the medium and long term is the key to the success

of the company.

This strategy remains more relevant than ever. The
Group is currently running particularly ambitious R&D
programs, whose positive effects will be felt throughout
the coming years.

These programs include the development of security and
access control systems, two essential aspects of the
Kudelski Group's core business. The new product lines
represent a new development axis, including in particular
the Nagra Mobile and IPTV solutions.

The Group has become

a key player in its field,
capable of anticipating the
major developments in the
world of electronic media

Digital Television strategy

Present in every link in the value chain

The Group has become a key player in its field, capable
of anticipating the major developments in the world of
electronic media.

In the domain of sound, Nagra portable recorders have
revolutionized the way professionals work in cinema,
radio and television since the 1950s. They introduced a
hitherto unknown freedom and quality, actively contribut-
ing to the overall progress of their sector.

The same is true in the field of television, which the
Group entered at the end of the 1980s and which has
become the company’s core business. Initially, the
Group primarily innovated in the field of access control
and encryption technologies for pay TV programs. These
solutions have enabled operators to protect revenues
generated by their subscriber base.

Television has since undertaken its migration to digital
and is now part of a much more complex ecosystem,
where the worlds of media, Internet and telecommunica-
tions merge and converge. Located at the crossroads of
these developments, the Kudelski Group has significantly
broadened the spectrum of its activities, with solutions
participating in the general technological evolution.

Besides access control systems, the company has made
available to operators — classical and challengers — inno-
vative content management and protection solutions
and, since the recent acquisition of a controlling stake in
OpenTV, the development of interactive applications and
new forms of advertising.

The Kudelski Group has now a decisive influence in the
value chain of the digital television ecosystem and is in
a position to promote the emergence of new business
models. In doing so, it multiplies the opportunities for
creating new revenue sources in high-potential mass
markets.

In the field of Public Access, significant investment in
recent years to develop a common platform for all seg-
ments is also coming to fruition, enabling this activity
to expand into new markets with a more efficient opera-
tional base.

For the Kudelski Group, innovation goes far beyond the
technology aspect. It is also a creative approach adopted
throughout the value chain, including offers made by the
Group to its customers or solutions that the company
proposes to operators to enable them to maximize their
own services.
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New dimensions in television

From an initial basic TV offering, television has progres-
sively extended to include additional thematic or ethnic
programs. Today, the digital TV offering is multi-dimen-
sional: in addition to the basic offering, thematic and
ethnic programs, it now also includes premium contents
such as box office movies and great events, broadcast
live or on demand. The notion of “linear” programs has
been completed by the possibility to access content
whenever and wherever we want.

With digital convergence, these contents have new
distribution channels through the Internet and PCs,
mobile phones and other portable players. This causes
the operators’ business to widen equally. With the recent
changes, the traditional television market is reaching an
ever larger and more diversified public.



Innovation and growth

Total revenues of the Group in CHF 000000
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Innovation is a key growth driver for the Group. Over the

2004-2007 figures are based

Digital TV

past fifteen years, the value creation capability of the Group

has increased substantially.

on IFRS financial statements;

Public Access

Audio

1997-20083 figures are based

on Swiss GAAP FER; 1996 and

previous years are based on the
Swiss Code of Obligations.

Strategic orientations
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Other developments also have an impact on how these
contents are consumed. On demand services, digital
video recorders and interactive program management
enabling the viewing of pre-recorded content have
emerged and have brought about a new freedom for the
user. For operators, these new features have added sub-
stantial value to the content offered.

With these changes, the traditional market has soared to
reach an ever larger and more diversified public and to
integrate concepts coming from other ecosystems such
as new media and the Internet.

For example, convergence of TV and PC is one of the
major innovations introduced during the past year, pro-
viding additional growth leverage to the Group.

With the recent changes,
the traditional television

market is reaching

an ever larger and more
diversified public

The «new experience»

The next stages of the evolution are already taking shape.
Internet gives mass access to a multitude of specialized
content and allows users to increasingly customize their
consumption and their browsing environment accord-

ing to their personal tastes and habits. These users can
finally combine passive and active consumption modes.
Researchers speak of a “new experience”, a trend that,

in the logic of convergence, already has repercussions on
the world of television.

In the field of television also, interactivity and content
personalization are going to occupy a growing place.
Targeted interactive advertising will play an important role,
as is already the case in the Internet world.

The Kudelski Group's strategy has included the vision of
this “new experience” for many years. The most recent
developments and stake acquisitions, such as those taken
in OpenTV, confirm this strategy and enable the Group to
stay one step ahead.
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Expansion in all markets

The growth of the Kudelski Group is linked to the wid-
ening of its activities and products as well as to a large
geographic presence.

For more than a decade, the company has progressively
expanded into most regions of the world and has set up
an organization tailored for a pro-active approach of the
markets.

The Kudelski Group now occupies strong positions in
Europe and in the Americas and is on the way to sub-
stantially extend its presence in Asia. This last region
still holds enormous potential. After China, where the
Group has firmly taken hold, India represents a major
future development ground.

Digital Television strategy in a nutshell

Continue growth in conditional access in existing
and new markets W|th a strong emphasls on emerglng
.markets

Continue to develop the Digital TV multi-platform
ecosystem |nc|ud|ng condltlonal access, |nteract|V|ty
and advanced advertlsmg

segmentation o

Widen the field of action with new product lines
.(IPTV PVR Push VOD prepa|d cards Moblle TV
.PCTV)

Pursue an ambitious R&D policy, with significant
tnvestments in access control technology and new -
product lines, including IPTV and Nagra Mobile |

OpenTV, complementary technology and market
presence

OpenTV's unique positioning on the middleware, inter-
activity and advanced advertising market has made this
company Nagravision's privileged partner for several
years.

By taking a controlling stake in OpenTV in 2007, the Kudel-
ski Group wanted to play a decisive role in the strategic
development of OpenTV, in order to be able to durably
influence the digital TV ecosystem beyond conditional
access and the other activities of the Kudelski Group's
digital TV unit.

OpenTV has particularly valuable expertise and experi-
ence in the areas of middleware solutions for all types
of digital television networks, interactive applications
and the management of various forms of advertising,
including traditional linear broadcast ads as well as
addressable and interactive advertising.



The participation in OpenTV enables the Kudelski Group
to provide operators with a more comprehensive product
offering and to expand the range of services it offers to
the entire digital television ecosystem.

Both Nagravision and OpenTV are actively working on
bringing their respective operations into phase in order
to maximize synergy. The task of integrating solutions
is currently in progress. Significant potential has been
identified and is progressively being capitalized on by
both OpenTV and Nagravision.

The following initiatives are underway:

— accelerating the Open TV product roadmaps
aligning and integrating the solution portfolios
developing a common applications portfolio

— providing pre-integrated solutions

addressing the needs of operators requiring a
third-party CAS or middleware

Nagravision/OpenTV complementarity in product offering

Content providers/
advertisers

Revenue sources

Nagra Public Access strategy

Capitalizing on the Group's R&D

The Nagra Public Access division is also focused on
security management and access control, but in this
case applied to persons or vehicles for clients as diverse
as ski and tourist resorts, car parks, stadiums, shopping
malls, corporations, institutions and university campuses.

This sector benefits from common or coordinated devel-
opments with the digital television and smart cards
sector within the Kudelski Group. Here also, the Group
has positioned itself at the forefront of major technologi-
cal developments. SkiData, the main company in the
Public Access sector, has been the first to market hands-
free access systems for ski resorts, allowing the holder
of a smart-card badge to pass the turnstiles without hav-
ing to introduce the badge into a reader.

Broadcasters Operators

Subscription

Content protection

On demand services

PVR, VOD, Push VOD, EPG,
Content syndication

Applications

Interactive applications

Advertising

iAds (interactive targeted advertising, advanced advertising),

inventory management

NAGRA\/ISION
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A common platform for all developments

Nagra Public Access has particularly invested in soft-
ware intelligence by developing a modular platform com-
mon to all its systems. Here also, digital convergence
plays an important role. Public Access is also now part
of a wider ecosystem, bringing together the Internet,
mobile networks and telecommunications. As an exam-
ple, a ski pass can be reserved on a mobile phone or via
the Web.

The new platform represents a strategic advantage for
the Group because it provides the flexibility to adjust the
level of technological sophistication and services based
on very different requirements of customers and market
segments. It enhances the competitiveness of Nagra
Public Access, as evidenced by the very positive devel-
opment of results over the past two years.

Further international expansion

The particularly flexible and efficient solutions that Nagra
Public Access is now able to offer allow the division

not only to increase its share in its traditional market

— Europe - but also to conduct a sustained expansion
into promising new markets. Nagra Public Access has
become very international, posting successes in coun-
tries such as the United States, China, India, Japan,
Korea and Russia. This line of geographical development
forms part of the strategic priorities.

Nagra Public Access strategy in a nutshell

Capitalize on Kudelski Group’s global research in
security and mu|t|med|a access oontrol technolog|es

Integrate a high level of intelligence in the software
platforms so as to provrde a range of funct|0ns and
services and wrden the competitive gap

Have a modular central platform customizable
accordmg to the needs of dn‘ferent market segments

Nagra Audio strategy

Part of the global digital evolution

Audio, which is the Kudelski Group’s pioneer activity,
now represents a relatively small share of the company’s
total income. But the importance of this historic sector
goes beyond numbers. Worldwide prestige is attached to
the Nagra brand, giving it a very high value. In their field,
Nagra professional recorders have always represented
the ultimate in technology and this remains the priority of
current developments.

The equipments of the latest generation are the fruit of
the evolution driven by digital convergence. They are
designed to fit into an image/sound production chain
increasingly focused on editing by means of software.
Provided with a hard disk or silicon memory, they are
now PC-oriented and include all the communication
devices enabling them to interface easily with the world
of computers.

Strategically, the professional range consists of unique
devices capable of performing their tasks at the highest
level of sound quality and with greatest effectiveness within
the current production context of the media industry.

Diversifying production in the Hi-Fi sector

Since 1991, Nagra Audio has expanded its production to
high-end Hi-Fi equipment for private use, based on the
know-how and production structures of the professional
sector.

Entry into this niche market has led to very positive
results. The revenue generated by this domain is now
equivalent to that from professional equipment.

This line of development is set to grow in the coming

years, with a widening range of equipment and a
strengthening of marketing efforts.

Nagra Audio strategy in a nutshell

Anticipate the evolution of needs and expand the
range of services and products Capltallzmg on the B
strong present pqsmen

Professional sector:

Place Nagra recorders at the Ieadlng edge of develop
ment in the context of dlgltal image/sound productlon
in the medla world

Continue and intensify international expansion
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Preserve the basis of Nagra's reputation: precision,
robustness rellablllty, durablllty

Hi-Fisector: ...
Expand the range of equipment

Increase marketing efforts
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In the heart of digital convergence:
TV content accessible on multiple terminals
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Digital Television

Access TV contents anywhere and anytime: a fundamental revolution
of the digital ecosystem.
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The new digital television markets

In Europe, before 2012, analogue terrestrial television
should have definitively given way to digital television.
The transition between these technologies is profoundly
changing both operators’ offers and consumers’ expecta-
tions. It is creating a strong growth potential, especially
in Europe where the penetration of digital is still relatively
low. In the Americas and in Asia (especially China), this
conversion is going rapidly ahead.

Converging media

Digital technology enables operators to expand their
services and increase features. Now universal, it sup-
ports the distribution of content on different types of
fixed and mobile devices: television sets, computers,
mobile telephones and portable media players.

This evolution leads operators to work on multiple distri-
bution platforms, combining technologies. In addition to

television operators, new players are entering the world

of digital TV, such as telcos, whose infrastructure is par-
ticularly suited to the distribution of television content.

The open architecture of

the Kudelski solutions allows
interoperability of technologies
and therefore a perfect
symbiosis between players
within the ecosystem

The Kudelski Group ready to meet new expectations

The Kudelski Group has a complete suite of solutions
that enable it to play a driving role in the evolution of this
increasingly complex convergent universe. Conditional
access, middleware, content management and protec-
tion, interactivity, user interfaces and removable security
modules are the main elements of the Group’s offer cov-
ering the whole ecosystem and contributing to extending
its limits.

These open architecture solutions enable interoperability
between the technologies from different players. The
Kudelski Group is therefore able to deliver end-to-end
turnkey platforms, based on which operators can offer
their subscribers greater variety in the ways content can
be viewed and interacted with.
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Managing security

Conditional access — new generation of solutions

Conditional access systems are at the centre of the
Kudelski Group activities. The company continues to
invest substantially in this sector, both in end-to-end
system solutions and dedicated security components,
in particular smart cards.

Three new advanced security solution suites have been
designed accordingly, in order to offer strengthened

and diversified security levels to the operators while
introducing a series of new, innovative functionalities.
The new solutions benefit from major progress in pro-
tection against smart card attacks and enable various
anti-piracy mechanisms both at the smart card and at the
decoder level. In 2007, the first series of cards based on
two of the new families were deployed successfully

in several key markets.

The Group also strengthened its dynamic counter-
measures and anti-piracy activities, providing permanent
support to operators and helping them optimize the total
cost of ownership of their technology environment.

NagralD — production under high security

In highly secure premises and with EMV (EuroPay
Mastercard VisaCard) certification for the production
of bank cards, NagralD manufactures and personalizes
the cards for the Kudelski Group’s Digital TV and Public
Access applications.




