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cautionary statement

- this presentation contains forward-looking statements about France Telecom's future
business performance. although France Telecom believes these statements
are based on reasonable assumptions, these forward-looking statements are subject
to numerous risks and uncertainties, including matters not yet known to us or not
currently considered material by us, and there can be no assurance that anticipated
events will occur or that the objectives set out will actually be achieved. important
factors that could cause actual results to differ materially from the results anticipated
in the forward-looking statements include, among others, overall trends
in the economy in general and in France Telecom’s markets, the effectiveness
of the integrated operator strategy including the success and market acceptance
of the Orange brand and other strategic, operating and financial initiatives, France
Telecom’s ability to adapt to the ongoing transformation of the telecommunications
industry, regulatory developments and constraints, as well as the outcome of legal
proceedings and the risks and uncertainties related to international operations
and exchange rate fluctuations.

- more detailed information on the potential risks that could affect France Telecom's
financial results can be found in the Registration Document filed with the French
Autorité des Marchés Financiers and in the Form 20-F filed with the U.S. Securities
and Exchange Commission. except to the extent required by law, France Telecom
does not undertake any obligation to update forward-looking statements.




key messages

"| we have a solid and strong base to start the next chapter
of our journey

2 maintain our gains in challenging economic times and surf
on the next growth wave: real-time business & M2M

8 estimated evolution of our revenue mix and a continued
improvement of our cost structure

‘ a consistent strategy towards leadership in Network
Related Services

focus Orange Business Services’ transformation to the next frontier: real-time business

= real-time business

— business processes f busi
next wave — real-time applications Ocus on business
IP as a convergence enabler
— infrastructure optimization . individual
current wave — multimedia communication ocus on Individuals

— pervasive access to information

connectivity: fixed and mobile

— bandwidth ]
— coverage focus on sites

— seamless customer experience




‘| the leading B2B global operator

enterprise within the FT group revenues growth on a comparable basis

= Orange Business Services is the commercial brand 1.9%

of B2B activities in the FT Group 0.4% l
B (o]

= B2B activities in 26 domestic markets,
and B2B activities in 166 countries representing
30% of group revenues with 29,500 employees
— leadership position in domestic markets:
#1 in France, Poland, Romania, Slovakia, Senegal,
Ivory Coat, Madagascar and #2 in Belgium

54% 4%

FY05/FY04 FYO06/FY05 FYO07/FY06 FY08/FY07

best-in-class customer experience GOM growth on a comparable basis

= record achievement R SOIEC 2000 17.4%
to have been awarded ISO 20K
(service management) & 27K
(security management) certifications
on such a broad scope

= the only operator to have been 3.7%
awarded the Best Global operator F ‘ 0 -5.1%
award 3 consecutive years (2006,
2007 & 2008) m -16.1%
s FYO5/FY04  FYOB/FYO5 — FYO7/FYOB  FYOS/FYO7

‘| benefiting from being an integrated group
the creation of the Orange brand has enabled to develop
a real convergence roadmap

2006 . 2007 2008
: orange” Ser\‘lices : :

>
»
organlzatlon acquisition acquisition integration  creation acquisition
integration of Silicomp, of the divisions of the of the of
of Equant Diwan & Neocles of GTL subsidiaries Enterprise Data &
in France in India finalized LoB Mobiles
enter_prlse Business Business Business Unik for Business video
solutions Everywhere  Pack Talk Consumer Together conferencing
& Business
- I
iy ﬁ‘ <Rk w @.
B2B/B2C
¢ oss q Internet Livebox consumer wikis etc.. visio communications
fertilization

Everywhere

n L ] < Gnikl ﬁi\ﬂ&




NEXT: successful transformation to a network related
services business

end of 2008 achievements

leverage on IP
VPN to provide
a full set of IP
multimedia
communications
services - largest IP VPN network

- 350,000 TolP phones implemented J

= "best IP portfolio" cf OVUM

= 1 M+ Business Everywhere end users

change of
busines model
towards services

- good balance of training (+2,600) and external
recruitment (+700) for both platform based services
and professional services

<\

- advanced business network +6.8% yoy growth

on acb in 2008 J
- extended business services +14.6% yoy growth
on acb in 2008

key messages

"I we have a solid and strong base to start the next chapter
of our journey

2 maintain our gains in challenging economic times and surf
on the next growth wave: real-time business & M2M

3 estimated evolution of our revenue mix and a continued
improvement of our cost structure
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= real-time

business

2

enabler

IP as a convergence

connectivity: fixed and mobile

our strategy remains relevant
in worsening market conditions

businesses focus
their attention
on selective initiatives

— applications optimization
to reduce bandwidth cost
— data centers and virtualization

using the IP VPN as a foundation
for secured convergence

top priority : unified
communications focused on
users

wireless becoming increasingly
important

use of cheaper new technology

network redundancy remaining
high on the agenda

mid term

market expectations

network will be
critical to capture
the next growth
wave

moderate growth
fuelled by VolP
migration

continuing
decline
expected

C

monitor our customers’ health in the economic downturn

)

our priority:

2

manage

increase
agility
and
flexibility

gain
competitive
advantage

insight

cash flows

reduce
costs

improve
producti-
vity

be agile with customers in a challenging environment

customers needs :

Orange Business Services’ answers :

services

telepresesence, audio/video
web conferencing

mobile homeworking offers

Business Talk
fixed & mobile
Unik PC

IT plan

}

Business Acceleration

benefits

cut travel costs

more cost predictability

reduce the costs
of mobile communications

virtualization
and outsourcing
of IT applications

optimize bandwidth use
& improve applications’
performance

= in uncertain economic conditions, customers have on top of mind, generating cash,
renegotiating prices and investing in rapid payback solutions

= Orange Business Services’ solutions help businesses improve their productivity, increase agility

and flexibility, reduce costs and contribute to Green IT
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the network is not a commodity!
acceleration of real-time usages creates new needs for network
infrastructure

acceleration of real-time communications...

