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Item 7.01 Regulation FD Disclosure.

Members of the executive team of NCR Corporation (the “Company”) today will make presentations to attendees of the Company’s 2012 Investor Day regarding,
among other things, the Company’s business strategy and long-term outlook. A copy of materials to be used in conjunction with the presentations is included as
Exhibit 99.1 hereto. The presentation materials and a live audio webcast also will be made available through the Investor Relations page of the Company website
(www.ncr.com).

The information contained in this Current Report on Form 8-K, including Exhibit 99.1, is furnished pursuant to Item 7.01 of Form 8-K and shall not be deemed to
be “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended, or otherwise subject to the liabilities of that section, nor shall it be
deemed incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Securities Exchange Act of 1934, as amended, except as shall
be expressly stated by specific reference in such filing.

Item 9.01 Financial Statements and Exhibits.
(d) Exhibits:

The following exhibit is attached with this current report on Form 8-K:

Exhibit No. Description
99.1 Presentation Materials of the Company, dated May 16, 2012
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SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned
thereunto duly authorized.

NCR CORPORATION
Date: May 16, 2012 By: /s/ Robert Fishman
Robert Fishman

Senior Vice President and Chief Financial Officer
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Exhibit 99.1

Gavin Bell

Vice President Investor Relations

Welcome and Agenda

Investor Day
May 16, 2012
Mew York Stock Exchange




Note to Investors

Comments made during this event and in the related presentation materials may contain forward-looking
statements within the meaning of the Private Securities Litigation Reform Act of 1995. Forward-looking
staternents use words such as "seek,” "potential,” “expect,” "strive,” "continue,” "continuously,” “accelerate,”
and other similar expressions or future or conditional verbs such as "will,” "should,” "would” and "could.” They
include statements as to NCR's anticipated or expected results; future financial performance; projections of
revenue, profit growth and other financial items, including those set forth in slide 11 of the materials titled
"Financial Strategy”; expectations regarding pension metrics and funding cbligations, including those set forth
in slide 14 of the materials titled "Financial Strategy”; discussion of strategic initiatives and related actions;
comments about future market or industry performance; and beliefs, expectations, intentions, and strategies,
among other things.

Forward-looking statements are based on management’s current beliefs, expectations and assumptions, and
involve a number of known and unknown risks and uncertainties, many of which are out of NCR’s control.
These forward-looking statements are not guarantees of future performance, and there are a number of
factors, including those detailed from time to time in NCR’'s SEC reports, including those listed in item 1a “Risk
Factors” of its Annual Report on Form 10-K, that could cause actual outcomes and results to differ materially
from the results contemplated by such forward-looking statements. NCR does not undertake any obligation to
publicly update or revise any forward-looking statements, whether as a result of new information, future
events or otherwise.

The results and cash flows related to NCR's Entertainment line of business have been classified as discontinued
operations as of March 31, 2012. Therefore, all financial results and guidance presented during this event and
in the related presentation materials, including the financial results and guidance in the materials titled
“Reinventing MCR" and “Financial Strategy”, have been recast to exclude the Entertainment line of business.

@ner



Note to Investors

While NCR reports its results in accordance with generally accepted accounting principles in the
United States, or GAAP, certain materials presented during this event will include “non-GAAP”
measures in an effort to provide additional useful information regarding NCR's financial results. A
reconciliation of these non-GAAP measures to comparable GAAP measures and other related
information is included in the portion of these presentation materials entitled "Supplementary Non-
GAAP Materials” and is available on the Investor Relations page of NCR's website at www.ncr.com.
Descriptions of many of these non-GAAP measures, including free cash flow, also are included in
NCR's SEC reports.

NCR's management evaluates NCR's results excluding certain items, such as pension expense, to
assess the company’s financial performance, and believes this information is useful for investors
because it provides a more complete understanding of NCR's underlying operational performance,
as well as consistency and comparability with NCR's past reports of financial results. In addition,
NCR management uses certain of these measures to manage and determine effectiveness of its
business managers and as a basis for incentive compensation. Management’s calculation of the non-
GAAP measures included in these materials may differ from similarly-titled measures reported by
other companies and cannot, therefore, be compared with similarly-titled measures of other
companies, The non-GAAP measures presented during this event should not be considered as
substitutes for, or superior to, results determined in accordance with GAAPR.