Digital TV value chain

Digital media market structure
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Customer expectations

Kudelski Group added value

Protect the content life cycle throughout the
value chain, from creation to consumption

React rapidly to market evolution

Maximize return on investment:
— increase ARPU (Average Revenue Per User)
— reduce churn

Highly secure end-to-end content protection and
access rights management solutions. Role of integrator
for the delivery of turnkey solutions

Pre-integrated solutions allowing fast deployments

Solutions and services enabling operators to protect
their revenue sources and to create new ones.
Flexibility and privileged relations with operators to
achieve developments addressing their specific needs

Manage the operational complexity:
content acquisition, aggregation and distribution

Offer ever more advanced functionalities
to interact with content

Benefit from new forms of advertising

Comprehensive turnkey content management solutions

Integrated interactivity concept including VOD, PVR,
EPG applications and many more

Advanced advertising solutions such as targeted,
addressable and interactive advertising

Deploy services on all types of platforms

Agnostic (open architecture) technologies that can
integrate with all types of networks as well as with
hybrid networks

Offer a new attractive media experience
based on the latest technological innovations

Content accessible on all types of devices,
anytime and anywhere

Solutions pushing the limits of the digital TV
ecosystem

Technologies contributing to the digital media
convergence. For consumers, ever more consistent
user experience, whatever the media
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Content propagation:
securing the whole distribution chain

With digital convergence, operators combine more and
more frequently different types of networks to deliver
content. As regards users, they consume content on ever
more diverse fixed and mobile devices that potentially
communicate with each other. This situation requires

a new approach to security. The Persistent Rights
Management (PRM) concept is the answer developed

by the Kudelski Group.

While conventional access control denies or authorizes
access to content from the outside (with a smart card),
the PRM concept consists in placing the access rights
in the content itself. The secured rights thus accompany
the content throughout its consumption cycle, regard-
less of the network used and the device on which it is
consumed.

By using a unique and coherent security system for all
types of platforms, operators gain access to a new free-
dom in the development and expansion of their service
offers and their business models.

This coherence in the end benefits the consumer, who

can enjoy a more consistent and transparent multimedia
experience.
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Advanced features and interactivity

Advanced functionalities (PVR, Push VOD, interactive
program guide, etc.), allowing the consumer to access

a world ever more full of possibilities, are the subject of
constant developments. Requested by television viewers,
they now represent an important aspect of the service
offers of operators who draw from them new revenue
sources.

The Kudelski Group has offered solutions enabling
advanced functionalities for several years. The new gen-
eration of products has been further enhanced in terms
of graphical quality and ease of use. Modular and scal-
able, the solutions adapt to the operators’ platforms and
can be rapidly deployed.

PVR and Push VOD solutions

The PVR (Personal Video Recorder) is a digital multifuntion
decoder-recorder with a mass memory (hard disk or flash)
of tens, or even hundreds of gigabytes. It includes many
features such as multiple simultaneous recordings of pro-
grams, pausing of a live program for later viewing, archiving
of recordings, access to Push Video On Demand (VOD)
services (content downloaded to the set-top box) and elec-
tronic program guides.

100 million digital set-top boxes
and television sets in the world
are using OpenTV technologies

The Kudelski Group's Nagravision solutions enable the
implementation of PVR and Push VOD features thanks to
which operators can offer high value-added content in an
increasingly intuitive and user-friendly way.

OpenTV also offers complementary solutions. OpenTV
Core2™ and OpenTV PVR2™ provide the underlying
setop box software and file system required for a net-
work operator or consumer electronics manufacturer to
create a PVR solution in a very flexible manner.

Digital television



Electronic Program Guides

Electronic Program Guides (EPG) facilitate
navigation, guiding subscribers as they
adjust to the explosive growth in digital

TV programs.

OpenTV

In 2007, OpenTV presented its vision of a revolutionary
intuitive user interface which enables subscribers to
navigate instinctively through thousands of channels
and live, pre-recorded or on demand content, based
on personalized criteria. One of the innovations of this
system is the concept of recommendation: after each
selection, a number of additional programs based on
the same criteria are suggested to the viewer. The first
version of this visually rich, high definition interface is
planned for availability at the end of 2008.

Nagravision

Developed by Nagravision, NagraGuide is a powerful
suite of interactive applications supporting both high-
definition and standard-definition. It was specifically
designed to make the most of today’s PVR set-top
boxes integrated with Nagravision’s conditional access
and Push VOD technologies. NagraGuide is based on
OpenTV's middleware.

OpenTV's Electronic Program Guide: a visually
rich user interface enabling subscribers to navigate
intuitively through thousands of channels and pre-
recorded content.

Content management — Lysis iDTV

The multiplicity of content, platforms and devices makes
the use of an efficient content management tool all the
more important for operators. Completing the suite of
Nagravision solutions, iDTV Lysis Content Management
is an end-to-end flexible system allowing for the secure
and optimized workflow management from acquisition of
content to analysis, aggregation and post transmission.
This powerful tool provides operators with a content
management platform for creating, managing and deliver-
ing transactional digital television services such as video
on demand.

Advanced forms of advertising and interactive
applications

Often required by operators in parallel with access
control, interactive capabilities have become a must.
The Kudelski Group has increased its expertise in the
field of interactivity via the OpenTV company.

Interactive features are enabled by a middleware system
integrated into decoders and digital television receivers.
OpenTV is the leading middleware supplier in the world
with more than 56% market share. In addition to PVR
applications, the OpenTV product range includes innova-
tive interactive and addressable advertising solutions as
well as participative applications for digital television.
For example, OpenTV Participate™ allows viewers to
take part in competitions, quizzes, votes and games
during a program via any device including phone, mobile,
PC and TV.

End-to-end turnkey solutions - the choice of customers
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CanalDigitaal and TV-Vlaanderen, the only providers
of digital satellite TV in the Netherlands and the north
of Belgium, have selected a suite of Kudelski Group
products to enhance and secure their new high defini-
tion television subscription video on demand service
scheduled to launch in 2008.

The Kudelski Group products selected include the
NagraGuide user interface system, OpenTV Core2™
and OpenTV PVR2™ software. High-definition per-
sonal video recorders with OpenTV software solutions,
in combination with Nagravision content security and
NagraGuide will provide CanalDigitaal and TV-Vlaan-
deren with outstanding protection for premium content,
while offering subscribers more service options. The
overall Kudelski based solution is expected to increase
subscriber satisfaction, raise the average revenue per
user (ARPU) and reduce churn.




IP Television

With major commercial rollouts since 2004, IPTV (Inter-
net Protocol TV) is an established market alongside
satellite, cable and terrestrial transmissions.

Today, with bandwidths up to several megabits per sec-
ond, broadband networks (DSL and broadband cable)
have become modes of transmission for digital television
in their own right, allowing the implementation of high
value-added services, such as the distribution of multi-
media content and interactive applications.

Pre-integrated solutions

The Kudelski Group occupies a key position in the IPTV
market with solutions already used by major operators

in Europe and the United States. These pre-integrated
solutions include Nagravision's content protection system
NagralP, Quative's Service Delivery Platform and the Lysis
iDTV Content Management system.

The Kudelski Group addresses
the needs of the new hybrid
platforms with pre-integrated
solutions covering all aspects
of the offering

The Group enjoys a strong position in the digital cable
TV sector in most regions of the world. It is actively
investing in the technologies that will enable cable opera-
tors to stand out from competitors, in particular from
telecommunications companies with an IPTV offering.

Hybrid broadband/broadcast deployments

Numeéricable

The Ieadmg broadband cable operator |n France o
Belglum and Luxemburg, selected the Kudelskr Group‘s‘.
suite of pre- |ntegrated solutlons for the rollout of new
V|deo on demand and |nteract|ve TV services. They B
|nclude the NagraV|S|on content protect|on solutlon the )
Lys|s content management system to drive the entrre
content dlstrlbutlon chain and workflow tor on demand )
Content the NagraGU|de advanced |nteract|ve program )
gurde OpenTV m|ddleware and the Ouatlve Serwce
Delivery Platform The Kudelsk| Group is also takmg
care of the overall |ntegrat|on W|th Numerlcable s
eX|st|ng back end systems.

T-Com Innovation GmbH .
T Com Innovatlon -a wholly owned sub3|d|ary of )
Deutsohe Telekom - has chosen a Quatwe IP/terrestnal )
hybrld solutlon for an mteractlve TV p|lot prolect )
|nclud|ng on demand apphcatrons over IP as well as )
free-to-air channels broadcast in dlgltal terrestrral DVB )

Bringing together experts in IPTV, Quative Limited, based
in the United Kingdom, provides a platform enabling
operators and service providers to deliver IPTV services
to subscribers’ decoders keeping control of every aspect
of their offering, from graphic design and navigation to
applications. Quative also provides a comprehensive set
of base IPTV interactive applications including en elec-
tronic program guide with PVR and TV on demand, video
on demand, parental control, messaging and e-mail.

Hybrid broadband/broadcast platforms

The convergence of the broadcast and broadband eco-
systems has given rise to the emergence of new hybrid
platforms: cable/IP, satellite/IP and DTT/IP. The Kudelski
Group addresses the needs of these markets with pre-
integrated solutions combining access control, inter-
activity and service management.
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British Telecom

The operator has Iaunched a new drgltal teleV|S|on plat
form in the Unlted Klngdom It has deployed a hybrld )
terrestrlal/broadband PVR set top box wh|ch |ntegrates )
NagraV|S|on s condltlonal access system enabllng -
British Telecom 's subscrrbers to view and record pre- -
mium C‘?me”.t. services.

CJ Cablenet -
The major MSO (Multl System Operator) of Korea has -
chosen the Ly3|s iDTV content management solutlon
from NagraV|S|on and the Ouatwe Service Del|very
Platform to enrich |ts d|g|tal cable TV platform wrth
enhanced VOD services.

DISH Network o
EchoStar Commumcahons Corporatlon s satelllte
teleV|S|on network (US) announced in October 2007
a V|deo download or Pull VOD serV|ce allowmg
subscr|bers to download qual|ty content from
the Internet for viewing on DISH Network s Iatest o
generatlon d|g|tal video recorders Th|s service is
enabled by a Nagravision hybrid satellite/broadband
VOD and PVR solution.

Digital television



Mobile television

Less than ten years ago, the idea of watching television
on a mobile telephone was utopian. Three or four years
ago, the first television services appeared on 2G and 3G
mobile networks, but they rapidly proved ill-adapted to
television broadcasting. New standards have since been
introduced: DVB-H (especially in Europe), MediaFLO
(firstly in the United States) and STiMi (China).

Successful pioneers

In 20086, Italy was the first country in the world to deploy
Mobile TV services over DVB-H broadcast networks
secured by the Nagra Mobile solution, with H3G, TIM and
Vodafone ltaly.

Launched in 2006 for the Football World Cup, the H3G
mobile TV service attracted more than 1.1 million users (out
of the operator’s 7 million mobile telephony subscribers)
within only 18 months of operations.

In 2008, several European countries are preparing to launch
similar services according to the European Commission's
frequency allocation plan.

Market potential

In contrast to what has occurred in the broadcasting
world, the first content to be marketed on mobile phones
was on demand content: ring tones, logos, MP3, etc.
The trend is now towards premium contents, broadcast
live or on demand. Security is in this context an increas-
ingly strategic factor.

In many countries of the world, the growth of this market
is, however, slowed down by the current shortage of
available mobile frequencies.

The first mobile television services were proposed by
mobile telephone operators. Today, television operators
are also launching mobile TV offerings. Thus new oppor-
tunities are being created for the Kudelski Group by its
traditional customers. In 2007, the Group consolidated
its position as the mobile TV market leader by winning
several new deals, both in Europe (Alcatel-Lucent in
France), in the United States (Hiwire/RRD/SES Ameri-
com) and in Asia (PMSI in the Philippines).
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Development axes

The Kudelski Group has continued to develop its Mobile
TV solutions to address the needs of operators by pro-
viding security solutions that can be deployed rapidly and
cost-effectively. The Nagra Mobile solutions support all
standards currently used worldwide: DVB-H, DVB-SH,
MediaFLO, STiMi. In 2007, Nagravision was the world’s
first conditional access company to support the Media-
FLO standard.

Furthermore, the Kudelski Group announced in 2007
with Giesecke & Devrient (G&D), a leading provider of
smart card-based solutions and technologies, the joint
development of a secure MicroSD/SD card fully inte-
grated with the Nagra Mobile conditional access solu-
tion. This card offers consumers a bridge between their
mobile phones and their unconnected devices such as
personal navigation devices and portable media play-
ers, providing full portability for both live access and
recorded content.

1.1 million users within

18 months for H3G's
mobile TV service secured
by Nagra Mobile

Abilis

Abilis Systems strengthens the Group's expertise in the
field of mobile television. It offers a single-chip, low-
power mobile TV solution integrating both a multi-band
RF tuner and a demodulator.

In 2007, Abilis launched a new generation of this
product with further enhanced performance, especially
as regards reception quality and length of viewing time.
This new mobile TV receiver is the most highly integrated
mobile digital TV device on the market, enabling the
rapid design of low-cost mobile TV services for personal
computers, personal navigation devices, personal multi-
media players and set-top boxes.

The technology used by Abilis complies with the various
standards established or under development concerning
broadcasts to mobile devices.

In 2007, Abilis established a structure in Taiwan in order
to ensure the development of its activities in Asia and set
up a sales network covering the Asia/Pacific region.



Removable security modules: SmarDTV

Through its company SmarDTV, the Kudelski Group
addresses the needs of the rapidly expanding market of
removable security modules for integrated digital televi-
sion sets increasingly sold worldwide.

These devices feature a Common Interface (Cl) into which
a conditional access module (CAM) can be inserted,
making the use of a separate decoder superfluous.
SmarDTV is world leader in the development and produc-
tion of these modules. In 2007, the company sold more
than 1.3 million modules throughout the world, represent-
ing a growth of 50% over the previous year.

In 2007, SmarDTV sold more
than 1.3 million modules
throughout the world,
representing a growth of 50%
over the previous year

PCTV

Watching TV on a computer is becoming more prevalent.
Millions of DVB tuners, enabling the reception on PCs of
terrestrial, cable and satellite broadcast programs have
been sold, and demand is growing.

