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Atos is Atos Origin no longer. Its merger with Siemens IT Solutions and Services 
(SIS) has given it the leverage it needs to take on big league players.
 
France and Germany have not always been friends. A tempestuous relationship 
culminated in a savage invasion during the Second World War. Since the early 
1950s, they have developed a strong alliance and now seem to be single-
handedly propping up Europe. What a perfect backdrop for the creation of a 
company that marries two of the countries’ top IT services operations.
 
French IT services company Atos used to be Atos Origin, but truncated its name 
in 2011, after merging with German IT services company Siemens IT Solutions 
and Services. The combined company boasts total revenues of €8.8bn and 
76,400 employees in 47 countries. It offers managed services, consulting, 
systems integration and transactional services.
 
From Atos to Origin – and back again
 
Atos was not always the company that it is now. It evolved through a series 
of mergers, of which the Siemens acquisition is just the latest. The company 
had been known simply as Atos when it was created from the merger of two 
French IT services firms, Axime and Sligos, in 1997. These companies had been 
created from earlier mergers, but joined to create a single firm with a headcount 
of 11,000 and annual revenues of €1.1bn.
 
In 2000, Atos merged with Origin to create Atos Origin. Origin was a subsidiary 
of Royal Philips Electronics, which was created four years earlier by merging 
BSO/Origin and Philips Communications. When the two companies merged, 
Origin had more than 16,000 staff in 30 countries, and revenues of €1.6bn.
 
Over the next 10 years, Atos Origin made a small number of selective 
acquisitions. It formed Atos Consulting by acquiring KPMG Consulting in the 
UK and the Netherlands in 2002. This gave it a beachhead into the consulting 
segment of the IT services market. Two years later, it purchased Sema Group 
from Schlumberger, growing its headcount to 26,500, and ballooning its revenue 
to €3bn annually.
 
The company’s acquisitive approach in the past had worked, up to a point, 
but still left it with negative organic growth. One of its challenges has been 
integrating functions and processes across different borders. The company 
had a dearth of global outsourcing contracts, due in part to its lack of a global 
delivery structure. Atos Origin, as it was, structured its delivery on a country-by-
country basis, leaving it lacking key infrastructure for global contracts.

Global delivery is becoming more sophisticated. It has become more about 
tiered structures – offshore, onshore and nearshore – than how many staff you 
employ in a particular region. Accenture is a company with proven excellence 
in this area. It does not have a legal headquarters, because it instead attempts 
to be fluid – pushing power and influence to where the best people work. But 

Atos is aiming high after 
its merger with Siemens 
Danny Bradbury looks at how Atos is adapting its strategy and 
making acquisitions in new markets to increase revenue and 
achieve a more global presence in the IT industry

Key facts
Headcount: 76,320
Revenue: €8.6bn
Operating margin: 7.5%
Operating margin: €645.2m
Net income: €262m
Net cash: €905m

As of March, 2014

Contact addresses 
Global head office
River Ouest 80
Quai Voltaire
95877 Bezons
France 

UK office
4 Triton Square
Regent’s Place
London
NW1 3HG
United Kingdom
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things have changed at Atos recently. It increased its nearshore and offshore 
workforce in 2011. By the end of 2012, 25% of Atos employees worked in 
emerging markets.
 
It created an Argentinian offshore centre in 2010 to service the US market 
and Spanish-speaking countries, and the Siemens IT Solutions and Services 
acquisitions brought it two more centres – in Poland and Russia – with 350 
people between them. It has a 400-strong specialist SAP team in China/Asia-
Pacific. The firm claims to have bolstered its capabilities across these teams, 
implementing a global management system for better process control and 
increasing language coverage.
 
A global focus
 
Atos experienced a particularly rough ride in 2006, after contract ramp-downs 
caused a 12.6% revenue decline in the UK, and tough market conditions threw 
its Italian operation into the red. Its operating profit margin slipped from 7.6% 
to 5%. A three-year recovery plan in 2009 was designed to help it get back 
on track. It delivered on several of its goals during that period, increasing its 
engineer headcount by 45% and boosting its revenues by 55%. It almost halved 
its net debt, while almost doubling its share price.
 