These presentation materials and the associated remarks made during this event are integrally
related and are intended to be presented and understood together.
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Reinventing @NCR

Reinventing the way consumers
experience business
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Bridging back to the 2010 analyst meeting

"We have exceeded or met the expectations we set”

e

b o

NON-GAAP Record $1B backlog
Revenue NPOI _ EPS entering 2012 - highest ever
FY "10-FY 13 FY "10-FY "13 FY *10-FY "'13 I
What we 24.5% - 28.4%
6-8% cAGR 15-20% cAGR 15-20% CAGR Services margin expansion
forecasted in 2010_ _ﬁ-orn FY'IU-% ‘12"““
FY *10-FY ‘12%* FY "10-FY '12* FY '10-FY '12* v'
What we are on Guidance Guidance Guidance Combined SW. SW
path to achieve 12%p CAGR 23% CAGR 19% CAGR maintenance & SaaS
revenue in Q1 2012
- >%120M, up 65% Y/Y
We said FY "13 NPOI% of Revenue would be 9-10% -
. our midpoint guidance for FY "12 is 10%* | *
| We said we would achieve 25%+ gross margins** in the medium Combined 2012 SW revenue

term - our midpoint guidance for FY 12 is 26%*  goal >$500M




Shareholder Value: Business performance driving growth

" April 2010: Phase I | 2012: Phase II Pension Strategy 2012
Pension Strategy ' '
2-Year Relative Price
Performance

Investor Complexity  Financial Flexibility

Progression

» Under-funded pension [Fund minirmum,
position reduced completa asset shift,
({Stay the Courss)

» Volatility and risk of
CLNTENT Pension asset
allocation significantly
reduced

Mar-10
May-10
Sep-10 1
Mo-10 1
Ja

Mar-

Jam-12

¥ Good progress towards
pengion independence

Significantly out ,
performing peer group |
and benchmark indices



On the back of a consistent vision, mission and business strategy

Our Business Strategy

Qur Vision ‘

Lead how the world connects,
interacts, and transacts
with business

Qur Mission NCR Services

Consulling - Profrssiosal Services - bnstalation Servicrs - Posl Sales Service & Supperd - Hanaged Services
Leverage Consumable BU Selutions and Innovation
MCR BUSINESS SYSTEM DRIVING A CONTINUOQUS IMPROVEMENT CULTURE

Provide our customers with the Highest Productivity - Most Efficient and Effective - Best Quality - Disruptive Cost
next generation of productivity gains .

and consumer experience innovation

Lean Six Sigma

Invest in our people and have a strong sense of corporate responsibility

Innovation provides the foundation for our strategy




And, what continues to be a successful reinvention

T 1 T , SDM Technology | T e——
| Freeze Pension Plan | | Corporate HQ Move SHrL NCR to launch Silver
to Duluth, GA

Line of Bugsiness

- Teradata Spin-off | St - In-seurce Reporting Scopus Alliance
Implementation CRVE b Employes
— Pl (R ERSslimosne scopus
Cantral Spand Functional orld'sHirst Dusl Customer Coungil 12G and Sales
CostReductions Micdel Core POS Terminal Relationship Impdemantation Alignment
Released (S0xrt) S

2006 mrmerrrraEmeeiesy Leadership & Culture Change 2012

Phasall Cost Fi | L& Deals Desk i
Biatha ciirast . ) unctional b an cals Acoounts
Flay - Leam the Glebal ﬁd”w?m m‘:‘ ;best Bi-Optc  |ineof BusinessModel Operations Implementation Program Fnacics
OAte DO UChvI Ty
Company S Released (7578) dibeiys Transformation
At ans E’Cﬁsﬂdwﬂ Industry Leading Leadership
evelopment Serviceability All-in- Development and Anticpated Sale of
Z5TReleased Services g_"':'ggg}em E‘::t:?: e University one Terminal Emerging Leaders Entertain ment 1o
Censclidation M’;-mtaqe ol Released (FOXRT) Program (Top 300) Caoinstar

Wasde b USA =
Cresrueas poba coms -
hame

Manaus, Brazil

Manuf. Restructuring -
' R&D and Manuf.

