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Item 7.01 Regulation FD Disclosure.
On December 6, 2007, NCR Corporation (the “Company”) made a presentation to the equity investment community to discuss the Company’s business strategy.
A copy of the presentation is included as Exhibit 99.1 hereto.

On December 5, 2007, the Company issued a press release related to this presentation. The press release is included as Exhibit 99.2 hereto.

The information contained in this Current Report on Form 8-K, including Exhibit 99.1 and Exhibit 99.2, 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 Exhibit.

(c) Exhibits
Exhibit
Number Description of Exhibits
99.1 Presentation of the Company dated December 6, 2007

99.2 Press release of the Company dated December 5, 2007



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: December 6, 2007 By: /s/ Robert Fishman

Robert Fishman
Vice President and Interim Chief Financial Officer
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Agenda

/ Bill Nuti — NCR Business Strategy
Chairman & CEO

Q&A

Alan Chow - Product Development Strategy
SVP, Product Development & CTO

Peter Dorsman - Global Operations Strategy
SVP, Global Operations

Chris Wallace - Customer Services Strategy
SVP, Worldwide Customer Services

Bob Fishman - NCR Business Model
Interim CFO & Corporate Controller

Q&A




Note to Investors NCR

Certain non-GAAP financial information regarding NCR'’s
operating results may be discussed during this
presentation. Reconciliations of the differences between
GAAP and non-GAAP measures are available on the
Investor page of NCR’s website at www.ncr.com.

Remarks and responses associated with this presentation
include forward-looking statements that are based on
current expectations. These forward-looking statements
are subject to a number of risks and uncertainties that
could cause actual results to vary materially.

These risk factors are detailed from time to time in NCR's
SEC reports, including, but not limited to, Forms 10Q, 10K,
8K and the company’s annual report to shareholders.



NCR Business Strategy

Bill Nuti
Chairman & CEO




Shareholder Value - 3 Key Levers

Build a

Profitable o
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Key Take-Aways

Strong foundation

e Consumer demand for self-service is fueling growth

* NCR is well positioned to be a global leader in self-service
* The addressable market for self-service is expanding

e Focused on improving execution

* Proven and experienced management team



NCR has Built a Solid Foundation

Revenue Non-Pension Operating
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Consumers Driving Self-Service

NCR

Consumer Trends 5 Business Trends

50 billion ATM
transactions

$500 Billion in self- RR———
checkout purchases i’_‘ I I .
70% of U.S. business ;

travelers use self-
check-in

8.8 billion digital
photographs printed
via self-service

New business models
emerging that are
100% self-service

In all industries,
businesses are adopting
a multi-channel strategy
including self-service



The Consumer is Demanding Self-Service NCR

In 2006, 66 percent of
travelers used a kiosk to
check in to a flight.

- Forrester Research

Combining Mobility, Internet &
Self-Service Automation

Extremely
valuable

Very valuable
vveeble [ | asme

Somewhat
valuable

Slightly
valuable [l 7%

26%

249%

92%

Mot at all D
valuable 8%

Source: NCR Self-Service Consumer Study

$1 trillion is expected to be spent by
consumers through self-service

kiosks in 2011.
- [HL Consulting Group

71% of 18-24 year
olds prefer self-
service terminals

=MNational Restaurant
Association



And the Market is Adjusting

Home  Sohstions - Services - Products - Support & downdoads - My IBM -

IBM Press Release Sept. 25. 2007
New IBM Survey Finds Tech Savvy
Press releases Consumers Expect Businesses to
"f“"‘"' Provide More Self-Service Options

As part of the IBM Consumer Services Initiative, the corpany is delivering
new technologies and services, including a powerful self-service kiosk with
built-in wireless capabilities and point-of-sale options, a new line of self
checkout systems, enhanced systems management capabilities, and a
services practice focused on delivering customer-facing solutions. IBM also
introduced the Self Service Alliance program, intended to drive innovation
and create new uses for self-service technologies through collaboration and
standards-based technologies.

3 .
Related links standards-based technologies.

By the end of 2007, 800,000 customer kiosks,
not including ATMs, will be installed in North
America and that number will hit 1.2 million

by 2009.
- Summit Research Associates



Businesses Recognize Customer Interaction NCR

iIs Changing

HSBC <>
The world's local bank WAL*MART
Bankof America % @ TARGET

MARKS &
SPENCER
citibank TESCO

A S S S =

/7EON



Alternative Self-Service Channels are NCR

Growing in Popularity and Frequency of Use

Evolution of Retall Banking Interactions

120 H mobile
-:‘ I online Banking
E 100 — B can center
D 0 atm
.n - . Branch

3
—
é B0 —
; 40 —
E
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o _|

1988 1874 1978 1884 1988 1984 19808 2004 2008 2014 2019

Source: Tower Group, ATM & Deblt News & internal NCR esiimates




The Type of Consumer Interactions and
Channels Are Changing in Retail as well....

