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1 Orange healthcare - 9 months after launch

our addressable market is attractive and growing fast

we have a unique position to capture growth opportunities
in Europe

we created a new operating model to capture value

our strategy is expected to deliver…
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9 months after launch
Orange healthcare

1
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Orange healthcare - 9 months after launch1

significant existing product lines
(e.g. Almerys on-line billing solution
for private payors)

– around €70m of revenues

launch of a full range of innovative solutions 
consistent with market segments

a focused team with medical expertise and 
multidisciplinary capabilities

engaging European wide deployment 
(e.g. UK, Spain, Poland, Romania) based on 
replicable offers

positioning image in health sector
by building external awareness

Columba GSM-GPS 
bracelet for Alzheimer 

patients

A través de su división “Orange 
Healthcare”, se le 
proporcionará la tecnología 
necesaria para la 
monitorización de la salud de 
Iosu Feijoo, diabético insulino 
dependiente Tipo I

Orange Spain press release
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our addressable market
is attractive and 
growing fast

2
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demand for improvement and productivity is strong
in healthcare due to ageing population and growing
spending in OECD countries 

healthcare spending in OECD (€ billion)

3,800

3,600

3,440

3,300

2007 2008 2009 2010

source: OECD 2007, EU commission 2007, Espicom 2007 

health expenditure: 9-11% of GDP in Western 
Europe with 4-5% annual growth (faster than 

EU economic growth)

ICT 
leverage

+4-5 %
per year

2

improved coordination 
between players

treatment observance

increased efficiency

objective

help contain health 
spending through
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3 mega trends structure our market which 
extends beyond traditional IT healthcare sector*

IPSOS survey 2007

2
25% population over 60 by 2010 in Europe
20 million dependants by 2010 in Europebetter living for elderly1

NHS transformation (~£13 billion over 10 years)
€270 billion plan for Eastern Europe modernization

connecting healthcare players 
- hospitals
- physicians3

skyrocketing cost 
of  managing 
chronic diseases

2 diabetes ($44 billion/year in the US)
cardiovascular diseases (€170bn/year in Europe)

* mainly hospital IS spending (source: OMS) 
** professional and general public

top 3 issues selected by respondents**
– long term illness (chronic disease)
– lack of professionals
– autonomy of dependent/elderly people

main ICT usages in health 
– emergencies
– home stay / home discharge 
– chronic illness / Alzheimer diseases

88

we identified 4 types of go-to-market approach 
for which a telco is legitimate

patients
(B to B to C / B to C)

small professionals
(B to B Pro)

large providers
and payers (B to B)

large projects

chronic disease 
remote monitoring 
(CDRM)

2

home care /
discharge

3

services to
healthcare 
professionals

4remote 
assistance
for non medical 
purposes

1

remote 
consultation
and diagnosis

5

services to 
hospitals

6

solutions to payers
and insurers
(public and private)

7

solutions to 
pharmaceutical 
labs

8

remote medical 
operations

9

state-supported 
investment 
initiatives

10

European 
structural funds for 
Eastern Europe 
health IT 
development

11

e-health initiatives
at European level

12

- Alzheimer bracelet
- fil Orange

2

- hypertension
- diabetes
- heart/kidney failures
- dialysis monitoring

- home hospital     
discharge

- home support

- secured email and 
file transmission

- e-booking
- remote medical 

imaging

- connected hospital
- connected    

emergency

- private payer 
payment 

- e-payment solutions
- electronic 
- vaccination book

- electronic health 
records

- hospital 
modernization plan

- Romanian health IT 
project

- e-inclusion program
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growth potential and market sizing by segment by 2010
European e-health market* (€ million)

patients
(B to B to C / B to C)

small professionals
(B to B Pro)

large providers
and payers (B to B) large projects
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chronic disease
remote monitoring2

home care/ 
discharge3

remote assistance
for non medical
purposes

1

services
to healthcare
professionals

4

remote 
consultation
and diagnosis

5

services to hospitals6

solutions
to pharmaceutical
labs

8

solutions to payers
(public and private)7

remote medical
operations9

state-supported
investment initiatives10

European structural 
funds for Eastern 
Europe health IT
development

11

e-health initiatives
at European level

12

* Orange European footprint
source: France Telecom market study, 2007

2007 2010

900
2,050

2007 2010

1,050
2,000

2007 2010 2007 2010

550 1,200

CAGR 
2007-10

~30% ~25% ~30%~10%

550 750

2
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develop the flow management within 
the extended hospital system for

this fast growing market is addressable by telcos (1/2)
driver 1 – connecting players, intermediation and flow 
management

source: extract from EU commission presentation, October 23, 2007

efficiency of healthcare delivery
– optimize the flow of medical 

information

hospitality
– improve wellness of patients

resource optimization
– optimize financial and human 

resources

make day-to-day work easier
for healthcare professionals

modular architecture that can be 
replicated

2
link the healthcare institutions and provide 
applications to health professionals
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this fast growing market is addressable by telcos (2/2)
driver 2 - proliferation of communicating devices/handsets

patient

patient relationship 
management

patient 
administration

back-office 
administration

clinical care 
management

broadband
access
and newest
applications

medical care 
(at home or 
in hospital)

medical records
and electronic
payments

healthcare and support for 
seniors

remote monitoring and follow-up

multimedia
access
for patients

2

electronic 
patient records

patient 
accounting

1212

telcos have a unique addressable market along 
e-health value chain

market addressable
by telcos

market addressable
by IT outsourcing

market addressable
by software developers

market addressable
by insurers

market addressable
by health providers

business process 
outsourcing

data integration

data interpretation

data storage

communication devices

distribution

supply chain

billing

medical services delivery

connectivity intermediation

2



7

we have a unique position 
to capture growth 
opportunities in Europe

3

1414

Orange healthcare is confident in its ability
to capture profitable growth in the sector