Dundee to Budapest

ih'l—'h.i-:‘u;nking':l::lt
in Puducherry

Columbus, GA
| Manuf. Facility

Puducherry, India | ﬂ
Manufacturing Facility !




Translating into consistent business performance:

revenue growth, margin expansion and improved customer loyalty

Revenue
Y /Y Growth

*HPOL W W40
| ofravenus

Customer Loyalty
Y/Y Growth

Gross Margin % of Revenue”
| Bps Y/Y Growth

T T T
2009 2010 2011 Wave 12012



We have a clear vision for our future: 2015 business model

NPOI %

Gross Margin’
of Revenue

Expansion

0 bps

Revenue




Architecture for Growth
and Margin Expansion

Improved
geographic balance
Market expansion : ,
into proximate Indirect channel
adjacencies expansion

b

Industry balance
and diversification

-
Software, Saas and
SMB growth | Services growth

Leveraging our past to

create a future..

small business



competition &

market share consumerism

customer goals

consumer behavior

geopolitical events

economic assumptions
& scenarios macroeconomics

Scenario 3
The Decade of the

Dragon and Tigen
Thé develsped world slows doven Baciuss o
a failure to rebalance debts and deficits,
whilg thi @rmiergeng mMarkets sustar

robust growth rates.

rise of emerging
markets

megatrends

MCR talent profile

Developed world economic cnses don't
spill gver into the emergng markets

Our strategy is shaped by the world around us
Our decisions are purposeful



Forces of change: "The New Consumer”

? Oomni-
: ? 46% of all 18-24 channel
2012 is a milestone year-olds would
ear. Children bern in choose access to

Multi-
channel

the internet cver
access

994 will turn 18 -
becoming the first
adults to live their
entire life in the
presence of online
retailing.

to a car.

Single
channel

{

‘Omni-channel shoppers are better
While multichannel shoppers for business - spenl‘:!ln 15-30%
are good for business - they spend - more than multi-channel

| 15-30% more than single-channel shoppers




Productivity and consumer experience driving change

* & Transformation

S D e

NCR's hardware-enabled, :
software-driven, services- — e
led approach is the solution My

e F

= Restaurant
...... “W#E Transformation

ki
fmairln ’L i’y




And, while the industries we serve are growing modestly...

spending in front office technology is increasing

Despite low-mid single
digit growth across
our core industries

=
@

i
Retail sales growth of 3.4
percent this year, down
from 4.7 percent in 2011

Spending on banking technology
will grow to $132B by 2015 -

a 24% average annual increase

Spending on retail technol will
ﬁw to ﬁearl $21B in 201?—?
rom $14.8B in 2009

..we are anticipating

the demand with
new solutions

—)

MNew solution:
 APTRA Mobile Banking J- .

Mew solution: =
NCR Silver

E

Smartphone spend grew |
46 percent from 2010
followed by tablets

and software.



Our Addressable Market: Growing faster than the markets we serve

$40.000 -

a 5: 8. 0%
| GR 2011 201
$35,000 CA $31 -

| :-29 5B
i i -
szs. 5B

szm1 . .