It developed another set of broad goals in 2010, which included getting back 
to 7-8% profitability by 2013, with revenues of €9bn-10bn. By 31 December 
2013 it had reached at least one of those goals, with a 7.5% profit margin and 
revenues of €8.6bn. One way in which it is driving this margin growth is by 
focusing on “business-enabling IT”, instead of foundational IT.
 
The latter simply uses IT to maintain the operations of large organisations, the 
company says. Conversely, business-enabling IT uses technology to open new 
markets and transform the business.
 
Atos is also changing the way it structures its business to push itself towards 
a more global operation. For example, the company created a strategic sales 
engagement team to go after deals globally, rather than focusing on domestic 
deals, which is something that has restricted it in the past. It also hopes that its 
creation of industry-focused sales teams will help it to pursue this goal. This will 
be a key part of the firm’s competitive strategy against the “super integrators” 
that have been scoring significant business in Europe and beyond.

It’s true that IBM and HP regularly score deals of €100m-200m but the Atos 
order book is healthy. Its 2013 results showed a €15.2bn order book, slightly 
down on the year before, but up compared with €14.1bn for the year before 
that. Multi-year commitments with clients account for 75% of its revenue. 
 
Payment services
 
Market-focused, pan-country business units are therefore of great importance 
to Atos, which is why it has been busy extending its Worldline operation 
internationally. Worldline is the company’s payment services arm and was 
created in 2004 by merging Atos Origin’s payment services and transactional 
services operations. The company began with operations in France and 
Germany, but expanded to Belgium, and subsequently into the rest of Europe.
 
In 2010, Atos took a major leap, launching an initiative called High-Tech 
Transactional Services (HTTS) that expanded its transactional offerings into new 
markets, including Spain and the Netherlands.
 
Atos aims to expand HTTS into all areas where it is currently operating. It has 
developed its High-Tech Transactional Services and Specialised Business Line, 

Fast facts
Atos (formerly Atos Origin) provides IT 
systems integration, consulting and 
managed services for clients globally. 
It had an annual pro forma revenue of 
€8.6bn in 2013 and employs 76,320 
people in 47 countries. It focuses on 
manufacturing and retail services; 
public, health and transport; financial 
services; telecoms, media and 
technology; and energy and utilities. 

The company, which acquired 
Siemens IT Solutions and Services 
for €850m in 2011, is also the 
worldwide information technology 
partner for the Olympic and 
Paralympic Games. It operates under 
the brands Atos, Atos Consulting & 
Technology Services, Atos Worldline 
and Atos Worldgrid.

Atos delivers services in a variety of 
areas. Its consulting and technology 
services arm has more than 5,000 
employees. It also features a systems 
integration operation and a managed 
services arm that uses several 
offshore centres. Its High-Tech 
Transactional Services (HTTS) 
operation covers areas including 
payment services and smart 
metering. Its health outsourcing arm 
– Atos Healthcare – comprises 3,000 
staff, of whom around two-thirds are 
medical professionals.
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introduced when it purchased Siemens IT Solutions and Services. This unit has 
helped it to push its transactional services, including payment services, call 
centre transactions and smart meter data processing, into specific verticals 
such as smart energy, business process outsourcing and national security. It 
accounted for €1.19bn of revenues in 2013. 
 
Payment services carry a lot of potential as a part of Atos’s HTTS operation. 
The RBS World Payment Report 2013 puts the global volume of non-cash 
transactions at $333bn for 2012, representing an 8.5% growth on 2011. Now, 
the use of cards for payments in emerging markets and mature Asia-Pacific 
regions is once again driving growth. We can expect to see 18.7% growth in 
‘developing’ markets, including Central Europe, the Middle East and Africa 
(CEMEA), emerging Asian markets, and Latin America.
 
Atos has been busy expanding the breadth of the Worldline service line 
alongside its geographical coverage. It now targets all elements of the payment 
value chain, from issuing and processing to acquiring of payment card data.
 
The company may have global intentions for payment services, but it is still 
making a special effort in its core geographic markets. Buyster – a joint venture 
launched in February 2011 with Bouygues Telecom, Orange and SFR – is a 
secure remote payment system supporting fixed and mobile internet purchases, 
which will be available in France. It is backed by major online retailers in the 
country, including Aquarelle, BrandAlley, Darty and Rue du Commerce.