-
Pol MEWIBE




And This Phenomena is

Occurring in ALL Major Industries

.t

TRAVEL & HOSPITALITY

A

ENTERTAINMENT & GAMING  PUBLIC SECTOR




And in Every Corner of the World..NOW

— Ha rl.al-fé' /}V @fﬂé?b({f;g’gﬂ@r E] Cleveland Clinic
Wagonlit i M O .
m ,m QO Microsoft
al, citibank MARKS & ) Carnival
\RGOSY Bankof Americ \ ) / W }sh "4 ..':
“Hxxm y ‘\\ e i%]‘
HSBC m ! b W Howalk “..:. scart

BORDERS.

BARHESKHDBLE

IKSELLERS

. CREATING AN INCREDIBLE OPPORTUNITY FOR NCR



Our Strategy NCR

GAIN PROFITABLE SHARE

Market share, wallet share, and
mind share in our core industries:

| FINANCIAL SERVICES & RETAIL

EXPAND INTO EMERGING GROWTH INDUSTRY SEGMENTS |
Traveld | o | o & | Government &

Penetrate adjacent
Self-Service
technology segments

Expand / strengthen
geographic presence
and Sales coverage

=pitality dublic Secto

Build &
Competitive
Cost
Structure

Optimi2e Capital
Slruciure




Our Strategy

Build a
Competitive

Profitable Cost
Revenue Structure

Growth

Optimize Capital
Structure

"BUILD A COMPETITIVE COST STRUCTURE...CONTINUOUS IMPROVEMENT

— s — =

o

A S Global tiens Cu Services —|
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Our Strategy NCR

GAIN PROFITABLE SHARE
Penetrate adjacent ‘ Market share, wallet share, and Expand / strengthen

Self-Service mind share in our core industries: geographic presence
| and Sales coverage

Global tiens Cu
-y -
=_-_ -

-

World class people, training/development, and company culture




Strong Market Position

SELF-SERVICE
SHARE CHECKOUT

#1

' : T!EHIIDI?EEEY
=50 (28T)

#2 b

POINT-OF-SALE

THE GLOBAL LEADER
IN SELF-SERVICE TECHNOLOGIES



Right Time, Right Vision, Right Strategy..but NCR

“"We are optimizing our organization structure to improve execution”

Non-Bank or

Retail market Redundant

spending

opportunities
Slower to Slower time-to-
respond to the market
customer

Higher costs

Lacked internal
alignment Low productivity

Customer Redundant
‘confusion resources
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Evolving Organization Structure
Industry Centric, More Efficient, Growth Oriented

< e M ———— e - - e i

Customer Services

-
3
5
@
>
¢

Corporate Development
Product Development
Global Operations
G&A Shared Services




Our Evolving Organization Model Has
Multiple Benefits

Reduce Cost
Structure

Increased
Customer Productivity
Interface & Efficiency

Reduced Coverage &
Product Cost Productivity




And, Potential Issues to Mitigate...

Loss of focus in
core businesses

New industry
knowledge

Employee morale

Change management

Dedicated industry focus in Sales,
Product Development & Services

Dedicated industry organization and
new talent

Started process 18 months ago and we
are seeing significant improvement

New NCR employees are “stoked”

Our focus and attention on pacing and
sequencing change is paying-off



NCR is Well Positioned...

Media
Mamagerment S
Hermram
Faclors

Design

Securify’
Auritemrlication

Capabliities

Multi-
Channel
Saffware
Comfactiess
Public Customer & sPayments
iy Interactions

ee ko ut
Solutlons NCR is the only company

&
" — with the capability to pull
maaiavent all these things together -
web, kiosk, point-of-sale,

it and mobility”
Hospitality ) Portals
— CEQ, NCR Customer

Qg c
w Fortune 500 Company




Americas Market

Financial market includes Hardware, Software, PS, TS and
Services for the ATM, Payments, & Branch Solutions:

Retail market includes Hardware, Software, PS, TS and
Services for the Assisted Service and Salf-Service Solutions