The new generation of computers contains an integrated
TV reception capability. These systems are suitable for
the reception of free-to-air TV content. However access
to pay TV content requires the use of SmarDTV's secu-
rity technology. SmarDTV's newest product line consists
of a compact dongle, the size of a USB drive, integrating
the USB interface, the conditional access technology
and a DVB tuner for digital terrestrial reception.
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Active participation in standardization
committees

The role played by the Group in standardization commit-
tees testifies to the innovative spirit of the company. The
Group is in fact actively contributing to the genesis and
development of digital TV standards specifications, with
the benefit of being able to anticipate the development
and deployment of standards in emerging markets.

The Kudelski Group has been elected by the DVB
(Digital Video Broadcasting) General Assembly to be
one of the ten companies representing digital television
manufacturers to sit on the DVB Steering Board along
with regulators, broadcasters and network operators.
This Board is responsible for setting the overall DVB pol-
icy and approving specifications towards standardization.

In the Mobile TV sector, as a member of the FLO Forum,
Nagravision contributed to the definition of the Media-
FLO standard with Qualcomm. This is a new open broad-
casting standard used initially in North America.

In the area of removable security solutions, the Group
is also actively involved in standardization commit-
tees through its company SmarDTV. For several years,
SmarDTV has been contributing to the development of
technical specifications for open digital receivers and
decoders worldwide, and in particular to the develop-
ment of the DVB-CI and follow-on standards.

Digital television



Kudelski Group’s main Digital TV customers

Americas
Europe/
Middle East
Asia/Pacific,

Americas

Broadband/broadcast
EchoStar/DISH Network
(US)

lowa Network System
(US)

Bell ExpressVu (Canada)
Telefénica Latinoamérica
(Argentina, Brazil, Chile,
Columbia, Mexico,

Peru, Venezuela)

NET Servigos (Brazil)
TVA (Brazil)

Globo (Brazil)

Mobile

AT&T/Hiwire (US)
Telefénica (Peru)
CNN/Turner (US)

Middleware/advertising
EchoStar/DISH Network
(US)

Time Warner Cable (US)
Comcast (US)
Cablevision (US)

Charter Communications
(US)

Cox Communications (US)
Bell Express Vu (Canada)
NET Servigos (Brazil)

Europe/Middle East

Canal Satellite (France)
Canal+ TNT (France)
Neuf Cegetel (France)
Numéricable (France,
Belgium, Luxemburg)
Virgin Media (UK)
TopUp TV (UK)
Mediaset (ltaly)
Digital+ (Spain)

Kabel Deutschland
(Germany)

Premiere (Germany)
UnityMedia (Germany)
APS (Germany)

Canal Digitaal/TV-
Vlaanderen (Belgium,
The Netherlands)

3 Italia (Italy)
Telecom ltalia Mobile
(Italy)

Vodafone (Italy)
Bouygues Telecom
(France)

BSkyB (UK)
Numéricable (France)
Sky ltalia (Italy)
UPC/UGC (Ireland,
The Netherlands)
Canal Digitaal/
TV-Vlaanderen
(Belgium,

The Netherlands)
Casema

(The Netherlands)
NTV Plus (Russia)
TV Cabo (Portugal)

Cablecom
(Switzerland)
UPC/UGC (Ireland,
The Netherlands)
Cyfrowy Polsat
(Poland)

Cyfra+ (Poland)
TV Cabo (Portugal)
Portugal Telecom
(Portugal)

Telenet (Belgium)
BeTV (Belgium)
Indi (Belgium)
RCS/RDS (Serbia,
Romania, Bulgaria)
Digiturk (Turkey)

Dominanta (Russia)
T-Mobile

(Czech Republic)
abertis telecom
(Spain)

Telefénica (Spain)

Portugal Telecom
(Portugal)
Cablecom
(Switzerland)
Digiturk (Turkey)
Hot (Israel))

Asia/Pacific, Africa

StarHub (Singapore)
Reliance (India)
IMCL (India)

BGCTV (China)
OCN (China)

Dalian Tiantu Cable
Network (China)
Suzhou Digital Television
(China)

C&M (Korea)

Qrix (Korea)

Hong Kong Cable
(Hong Kong)

Kbro (Taiwan)
Canal+ Horizons
(Africa)

Maxis (Malaysia)
PMSI (The Philippines)

FOXTEL (Australia)
AUSTAR (Australia)
DishTV (India)

Sun Direct TV (India)
Reliance (India)
J:COM (Japan)
AcTVila (Japan)
Panasonic/MEI (Japan)
TrueVisions UBC
(Thailand)

StarHub (Singapore)
Sky New Zealand (NZ)
MultiChoice (South Africa)

Africa
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SkiData's innovative
Freemotion technology

vastly improves lift
access convenience.
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Around 5000 sites in the world are equipped
with SkiData physical access control solutions

Public Access

Technological innovations, value-added services, expansion into
new markets: the dynamic unit again posts excellent results.
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SkiData: 30-year anniversary in 2007

Following a historical fiscal year 2006, SkiData again
achieved record results in 2007, a year symbolically
important for the company which celebrated its three
decades of existence.

A few years ago, SkiData reviewed its structures as
well as its product portfolio and geographic expansion
strategy. As a result, the company has been reaping the
rewards of its efforts since 2006, successfully pursuing
its new strategy.

Today, in many markets, SkiData is a leader and a refer-
ence in the physical access control sector.

SkiData milestones

1977 Founding of SkiData
First ticketing system for ski resorts_
1988  First car park management system
1991 Entry into Trade Fair and Exhibition market
1997 _Entry into Stadium and Arena market
2001 New owner: Swiss-based Kudelski Group
2005 Introduction of the universal ticket coding unit
Coder Unlimited
2006 Launch of the revolutionary Freemotion
system for Mountain Destination
Record financial results
Entry into new markets outside Europe
2007  Company 30-year anniversary

Numerous technological innovations
Strengthened presence in Asia and North America

Creating value through services

From a company manufacturing access systems address-
ing specific market segments, SkiData has developed into
a provider of global turnkey solutions capable of creating

new revenue opportunities for operators.

SkiData's solutions are built around a common platform
that can be customized according to the needs of opera-
tors and markets. As a central element of the system,
access control acts as a hub that coordinates many
features and manages their interactions. In addition,

the modular approach allows SkiData to offer solutions
combining different segments such as ski/parking for
example.
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As a result of a product strategy strongly focused on
market requirements, SkiData has managed to expand its
presence outside its traditional territories and to penetrate
new markets.

2007 - Proliferation of projects throughout the world

SkiData has made a remarkable breakthrough in India,
with contracts for the installation of parking solutions for
two major airports. Other projects are underway and are
expected to come on stream in 2008. These deals come
one year after establishing a structure in that market
through a partnership.

In the Mountain Destination sector, new business has
been obtained in South Korea, a market which the com-
pany entered in 2006, as well as in Japan.

In North America, SkiData has continued to progress with
important new projects being carried out especially in
parking systems for airports. This segment is where the
strongest growth is expected in this market for 2008.

Successes in this market also include the completion of
eight major amusement parks being equipped with fully
integrated visitor management solutions.

In the Mountain Destination sector, SkiData is preparing
to launch new access solutions combining the revolution-
ary convenience of the Freemotion gate with the ticket
processing and guest management power of the Hand-
shake software, in order to exploit the potential of this
market with the most efficient solutions. Future plans call
for the extension of these solutions to other segments as
well.

In Latin America, SkiData has made a promising first step
in Mexico by equipping the car parks of two of the largest
shopping malls in the country.

SkiData continues to grow in the South African market,
a country that will host the 2010 FIFA World Cup. A first
contract was signed in 2007 with this event in view.

In Europe, SkiData's traditional market, new deals were
made and relationships with existing customers rein-
forced. SkiData plans to open an office in Moscow in the
near future to handle the surge of activity in Russia and
in the Ukraine. In the Car Access sector, SkiData has
acquired the Belgian company PACT (Parking Access
Control Technology).



Public Access value chain

Nagra Public Access market structure

Types of customers
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0 Ski resorts Stadiums

Solutions and services Analysis of needs

\

Platform definition
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Solution integration/deployment
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SKIDATA polyrightgg

Physical access control solutions Multifunction application

for people and vehicles, and for management system:

destination management applications access, timing, payment
0 Support/Maintenance

Consumers

Hands-free access [l Seamless access Access via mobile Multifunction cards
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Customer expectations

Kudelski Group added value

Manage access of flows of people and vehicles
to public or private sites, for commercial or
security reasons

Benefit from solutions designed to manage
even the most complex environments

Maximize the return on investment

Global turnkey solutions for all types of applications

Systems with modular architecture to address

the most specific needs

Minimizing operating costs: solutions and services
enabling operators to create new revenue sources

Benefit from all the competencies necessary
to optimize the project

Ease of integration with existing platforms,
for example with ticketing services

Multiple reservation channels for enhanced
marketing

Management and monitoring of users (statistics,
targeted offers, etc.)

Consulting services, proven expertise, project
management

Ability to interface with various ticketing systems

Multi-channel reservations: through the Internet,
mobile phone, call center

Very flexible platform allowing the integration of
a whole range of business models

Solutions making users’s lives easier and
enabling dynamic and creative marketing

Multiple, flexible and rapid purchase and
payment systems

Nice design creating a positive image for
the operator

Freedom and comfort in making reservations and
accessing the site in a direct way

Technologies allowing transactions to be made
through various channels and using various media

Innovative products often awarded innovation prizes
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Car Access segment
Airports
SkiData has successfully maintained its leading position

in this area despite fierce competition.

New installations

India ~Bangalore Airport
~ Hyderabad Airport
US  Burbank (Bob Hope Airport) in California
Canada ~ London and Edmonton Airports, Ontario
Germany  Renewal of the installations at Munich
~airport, Sleata 's cllent since 1992
UK  Extension of installations at the new

B Terminal 5 of London Heathrow B
~ SkiData’s client since 1990

SkiData's parking access solutions already equip the
airports of Hong Kong (China), Dubai (United Arab Emir-
ates), Glasgow (Scotland), Lille (France), Zurich (Swit-
zerland), Amsterdam (Netherlands) and several cities in
North America.

Yamagata Zao Onsen, Japan

In Japan, Mount Zao, the second largest ski

area, has chosen SkiData systems to manage
all of its operations organized in a pool. Other
projects are under discussion for this market.

Car Access has posted results
exceeding forecasts. SkiData's
parking management solutions
enjoy very high brand recogni-
tion throughout the world

Value-added parking management solutions
Increasingly, operators require parking management
solutions that come with enhanced services attractive to
users: license plate recognition, valet service, systems
integrating stores’ customer cards, etc.

SkiData systems respond to these requirements and
allow customization of the installation according to
specific regional needs. These characteristics are the
key to their success on the markets.
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People Access segment

Mountain Destination

In Europe, with a mild winter and snow scarce, demand
in the Mountain Destination segment declined slightly in
2007. However, despite a relatively stable global market,
SkiData has managed to make significant progress with
installations at prestigious sites in Germany (Allgau),
France (Aravis, Alpe d'Huez, Les Deux Alpes) and ltaly
(Courmayeur).

SkiData continued its expansion outside Europe in

2007 by conducting large-scale installations in South
Korea. Two resorts have chosen to acquire Freemotion
access solutions which will be the first of this type to be
deployed in the Asia/Pacific region.

Stadiums and Arenas

Many new successes have been achieved by SkiData
in this segment. Thanks to the recognition enjoyed by
its brands throughout the world, SkiData is seen as a
privileged partner in equipping high profile international
events:

— Euro 2008: stadiums in Basel, Vienna and Innsbruck

— Football World Cup 2010: Orlando Stadium in
South Africa

— lItaly: ten installations meeting the new safety standards
for stadiums

— China: Tianjin Olympic Center Stadium, Beijing

Public Access




Technological innovations

SkiData continued the strategic step-by-step renewal of
its entire product portfolio to address current and future
market demand with tailored overall solutions. The first
new-generation products developed on this basis include
the Freemotion open-gate technology for ski resorts and
the Easy.Cash pay-on-foot machine. Both products have
enjoyed remarkable worldwide market success from the
beginning.

In 2007, various applications were developed in con-
junction with the new, overarching technical platform
designed to serve as the basis for all SkiData solutions.
These applications include:

Web Shop/Web Suite

In view of the growing importance of the Internet as a
sales channel, operators increasingly rely on the abil-

ity to make their product and service offerings available
for purchase over the Internet. To meet this demand,
SkiData has developed the “Web Suite”, a new line of
web-based sales applications that include a ready-to-use
default web shop structure that customers can modify
and run according to their needs. SkiData also offers
hosting of the web shop on customers’ behalf.

DTA

DTA (Direct To Access) is a service concept introduced
by SkiData some six years ago. It allows end consumers
to purchase their access permissions (ski passes, for
example) over the Internet and to book them directly on
their previously purchased data carrier (e.g. their credit
card for example) equipped with a SkiData chip. As a
result, they get immediate lift access upon arrival at the
resort. The pass purchased is downloaded from the
gateway directly onto the card the first time the skier
passes through.

Already implemented in the Mountain Destination seg-
ment, these technologies will also shortly be introduced
in Car Access applications.

NFC

As a Principal Member of the NFC (Near-Field Com-
munication) Forum, SkiData continued its support in the
definition and marketing of the NFC technologies that
allow short distance reading of data contained on mobile
phone chips. All of the latest SkiData devices will sup-
port NFC, which will see its official market launch as well
as numerous pilot projects and installations in 2008.