Atos’s focus on payments and transactions led it to carve out its payments and 
transaction business in mid-2013. “The reason behind the carve-out decision 
was to make this business more visible and focused, to react faster to new 
market opportunities,” said Atos. “With regard to the timing of such a move, we 
are now at a turning point for the payment business; new technologies drive 
expectations in terms of user experience in a real disruptive way.”

The firm has since organised Worldline around three global business lines: 
Merchant Services & Terminals for merchants, Financial Processing & Software 
Licensing for financial institutions, and Mobility & e-Transactional Services for 
services such as transport and government, where payments and transactions 
can be more closely bundled.

Examples of products in this space include the creation of a Visa and 
MasterCard-compliant NFC (near-field communications) mobile payment 
application for card issuers worldwide, based on a smartphone. It also launched 

Source: Atos
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Revenue by business segment  
(millions of euros)

Manufacturing, 
retail and services

Public sector, 
health and 
transport

Telco, media 
and utilities

Financial 
services

Full year figures for 2013 Full year figures for 2012

2,702 2,893

2,307 2,289
1,992 1,877

1,614 1,635

Atos chronology
2000
•  Forms from merger of Atos and 

Origin.

2001
• Sells Nordic operations to WM-data.

2002
•  Purchases UK and Netherlands 

operation of KPMG Consulting.
•  Atos became a worldwide partner 

with the International Olympic 
Committee and the International 
Paralympic Committee.

2004
•  Acquires Sema Group from 

Schlumberger.
•  Takes over infrastructure division of 

KarstadtQuelle subsidiary Itellium.

2007
•  SIS forms from merger of Siemens 

Business Services (Germany), 
Program and System Engineering 
(Austria), Siemens Information Ltd 
(India), Business Innovation Center 
(Switzerland) and Development 
Innovations and Projects (Greece) 
– under the umbrella of Siemens IT 
Solutions and Services.

•  European payment processor 
Equens outsources mainframe 
services and office automation to 
Atos Origin.

•  Successfully delivers upgrade to 
NHS “choose & book” service 
2008.

•  Signs five-year contract for the 
development of the German 
electronic health card.

•  BP extends contract with Atos 
Origin for transaction processing 
services.

•  North Yorkshire Police chooses 
Atos Origin and SAS to deliver 
performance and information 
management solution.

•  Establishes a competency centre 
for energy and utility in Beijing 2009.

•  Secure payment platform earns 
renewed level 1 PCI-DSS certifica-
tion from Visa and MasterCard.

•  Confirmed as one of Renault’s 
preferred IT partners.
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the first contactless portable terminal in Europe, and eGo, a payment system 
that works through the user’s skin, via a wearable object.

Worldline now combines both the payment and transactional activities of Atos 
in one entity, operating under its own brand in 17 countries, with 7,100 experts. 
It accounts for €1.1bn in revenues globally. Its core market is Europe, more 
specifically Benelux, France and Germany. But Worldline is also growing in 
Spain, the UK and in Central and Eastern Europe. It is also making inroads into 
the Asia-Pacific region and India.
 
Atos Worldgrid is another venture designed to tackle markets at a global scale. 
The Atos subsidiary was created to exploit the energy and utilities markets, 
particularly in areas such as smart meters, which again fall under Atos’s broader 
HTTS mandate. Both Worldline and Worldgrid have a worldwide profit and loss, 
and are being effectively managed across the different territories.
 
Focusing on emerging markets
 
The hope now is that Atos can use the Siemens connection to push Worldline 
and Worldgrid further into new markets, particularly the BRIC countries (Brazil, 
Russia, India and China). The Siemens deal gave Atos a bigger presence in 
North and South America and Asia.

We can already see these expansion plans at work with Worldgrid – which 
signed a joint venture (JV) with Chinese telco ZTE in May 2011 to target the 
smart energy market in China. The company, headquartered in Nanjing, will 
have its own research and facility-developing solutions to serve the advanced 
meter management market, and other smart grid-related IT services to utilities 
in China. Atos provides product and service expertise, while ZTE will provide 
operational support.
 
