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Welcome 
Jan Eryk Umiastowski 

CIO & Head of IR - Cegedim 



This presentation contains forward-looking statements (made pursuant 

to the safe harbour provisions of the Private Securities Litigation 

Reform Act of 1995). By their nature, forward-looking statements 

involve risk and uncertainty. Forward-looking statements represent the 

company's judgment regarding future events, and are based on 

currently available information. Consequently the company cannot 

guarantee their accuracy and their completeness, and actual results 

may differ materially from those the company anticipated due to a 

number of uncertainties, many of which the company is not aware of. 

For additional information concerning these and other important factors 

that may cause the company's actual results to differ materially from 

expectations and underlying assumptions, please refer to the reports 

filed by the company with the ‘Autorité des Marchés Financiers’.  

SAFE HARBOR STATEMENT 



Cegedim announced on April 1st, 2015, that it had completed the disposal of its 

CRM and Strategic Data division to IMS Health for an estimated  selling price of 

€396 million. This estimated amount is subject to joint review over a period of 

180 business days. Consequently its 9M-2015 Financial Statements are 

reported in compliance with IFRS 5 -Non-current Assets Held for Sale and 

Discontinued Operations. IFRS 5 outlines how to account for non-current assets 

held for sale. 

In practice the contribution from these businesses until the effective disposal, if 

any, to each line of Cegedim’s Consolidated Income Statement (before non-

controlling interests) has been grouped under the line “Earnings from 

discontinued operations”; in accordance with IFRS 5, and their share of net 

income has been excluded from Cegedim’s adjusted net income; 

These adjustments have been applied to all periods presented to ensure 

consistency of information. 

In addition, the contribution of the CRM and Strategic Data Division to each line 

of Cegedim’s Consolidated Balance Sheet as of September 30, 2015 has been 

grouped under the lines “Assets of discontinued businesses” and “Liabilities 

associated with assets of discontinued businesses”.. 

These adjustments are presented in the 2014 Registration Document. 

IFRS 5 
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Cegedim today 
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Cegedim Growth Story 
Laurent Labrune 

Managing Director - Cegedim 
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Cegedim’s Cloud Software Factory 
Philippe Hamon 

Senior Vice-President - Cegedim 
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Technology trends 
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Digital 

Immediate 

Mobile 

Agile 

Open 

UX 

14 

Key common factors of recent success stories 

Cloud based Platform 

 

Software as a Service 
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What is behind SaaS ? 

Provide added value on a regular basis 

Reduce cost of operation 

Flexibility 

Reduce maintenance & support effort 

 

Strong monitoring 

Request lot of automated processes 

Big effort for industrialization 

Scalable solution 

High Quality Software 

High Availability and Scalability of IT 

infrastructure 

 

Cloud based 

PLATFORM 
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Cegedim’s Cloud Software Factory 

All new of future solutions developed by 

Cegedim will be Cloud based 
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Cegedim’s Cloud Software Factory 

Our key strengths to make it a success 
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Cegedim’s Cloud Software Factory 

Re-allocating existing resources from 

our different development centers 

across the world plus corporate 

governance and expertise 

 

 Starting point in 2016 with solutions for HCPs 
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BPO 
Market Strategy 
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BPO 
Product Strategy 
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Cegedim SRH 
Benoit Garibal 

Deputy Director – Cegedim SRH 
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SaaS / Cloud HR solution provider  
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A Renewal Market 
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TEAMSRH: An Integrated HRIS 
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Cegedim-SRH BPO Offering 

SaaS+ 

Subscription 
to hosted 
TeamsRH 

including 
corrective 
maintenance, 
legal updating 

Processing 

Partial 
outsourcing 

BPO on demand 

Choice in a 
catalogue of 
services of 
HR 
processes to 
be 
outsourced 

BPO 

Total 
outsourcing 
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2 BPO Delivery Centers 
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Pulse RCM Offer 
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 Goal: 

 Maximise revenue for the practice 

 

 

 Services: 

 Billing and collections 

 Coding charges or reviewing charges 

 Submission of the providers charges as a claim to an appropriate payer 

 Managing all aspects of the claims processing for providers to get paid for their 

services 

 Posting payments to the patient’s account 

 

 Healthcare provider credentialing 

 

 Payer contract analysis 

 

 

 

Revenue Cycle Management (RCM) Services 
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 Historically Practices managed their own processes internally 

 Maximise revenue for the practice 

 

 Market is shifting to third-party professionals 

 Enables healthcare providers to focus on delivering quality healthcare to their 

patient 

 Maximize collections fro payers 

 Minimize operating costs 

 Avoid costs and delays due to staff recruitment, training, absenteeism and 

turnover 

 