Strategically important certification

SkiData's latest Car Access software release has been
certified to comply with the strategically important PCI
DSS (Payment Card Industry Data Security Standard)
credit card security standard which was developed by
the major international payment brands. This certifica-
tion is a business-critical requirement especially in North
America and has motivated many customers to upgrade
to the latest release, a trend that will continue well into
2008.
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polyright

The Swiss group Securitas, a global leader in physi-

cal security, acquired in January 2007 a 50% stake in
polyright SA. This strategic alliance allows polyright to
access international distribution networks as well as the
technical skills of the Securitas Group. The past year has
enabled efficient collaboration to be organized between
polyright and Securiton and Bixi - two Securitas subsid-
iaries whose activities are complementary to polyright’s
business.

Additionally, the polyright solution is distributed in Aus-
tria and Germany by branches of the Securitas Group.
This harnessing of synergies gives polyright rapid access
to new markets.

Rights management and electronic banking platform

polyright introduced in 2007 a new version of its multi-
function smart card solution. As a result of its flexibility,
its openness towards management systems, and its ease
of use, the polyright solution is particularly appreciated
in the education and health sectors as well as in enter-
prises.

Student cards — the polyright solution has been deployed
in many schools and universities. In 2007, the University
of Zurich and the Swiss Federal Institute of Technology
of Zurich chose a polyright system, while the Swiss
Federal Institute of Technology of Lausanne, already
equipped with a polyright solution, extended the func-
tionality of its system.

Patients’ cards — Patients and employees of a clinic

or a hospital appreciate being able to access services
such as telephony and electronic payment by means of a
secure card. In 2007 the Hirslanden Group extended its
physical access control and parking management system
to telephony.

Employee cards — Within a firm, the management of the
rights associated with each collaborator needs to rely on
an efficient, easy to use and flexible system. At the world
headquarters of Philip Morris International, integration
of the polyright system with the facility management and
print management systems as well as overall system
control by polyright leads to significant cost savings.
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Nagra recorders:
in the heart of the
most demanding
sound production
environments.
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Nagra's production includes professional recorders
as well as high-end Hi-Fi products

Audio

In the world of audio, the Nagra brand continues to fuel the legend

with equipment of exceptional characteristics representing a peak
in their technology.
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Professional line

In the stream of digital communication

By moving to digital technology, Nagra portable recorders
were able to benefit from many advantages. Using the
universal digital language, they can communicate directly
with their production environment in the radio, television,
music and cinema studios.

Thanks to their portable memory, their USB connection,
and, on new devices, their Bluetooth wireless capability,
Nagra recorders now fit fully into the flow of digital com-
munication, facilitating the sound editing process. Via the
website www.nagraaudio.com, each owner of a Nagra
recorder can update the software on his machine and
receive personalized assistance.

New software platform

In order to rationalize and optimize the development of
its products, Nagra Audio has adopted a new software
platform that serves as a basis for the design of the logic
circuits of new devices. This platform uses the powerful
and very flexible standardized programming language
VHDL, which is particularly appropriate for the design of
modular solutions. This approach allows faster develop-
ments and facilitates the creation of new versions of
products. The new Nagra VI recorder is based on this
technology.

Ultra-miniature Nagra CBR

The secret services are long-standing Nagra customers.
In the past, miniature recorders Nagra SNST (tape) and
JBR/PA-1 (cassette) were specifically intended for them.
The new Nagra CBR (Covered Body Recorder) is the
successor to these devices. Ultra-miniature and extremely
rugged, it operates reliably in the most difficult environ-
ments with an autonomy of up to 69 hours of continuous
recording.

The Nagra CBR'’s software platform allows all aspects of
its operation to be pre-programmed.

Nagra VI ready for launch

The fruit of a highly advanced development, the Nagra
VI recorder is ready to enter production and commercial
launch is planned for the first half of 2008.

The equipment is part of the long line of Nagra field
recorders. Lightweight, shoulder portable, it has 6 tracks
and is based on a very advanced software platform.

From ARES M to ARES MII
Launched in 2005, the ultra-portable recorder ARES-M
continues its career in a second version, ARES-MII.

This new generation includes two changes: a larger
internal memory (2 GB) and a broadband 2.0 USB port.
Particularly used by radio reporters, the ARES-M

has met with enormous success. The new version is
expected to boost this market.

41

High-end Hi-Fi line

An expanding range

The Nagra Hi-Fi sector is experiencing a highly positive
development of its activities in Europe, North America
and Asia. With a product range growing from year to
year, it possesses the key components for audiophiles to
build a sound system of exceptional quality. The line now
includes the following devices:

— CD players Nagra CDC, CDT and CDP

— tube preamplifiers Nagra Nagra PL-L and PL-P

— new phono tube preamplifier Nagra VPS

— tube amplifiers Nagra VPA

— pyramid solid state amplifiers Nagra PMA (mono) and
PSA (stereo)

Success of Nagra CD players

Launched in 2006, the Nagra CD players benefit from
the technologies developed for professional recorders.
They have met with a major market success. The extremely
positive test results of these players reported in the
specialized press have given the equipment immediate
international recognition.

New Nagra VPS phono tube preamplifier

In the last few years, vinyl 33 rpm disks have been enjoy-
ing renewed popularity, but equipment possessing a
high quality phono input to which the disk player can be
connected is becoming increasingly rare. As a result, the
use of an autonomous audio preamplifier becomes neces-
sary. Launched at the beginning of 2008, the Nagra VPS
equipment performs this function using very high quality
valve circuits and Nagra custom made transformers.

The specialist audio press about Nagra CD players

“With the Nagra CDC, the world of CD finally has a top
reference which merlts |ts rank "
- Stereo (Germany)

“Nagra CDP: (...) the basis for the most beautiful and
the most ambltlous sound systems
- Diapason (France)

“When it comes to construction and performance,

the Nagra CDP is one of the best CD players I've ever
heard or caressed "

- Stereophile (USA)

“Combine the Nagra’'s outstanding tonal purity, excep-
tlonal cIarlty and resolutlon and sheer beauty of sound )
and you've got to conS|der them among the coolest and
most deswable of h|gh end CD players

- the absolute sound (USA)

“Nagra CDC: fluid, precise, dynamic, balanced, ina
word mu3|cal the ‘Nagra player is now a new standard
in |ts category N
- Haute Fldellte (France) -




More than 2500 employees worldwide

Human Resources

From the inventive genius of its founder to the expert teams of
today, the Kudelski Group has capitalized on its human resources
by developing the talents of its employees.
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World-class skills

In a highly competitive and ever changing market place,
it is essential for the Kudelski Group to provide its clients
with the most advanced technological tools so that they
can grow and develop successfully. The strength of the
Kudelski Group lies in its skilled and talented employees
in all sectors of the business.

With the constant evolution of the market, the qualifica-
tions required to maintain the Group at the forefront of
the international arena are also changing. The Group has
a solid base of core skills in the development and deploy-
ment of advanced conditional access solutions. In 2007
intensive effort was maintained against identifying and
recruiting the best experts in this type of technology as
well as in newer areas of the digital television ecosystem
such as mobile and Internet television, interactivity and
home device networking.

In 2007, the Group further strengthened the HR function
in the area of recruitment, talent management and com-
pensation and benefits.

Finding the best

The fundamental objective of the Group in terms of
Human Resources is to have in its ranks the most quali-
fied people to anticipate and meet customer expecta-
tions, enabling the Group to react rapidly and efficiently
to market evolution.

Within the research & development teams as well as
within the customer services and support groups, the
company has an important cross-section of highly skilled
software developers, architects and engineers, refining
and deploying some of the most sophisticated technolo-
gies.

The excellent technical and personal competencies
within the Group have been steadily reinforced by the
addition of new teams that have joined through acquisi-
tions over the years. These include Lysis, Nagra France,
Quative, Abilis and OpenTV in the field of Digital Televi-
sion, and SkiData and polyright in the field of Public
Access. The acquisitions have not only enabled the
Group to strengthen its patent portfolio and its market
presence, but have, above all, brought new know-how
and complementary expertise in specific fields.
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Building quality and performance

2007 also saw the introduction of a new approach to
performance management and people development. The
new system aims to ensure that all people management
programs are focused on and driven by the needs of the
business. This program will enable the Group to further
develop and consolidate the human wealth it possesses.
Beyond short-term performance assessment and man-
agement, the new system provides a solid base to refine
succession planning and recruiting strategies.

Training

The growth and expansion of the Group have also
created new needs in terms of competencies. The train-
ing programs offered to employees cover wide areas,
ranging from recruitment and interviewing techniques to
management skills and technical knowledge related to
employees’ functions.

Several new soft-skill and competency development
training courses were launched in 2007 based on spe-
cific, identified business needs as well as personal
needs assessments.

A global team

As the Group grows, the profile and geographic distri-
bution of its workforce are also changing. At the end of
2007, nearly 60% of Group headcount was based out-
side Switzerland, with a particularly strong expansion in
the Americas and the Far East.

Group employees worldwide

Headcount %
Europe (geographic) 1979 . T7%.
Americas 8% 15.5%
Asia/Pacific 194 7.5%
Total 2572 100%




The Kudelski Group headquarters in
Cheseaux-sur-Lausanne, Switzerland

T

Corporate Governance

This report has been prepared in compliance with the Directive
on information relating to Corporate Governance issued by the
SWX Swiss Exchange. Unless otherwise mentioned, the
information provided in this report reflects the situation as

of 31 december 2007.
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1. Group structure and shareholding

1.1 Group structure

Kudelski SA has its registered offices in Cheseaux-sur-
Lausanne. The company has been structured as a holding
company since 1999 and its shares have been listed on
the SWX Swiss Exchange since 2 August 1999.

1.1.1 Operational structure of the Group

From an operational point of view, the Group's activities
are divided into three divisions: Digital Television, Mid-
dleware/Advertising and Public Access, which develop
their products with the assistance of departments dedi-
cated to Marketing, Research and Development, Sales
and Management of Intellectual Property.

The Digital Television division is composed of four
segments: Broadband, Broadcast, Mobile and Home
devices. The Middleware/advertising division is com-
posed of the two segments referred to in its name. The
Public Access division is divided into three segments:
Car Access, People Access (ski) and People Access
(events). The Audio activity is consolidated in the
accounts of Nagravision SA and is under the operational
direction of Charles Egli.

Main operating companies held by Kudelski SA

Digital Television

Middelware/advertising

Results by sector are presented on pages 20-21 of the
Kudelski Group'’s 2007 financial statements.

1.1.2 Listed companies included in the scope of
consolidation

Kudelski SA is a Swiss holding company listed on the
SWX Swiss Exchange (Ticker: KUD; val. No 001226836/
ISIN: CH0012268360) with a market capitalization at 31
December 2007 of CHF 1065609529. Only the bearer
shares of Kudelski SA are listed on the SWX Swiss
Exchange. Since 17 January 2007 Kudelski SA has held
through subsidiaries a share reaching at 31 December
2007 31.66% of the capital and 76.92% of voting rights
of OpenTV Corp, Middleware/advertising division. With
its main office of business in San Francisco (United
States), OpenTV Corp. is a BVI holding company listed
on the NASDAQ (Ticker: OPTV; CUSIP No G675431/
ISIN: VGG675431016) with a market capitalization at 31
December 2007 of USD 183021 348.

Public Access

Nagravision SA 100% OpenTV*
NagraCard SA 100%
NagralD SA 100%
Nagra Trading SA 100%
Nagra France SAS 100%
Nagra USA Inc. 100%
Nagravision Asia 100%
Pte Ltd

Quative Ltd 100%
SmarDTV SA 100%
Abilis Systems Sarl 100%
NagraStar LLC 50%
Nagra plus SA 50%
N.agra Thomson 50%
Licensing SA

* 76.92% of voting rights.

31.66% Nagra Public Access AG 100%
SkiData AG 100%
polyright SA 50%
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International presence

Digital TV

Middleware/

Public Access Audio advertising

Europe Switzerland

France

Austria

Germany

Belgium

Spain

ltaly -

The Netherlands
Sweden B
United Kingdom, Ireland

Americas USA

Brazil

Middle East United Arab Emirates

Israel

Asia/Pacific  Singapore
China
Japan
Malaysia
Australia

Head offices —_—
Subsidiaries/companies with Specific PUrPOSE e
Offices —

1.1.8. Unlisted companies included in the scope of
consolidation

Information concerning the company name, registered
office, share capital and holdings owned by unlisted
Group companies included in the scope of consolidation
are shown on pages 57 and 62 of the Kudelski Group's
2007 financial statements.

1.2 Significant shareholders

The principal shareholders of Kudelski SA are the
Kudelski family pool including Mr André Kudelski and

Mr Stefan Kudelski and, outside the Kudelski family pool,
Mrs Iréne Kudelski Mauroux and Mr Henri Kudelski (and
their respective descendants) and Mrs Marguerite
Kudelski and Mrs Isabelle Kudelski Haldy (and their
respective descendants) through an investment structure
of which they are the beneficial owners. To the Group's
knowledge, no other shareholder holds more than 3%

of the capital and there are no shareholder agreements
between the family pool and other shareholders.

Kudelski family pool

At 31.12.2007
Registered shares 46300000
Bearer shares 6753147
Share capital held 21.73%
Voting right 56.55%
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* Since January 2008

Mrs I. Kudelski Mauroux and Mr H. Kudelski (and their
respective descendants)*

Registered shares ) ) ) -

Bearer shares 13000000
Share capital held 5.75%
Voting right 3.20%

Mrs M. Kudelski and Mrs |. Kudelski Haldy (and their
respective descendants)*

Registered shares ) ) ) -

Bearer shares 13000000
Share capital held 5.75%
Voting right 3.20%

* As published in the FOSC (Swiss Official Gazette of Com-
merce) on 29 February 2008, as per Articles 20 and 21 of LBVM.

The shareholding structure, and in particular the control
given to the Kudelski family pool over the company,
guarantees the Group's independence vis-a-vis the main
digital television operators and also the Group's stability
in relation to its clients.