Being the IT integrator for the Olympics helps it to target this worldwide 
audience. Its Beijing connection helped it to unlock the Chinese market, 
for example. Atos is the worldwide IT partner for the International Olympic 
Committee (IOC), in charge of IT for the Olympic Games overall. Atos’s IOC 
contract is the largest sports-related deal ever signed and continues to be 
extended. Most recently, it was expanded to cover the Winter Olympic Games 
in Sochi, Russia, in 2014 and the Summer Olympic Games in Rio de Janeiro, 
Brazil, in 2016, and has now been awarded the contract for the provision of IT 
services for the PyeongChang 2018 Winter Games, the Tokyo 2020 Games, 
and the Olympic and Paralympic Games in 2022 and 2024. 
 

•  Renews IT contract with lighting 
company Zumtobel.

•  Wins Royal Liver Assurance 
contract.

2010
•  Skills Development Scotland and 

Scottish Enterprise award IT 
contract to Atos Origin.

•  Creates Atos Worldgrid in France.
•  EDF chooses Atos Origin for 

maintenance and upgrading of 
nuclear simulators.

•  Launches Redspottedhanky.com 
consumer-focused service for train 
ticketing.

•  ABN Amro awards five-year 
contract to Atos Origin for financial 
transaction platform.

•  Acquires Indian payments 
processor Venture Infotek.

2011
•  Atos Origin, Siemens IT Solutions 

and Services GmbH form new 
company, Atos.

•  Office of Public Prosecutions in the 
Netherlands outsources IT to Atos 
Origin.

•  Offers cloud-based IT testing service.
•  Forms joint venture with Chinese 

telecoms equipment provider ZTE 
to tackle Chinese energy market.

•  Offers carbon-neutral hosting 
services.

•  Awarded global IT contract by 
North American and UK transport 
operator FirstGroup.

2012
•  Awarded multi-year contract by 

global financial information and 
education company McGraw-Hill.

•  Extends ICT contract with Welsh 
government with $70m of services.

•  Launches mobile NFC wallet, first 
contactless portable terminal in 
Europe, and eGo, a payment 
system that works through the 
user’s skin, via a wearable object.

•  Announces plan to reduce carbon 
footprint by 50% by 2013, from a 
2008 baseline.

2013
•  Worldline wins contract for 

biometric authentication system for 
cashless and cardless payments for 
Telekom Deutschland.

5,000

4,000

3,000

2,000

1,000

Revenue by service line (millions of euros)

Managed 
systems

Systems 
integration

HTTS and 
specialised 
businesses*

*Of which 
HTTS

Consulting and 
technology 

services

Full year figures for 2013 Full year figures for 2012

4,017 4,054

2,278 2,293
1,706

1,194
1,698

1,150

613 650

Source: Atos
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Atos has sales teams on the ground in various countries, but is stronger in some 
than others. It has one global business unit for the entire Asia-Pacific area, for 
example, where it won a contract with the Hong Kong government in 2013.
  
A matrix model
 
These are examples of how the new Atos is changing its structure. The 
company works on a matrix-based model because of its size. It has developed 
dedicated, global and local markets that include central governments, health, 
transport, financial services, and energy and utilities. The latter is served by 
3,000 energy and utility IT experts – 1,500 of whom reside in the Worldgrid unit.
 
Significantly, each of the internal business units has been given five local 
markets that are managed using the same strategy as defined by the global 
markets. In this way, the company is attempting to drive the market-focused 
ethos of the new organisation down to the regional level.
 
The company has driven its strategic sales mandate down to the regional level 
too, with local ‘big-deals teams’ focusing on large-transactions customers. This 
axis of the Atos sales matrix covers who it sells to, but the other axis focuses on 
what it sells. Alongside HTTS, the other major areas are consulting, the systems 
integration business, and its managed services (outsourcing) operation. They 
are entwined with the company’s various markets.
 
Consulting is an area that Atos entered in 2002, and it has since bolstered its 
revenues with the consolidation of consulting and professional services into a 
single consulting and technology services line, generating 7% of Atos group 
revenue and employing 7,500 people.
 
In the past, Atos has pointed to financial services, manufacturing and 
communications as the “hottest markets” in technology consulting. The public 
sector has taken a significant hit. It hopes that consulting will become a more 
integral part of larger IT service engagements, and thinks that it will also factor 
heavily into strategic outsourcing deals as companies move from pure cost-
reduction goals to a more strategic transformation when negotiating with 
managed services providers. However, this did not prevent consulting revenues 
from dipping between 2012 and 2013, hitting €613, down from €650.
 