$20,000 1
$15.000 1
$10,000 1

$5.000 1

0

2011 2012 2013 2014 201%
= Fin ATH HW & SW ®Fin Branch Automation =Fin Other Bank Sol 8 Fin Multichannel
® Sarvices - Financial = Ret POS & Scannars = Ret Solf Checkout = Rt Digital Signage & Kiesks
= Ret POS & C-Talling SW mSME Hosted SW = Services - Retad & Hospitality = Hospitality HW & SW

& Travel Kigsks = Traval Hobile “ Services - Travel B Sarioes - TRT




The market is coming toward us:
And we are capitalizing

_—

'For the 10"
consecutive quarter we

have exceeded analyst I
4 ; : . expectations
we raised 2012

guidance to 11-13%
Q4 2009 Q1 2012

revenue growth

—_—




DISRUPTIVE INNOVATION

Ji
'J iA g that Hardware-enabled, Software-driven Business
1“Anything tha
‘won't sell, | don't TRANSFORMATION

want to invent.”

w
¢ Thomas Edison

7 —19:
(1847 - 1931) John Bruno

CTO and EVP Corporate Development

Adaphng!n consumer
and presance

/" {3 reuters

NCR makes the list of world’s
— 100 most Innovative companles @NCR



HOW WE DEFINE
DISRUPTIVE INNOVATION

2 the cost '

Parts Reduction 2X the QUO“TY

Remote Diagnostics
DFx

Value Engineering

Product Cost Reduction

- Design for Serviceability
Design for Manufacturability
Design to ‘Win'

Component Reuse

‘Platforming’
Comprehensive Quality Metrics and Process

4x the customer value

Increase Qur Points of Service (Cost = Growth)
Increase the Adoption Rate of Our Software Offers (Per Site, Per Customer and with New Customers)



HOW WE OPERATIONALIZE

Motherboard

18to &

Media Handling Module

Contributing to our financial performance

580 2 i 55.3
= 2009
g = 2011

Revenue (B)

GM Rate % Rev @

DISRUPTIVE INNOVATION
Increased
focus on

NCR Enterprise
Platform Solutions

Oto 9

Development

/Chipsets e Centers3 1o 7 5w2|-|1n.r v Time-to-Market
15103 rEdUC]tiC'[‘t iﬂzoe% R&D Spending Engineers v ‘Platforming’
Improvement in complexity =
20% Comp:nent G 25% 813 /’ v New Product
I Readers™ T | e 102850 - Introduction
Card Readers 11 fto8. - Openldea Portal I:NF"”

o 7% g ~$500M product cost
2009 -' e savings since 2009
—s2011 el 7m0

MNPOI as a % of Rev.™"

[1) 5@ reconciliation of GAAP to RON-GAAP mMeasune in the non-GAAP supplemental matenials andfor on the investos relations page of NOR's website,

(2)Groda margin A4 & percentage of revenue excludes pension and special
materials andfor on the investor relations page of NCR's website,

itemd. Ses reconciliation of GAAP o nan-GAAP measures in the nan-GAAP supplemental



INNOVATION @ NCR NCRAPTRA

. Interactive Teller

NCR started an R&D department . And;
wasione ofthe first companies to do so

Self-Service
Chleclcuut Kit_:ls_k

Sealable Deposit & B .
Maodule (SDM) Units '-J B

.

q"\-’j
196888 =&

Juhn]aning T, . | Patents and more than

perfected liquid ¥ 1600 pending patent

erystal displays (LCD) applications worldwide . .
crystal displays (LC [f’-l il i .. Mobile Boarding passes

since Mobiga acquisition [T

Y



MEGATRENDS & CONSUMER BEHAVIOR INFORM
OUR R&D STRATEGY

Someone on LinkedIn with just 170 contacts
has the potential to connect with and
influence more than 21 H"_L'ON PEOPLE n 750 HILLlON
i = @ ¢ Generation Y represents more than users globally on Facebook
T : = _Socialy B 1.7 BILLION CONSUMERS
9 \ WORLDWIDE MASTERCARD
INTRODUCES DIGITAL WALLET

o "Merchants want flexibility to easily
ey Smartphone owners accept digital payments so they can

now the majorit convert more browsers to buyers."
Jortty ~ Ed McLaughlin,
50.4% chief emerging payments officer of
" MasterCard

6 BILL'O Mobile OF U.5. MOBILE SUBSCRIBERS
TEXT MESSAGES SENT Enabled OWN A SMART PHONE
AND RECEIVED PER DAY Says a Nielsen survey



—
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CONSUMER EXPERIENCE |




COLLABORATIVE
. INNOVATION

BEING A BETTER
INNOVATOR




‘ MERGED CHANNEL .