1.3 Cross-holdings

The Group has no knowledge of the existence of any
cross-holdings.

Corporate Governance



2. Capital structure

2.1 Amount of ordinary, authorized and conditional
capital at 31.12.2007

and

2.2 Specific information concerning authorized and
conditional capital

Ordinary capital

The share capital amounts to CHF 521594 170. It is
divided into 47 529 417 bearer shares with a nominal
value of CHF 10 per share and 46 300 000 registered
shares with a nominal value of CHF 1 per share. Each
share confers the right to one vote. All shares are fully
paid up.

Authorized capital

The Board of Directors is authorized to increase the
share capital in one or more stages until 2 May 2008 by
a maximum amount of CHF 40881640 through the issu-
ance of 3768 164 bearer shares with a nominal value of
CHF 10 per share and 3200000 registered shares with
a nominal value of CHF 1 per share, to be fully paid up.

The issue price, the nature of contributions, the date as
of which new shares shall give entitlement to dividends
and other modalities of the share issue shall be deter-
mined by the Board of Directors. The preferential sub-
scription rights of shareholders may be excluded and
allotted to third parties by the Board of Directors with a
view to acquiring companies or parts of companies or in
order to finance the whole or partial acquisition of other
companies in Switzerland or elsewhere. All statutory
restrictions to the transfer of shares are applicable to the
new registered shares.

Conditional capital
The conditional capital amounts to CHF 109843390 and
is structured as follows:

— a maximum amount of CHF 9843390 through the
issuance of a maximum of 984 339 bearer shares with
a nominal value of CHF 10 per share, to be fully paid
up as and when the option rights or share subscription
rights which will be granted to employees of the
company and of affiliated companies are exercised.
Preferential subscription rights for shareholders are
excluded. Share option or subscription conditions are
determined by the Board of Directors. Issue at a price
below market conditions is authorized;

— a maximum amount of CHF 100000000 through the
issuance of a maximum of 10000000 bearer shares
with a nominal value of CHF 10 per share, to be fully
paid up, as and when the conversion rights related
to the convertible bonds of the company or its subsid-
iaries are exercised. Preferential subscription rights for
shareholders are excluded.
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The preferential subscription right of shareholders to

the issuance of a convertible bond may be limited or
excluded by decision of the Board of Directors on valid
grounds, namely (a) if the convertible bonds are placed
primarily on the foreign market, or if the issue proceeds
contribute (b) to the financing or refinancing of acquisi-
tions of companies or firms or (c) to the financing of
other strategic investments of the Group, or (d) to financ-
ing the redemption of all or part of convertible bonds
previously issued by the company or its subsidiaries.

If the convertible bond is not offered as a priority to
shareholders, (a) the convertible bonds must be sold to
the public under market conditions, (b) conversion rights
must be exercised within 7 years of the day of issuance
of the respective bond, and (c) the conversion price must
be at least the equivalent of market conditions at the time
of the issuance of the bond.

2.3 Changes of capital

CHF'000 31.12.07 31.12.06 31.12.05
Registered share capital 46300 46300 46300
Bearer share capital 475294 473052 470529
Legal reserve 76107 68629 60039
Net profit 53782 72320 35182
Total available earnings 260161 241888 187449
Total shareholders’ equity 857862 829869 767317

For information relating to changes in the capital struc-
ture which have taken place in 2007, 2006 and 2005,
please refer to the Group's corresponding financial
statements.

2.4 Shares and participation certificates

The capital of Kudelski SA at 31 December 2007 con-
sisted of 46 300000 registered shares with a nominal
value of CHF 1 per share and 47529 417 bearer shares
with a nominal value of CHF 10 per share. Each share
confers the right to one vote at the General Meeting and
to a dividend proportional to the nominal value of the
relevant type of share.

Kudelski SA does not have any participation certificates.



2.5 Profit sharing certificates

Kudelski SA does not have profit sharing certificates.

2.6 Restrictions on transferability and nominees
registration

As per the Articles of Incorporation of Kudelski SA,
registered shares may be transferred upon delivery of the
endorsed share certificate, subject to the approval of the
Board of Directors and the registration of the new share-
holder in the share register. The Board of Directors may
refuse to approve the transfer of registered shares in one
or more of the following cases:

a) If there exists a valid reason within the meaning of
Article 685 b paragraph 2 of the Swiss Code of Obliga-
tions, i.e. if admission of the acquirer of the stocks into
the shareholder’s group is incompatible with the object
of the company or may jeopardize the economic indepen-
dence of the company. This would in particular be the
case if the acquirer could prejudice the company directly
or indirectly or if transfer of the stock could jeopardize
the existing majorities.
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b) If the company offers the seller of the shares to
acquire the shares for its own account, for the account of
other shareholders or of third parties at their real value at
the time of the request.

c) If the acquirer does not expressly declare that he has
acquired the shares in his own name and for his own
account. If the shares are acquired by succession, divi-
sion of an estate, marital property rights or debt enforce-
ment, the company may only refuse its consent if it
makes an offer to the acquirer to take over the shares at
their real value.

In the event of a dispute, the real value referred to in this
section will be determined by the court having jurisdic-
tion in the place where the company has its registered
office. The company will bear the costs of such valuation.
If the acquirer does not reject the purchase offer within
one month of becoming aware of the real value, the offer
will be deemed accepted.

With regard to the admissibility of the registration of
nominees, Kudelski SA has no regulations concerning
the registration of nominees.

The limitation on the transferability of registered shares,
the authorized or conditional increase in share capital
and the limitation or exclusion of preferential subscription
rights are decided by the General Meeting if approved
by shareholders holding at least two thirds of the shares
represented at the Meeting and an absolute majority of
the nominal share capital represented.

The General Meeting is validly constituted regardless

of the number of shareholders present or the number of
shares represented.

Corporate Governance



2.7 Convertible bonds and options

Convertible bond

On 5 October 2005, Kudelski Financial Services Hold-
ing S.C.A., a wholly owned subsidiary of Kudelski SA,
issued a non-subordinated convertible bond of CHF 350
million in order to pursue the aim of the Kudelski Group
to manage actively its assets, in particular by optimiz-
ing its financial costs and by improving the duration of
its financial debt instruments. The proceeds resulting
from the issuance of the convertible bond were mainly
used for the redemption of the previous convertible bond
issued at the end of January 2002 and the remainder was
used and will be used for acquisitions or other purposes
corresponding to the general interests of the Group out-
side Switzerland.

The annual coupon amounts to 1.625% calculated with
reference to the nominal amount of the bond payable on
5 October each year from 5 October 2006 onwards. The
conversion price was initially set at CHF 67.76 per ordi-
nary bearer share of Kudelski SA.

At the Ordinary General Meeting of the shareholders of
Kudelski S.A., held on 24 May 2007, it was decided in
particular to pay, on 30 May 2007, an ordinary gross divi-
dend of CHF 0.30 and an extraordinary gross dividend of
CHF 0.30 per bearer share with a nominal value of CHF
10. In accordance with section D.1.2 (1) (c) of the bond
conditions, the methods of conversion were adjusted

as follows, with effect from 30 May 2007: bonds, with

a nominal value of CHF 5000 each, may be converted

at no cost until 21 September 2012 (subject to early
repayment), into 74.6491 (instead of 73.7898) bearer
shares of Kudelski S.A. with a nominal value of CHF 10
per share. The conversion price of bearer shares now
amounts to CHF 66.98 (instead of CHF 67.76).

The repayment price of the bonds is at par on 5 Octo-
ber 2012. Early repayment can take place from 5 Octo-
ber 2010. Kudelski SA unconditionally and irrevocably
guarantees this issue. The convertible bond is quoted
on the SWX Swiss Exchange, under value number ISIN
CH0022692609.

The offering circular for the convertible bond is available
on request from the Group’s head office or by e-mail to

info@nagra.com.

For information about the convertible bond, please refer
to note 27 of the consolidated financial statements.
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Options

In 2003, the Kudelski Group implemented a stock option
plan for certain employees. The following options were
distributed (status as at 31 December 2007):

Number Exercise
of options  Vesting Expiration Ratio price
125000  01.04.2006  01.04.2007  1-for-1 CHF 20
126000  01.04.2007  01.04.2008  1-for—1 CHF 20
126 000 01.04.2008 01.04.2009 1-for—1 CHF 20

For more information on the stock option plan, please
refer to the financial reports of the Kudelski Group,
pages 45-46.

Share purchase plan

In 2004, the Kudelski Group introduced a share pur-
chase plan for the employees of certain Group com-
panies, enabling those employees to buy Kudelski SA
bearer shares on favorable terms. Each participant can
subscribe annually to this plan up to a maximum amount
of 7.7% of his/her gross annual salary.

The share purchase price is the closing price of the
Kudelski SA share listed on the SWX Swiss Exchange
on the day of subscription with up to 42% discount.
However, the shares are subject to a three year blocking
period from the date of purchase.

A chart showing employee participation in this plan for the
year 2007 can be found on pages 45-46 of the Kudelski
Group financial statements.



3. Board of Directors

The Board of Directors is the highest executive body of
the company. It has the non-transferable and inalienable
responsibilities set forth by the law and the Articles of
Incorporation. It currently consists of eight members
elected by the General Meeting of Shareholders.

The Board has elected three Committees — an Audit
Committee, a Strategy Committee and a Remuneration
and Nomination Committee — which are responsible
for specific tasks (please refer to pages 55-56 of the
present report).

Mr Stefan Kudelski has been the Honorary Chairman of
the Board of Directors since 2 May 2006.

Mr Nicolas Goetschmann, who is not a Board member,
was appointed as Corporate Secretary by the Board.

3.1 Members of the Board of Directors

Year of First End of term
birth Nationality Education election of office
André Kudelski* 1960  Swiss  Degree in Physical Engineering 1987 22.04.2008
Chairman of the Board Ecole Polytechnique Fédérale de Lausanne (EPFL)
and Chief Executive Officer (Federal Institute of Technology of Lausanne)
Claude Smadja 1945  Swiss  Degree in Political Science 1987 22.04.2008
Deputy Chairman of the Board University of Lausanne
and Lead Director
Norbert Bucher 1931  Swiss  Doctorate in Engineering (EPFL) 1992 22.04.2008
Various postgraduate studies
at the University of New York,
Harvard Business School and
IMD Lausanne
Patrick Feetisch 19833  Swiss  Doctorate in Law 1992 22.04.2008
University of Lausanne
Bar Exam
Laurent Dassault 19683  French  Degree in Corporate Law 1995 22.04.2008
Diploma of the ESLSCA -
Ecole Supérieure Libre des Sciences
Commerciales Appliquées, Paris
Pierre Lescure 1945  French  Degree in Literature 2004 22.04.2008
and Journalism
Centre de formation des journalistes, Paris
Marguerite Kudelski 1965  Swiss  Engineer diploma and - 2006 22.04.2008
Doctorate in Microtechnology
Ecole Polytechnique Fédérale de Lausanne
Executive MBA
IMD Lausanne
Alexandre Zeller 1961  Swiss  Degree in Economics 2007 22.04.2008

University of Lausanne

* André Kudelski is the only member to combine his Board duties with an executive function within the Group.
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André Kudelski

André Kudelski began his career in 1984 as a Research
& Development (R&D) engineer with Kudelski SA. In 1986,
after working for several months with a firm in Silicone
Valley, he returned to work in the family business firstly
as Pay TV Product Manager then as Director of Nagravi-
sion SA, a company in charge of the Pay TV sector.

Mr Kudelski then took over from his father Stefan Kudelski
and from 1991 became Chairman and Chief Executive
Officer of the parent company of a fast growing Group.

Current mandates

Kudelski Group:

— Nagravision SA, Chief Executive Officer

NagraCard SA, Chief Executive Officer

— Nagra plus SA, Chairman and Chief Executive Officer
— SkiData AG, member of the Supervisory Board

— OpenTV Corp., Executive Chairman

— NagraStar LLC, Co-Chairman

Other:

— Edipresse SA (Switzerland), Board member, Chairman
of the Audit Committee

— Nestlé SA (Switzerland), Board member, member of
the Audit Committee

— HSBC Private Banking Holdings SA (Switzerland),
Board member

— Dassault Systemes SA (France), Board member,
member of the Audit Committee and of the
Remuneration and Nomination Committee

— Committee of economiesuisse (Switzerland), member.

Claude Smadja

After fifteen years with Télévision Suisse Romande (TSR)
as Deputy Editor of the Information Department, Claude
Smadja joined the management of the World Economic
Forum in 1987, a position that he held until 1992. He then
returned to TSR as Director of Information until 1996,

in which year he was appointed Managing Director of the
World Economic Forum. In June 2001, Claude Smadja
set up his own strategy consultancy Smadja & Associates,
Strategic Advisory, which collaborates on strategic
issues with multinationals and government bodies and
organizes international events.

Current mandates

Kudelski Group:
— OpenTV Corp., Board member

Other:

— Edipresse SA (Switzerland), Board member, Chairman
of the Remuneration Committee

— Infosys Technologies Ltd. (United States), Independent
Director, Chairman of the Nomination Committee

— International Board of Overseers of the lllinois Institute
of Technology, member.
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Norbert Bucher

Norbert Bucher began his professional career as an
engineer with Sulzer, in Winterthour and in New York,
then moved to Syska & Hennessy Inc, Consulting Engi-
neers in New York. He then joined Philip Morris Europe
SA as Deputy Managing Director. After eleven years as
Deputy Managing Director at Interfood SA in Lausanne,
he held the position of Senior Vice President with Jacobs
Suchard in Zurich for seven years.

Current mandates

Kudelski Group:
— Nagra plus SA, Board member

Patrick Foetisch

Patrick Feetisch is an independent lawyer specialized in
contracts and finance at an international level. He acts as
legal counsel to Group companies as and when required,
employing the benefit of his in-depth knowledge of their
activities to provide assistance and legal advice.