Services in the cloud
 
Atos has singled out several key trends for IT services that will develop over the next 
few years, and cloud computing is one of the most significant. Atos is relatively new 
to cloud computing as a discrete concept, but argues that cloud melds together 
existing offerings in hardware, software and services. This positions systems 
integrators and IT services companies well to take advantage, it says. The merger 
with Siemens created a company that is a more than €4bn outsourcing business. It 
has a cloud-like model in Worldgrid, giving it experience of cloud-like offerings.
 
Customers have sophisticated purchasing cycles, especially in mature markets, 
which leads to a demand for purchasing on-demand services. Both government 
and the private sector have started to adopt cloud computing, executives have 
said, singling out central government as a particular target.

“We continue to see increased interest from the public sector in Atos Cloud 
portfolio offerings using the Government CloudStore,” said the firm in a 
statement. “Atos remain in the top 20 suppliers providing services to new and 
existing customers across both central and local government.”

A good example of an Atos cloud-focused operation is Canopy, a joint venture 
between Atos, EMC2 and VMware, which provides turnkey cloud-based 

•  Signs contract with Shell to provide 
IT and non-IT services in the 
Netherlands.

•  Wins £25m, three-year contract 
with UK Ministry of Defence.

•  Atos wins contract for the second 
most powerful supercomputer in 
Spain.

•  Lands contract with Airbus to 
develop its engineering assets.

2014
•  Canopy joins Intel Cloud 

Technology Program, which will 
offer its solutions to customers.

•  Worldline wins contract with 
McDonalds in France.

Atos has singled out 
several key trends 
for IT services that 
will develop over 
the next few 
years, and cloud 
computing is one of 
the most significant
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solutions. This company – in which Atos maintains a majority stake – packages 
the cloud-based offerings of EMC2 and VMware into a service offering for 
businesses. It offers services including enterprise email, product lifecycle 
management (PLM), content management, data analytics, enterprise resource 
planning (ERP) and customer relationship management (CRM). Canopy will also 
be the delivery partner for the cloud-based portion of Atos’s Olympic services.
 
These are not the only companies that Atos has teamed up with to tackle 
the cloud market. In November 2011, it entered into a strategic partnership 
with Chinese management software firm Ufida to create a joint venture called 
Yunano. Targeting medium-sized firms, it offers cloud-based ERP services 
and other applications including financial software. Each company invested 
€5.7m into the new venture, which gave Atos 70% ownership. Yunano will be a 
supplier of services to Canopy.
 
In addition to software as a service (SaaS), Canopy offers platform as a 
service (PaaS) to its customers, providing a Java-based framework on 
which companies can build their own bespoke applications. The service was 
complemented by an infrastructure as a service (IaaS) solution, in the second 
half of 2012, which gave clients raw access to virtualised computing resources.

In 2013, EMC and Atos launched Canopy Media Cloud, a specialised 
content workflow element of the Canopy service, which offers a suite of 
products supporting multi-screen new media content delivery. When Canopy 
was launched, analysts mused that a new cloud venture would face some 
challenges getting traction in the market. While companies may be interested 
in cloud computing, a new firm – even with such significant names behind 
it – came to the market unproven. But since it was launched, it has grown to 
€300m in annual revenues.

Atos provides cloud services to the government under all four categories of 
service – IaaS, PaaS, SaaS and Specialist Computing Services (SCS). It has 98 
products on the government’s GCloud 4 cloud-based application service, half 
branded as Canopy, and half as Atos.
 
Big data, which has some relevance to the cloud, is another focal point for Atos. 
It will focus on underlying technologies such as data mining, predictive and text 
analytics, and in-memory computing. Its value-add will be in linking the data to 
existing business processes to create real-time reactions.
 
These broad trends will form the basis for a set of innovation strategies 
designed to help support Atos’s core strategy. It sees strong growth potential 
not only in cloud, but also in sustainability, smart mobility and enterprise content 
management solutions. Collaboration will play a big part in drawing many of 
these together.
 
Innovation in the UK
 
While it continues to push into global operations, Atos is also driving innovation 
at a local level. The UK operation is a good example of this. It pioneered the 
switch to vertical industries, and is also willing to try out new business models, 
particularly when using “business-enabling IT” to drive up revenues. One 
example is its Redspottedhanky.com business, launched in 2010.
 