Financial Services

I coved Time-to-Marke

CUSTOMER VALUE
PROPOSITION ° 4

nd-to-End Closed Loop Marketing:. @Dner
Transaction Ownership

Do .f'. .
on Maintenanc® P I ST L

N \HARDWARE-ENABLED SOFTWARE-DRIVEN |




WHY CUSTOMERS LOOK TO US TO
. INNOVATE

300M transactions
per day...

that translates-to

At your service every day and around the world



GETTING IT RIGHT

SCALABLE DEPOSIT MODULE B
(SDM) o

FIRST CITRENS BANE OF CARDLINA, CAL IFORNA CREDIT LNIDN
SOUTHERMN/BANE SANTA CLARA COUNTY FOU, CREDIT LSaON OF

oo 9
Self and Mobile
Check-in

Hospitality

Restaurant Guarc

Retail

Self-checkout




COMING SOON
SILVER

POINT OF SALE

*! INTERACTIVE TELLER

of MOBILE CAPTURE

of PuLSE




DISRUPTIVE INNOVATION

SUSTAINABLE VALUE
LONG-TERM CREATION

Consumer Experience
and Design

Merged Channel

Hijolie &
Prwate Clejigels

Business Models
(C28) i




E, ) \ Peter Dorsman
Executive Vice President

Industry Solutions Group
Lines of Business

Investor Day
May 16, 2012
New York Stock Exchange




NCR’s Lines of Business

Financial

Telecom and
Services — Technology

o~
|_Healthcare BB Entertainment




Leverage our Core Competencies

Point of Service Integration

Secure Payments




Mega Trends

Macro Economic
Conditions

Regulatory The Changing Consumer

Environment



Driving the Need for Change

Front-end business Achievement of next
transformation and the shift of generation productivity gains
capital spending to support it. and lower costs.

Integrated and synchronized
multi-channel experience.

Banking P JOmen e Arwwent
= . =

Y X TRADE

—FiMAMCIAL




Front-end Business Transformation (Financial Services)

Improve the effectiveness of branches

Create new delivery formats
including smaller branches,
video enablement, kiosks
and multi-function ATM’s

Change the processes associated
with the branch banking experience

Improve customer experience and access




Next Generation Productivity and Lower Costs
= - Technology alone
e _ > ' is rarely the key

- to unlocking
Mu ' = economic value:
"I'!f.u#?l il T : oG 1 _Nip companies create real

== . 3 ' _ 2L wealth when they combine
> ' technology with new ways
of doing business.

Source: McKinsey Quarterly.com



Integrated and Synchronized Multi-channel Experience

¥ Point of Service
¥ Mobile

¥ On-line

¥ Social Media




Multi-channel Businesses are Rewarded by Consumers

e The average multichannel
*Customers are multi-channel + B shopper spends 6 times
creatures and they will no longer ) - more than a single-channel
tolerate inconsistent experiences "B shopper
- o - ; ' Source: Forresker
across a financial institution’s

delivery channels.”
™
TowerGroup

730/0 of travelers would

be maore likely to choose a travel J
provider that offered them :
greater control over managing [
their entire travel experience
through self-service.

Source: Buzzback research

@nCr



NCR is Uniquely Positioned




Transforming How Main Street Small Businesses Operate

- I

"We're helping retailers know what inventory
they need, when they need it, and what price
it needs to be at.”

- Fast Company




Andy Heyman
SVP & GM, Hospitality

At your service every day and around the world

Hospitality Strategy

Investor Day
May 16, 2012
Mew York Stock Exchange




» What is our market?

3 Why do restaurants buy from us?

-,

> How do we maximize our opportunity?

3 What results will the strategy achieve?




What is our
market?