Current mandates

Kudelski Group:

— Nagravision SA, Chairman

— NagraCard SA, Chairman

— Nagra plus SA, Board member

NagralD SA, Chairman

— SkiData AG, member of the Supervisory Board

Other:
— Renault Finance SA (Suisse), Board member

Laurent Dassault

After a thirteen-year career in the banking sector,
Laurent Dassault joined the Dassault Group in 1992 and
held important positions in subsidiaries of the group.
Today he is entrusted with approximately thirty mandates,
including those of the Dassault Group, mainly in the
financial, industrial and wine-producing sectors.

Current mandates

— Groupe Industriel Marcel Dassault SAS (France),
Vice-President (since 1992)

— Dassault Belgique Aviation SA (Belgium) (since 1992),
Chairman and Chief Executive Officer

— Dassault Systemes SA (France) (since 1992), Board
member

— Sogitec Industries SA (France) (1992), Board member

— Société de Véhicules Electriques SAS (SVE) (France),
Board member

— Immobiliere Dassault SA (France) (since 2003),
Chairman of the Supervisory Board

— Dassault Investissements Sarl (France) (since 1991),
Managing Director

— Chateau Dassault SAS (France) (since 1994),
Chairman
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— Terramaris SA (Switzerland), Board member

— Power Corporation (company incorporated
under the Canadian law on joint stock companies)
(Canada), Board member

— 21 Centrale Partners SA (France), member of the
Supervisory Board

— Generali France SA (France), Board member

— Financiére Louis Potel & Chabot SAS (France),
Board member

- Banque Privée Edmond de Rothschild Europe SA
(Luxembourg), Board member

— Fauchier Partners Management Ltd. (England),
Board member

— Catalyst Investments Il L.P. (Israel), Chairman of the
Advisory Board

— Lepercq, de Neuflize & Co. Inc. (United States),
Board member

— Association des Amis du Centre Georges Pompidou
(France), Board member

Pierre Lescure

Aside from a two-year period (1972-1974) as a television
news presenter for Antenne 2, Pierre Lescure spent the
first fifteen years of his professional career with the RTL,
RMC and Europe 1 radio stations where he held succes-
sively several positions, in particular Deputy Editor and
Director of Programs. In 1981 he returned to television
as Editor in Chief of Antenne 2. From 1984, he worked
with André Rousselet on launching the pay TV channel
Canal+, where he was appointed Director and then Chief
Executive Officer. From 1993 to 2002, he was Chairman
and Chief Executive Officer of the Canal+ Group. From
2000 to 2002 Pierre Lescure was also co-Chief Execu-
tive Officer of Vivendi-Universal. Since 2002, Pierre
Lescure has been Chairman and Chief Executive Officer
of Anna Rose Production, a company active in audiovisual
and cinematographic production as well as communication
consultancy services.

Current mandates

— Lagardere SCA (France), member of the Supervisory
Board

— Thomson SA (France), Board member, member of the
Remuneration Committee

— Havas SA (France), Board member

— Le Monde SA (France), External member of the
Supervisory Board

— Le Monde Presse SAS (France), Chairman

— SA de la rue du Louvre SA (France), Chairman of the
Supervisory Board
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Marguerite Kudelski

From 1991 to 1999, Marguerite Kudelski began her
professional career with the Laboratory of Electrome-
chanics and Electrical Machines of the EPFL and worked
in parallel as development engineer within the Nagra
Audio division of the Kudelski Group.

In 1999, she became the Head of R&D with Précel SA in
Neuchatel (at the time a Kudelski Group company) before
being appointed as CEO and Board member of the same
company in 2000, positions that she held until the end of
2002.

After completing a number of marketing and financial
analysis projects for NagralD in 2003, she took respon-
sibility for certain key projects for the Group within the
Finance Department from 2004 to 2006. Since March
2007, Marguerite Kudelski has worked as a consultant,
offering various services (business development, coun-
seling) to national and international companies.

Current mandate

Kudelski Group:
— polyright SA, Board member

Alexandre Zeller

Alexandre Zeller began his professional career in 1984
with Nestlé as a Management Auditor. Three years later
he joined Credit Suisse where he assumed various
positions in the field of loans and asset management at
the Swiss and international level, while at the same time
managing various branches. In 1999 he was appointed to
the Executive Board of Credit Suisse Private Banking.

In November 2002, Alexandre Zeller joined the Banque
Cantonale Vaudoise as Chief Executive Officer.

Current mandates

Banque Piguet & Cie SA (Switzerland), Board member

Renault Finance SA (Switzerland), Board member

— Association Suisse des Banquiers (Switzerland),
Deputy Chairman of the Board of Directors

— Union des Banques Cantonales Suisses (Switzerland),

Deputy Chairman of the Board of Directors

Fondation Geneve Place Financiére (Switzerland),

Board member

— Chambre Vaudoise du Commerce et de I'Industrie

(Switzerland), Committee member



3.2 Other activities and vested interests

Please refer to the individual CVs of Board members
under 3.1 above.

3.3 Cross-involvements

The requirements of the SWX Swiss Exchange directive
have been removed.

3.4 Election and term of office

The Board of Directors comprises a maximum of eight
members. Board members are appointed by the General
Meeting for a period of one year. The term of office ends
on the day of the Ordinary General Meeting. Members
may be re-elected.

3.5 Internal organization

The Board of Directors performs inalienable and non-
transferable duties prescribed by law (see Article 716 of
the Swiss Code of Obligations) with the support of its
three Committees: Audit, Strategy and Remuneration and
Nomination.

The internal organization of the Board of Directors is
defined in the Articles of Incorporation and the Board
Regulations. The regulations are available upon request
to the General Secretariat of the Kudelski Group.

3.5.1 Distribution of tasks within the Board of Directors

The Board of Directors constitutes itself by appointing
from within its ranks the Chairman and the Deputy Chair-
man. The functions of Chief Executive Officer and Lead
Director are allocated if the Board decides to elect a
Chief Executive Officer. Otherwise management of the
company is delegated in full to the Executive Board.

A Corporate Secretary may be appointed and chosen
from outside the Board of Directors. He or she is not a
member of the Board of Directors.
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The Chairman of the Board leads the discussions at the
General Meeting, ensures that the minutes are taken, is
in charge of protocol and directs meetings of the Board,
informs Board members of the development of business
and the half-yearly accounts, represents the company in
dealings with administrative and/or judicial authorities

subject to mandates entrusted by the Board of Directors
to a third party, to a Director or to one of its members.

The Deputy Chairman may convene a meeting of the
Board of Directors. He chairs the General Meeting in the
absence of the Chairman.

Management of the company may be delegated to the
Chief Executive Officer, unless otherwise stipulated

by law. In his management activities, the CEO acts in
accordance with directives issued by the Board of
Directors and safeguards the interests of the company.
He also presents a report to each meeting of the Board
of Directors covering the essential aspects of business
development.

In the Group's current structure, the functions of Chair-
man of the Board of Directors and Chief Executive Offi-
cer are exercised by one person. This situation guaran-
tees a rapid and fluid information and decision-making
process, enabling the company to respond operationally
and strategically at the pace required by developments in
the sectors of activity pursued by the Group. There are
mechanisms to counterbalance any potential risk result-
ing from the combination of these functions through the
institution of the office of Lead Director.

The Lead Director ensures the independence of the
Board of Directors vis-a-vis the Chairman and Chief
Executive Officer and also the management of the
company and chairs the Board of Directors in cases of
conflict of interest involving the Chairman and Chief
Executive Officer. He chairs the meeting of the Board of
Directors in situations of conflicts of interest involving
the Chairman and Chief Executive Officer. Thus the Lead
Director may convene and direct autonomously a meeting
of the independent members of the Board of Directors if
the interests of the company require independent delib-
eration. He ensures a performance appraisal process for
the Chairman of the Board of Directors and the Chief
Executive Officer.
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3.5.2 Composition, attributions and delimitation of
competencies of Board Committees

Committees are constituted by the Board of Directors
which appoints their members and chairpersons. The
Board Committees meet as often as is necessary. They
have a consultative and preparatory role vis-a-vis the
Board of Directors, to which they report on a regular
basis. Committee reports serve as the basis for decision
making by the Board of Directors.

Audit Committee

The Audit Committee consists of at least three non-
executive members of the Board of Directors. At least
one Committee member must have proven experience in
the field of accounting. All members have knowledge or

practical experience in the field of financial management.

The Audit Committee meets in principle three times a
year.

The Audit Committee may at any time request detailed
risk analyses of the Group's different sectors of activity
as well as relating to specific fields of its choice. The
Committee calls on experts outside the Board of Direc-
tors where this is deemed necessary for the successful
completion of its tasks.

The Audit Committee supervises the company'’s internal
financial reporting process and ensures its integrity,
transparency and quality. It ensures that accounting
methods comply with applicable regulations and con-
stantly updates and provides financial information to the
company.

It assesses the quality of work of external auditors and
provides appropriate recommendations to the Board of
Directors concerning renewal of the term of office of

external auditors or, where necessary, their replacement.

The Committee ensures that the recommendations of
external auditors are followed up and safeguards their
independence.

The Committee provides regular reports presenting its
recommendations to the Board of Directors concerning
the adequacy, efficiency and veracity of accounting
processes.
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Strategy Committee

The Strategy Committee is composed of a minimum of

three members of the Board of Directors, including the
Chairman and Deputy Chairman. It meets at least twice
a year.

The purpose of the Strategy Committee is to review

and define the Group strategy. It drafts strategic devel-
opment options with a view to ensuring the long-term
enhancement of the Group's competitive position and its
shareholder value. To this end, the Strategy Committee
monitors the development of markets and the Group's
competitive position, drafts future development models
and oversees the Group's development by means of
investments, disinvestments and reorganization.

To define strategic choices, the Strategy Committee
relies upon information supplied by the management,
the members of the Board of Directors and, if deemed
necessary, by external counsel.

The Strategy Committee periodically reviews the balance
between the Group's objectives, its structure and the
organization in place to achieve strategic objectives.

The Strategy Committee makes proposals to the Board
of Directors, which finally decides on strategic choices.

Remuneration and Nomination Committee

The Committee is composed of at least two non-executive
members of the Board of Directors. It meets at least
twice a year.

The Committee supervises the remuneration policy put
in place by the company. It ensures that remuneration
packages are in line with the salary levels applied in the
regions and sectors of activity where the Group operates.
Managers whose activity exerts a significant influence on
the development of business have a considerable variable
component in their remuneration.

The Chairman of the Board of Directors takes part — as
a guest — in deciding upon the remuneration of Board
members and key officers of the company, to the exclu-
sion of his own remuneration.

The Committee presents to the Board of Directors
proposals for the appointment of Board members to be
submitted to the General Meeting.

It examines, at the request of the Chief Executive Officer,
applications for management positions and may if it
wishes meet with candidates.



The Committee calls upon outside experts where
deemed necessary to support its recommendations and
decisions.

Remuneration
Audit
Committee

Strategy and Nomination

Committee Committee

Andre Kudelski
Claude Smadja
Norbert Bucher
Laurent Dassault
Patrick Feetisch
Marguerite Kudelski
Pierre Lescure
Alexandre Zeller

Chairman —_—
Member —_—

3.5.3 Working methods of the Board of Directors and its
Committees

The cooperation and allocation of competencies between
the Board of Directors and its Committees are described
in chapter 3.5.2.

The Board of Directors meets at least four times a year,
but as often as is required for the proper conduct of
business.

In 2007, the Board of Directors and its Committees met
as follows:

Board of Directors .8 times
Strategy Committee .3 times
Audit Committee ... Stimes
Remuneration and Nomination Committee 4 times

Average attendance at Board meetings exceeded 90%.
Meetings of the Board of Directors lasted between
three and seven hours. Most Committee meetings lasted
between two and three hours.
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3.6 Competencies

Please see also section 3.5.1 for details of the internal
organization of the Board of Directors and the position of
Chief Executive Officer.

Board of Directors
The Board of Directors:

- has the ultimate management of the company and
issues all necessary directives;

— determines the organization;

— determines the principles of the accounting system and
of the financial controls as well as the financial plan-
ning insofar as this is necessary for the management of
the company;

- appoints and dismisses the persons entrusted with
management and representation;

— exercises ultimate supervision of the persons entrusted
with management to ensure in particular compliance
with the law, the Articles of Incorporation, regulations
and instructions given;

- prepares the annual report, calls the General Meeting
and implements its decisions;

- takes decisions on capital calls with respect to shares
that are not fully paid up (Article 634a of the Swiss
Code of Obligations);

— takes decisions regarding the assessment of an
increase in capital and relevant changes to the Articles
of Incorporation (Articles 651 para. 4, 651a, 652a,
652g, 652h, 653g, 653h of the Swiss Code of
Obligations);

— informs the judge in the event of over-indebtedness;

— proposes decisions relating to the conversion of
shares (bearer to registered/registered to bearer) in
which case the decision must be taken by a majority of
board members representing shares A and B.

Group management

The Board of Directors has delegated full management
of the company to the Chief Executive Officer, subject
to legal imperatives and contrary provisions in the
Articles of Incorporation. The Chief Executive Officer
therefore coordinates the day-to-day operations of the
Group companies.
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3.7 Information and control instruments with respect to
Group management

Because of the nature of the industry, mechanisms for
controlling Group management and information feedback
systems are very important. The Kudelski Group has
therefore put in place information and control instruments
at different levels, which it improves on a continuous
basis: strategy, operations, finance, law, human resources
and information management.

Strategy

— The Chief Executive Officer submits a report to the
Board members prior to each meeting outlining key
aspects of business development (sales figures,
market trends, personnel) for each Group entity and
activity.