Atos conducts a lot of business in the transport sector, especially in rail, where 
it performs the ticketing and settlement systems for the whole rail network. 
Redspottedhanky.com extended this business from B2B into B2C sales. It also 
signed a deal with Premier Inns, using its ticketing and kiosk technology to 
create checkout stations for customers while providing business account cards 
that enable corporate customers to manage cost controls and expenses.

Locations
Andorra
Argentina
Asia-Pacific
Australia
Austria
Belgium
Brazil
Bulgaria
Canada
Chile
China
Colombia
Croatia
Czech Republic
Denmark
Finland
France
Germany
Greece
Hong Kong
India
Indonesia
Ireland
Italy
Japan
Luxembourg
Malaysia
Mexico
Middle East and Africa
Morocco
Netherlands
Philippines
Poland
Portugal
Romania
Russia
Serbia
Singapore
South Africa
Spain
Sweden
Switzerland
Taiwan
Thailand
Turkey
United Kingdom
United States
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This innovation is something that the company will hopefully combine with the 
global reach of SIS to push its business to new levels. Under that merger, Atos 
now has 30 major datacentres and 900,000 SAP users. It also brought around 
new 33,000 employees to Atos globally, just over 3,000 of which were in the UK.
 
One aspect that will help with the integration is that the SIS account base and the 
old Atos Origin account base had practically no overlap. It was Siemens that bought 
contracts including the BBC and the Welsh government to the merged company.
 
Atos has used a programme called Total Operating Performance (TOP2) 
to exploit synergies between the two companies, and it also launched a 
programme in September 2011 called eXpand. This was to drive best sales 
practice across the larger organisation, and consists of 10 initiatives covering 
elements such as portfolio positioning and delivery readiness. The company 
rolled out a cross-sales strategy between former Atos and Siemens IT services 
employees in late 2011 and launched a sales efficiency pilot in several countries.
  
A smooth marriage
 
How adeptly has Atos integrated with the Siemens unit? When it signed the 
merger deal, Atos simultaneously announced that it had signed one of the 
largest IT outsourcing deals with Siemens – worth €5.5bn over seven years – 
making Siemens its largest client.
 
Under the deal, Siemens became a shareholder in Atos, gaining a 15% stake 
in the company. The two companies also created a strategic global partnership 
to develop IT products and solutions. Each of them invested €50m in this 
venture. Financially, things are looking good, although Atos 2013 revenues still 
represented a slight shrinkage of 0.9%.
  
Atos has created other initiatives to help grease the wheels of the acquisition. 
It introduced a ‘zero email’ initiative internally, in which it hopes to more or less 
eradicate email, instead using an enterprise social network to maintain contact 
lists and communicate between employees. This ties in well with its purchase 
of blueKiwi, software for supporting online communities, in April 2012. blueKiwi 
was recognised as a key player in the workplace social software market by 
Gartner, making its magic quadrant in that area for the seventh successive year.

The idea is to expand social media into other enterprise-class applications such 
as customer relationship management and product lifecycle management, using 
some of the characteristics of social networking to make these processes more 
efficient. The firm touts its A+ award from the Global Reporting Initiative for 
sustainability, which factors treatment of the workforce among its inputs.

But while Atos may emphasise wellbeing and care of employees in its literature, 
on the ground, things have not always been as rosy. In 2008, employees 
protested outside Atos Origin’s Netherlands office after the company failed to 
reach an agreement over salary increases. The employees wanted 3.5%, but 
Atos wanted 2% – which workers said would not even cover inflation. It was the 
first action by an IT branch of the trade union movement in the Netherlands.
 
The Siemens deal has propelled Atos up the competitive rankings both in Europe 
and globally. It is ranked number two behind IBM in Europe (although this takes 
both Gartner figures and Atos’s own estimates), with a 5.2% market share. Those 
figures, however, put it at number eight in the global IT services market, showing 
how far it has to go in terms of larger contracts and business abroad. 

Hayward points out that SIS and Atos Origin were both firms in organic decline. 
Will they be able to maintain growth now that they are together? “They are 
pinning a lot of hope on Siemens, Worldline and Worldgrid,” he says.