= ST W
B e

Quick Service Fast Casual Theaters Table Service Sports Venues

Restaurants Restaurants

50%0 available to NCR

m
2milhc R&& >0 si w. World

T At




Our Value Potential

Margin
Improvement
Operatianal Impact

) Increcse Revenue

- illion 1per: heur _'
$150,billion @ﬂ
@Eﬁﬂmzmsﬂ[sxa?m

$180 billion
Total Value Potential




restaurants
buy from us?







$1M Restaurant*®

Average NCR

Guests 100,000/ year 2,000/year 102,000
Spend $10/guest $1/guest $11/guest

Total Sales $1M $122,000 $1,122,000

30% -2% <08

Food Costs $300,000 ($22,440) $314,160
30% -2%, 28%

Labor Costs $300,000 ($22,440) $314,160
2% -0.50% 1.5%

IT Costs $20,000 ($5,610) $16,830
33% 0% 33%

OH Costs $330,000 ($0) $330,000
Profit 2% i 06,5

$50,000 $56,590 $106,590

* Hypothatical results of investment in NCR Hospitality solutions by restaurant with $1M in annual revenues; based on NCR internal data and customer feedback,



How do we

maximize our
opportunity?




The Foundation

New Site
2011: $265M

New Sites
New sites % per site

20,000 $13,250

Total
$265M

Recurring
2011: $217M

Results
MNew Sites % pspm Total

$482.5M
125,000 $145 $217.5M




New Site Strategy

Increase Adoption Deepen SMB Presence Expand Globally
35,000 $400 M
30,000 I_ $350 M

-
25,000 SRR
i
- 250 M
2 20000 1
z . $200M G
Z 15,000 H
- §150 M
10,000 L 5100 M
5,000 - 50 M

2012(e) 2013(e) 2014(e) 2015(e)

[l Direct L 5M8 |l International == Revenue




Recurring Strategy

Add Salespeople Expand Solutions

200,000
180,000
160,000
140,000 -
120,000
100,000
80,000
60,000
40,000
20,000
(]

2011 2012(e) 2013(e) 2014(e) 2015(e)

Bl Cumulative Sites =il Revenue



What results

will the strategy
achieve?




Takeaways

2012-2015

Significant opportunity that is growing

Unique and proven value proposition

Growth strategy which delivers consumer

and customer trends

Gross Profit




Michael O’'Laughlin

SVP & GM, Financial Services

- At your service every day and around the world

Financial Services Strategy

Analyst Day
May 16, 2012
] New York Stock Exchange




A Global Perspective from a Global Business

Morth America

» Branch transformation

* Remote data capture

* |ntelligent deposit

* Multichannel convergence
owing replacement market

» Predictive Services

Caribbean & Latin America

» Capitalize on Brazilian investments
to target new opportunities

* Inf uction of Intelligent Deposit

* Mar 2 growth with
introduction of Aptra™ Vision, SW
Distribution, SW Security

Woestern Europe

+ Intelligent deposit

* Branch transformation

* Multichannel software solutions

* Financial kiosk

* Growing replacement market
and physical sec

Middle East & Africa

* Intelligent Deposit

= Bill payments

* Mobile Solutions

» Remittanc lution

* Managed Services Distributer
enablement

Eastern Europe
= Bill payment & Financial K
» [ntelligent Deposit
A penetration below Eurog
erages

AE
» Cash Dispenser growth in South

ing
* Multichannel software solutions
» Cash Depos wih
* India Cash Dispense outsourcing




ATM Shipment View: Markets that Will "Move the Needle”

osue of Circle =Total ATM Shipments 2011-2013
Total Shipments = 1,058,240
units

CEE Othar, Asia Par Other,
K, Virtnam, Pakistas ¥y
1 5

2011 = 2013
Netherlanh, here :
Estonia, Derevark T 500,003
e Instal Bane bnd 2039
71 largest countries e T Total bar 200 2.212,163 s
Source: RER 2010, RCR 5% France, taly

o Top-15 = 77% of base, 78% of shipments



Delivering an Integrated Customer Experience

Trahing
(viskon, inetoo)

AFTRA
Mobale
Banking

Patch Managemant/
APTRA Software Distribution
Onlline Miadnag e rmen i
Banking Dastribution




Innovation is Driving Growth

Dual Roll -~
Reactiv

NCR Interactive
Teller

Branch Transformation

Mobile Data

25T

A T
o4

Iconic ATM
Scalable Deposit Module Dislocated interface il

Drive-thru Authentication




NCR Enterprise Software Platform

| Clearing & -
I .