— Board members receive weekly or quarterly press
reviews concerning the Group, depending on their
relevance, or other informative documents concerning
the Group and its entities, as well as a message from
the Chief Executive Officer whenever the latter deems
this is necessary.

— At least twice a year, members of management are
invited to present their activities to members of the
Board of Directors. Members of the Board may also
ask questions directly to company managers as and
when they see fit.

— At each Board meeting, if justified by the business
situation and depending on the agenda, members of
management, Group executives or outside experts are
invited to present specific subjects to members of the
Board of Directors.

Operation and strategy

— In the Group's key sectors, ad hoc committees com-
prising a cross-disciplinary panel of internal experts
evaluate market, strategic, operational, legal and
financial risks. These ad hoc committees analyze risks,
manage processes relating to the evaluation of such
risks, propose measures and monitor their implemen-
tation. There is a committee for each division, as well
as a security committee and an innovation committee.
Information and comments arising from these commit-
tees are conveyed to the Group management during
the “Executive Board Meetings” which take place at
least once a month. The “Digital TV Executive Board
Meetings”, which take place at least once a month and
last on average four hours, also use the information
provided by the ad hoc committees and review in par-
ticular two specific and relevant topics for the Digital
TV division.
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Finance

— The Controlling entity conducts regular financial and
operational analyses intended to identify operational
and financial risks throughout the value chain of the
different activities of Group companies and proposes
and coordinates necessary improvements and correc-
tive actions. This entity also makes available a platform
of analytical services to Group management and oper-
ational departments.

— In addition, the Group is implementing the COSO
(Committee Of Sponsoring Organizations of the Tread-
way Commission) reference system. This system aims
at providing “reasonable assurance” as regards the
performance and efficiency of operations, the reliability
of financial information and reporting, and compli-
ance with laws and regulations in force. A person is in
charge of internal controls.

— Each year the Group improves the level of detail and
efficiency of its information management system,
in particular by combining financial information and
quantitative information while taking into account the
different stages in the sales process. This constantly
enhances the accuracy and across-the-board nature
of the company'’s vision of its activities. Every month,
the Business Analysis Office issues region, client and
project-specific reports, while the Controlling entity
provides entity, profit center and cost center-specific
reports to concerned persons, namely in particular
regional heads, heads of affiliated companies and the
Chief Financial Officer.

Law

— Increasingly close involvement of the Legal Depart-
ment in the Group's different fields of activity and in
decision making contributes to improving legal risk
management.

Human Resources

— The Human Resources Department has implemented a
Performance Development System (PDS) which seeks
to ensure coordination between employee management
programs and business needs. It includes performance
assessment and individual career development based
on the company’s needs.

Information Management

— The Corporate IT department has developed and
implemented a series of policies and procedures con-
cerning IT security (for the use of computer systems,
data protection and back-up, etc).



4. Group management

4.1 Group executive management members*

Date
of birth Nationality Position Education
André Kudelski 1960  Swiss  Chairman and Chief Degree in Physical
Executive Officer (CEO) _Engineering o
of the Group Ecole Polytechnique Fédérale
~de Lausanne (EPFL) o
(Federal Institute of Technology
~of Lausanne)
Pierre Roy o 1962  Swiss  Director of Operations Degree in Business
Executive Vice President (COO), Digital TV “Management o
of the GVI‘QVUp Hautes Etudes Commerciales
(HEQC) de I'Université
~de Lausanne
Charles Egli o 1948  Swiss  Chief Executive Officer _ETS Engineer
Executive Vice President (CEO), Nagra Public _in Electronics o
of the Group Access AG _Ecole Technique Supérieure
~de Lausanne (or today Hautes
~Etudes Spécialisées)
Adrienne Corboud Fumagalli 1968  Swiss/  Business Development Doctor of Economic
Executive Vice President ltalian “and Social Science
of the GVI‘QVUp ~University of Fribourg
Mauro Saladini o 1966  Swiss  Chief Financial Officer “ETHZ Electrical Engineer
Executive Vice President (CFO) ~Ecole Polytechnique
of the Group _Fédérale de Zurich o
(Federal Institute of Technology
~of Zurich)
MBA
INSEAD (France)
Lucien Gani 1948  Swiss  General Counsel Doctorate in Law
Head of Group "HEC Degree
LegalrrAffairs ~University of Lausanne
~Bar Exam
John Burke o 1968  lIrish Head of Group Degree in Economics
Senior Vice President Human Resources ~MBA (Hons)
~Trinity College (Dublin)
Nicolas Goetschmann 1960  Swiss  Corporate Secretary Degree in Economics

Head of Group
Administration

~University of Fribourg

* Alan Guggenheim was Executive Vice President of the Group and CEO of NagraStar LLC until 15 March 2007.

58

Kudelski Group

Corporate Governance




André Kudelski Pierre Roy Charles Egli Adrienne Corboud Fumagalli

Mauro Saladini Lucien Gani John Burke Nicolas Goetschmann

59



André Kudelski
Please see section 3.1.

Pierre Roy

Pierre Roy began his professional career with Procter

& Gamble as a Financial Analyst in 1975. Following this
early experience, he joined IBM in 1977 as a Sales
Engineer. In 1979, he began his international career with
Digital Equipment Corporation where he fulfilled

various management positions at the European head-
quarters in Geneva and also abroad, in the Finance and
Administration, Marketing and Business Management
departments.

He joined Kudelski SA in 1992 as Managing Director of
Nagra Audio, Business Development Director of Nagra-
vision and Managing Director of Précel (at the time a
Kudelski Group company).

In 1999 he started his own corporate consultancy firm
working in the telecommunications sector while
continuing to collaborate on strategic projects for
Nagravision. In 2003, he was appointed Chief Operating
Officer for the Digital Television sector of the Kudelski
Group and Executive Vice President.

Mandates with main operational companies held by
Kudelski SA:

OpenTV Corp., Board member

— Nagravision SA, Board member, Managing Director
NagraCard SA, Board member, Managing Director
NagralD SA, Board member

Nagra Trading SA, Board member

SmarDTV SA, Board member

Governing bodies

Quative Ltd., Board member

Nagra Thomson Licensing SA, Chairman
Nagra USA, Inc., Board member

— Nagravision Asia Pte Ltd., Board member

Charles Egli

Charles Egli worked at Studer Revox in Zurich as a
Development Engineer then as Project Manager until
1989, when he joined Nagravision as Project Manager.
In 1992, he was appointed as Chief Operating Officer
of Kudelski SA then, in January 2003, Chief Executive
Officer of Nagra Public Access AG and Executive Vice
President of the Kudelski Group. He has also occupied
the post of Chief Executive Officer of SkiData AG since
September 2004.

Mandates with main operational companies held by

Kudelski SA:

— Nagra Public Access AG, Chief Executive Officer

— SkiData AG, Chief Executive Officer and Chairman of
the Supervisory Board

- NagraCard SA, Board member

NagralD SA, Board member

- Nagravision SA, Board member

polyright SA, Vice President

Nagra plus SA, Managing Director

Adrienne Corboud Fumagalli

Adrienne Corboud Fumagalli was a researcher, teacher
and consultant in the field of media and information
technology policy with a variety of institutions (University
of Fribourg, DAMS Bologna, CNRS Paris, McGill
University, Montreal) for several years.

Board of Directors

A. Kudelski

Group Chief Executive Officer

N. Goetschmann
Corporate

Secretary
Head of Group
Administration

| { {

{ { |

P. Roy Ch. Egli A. Corboud
Executive VP Executive VP Fumagalli
Executive VP
COO DTV CEO Nagra Business
Public Access Development

M. Saladini J. Burke L. Gani

Executive VP Senior VP General Counsel

Group CFO Head of Group Head of Group

HR Legal affairs
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In 1996 she joined the PTT in the management team of
Radiocom (Radio.TV, Mobile) in charge of New Business
Development and the international market. The PTT then
became Swisscom, and Adrienne Corboud Fumagalli
held various positions, particularly in the development of
multimedia activities from 1997 to 2000. She then
became Director of Product Marketing in Radio Broad-
casting Services. In November 2000, she joined the
Kudelski Group as Corporate Secretary. In January 2004,
she was appointed Executive Vice President in charge of
Business Development.

As head of Business Development, she manages a
number of company or asset acquisition projects. As
part of internal development projects, Adrienne Corboud
Fumagalli has handled as from 2005, the launch and
management of the Mobile TV activity, and of the Abilis
startup company.

Mandates with main operational companies held by
Kudelski SA:

— Nagravision SA, Managing Director

— Abilis Systems Sarl, Managing Director

— NagralD SA, Board member, Corporate Secretary
— SmarDTV SA, Board member

Mauro Saladini

After five years as a financial services consultant with
Accenture, Mauro Saladini joined Thema Consulting,
where he set up the Zurich subsidiary and took respon-
sibility for cash flow and risk management activities.
From 1997, he joined McKinsey & Co where he became
a partner in 2001. He worked in particular on corporate
finance and strategy projects relating to various indus-
tries, particularly the media and telecommunications.

In addition, Mauro Saladini was in charge of the Swiss
Media Practice and joint-head of the European Media
Practice. He has been the Chief Financial Officer and
Executive Vice President of the Kudelski Group since
1st February 2003.

Mandates with main operational companies held by
Kudelski SA:

— OpenTV Corp., Board member

— SkiData AG, member of the Supervisory Board

Other:
— Airesis SA (Suisse), Board member
— Newave Energy Holding SA (Suisse), Board member

Lucien Gani

Lucien Gani began his professional career in 1972 as a
lawyer with the Federal Tax Administration then occupied
the post of Deputy Director with the Compagnie Vaudoise
d'Electricité in Lausanne, where he remained from 1974
until 1976. Between 1977 and 1983, he was a trader
with the company La Commerciale SA in Lausanne.

From 1984, he wrote his doctoral thesis in law and
started his Bar practice training in 1987. Since 1990, he
has worked as an independent lawyer with a law firm in
Lausanne. He joined the Kudelski Group in January 2006
as Head of Legal Affairs.
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Previously, he acted as counsel for several years as an
independent lawyer in the drafting and negotiation of
strategic contracts for the Kudelski Group.

Mandates with main operational companies held by
Kudelski SA:

— OpenTV Corp., Board member

— SmarDTV SA, Chairman

- Nagra Trading SA, Chairman

NagralD SA, Board member

— Nagravision SA, Board member

NagraCard SA, Board member

John Burke

John Burke began his professional career in marketing
with Procter & Gamble International in Geneva in 1977.
From 1982, he was appointed Group Marketing Manager
with various Group subsidiaries, particularly in Geneva,
Athens, Cincinnati and Madrid. In 1986, he joined Roto-
Vision SA as Sales Director. He then joined the IUCN
(World Conservation Union) in 1991 as Director of
Communications and Public Relations.

In 1996, he joined Novartis Consumer Health, initially as
Head of Human Resources and Communication. He was
then appointed Head of the Medical Nutrition division
and a member of the Executive Committee, before being
promoted to worldwide Head of the Nutrition division. In
2001, John Burke joined the Geneva-based International
Federation of Red Cross and Red Crescent Societies as
Director of Support Services and in 2004 was appointed
Chief Administrative Officer of the Global Fund to Fight
Aids, TB and Malaria, where he remained until he joined
the Kudelski Group on 1%t June 2006.

Mandates with main operational companies held by
Kudelski SA:

- Nagravision SA, Managing Director

— NagraCard SA, Managing Director

— NagralD SA, Managing Director

Nicolas Geetschmann

From 1986 to 1989, Nicolas Goetschmann was a Private
Client Executive with Credit Suisse in Geneva before
becoming a Fund Manager with Kestrel SA in Neuchatel.
In 1990, he joined the Kudelski Group as Director of
Finance and Administration. Since 2004, he has been
the Corporate Secretary of the Kudelski Group as well
as Director of Group Administration.

Mandates with main operational companies held by
Kudelski SA:

— Nagravision SA, Managing Director

- NagraCard SA, Managing Director

Nagra Trading SA, Managing Director

— Nagra Public Access AG, Managing Director
Nagra USA Inc., Board member



4.2 Other activities and vested interests

Please refer to the individual CVs of members of the
Group management under 4.1 above.

4.3 Management contracts

There were no management contracts in place at
Kudelski SA on 31 December 2007.

62 Kudelski Group

5. Remuneration, shareholdings and loans

5.1 Content and method of determining remuneration
and shareholding programs

The Remuneration and Nomination Committee monitors
and approves the remuneration policy established by
the company. It proposes to the Board of Directors for
approval the remuneration of members of the Board

of Directors as well as members of Group management
(see section 3.5.2 Remuneration and Nomination
Committee).

Generally, the remuneration policy in the Kudelski Group
is based on the performance of business units and
persons individually throughout the course of the year.

The Financial Statements show details on pages 49
and 50 of remuneration paid to members of the Board
of Directors and management as stipulated by Article
663bP’s of the Swiss Code of Obligations.

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 costs and other expenses incurred in
connection with the performance of their duties. This
remuneration is paid in cash. Options are attributed to
them according to distribution criteria determined by the
Remuneration and Nomination Committee at the time
such options are granted to eligible company staff.

If specific tasks or services not within the usual scope
of activities of the Board of Directors of Kudelski SA or
a Group company are assigned to Board members, the
services rendered are remunerated on the basis of fees,
the rate of which correspond to the market rate for the
same type of services.

Members of Group management

The global annual remuneration of members of Group
Management includes a salary and a variable element
based on individual performance, the attainment of
Group objectives, Group performance, and the attain-
ment of objectives set for individuals.

The salary consists of remuneration in cash, a number
of shares and payment in kind, including for example
payment of the health insurance premium. Methods

of payment of the variable element are decided by the
Remuneration and Nomination Committee and payment
may be made in cash and/or in the form of Kudelski SA
bearer shares, in particular as per the share price.
Interested parties also have the possibility of taking
part in the share purchase plan introduced in 2004, in
accordance with the said plan.