 Government changes 

 Increasingly complex government regulations such as IDC 10 have forced 

practices to become more involved in the administration side of the business 

 IDC 10 has affected all parts of the medical office and the result of not being 

complaint could force a practice to go bankrupt 

 

RCM Market Trends 
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 Pulse advantage 

 Trained Professionals 

 Scalable and diverse solutions that are not affordable by individual practices 

 

 Economic model 

 Common payment method: paying on a percentage of collections 

 Advantage:  

 Avoid the fixed costs associated with an internal staffing model 

 Control its costs while expanding and enhancing their results 

 Time their expenditures with the revenue that they are generating 

 

Pulse System  
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Docavenue 
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Cegedim ebusiness Offer 
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Modernizing the billing process: KISS Platform 
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Igestion 
Pierre-Henri Comble 

Marketing and Communications Director  

Cegedim Activ 
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Digital Media 
Alexis Guffroy 

CEO - RNP 
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RNP: Our mission 

Enable brands to deliver best in class ROI 

through in store in and out visibility 

135 people Sales 

Force 

A  4,500sq meter 

production and 

logistic center 

Up to 20,000 

pharmacies 

visited every 3 

weeks 

Studio Innovative online 

reporting tools 

48 
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RNP Products 

49 

MEDIA  INDOOR EXCLUSIVE TRADE MARKETING 

Strategy 

concealing  

 

Windows 

campaigns 

 

Tailored made 

coverings 

 

Giant screens 

 

Reshelving  

 

Shelf stoppers 

 

All types of 

merchanding  

 

Gondola ends 

 

Category 

management 
 

 

 

Full visibility 

operations via 

exclusive 

partnerships with 

key groups. 

 

• G9 

• G7 

• Parispharma 

• Citypharma 

• ….. 

 

Full théâtralisations 

 

 

VIPs packs 
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RNP and Digital 

 RNP has developed over 

the last 5 years a deep 

understanding of digital 

tools in order to build an 

exceptional proposal for 

our partners via 

 Best In class technology 

 Best in class emplacements  

 ROI measures 

As the Leader of media in pharmacies, RNP is 

the pioneer of digital visibility in windows 

50 
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Our vision  

51 

What we believe in  

‘‘A screen will bring tremendous 

added value vs traditional tools via” 

1/ Best in class technology 
 Size of the screen 

 Pitch 

 Brightness 

2 / Prime location 

 Turnover 

 Traffic 

 Choice of window 
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Our approach 
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Outdoor: LED Indoor : LCD walls 

 

The best technology and  

a dedicated project for each store  

Outdoor : LED 
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Placement  

53 

Criteria  Objective Source 

Media potential 15% of top pharmacies RNP data 

Turnover 20% of biggest turnover GERS data  

Visibility Unmissable (subway / bus stop…) Streetview & visit 

Orientation  Nord / East / West 
Google Map & visit 

point de vente 
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Regular deployment, enhanced expertise 

54 

2011    2012    2013    2014    2015 

First screen 

tests 

20 custom screens 

and 10 Totems 

50 Panoramic 

Screens 

20 Panoramic 

Screens 

RNP, the only player to offer a 

network of 200 LED screens above 

2,5m2 in the top 300 pharmacies 

100 Panoramic 2 

Screens  
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2016: Carrefour 

 RNP is selected by Carrefour 

Hypermarkets to be its exclusive 

partner on in store screens 

 

 RNP will deploy 120 screens over JFM 

2016 in Carrefour Hypermarkets 

55 
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Best in class ROI 
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A campaign of 3 weeks will deliver 
 

26 million contacts 

 

2.6 million « qualified contacts » (i.e. conscious) 

 

1.1 million shoppers entering pharmacies aware of on score 

 

 

Cost 

Cost per contact: 0.001€ 
 

Cost per conscious contact: 0.011€ 
 

Cost per entering contact : 0.024€ 
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https://youtu.be/BINBi_o6ITA
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Geographical & Offering 

Expansion 



Investor Summit Dec. 2015 59 



Investor Summit Dec. 2015 60 

Closing Remarks 

and Q&A 
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Annexes 
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Next Events 
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Cegedim Strengths 
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Cegedim is Well-Positioned 
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2016 Financial Agenda 

68 



We welcome your questions and comments 

Jan Eryk UMIASTOWSKI 

Chief Investment Officer - Head of Investor Relations 
 

janeryk.umiastowski@cegedim.com 