…to an integrated network from "one use = one network"…

IS, business
applications

video surveillance 
system

telephony

domotic

TV diffusion 

billing

information systems,
business applications

video surveillance 
system

+ added services

billing

TV diffusion 

domotic

telephony

3

France Telecom-Orange has key assets
– Orange brand uniquely positioned

across all segments
– communication networks used

by healthcare players
– adjacent technologies
– integration capabilities
– partnership track records
– R&D work force: usage analysis

& product development

France Telecom-Orange will circulate its 
solutions and brand across 

– the whole healthcare community
– its European footprint

France Telecom-Orange will benefit 
from customer win-backs and data 
traffic increase
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Orange
footprint 

UK

France

Poland

Slovakia

Romania
Moldova

Belgium

Switzerland

Luxembourg

France Telecom-Orange will leverage its fixed and mobile 
networks to offer services to healthcare professionals across 
Europe

initial development in France (120,000 
healthcare professionals)

export to hospitals abroad (e.g. Spain, 
Romania)

expansion into other Western European 
countries where: 
– we control a portion of the network
– we have existing IT resources
– we have a strong brand image

creation of specific teams
to address Eastern Europe 
– special EU funds to modernize 

healthcare IT infrastructure

Spain

driver 1
connecting 
players, 
intermediation

driver 2 
proliferation of 
communicating 
devices

market
drivers

3
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integration capacity

2007 2010

France Telecom-Orange can mobilize a wide range
of world-class IT capabilities, including integration

Orange healthcare is the link between healthcare professionals and patients

high level
of technology
and security

(Almerys)

innovation / R&D
(innovacom)

integration
(Silicomp)

IT 
consulting & 

change 
management

(Orange 
Business 

Service)

alliance
and

partnerships

European
internationalization

network
(Neocles, 
Diwan)

leasing
(FT lease)

3

European healthcare 
major player…

France…
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Orange healthcare has strong track records in 
leveraging both internal and external capabilities 
through partnerships

*
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internal with partners

product development

online 
vaccination 
book

chronic disease 
remote 
management

calendanet
(e-booking)

medpassport 
diabetes

go
-t

o-
m

ar
ke

t

on-the-Spot 
remote 
assistance

Columba GSM-
GPS bracelet

worldwide partnerships

we created a new operating 
model to capture value

4
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Orange healthcare revenues by segment (%)Orange healthcare revenues by segment (%)

Orange healthcare revenues by geography (%)Orange healthcare revenues by geography (%)

100 France

7

93
large providers 
and payers 

(B to B)

small professionals

(B to B pro)

France Telecom-Orange on track to deliver significant revenue 
uptake by 2010 through the roll-out of new business models
in healthcare

France75
Western Europe

15

Eastern Europe
10

33

19
20

28

large providers 
and payers

(B to B)

large projects

small 
professionals

(B to B pro)

patients

(B to B to C / B to C)

4

Orange healthcare will target patients (B to B to C / B to C), large providers/payers       
(B to B) and 1-3 large projects in Europe over 2008-2010

from 2007 (around €70 M group revenues)… …to  2010 (around €500M target revenues)

2020

one example of business model transformation to capture 
growth in healthcare – “on-the-spot remote assistance”

end users

– elderly

– disabled

– pregnant 
women

needs

– feeling of 
security, 
peace of 
mind for the 
user and 
family

– remaining 
independent 
and mobile

– limiting 
gravity
of accidents

direct billing

– subscription 
fee per capita

– sold directly in 
Orange retail 
shops or 
through 
insurance 
company 
partner

win-backs

– data traffic
– mobile line

financing sources

– insurance 
companies 

– family relatives
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4
new business modeldemand new revenues

Packaging Distribution 
Uptake

Customer 
training Billing After-sales 

services
Branding  
Promotion

“SaP”
plate-form

Service 
provider

Insurer 
call center

Emergency 
aids

packaging distribution 
uptake

customer 
training billing

after-sales
services

branding  
promotion

“SaP”
plate-form

service 
provider

insurer 
call center

emergency 
aids

*

« SaP »: services à la personne (patient service provider)
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large
projects

patients

small
professionals

large 
providers

Orange healthcare product roadmap 2007-2008

connected 
hospital 

2007 2008

connected 
emergency

online 
vaccination 
notebook

electronic 
health record

3D medical  
desktop

Columba

disease 
management 

diabetes

remote 
assistance

home
care

disease
management

e-booking
on-line 

services 
for doctors

on progress
tele anatomo-

pathology

4

note: not exhaustive

our strategy is expected 
to deliver…

5
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wrap-up on Orange healthcare vision

we are confident in the market 
growth opportunities

we have a structured strategy 
and a segmented approach

we started to roll-out initiatives 
and execute

by 2010, our new business models 
will be implemented and growth 

delivery will be there

5

2007 2010

addressable market

Orange healthcare revenues

~3,000

~6,000

~500

~70

€ million

we cranked the machine during the last 9 
months, on track to deliver our objective 
of ~€500m of revenues by 2010