= more collaboration tools involving voice and video

= more applications demanding higher quality (bandwidth, delay...), performance
and resilience

= mandatory extended performance SLAs (move from IP to application SLAs)
allowing cloud computing

...IT organization creates new needs for managed networks...

= more centralized and virtualized data centers and storage capacity
all inclusive site services with security, internet, intranet, voice and video
network extended to temporary business locations

= more connectivity with partners, suppliers, customers, guests...

...more end-user performance requirements

/ﬁ- = perimeter security at every site adapted to an open network

i = all branch offices ready for voice over IP, multimedia and Telepresence
= finer granularity of applications performance management

we will continue to make investments
to ensure we have the best converged network!

real-time business: a comprehensive portfolio
to transform customers’ businesses

services benefits customers market trends
real-time Business better t 54% of Elurot;rzfea;

. simplicit etter team companies thinl
wor'k p v Together work, @ AIRBUS that video conferencing
environment |EREIEELGY multi-faceted improv;ed solutions are key
for . productivity and rea|-tlrne productivity to doing business
employees collaboration Cf Brockmann (2008)

R next multi-channel customers
real-time - differentiation multimedia eneration on average spend
services VIEN[VET N customer care gmltimedia M BNP PARIBAS 20%-50% more
for end- & customer (phone, SMS, than mano-channel

g consumer customers
customers service web, fax) banki
anking of McKinsey (April 08)
capitalizing on
real-time . agility e-health healthce}re ot m our existing capabilities
business ; . services contlntflty Mm'm([ to devglop new business
rocesses - sustainability remote managing in verticals:
P : e—— Note emergencies FRANCE addr‘essmg customer
for verticals monitoring y . business processes
confidentiality QW f .
in specific sectors




‘ real-time services
new business models for customers’ end users

real time services

&= o

email SMS internet / WAP
switchboard customer voice

[#] [6] [€]

online bank proximity banking
service service
( fixed . N desks
multi
mobile ‘ channel
internet
ATMs

® -

agencies specialized after  call centers
sales services
insight
= benefits:

productivity and efficiency much improved
increasing volume of contacts managed
self-care above 75%

improved management of the call peak periods

= an adaptation to the communication means
of customers (SMS, email and internet)

— the customer is at the center of the distribution
network

— areal-time ubiquitous access to the CRM
applications

‘ real-time business processes:
addressing healthcare customers as a global ecosystem

health services with leading edge addressing the patients through almerys
multimedia integrated services

- direct electronic payment of medical expenses

- healthcare professionals: connected emergency
"tiers payant" - over 9 million patients involved

]

emergency
services

regional
databases

nttp:\| - e-Health "books":

web access "
- vaccination book,

— sports federation book

u‘,'_lm connected
SMUR HQ emergency other IS . ﬁmﬂi 4 ﬁ"ﬁ
’(;z - (g —
|]il = | m i healthcare : .
g ; ™ professionals customer
ambulance hospital \L_ 9

- professionals & patient: connected hospital
(at home)

tc} vaccination book

www.carnetvaccination.com

v
vacination reminder through sms or email

LA

double digit yearly growth forecasted in health (2008-2011)

. C )




unlocking the potential of machines: M2M
contributing to a greener world

distribution

RFID tags for traceability and waste create the connected car of the future
management

vertical processes energy

remote control craning system providing managing remotely gas consumptions
safety to the dockworkers of the port
of Singapore

PRIMAGAZ) )

key messages

‘I we have a solid and strong base to start the next chapter
of our journey

2 maintain our gains in challenging economic times and surf
on the next growth wave: real-time business & M2M

3 estimated evolution of our revenue mix and a continued
improvement of our cost structure




3‘ maintaining Orange Business Services’ growth above

market rate
while continuing to build strong foundations

our strategy remains consistent estimated revenue mix evolution

bled real-time
: enable o
- realttlme by our network, 31% business
business our next growth 2
IPasa
wave L. 43%
49%  convergence
reduced growth enabler
ﬁ IP as a convergence fuelled by voice
enabler migration 66% a9
° 39%  connectivity
o 3 . tinuing decline
connectivity: fixed and mobile con ted
expecte 2005 2008 2011e

launch of our tiger plan

- growth above market trend should be enhanced by our tiger plan while the 3 wave
strategy enables Orange Business Services to:
— address the customers’ needs for integrated solutions offering the entire scope of B2B
solutions (from network services up to communication critical applications)
— capture new growth opportunities

3‘ continued focus on costs structure

tight management of large processes fully in place to continue to limit exposure
and complex contracts to “junk” deals

continuing lean management and six sigma as a standard
building an optimum quality management

operational efficiency process centricity and IT as an enabler

network optimization, access, field operations
lease line optimization
leveraging our progress in Major Service Centres

streamlining
our cost base

create partnerships in the relevant markets where

partnerships it makes sense
optimization leveraging the current economic climate through
of the sales effort the tiger plan

(C ongoing division wide ‘International Profitability Program’ ))




3

2009-2011 ambition: be agile and reactive

be proactive maintain maintain

in challenging market our growth one of the best

conditions above market rate levels of profitability
in the industry

reinforce our leadership position
as the leading global B2B operator
and the best integrator of communication services

we will always strive to provide our customers
with an outstanding customer experience

10