Corporate Governance



6. Shareholder participation

The provisions of the Articles of Incorporation governing
the participation rights of shareholders are in compliance
with the law as set out in the Swiss Code of Obligations.
The Articles of Incorporation of Kudelski SA may be con-
sulted on the Kudelski Group web site via the following
link:

www.nagra.com/ar/statuts_Kudelski.pdf.

6.1 Voting rights and representation restrictions

In accordance with the Articles of Incorporation of
Kudelski SA, there are no restrictions 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 Convening of the General Meeting of Shareholders

The rules in the Articles of Incorporation on calling the
General Meeting of Shareholders are in accordance with
applicable legal provisions. The General Meeting of
Shareholders must be called at least twenty days before
the date of the meeting. The notice of the General Meeting
is published in the Swiss Official Gazette of Commerce.

6.4 Agenda
Items on the agenda are mentioned in the notice.

Regarding rules for adding items to the agenda, the
Articles of Incorporation of Kudelski SA do not contain
provisions that differ from the Swiss Code of Obliga-
tions, namely Article 699, “Shareholders who represent
shares totaling a nominal value of CHF 1 million* may
request that an item be included in the agenda. The
calling and the inclusion of an item on the agenda must
be requested in writing listing the items and motions”.

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

6.5 Registrations in the share register
Kudelski SA shares that can be traded on the SWX

Swiss Exchange are bearer shares; consequently there
is no register of shareholders for this category of shares.
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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 opting-up
in its Articles of Incorporation. Thus the provisions
regarding the 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.



8. Auditors

8.1 Duration of the mandate and term of office of the lead
auditor

The auditors of Kudelski SA are PricewaterhouseCoopers
SA (Lausanne). Some companies affiliated to the Group
are audited by other auditors. The auditors were re-
appointed by the General Meeting of Shareholders of
Kudelski SA of 24 May 2007 for a statutory period of one
year. The PricewaterhouseCoopers SA mandate began

in 1985. It has been under the responsibility of Mr Felix
Roth since 1 January 2003.

8.2 Auditing fees

The Kudelski Group paid PricewaterhouseCoopers
for auditing services for the year 2007 the sum of
CHF 969400.

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 country, performed
by PricewaterhouseCoopers. In addition, some audit
assignments were entrusted to other auditors.

8.3 Additional fees

The Kudelski Group paid PricewaterhouseCoopers
for additional services for the year 2007 the sum of
CHF 178000.

Additional services mean in particular services such as
the auditing of occasional transactions, the implementa-
tion of new or modified accounting methods and other
services such as advice on mergers, acquisitions and
sales of companies. They also include services related to
the monitoring of international laws on corporations as
well as advice concerning tax and risk management.

8.4 Monitoring and control instruments pertaining to the
audit

The aim of the Audit Committee of the Board of Directors
is to provide effective and regular supervision of the
company'’s financial reporting processes 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 auditors of the Kudelski Group,
including the partner in charge of the Group's audit, are
regularly invited to take part in meetings of the Audit
Committee as external participants. This year they were
invited to three meetings of the Audit Committee.

For more information on the Audit Committee, please
refer to points 3.5.2 and 3.5.83 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 SWX
Swiss Exchange regulations concerning factual publicity
and are available on the Group's website simultaneously
with their publication. A link on the home page of the
Group’s web site allows direct access to press releases.
The Group communicates as often as necessary in this
manner. Press releases are generally published in French
and in English. In certain specific cases a German ver-
sion is also provided. They are available in these different
languages on the website. Persons wishing to receive
Kudelski Group press releases may subscribe to a mailing
list using a form available on the Kudelski Group website.

Financial results are presented to investors and financial
analysts during a press conference held twice a year.
Persons invited also have the possibility of following the
conference by phone.

The Group's website is a permanently updated source
of information. The Investor Relations section contains
in particular a list of the principal dates of the corporate
calendar (publication of results, General Meeting and
presence at major trade shows) as well as the Group's
main publications (annual report, half-year report).
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Internet links

Group website
www.nagra.com

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

Important 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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Kudelski Group companies
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Digital television

Nagravision
Integrated software security solutions for digital television
operators and content providers.

NAGRA\/SON

Nagra France
Integrated conditional access solution for digital televi-
sion. MediaGuard competence center.

H B H N T FRANCE

NagraStar

Conditional access and smart cards used by EchoStar’s
DISH Network American satellite system and companies
affiliated to EchoStar. Joint-venture with EchoStar (US).

OpenTV

Middleware solutions enabling advanced digital television
services including interactive television as well as inte-
ractive and addressable advertising. Part of the Kudelski
Group since early 2007.

pen

Nagra Plus

Security systems for analog pay television. Innovative
concepts developed in cooperation with Canal+.
Joint-venture with Canal+ (F).

NAGRAT=|

SmarDTV
Removable Conditional Access Modules (CAM) for
digital TV access on digital devices.

SMAREBDTV

NagraCard
Smart card security technology for digital television and
other applications such as physical access.

Nagr@rd



Quative
Last generation turnkey IPTV platform including content
protection, management and distribution.

() QUATIVE

Kudelski Group

Abilis Systems

Integrated circuits for digital television, wireless com-
munications and mobile phones. Competence center for
mixed digital/analog integrated circuits.

Albilis

S Y s T EwMs

NagralD
Development and production of modules and smart cards
for contact and contactless identification systems.

nggra@)

'SWISS COMPETENCE IN IDENTIFICATION

Nagra Trading
Management of the Kudelski Group's set-top box activity.

V2@V TRADNG

Leman consulting
Patent and intellectual property management.

. LEMAN CONSULTING S.A.
Intellectual Property Rights
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Public Access

SkiData

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

SKIDATA

KUDELSKI GROUP

polyright

Open-ended rights and services management solutions
for hospitals, universities and corporations. Joint-venture
with the Securitas group.

polyright gg

Audio

Nagra Audio
Portable digital recorders for professionals; products in
the high-end Hi-Fi sector.



Historical overview
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1951

Creation of the company by Stefan Kudelski and launch
of the first portable recorder, the Nagra I.

1958
Release of the Nagra Ill; the legendary cinema recorder.

1986
The company is listed on the stock market.

1989
Canal+ adopts Kudelski's access control system for pay
television.

1991
André Kudelski succeeds Stefan Kudelski as Chairman
and Chief Executive Officer of the Kudelski Group.

First million analog decoders sold. Conditional access
television systems become Kudelski's core business.

1992
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 in the North
American market.

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

1997
Digital pay television becomes the company’s core
business.

Nagra audio launches a range of high-end Hi-Fi products.
1998
Creation of NagraStar, a joint-venture with EchoStar, and

of NagraCard.

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

1999
The company becomes a holding company.

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



2000
Investment in polyright.
Capital increase and second indirect split (10+2).

2001

The Group makes several acquisitions in the public
access sector (SkiData, Ticketcorner) and in digital
television (Lysis, Livewire).

The Kudelski share is split by 10.

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

2002

After a ten-year period of uninterrupted growth, the
Kudelski Group suffers from the impact of the crisis in
the television market, particularly in Europe, and of
unfavorable developments in the foreign exchange mar-
kets. The company carries out an in-depth review of its
structure.

Creation of the holding company Nagra Public Access
(includign SkiData, polyrigh and Ticketcorner).

2003
Recovery of the digital television market.

Acquisition of the MediaGuard product line from Canal+
Technologies and creation of Nagra France.

2004

The Group publishes record results, tripling its digital TV
revenues in Europe and almost doubling them in America.

2005

Early redemption of the USD 325 million convertible
bond and issuance of a new convertible bond of CHF
350 million.

Creation of Quative (IPTV sector).

New Nagra Public Access structure; the entity is
profitable again.

Sale of the majority stake of Ticketcorner.

Success of the new Nagra PMA pyramidal amplifier.
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2006
The Group publishes record financial results.

Strategic investments for the development of the Digital
TV ecosystem.

Acquisition of the Digital TV activity of SCM Microsys-
tems resulting in the creation of SmarDTV.

Intensified Research & Development effort with a focus
on content protection, IPTV and Mobile TV.

First mass deployments of the Nagra Mobile solutions
enabling access to TV content on mobile phones.

2007
The Group becomes a leader in middleware and
interactivity for digital television with the acquistion of

a controlling interest in OpenTV.

Massive consumer acceptance of new solutions such as
IPTV and Mobile TV.

Launch of new families of security solutions.
Excellent results for Nagra Public Access.

Success of the Nagra CD player.



Kudelski Group Digital TV

headquarters

Nagravision SA
Holding 22-24, route de Genéve
Kudelski SA PO Box 134
22-24, route de Genéve 1033 Cheseaux
PO Box 134 Switzerland
1033 Cheseaux Tel. +41 21 732 01 01
Switzerland Fax +41 21 732 01 00
Tel. +41 21 732 01 01 nagravision@nagra.com
Fax +41 21 732 01 00 www.nagravision.com

info@nagra.com
www.nagra.com
Nagra France SAS
28, rue du Colonel Pierre Avia
75015 Paris
France
Tel. +33 1 70 71 60 00
Fax +33 170 71 62 66
info@nagra.fr
www.nagra.fr

Offices
Spain, ltaly

Nagravision GmbH
AddreSSGS Oskar-Messter-Strasse 29

85737 Ismaning/Minchen

Germany

Tel. +49 89 962 896 0

Fax +49 89 962 896 99

nagravision.germany@nagra.com

Nagra Kudelski (GB) Ltd
1t Floor Knightway House
Park Street

Bagshot

Surrey GU19 5AQ
England

UK

Tel. + 44 (0)1276 455 860
Fax + 44 (0)1276 479 605

Nagravision Asia Pte Ltd

8, Shenton Way, #34-02
Singapore 068811
Singapore

Tel. + 65 6829 0800

Fax + 65 6829 0801
nagravision.asia@nagra.com

Offices
Shanghai, Beijing, Hong Kong
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Nagra USA Inc.

841, Apollo Street

Suite 300

El Segundo, CA 90245
United States of America
Tel. +1 310 335 5225

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

Offices
USA (Atlanta), Brazil

NagraStar, LLC.

90, Inverness Circle East
Englewood, CO 80112
United States of America
Tel. + 1 303 706 5700
Fax +1 303 706 5719
info@nagrastar.com

OpenTV, Corp.

275, Sacramento Street
San Francisco, CA 94111
United States of America
Tel. +1 415 962 5000
Fax +1 415 962 5300
www.opentv.com

Offices

USA, United Kingdom,
France, Israel, China,
Japan, Australia, Singapore

Nagra Plus SA

22-24, route de Genéve
PO Box 134

1033 Cheseaux
Switzerland

Tel. +41 21 732 01 01
Fax +41 21 732 01 00
nagraplus@nagra.com
www.nagraplus.com

NagraCard SA

22-24, route de Geneéve
PO Box 134

1033 Cheseaux
Switzerland

Tel. +41 21 732 05 60
Fax +41 21 732 05 61
nagracard@nagra.com
www.nagracard.com
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Quative Ltd.

8, The Square
Stockley Park
Uxbridge UB11 1FW
United Kingdom

Tel. +44 208 610 6000
Fax +44 208 610 6076
info@quative.tv
www.quative.tv

NagralD SA

Le Crét-du-Locle 10

PO Box 1161

2301 La Chaux-de-Fonds
Switzerland

Tel. + 41 32 924 04 04
Fax +41 32 924 04 00
info@nagralD.com
www.nagralD.com

Abilis Systems Sarl

18, Chemin des Aulx
1228 Plan-Les-Ouates/
Genéve

Switzerland

Tel. +41 22 706 19 30
Fax +41 22 706 19 49
info@abilis.com
www.abilis.com

SmarDTV SA

22-24, route de Geneve
PO Box 134

1033 Cheseaux
Switzerland

Tel. +41 21 732 04 04
Fax +41 21 732 04 15
info@smardtv.com
www.smardtv.com

Offices
France, Germany,
Singapore

Nagra Trading SA
22-24, route de Genéve
PO Box 134

1033 Cheseaux
Switzerland

Tel. +41 21 732 01 01
Fax +41 21 732 01 00
info@nagra.com

Nagra-Thomson Licensing SA
46, quai Alphonse-Le-Gallo
92100 Boulogne-Billancourt

France
Tel. +33 1 4186 6859
Fax +33 1 4186 5638

Public Access

Holding

Nagra Public Access AG
Baarerstrasse 43

6304 Zug

Switzerland
info-npa@nagra.com

Headquarters

SkiData AG
Untersbergstrasse 40
5083 Grodig/Salzburg
Austria

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

Offices

Switzerland, France,
Germany, ltaly,
Belgium, Spain,

The Netherlands,
Sweden, USA, Japan,
United Arab Emirates

polyright SA

10, rue de I'Industrie
PO Box 1146

1951 Sion
Switzerland

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

Audio

Nagra audio
Nagravision SA

22-24, route de Geneve
PO Box 134

1033 Cheseaux
Switzerland

Tel. +41 21 732 01 01
Fax +41 21 732 02 12
www.nagraaudio.com

Offices
France, United Kingdom,
USA

Other

Leman Consulting SA
31, chemin de Précossy
1260 Nyon

Switzerland

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

This report contains forward-looking statements, inclu-
ding, but not limited to, statements that are predications
of or indicate future events, trends, plans or objectives.
These statements are subject to known and unknown
risks and uncertainties and could be affected by other
factors that could cause actual results, plans and objec-
tives to differ materially from those expressed or implied
in the forward-looking statements. Potential risks and
uncertainties include such factors as general economic
conditions, performance of financial market, competitive
factors and changes in laws and regulations.
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