Customer list
Air France KLM
BHF-BANK
D+S communication center
management GmbH (D+S CCM)
EDF Energy
France Télévisions
Home Retail Group
Hong Kong Government
HSH Nordbank AG
ING
McGraw-Hill
Neckermann.de
Nokia Siemens Networks
Postbank
PostNord
Shell
Telekom Deutschland
UK Department for Work and 
Pensions
UK Department of Health
UK Ministry of Defence
Welsh government

The Siemens deal 
has propelled Atos 
up the competitive 
rankings both in 
Europe and globally
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The figures bear him out. Atos stock has performed excellently over the past 
two years. While the FTSE 100 index climbed around 16% since the acquisition 
was announced in December 2010, Atos stock has grown by 69% in the same 
period. It has beat its rival Cap Gemini, which grew by 40% in that window.

This is all rather good news for a company going through a disruptive merger in 
a stricken economy that analysts fear may be due to collapse. Atos had a lot of 
convincing to do in 2011, as it essentially transformed itself, setting out to tackle 
the market for larger deals on a pan-European and global basis. But judging by 
its performance since the merger, it seems to be holding its own. n

Thierry Breton
Elected member of the board of directors, and appointed 
chairman and CEO of Atos in February 2009. He is also a 
board member of Carrefour. Breton was previously 
executive managing director, and vice-chairman of the Bull 
Group from 1993 to 1996. He later became chairman and 
CEO of Thomson from 1997 to 2002 and of France Telecom 
from 2002 to 2005. From February 2005 to May 2007, he 
was the French minister of economy, finance and industry.

René Abate
Member of the board of directors of Atos since February 
2009. Abate is a former member of Atos supervisory 
board. He is senior advisor of the Boston Consulting Group 
and is also managing partner of Delphen Sarl.
 
Nicolas Bazire 
Member of the board of directors of Atos since February 
2009. He is also a member of the supervisory board of 
Rothschild & Cie Bank, managing director of Groupe 
Arnault and member of the board of LVMH Moët Hennessy 
Louis Vuitton Group, Suez Environnement and Carrefour.
 
Jean-Paul Bechat 
Member of the board of directors of Atos since February 
2009. Bechat is a former chairman and CEO of Snecma 
and former chairman of the management board of Safran. 
He is also managing director of Arsco SARL, and director 
of Alstom and Sogepa.
 
Roland Busch
Member of the Atos board of directors since July 2011. He 
is a member of the managing board of Siemens AG and 
CEO for infrastructure and cities at Siemens.
 
Jean Fleming
Member of the board of directors of Atos since May 2009 
and elected as shareholder employees’ representative. 
Fleming is human resources director for Atos in the UK. 
She ensures the views and rights of shareholder 
employees are represented in the board of directors.

Lionel Zinsou-Derlin
Member of the board of directors of Atos since 2010. 

Zinsou-Derlin held various positions at Rothschild before 
joining PAI Partners where he presides today over the 
executive committee.
 
Bertrand Meunier
Member of the board of directors of Atos since February 
2009. He is a former member of the Atos supervisory 
board and chairman of Financière Le Play SAS.
 
Aminata Niane
Member of the board of directors of Atos since May 2010. 
Niane is also general manager of the national agency in 
charge of the promotion of investments and large works 
(APIX) in Senegal since 2000, and the chairman of the 
board of directors of the Blaise Diagne international airport 
in Dakar, Senegal, since 2006.
 
Michel Paris
Member of the board of directors of Atos since February 
2009. He is a former member of Atos Supervisory Board.
 
Pasquale Pistorio 
Member of the board of directors of Atos since February 
2009. Pistorio is honorary chairman of SGS Thomson 
Microelectronics (STMicroelectronics) after having also 
been its chairman and CEO.
 
Vernon L. Sankey
Member of the board of directors of Atos since February 
2009. He is a former member of the Atos supervisory 
board and chairman of Firmenich SA (Switzerland) and a 
director of Zurich Financial Services AG.

Lynn Sharp Paine
John G. McLean Professor of the Harvard Business 
School since 1998. She is a Faculty Associate of the 
University’s Edmond J. Safra Foundation Center for Ethics.
 
Colette Neuville
Appointed as censor of the board of directors in April 
2010, Neuville is a former member of the Atos supervisory 
board. In 1991, she created the defence of minority 
shareholders association (ADAM), which she is 
still heading
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