Global Leader in: i:sﬂ.rf:i":HEﬂT. Settlement MOBILE
+ Multivendor software .BﬂHKIHG
- v man: "
ZE ot aproINTMENT @
kit bbb SCHEDULING

P —— |
@ e1L
A _ PAYMENT
NCR .
Enterprise Platform
Assisted @ CHECK
Service . CASHING
E = @ RremITTANCE
' ADJUNCT
® TRANSACTIONS i i




ATM SelfServ Solutions

22 25




NCR Financial Services Solution Portfolio

" PATCH
SOFTWARE @ MANAGEMNENT

Global Leader in:

. I"I'!rmgL d Sen DISTRIBUTIOMN
3 - @ LOGICAL
= Service Innovation CECORTTY
CASH MAMNAGEMENT &
FORCASTING @ Hosted &

Saas Solutions

i

MULTI-VEN DOR
MAINTENANCE

' E @ F1RST & SECOND

= LINE MAINTENANCE
PREDICTIVE  ncR  Your Service
TOTAL PREMISE @ SERVICE ™

SERVICE @




Financial Services Market Leader

« No. 1 US ATM provider
» No. 1 Global ATM install base & shipments

@ Advanced Functionality

« ATM Multivendor Middleware & Apps: No. 1 US & Global
= Automated Deposit: No. 1 US & Global
= TCR Middleware: No. 1 Global

» A leader in item processing, 8 of top 10 US banks

= Top 5 in FinTech Top 100 Global Solution Providers to the Financial Industry
« Top 10 in 2011 IAOP Global Outsourcing 100™




Scott Kingsfield
SVP & GM, Retail Business

At your service every day and around the world

Retail Strategy

Analyst Day
May 16, 2012
Mew York Stock Exchange




NCR Retail - Expand our Value Proposition

The Self Checkout Evolution

MCR Silver - Back to the Future




NCR Converged Retailing




Transforming Retail

Food and Drug Specialty Retail Convenience General SMB
Store Merchandise




Expanding our Value Proposition — The Consumer

Give me control
of the shopping

experience Know my

preferences

Reward my

loyalt
yary Make my visit

fast and

convenient
-

Customer




The Store is Evolving... NCR is Leading




Expanding our Value Proposition — The Store

I need to improve
productivity and
reduce costs

I need to meet
the demands of EEEEELLEES
my customers
I need to grow
customer wallet
share




The Store is Evolving... NCR is Leading




Expanding our Value Proposition — The CIO

I need to support

solutions across
all channels ~ I need to protect

customer data

I need to
maximize

uptime
i | I need to support

multiple locations




The Store is Evolving... NCR is Leading







SelfServ Checkout Momentum
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Total Global Self-Checkout Transactions (Millions) NCR SelfServ Checkout Global Expansion
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NCR ships 2 out of 3 Self-checkout units worldwide




The Self Checkout Evolution

Common
SelfServ Checkout
Application

Express Configuration

[ - ' b Single-Window
[ ) Scanner

Single-Window ______  ash, No-Scale
Scanner SelfServ
Card-Only  Zogppa

Convertible
Configurations

Mobile Self-Checkout

S55C0 Kiosk
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Back to the Future — NCR |

Silver

SILVER | (®NCR




Our Mission:

To help a small
business easily run
their business,
connect with
customers and sell
anywhere

SILVER




SILVER

Sitlver Target Market

Service provider Retailer
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The Company that invented the Retail technology industry 128
years ago is introducing the most significant advancement in
100 years!
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Keys to our Success

Sl \../Ffa

POINT OF SALE +

World Class Great Distribution Strong Brand
Solution




Total Retail Solution

Run your Business Connect w_lfh Sell Anywhere
Customers



The Right Solution

Run your Business.

Connect with Customers.

Sell Anywhere,
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Silver Mobile Silver Tablet Silver Register

579 per month $79 per month 599 per month










N | Peter Dorsman
Executive Vice President

At your service every day and around the world
Telecom and Technology
Line of Business

Investor Day
May 16, 2012
Mew York Stock Exchange




Unmatched, Global End-to-end Services Portfolio

NCR Well Positioned to Capture Enterprise Customer Demand for Outsourcing

MCR provides gloebal, high availability, mission critical, | NCR Growing 3x Faster than Market
“white label” managed and deployment services for

multi-vendor networking technologies to Services Addressable Market

8 of Top 10 Telecoms and Metworking OEMs 4B

NCR
“ caGR

Market
' caGR

2011 2012 2013 2014

| *... end-user organizations are actively
pushing for consolidated support
GartrIER contracts to realize cost savings, reduce
contract management overhead and
simplify operational processes ..."



Growing Customer Segment Provides Opportunity for Outsourcing to NCR

Represents Category Leaders

Top 33 Telecoms @ Top 20 OEMs @ Top 4 Systems Integrators

Revenue ($B) & o \



Scaling the Business

NCR Advantage — the Multi-Factor:
Multi-Geographies, Multi-Industry, Multi-Vendor, Multi-Channel

Managed IT Domain Services
NCR enables

always available
customer

experience




Uniquely Positioned to Capture Market Demand

Unmatched

Service Portfolio Complementary

~100,000
NOC Supported
Users

~1,000,000
Maintained

Service Intelligence
Optimization, Six Sigma

~200,000
Installs Per Year

Certifications
ITIL, ISO, NSA ... Multi-Vendor Support
+200 OEMs
> 99.999%
dged Tier 4 Data Center
Certified Service | Availability |

Professionals

B



Growth Opportunity

Qutsourcing
Cpemand Devices Multiplying
Acceleratin
2 Requires Services Led Model
Seamless, High “Complementary”

Availability

Tlaed

Trusted Partner

: A T
Customer Segment Global Capability
Growing and Creates High

Expanding Barrier to Entry



Peter Dorsman
Executive Vice President

Transforming the Travel Experience

Travel
Line of Business

Investor Day
May 16, 2012
New York Stock Exchange




Travel Industry Transformation

Airline/Airport Focus
Hierarchy of

Consumer Needs Loyalty to
differentiated

experience Increase Revenue

=Ancillary Sources
Personalized offers +Terminal Concessions and Fees

............................................................................... I mprnve the
Passenger Experience

«Convenience
Relevant Information

Integrated and synchronized
multi-channel experience

Increase Productivity

and Reduce Costs

*Passenger Processing Efficiency
*Cashless Concourse

Basic passenger processing transactions




Increase Productivity and Reduce Costs

—3 — -

By 2014 there will be 3.3 billion
air travelers, up 800 million
from 2.5 billion in 2009.

-IATA 2011




Cashless Travel Card Solutions

Loyalty card Integration Onboard food and drink purchase




Improve the Passenger Experience

e
¥ -
Consumers today have more choices and seek greater control _
over where, when and how they interact with business i

3
._.f '.;.' i

i At Home In Transit At their
’ Destination

T iy,
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Dubai Airport Wayfinding

Major aviation hub in

Middle East

» 6,000+ flights per week

+ 43 million passengers

» Help passengers locate gates,
flight information,
retailers and concessions
Interactive access to hotel
reservations and local
attractions
Fifty 42-inch touchscreen
monitors with HD graphics
and video powered by NCR
Metkey software

HEARRRE | e

o = D‘Jbai

* International
: ona

Connecting the




Increase Revenue

Ancillary revenue generation has
spread from low-cost and US
carriers to full service carriers
worldwide and become an
increasingly important source of
revenue. Airlines can now lower
their ba