Emerging markets include: Hospitality, Air Travel, Healthcare,

Enfertainment, and Public Sectar

» Emerging market growth
= Teller Assisted Cash Rcl.
= Branch automation

= Deposit

= Software & PS

= New SS applications

= Maint./Managed Services

Retail

» Emerging market growth
« POS terminals

« POS peripherals

» Indirect Channel leverage
» Self Check-out

*Kiosk/SS application
growth

e 2ST printer growth

Size ‘07 - '10 CAGR
Financial $4.4B 5-6%
Retail $7.1B 3-4%
Emerging Industries $3.8B 7-8%
CORE OPPORTUNITIES EMERGING OPPORTUNITIES
Financial Travel & H itali

¢ Airline/Airport growth

» Kiosk/S5 application growth
+ Car rental/SS Kiosk

» Hotel check-in / checkout

* Table/Quick Service Kiosk

* POS terminals

Healthcare

« Patient registration & sched.
sHospital, physician offices
and retail clinics

ming/En inmen
» Ticket-in/Ticket-out
s Check-in & other Kiosk S5

Publi r her
» Postal & Self Shipping
» Kiosk/S5 Application growth




EMEA Market

‘07-'10 CAGR
Financial $4.3B 4-5%
Retail $10.3B 3-4%
Emerging Industries $4.0B 7-8%
CORE OPPORTUNITIES
Financial

e Emerging market growth
= Teller Assisted Cash Rcl.

Statement Printing (Germany)
Branch automation

Deposit

Software & PS

New SS applications

Bill Pay & Top Up apps
Maint./Managed Services

Retail

« Emerging market growth
* POS terminals

* POS peripherals

s Indirect Channel leverage

» Self Check-out penetration
» Kiosk/SS application growth
e 2ST printer growth

Financial market includes Hardware, Software, PS,
TS and Services for the ATM_ Payments, & Branch
Solutions:

Retail market includes Hardware, Software, PS5, TS
and Services for the Assisted Service and Self-
Service Solutions

Emerging markets include: Hospitality, Air Travel,
Healthcare, Entertainment, and Public Sector

EMERGING OPPORTUNITIES
Travel & Hospitality

» Airline/Airport greenfield

» Kiosk/SS applications

» Car rental/SS Kiosk

» Hotel check-in / checkout

» Table/Quick Service Kiosk

* POS terminals

Healthcare

+ Greenfield vertical

» Patient registration/sched.
*Hospital, physician offices
and retail clinics

Gaming/Entertainment
» Ticket-in/Ticket-out
» Check-in & other Kiosk 55

Public Sector/Other
» Postal & Self Shipping

A Kiosk/SS Applications



APJ Market

‘07 - '10 CAGR
3-4%

Financial $3.5B

Retail $8.6B 4-5%

Emerging Industries $3.7B 7-8%

CORE OPPORTUNITIES EMERGING OPPORTUNITIES
Financial Travel & Hospitality

» Emerging market growth
» Teller Assisted Cash Rcl.
Cash Recycling

Branch automation
Deposit

Software & PS

New SS applications

Bill Pay & Top Up apps
Maint/Managed Services

- L] - . = & =

Retail

* Emerging market growth

¢ POS terminals

¢ POS peripherals

* Low-end market opportunity
« Indirect Channel leverage

» Self Check-out penetration

» Kiosk/SS application growth
s 25T printer growth

» Airline/Airport greenfield
» Kiosk/SS applications

e Car rental/SS Kiosk

* Hotel check-in / checkout
* Table/Quick Service Kiosk
* POS terminals

Healthcare
sGreenfield vertical - focus
on mature economies

Gaming/Entertainment
 Ticket-in/Ticket-out

* Macao, Sing. market

¢ Check-in & other Kiosk SS

Public Sector/Other
* Postal & Self Shipping

» Kiosk/SS Applications

Financial market includes Hardware, Software, P35,
TS and Services for the ATM, Payments, & Branch
Solutions:

Retail market includes Hardware, Software, PS, TS
and Services for the Assisted Service and Self-
Service Solutions

Emerging markets include: Hospitality, Air Travel,
Healthcare, Entertainment, and Public Sector




Creating Shareholder Value
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Initiatives to Improve Cost Structure, Productivity, and

Customer Satisfaction (Phase II Continued)

Product Development _
* PLM .
* DFX P
» Common Modular Archite

Customer Services
* Call Center Operations
* Parts & -




Creating Shareholder Value

Build a
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Competitive
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Growth Structure

Optimize Capital
Structure




Capital Structure Strategy Update NCR

e Current Board Authorized $583M buy-back to be
executed over the next 1-2 Yrs.

e Regular and ongoing evaluation of optimal Capital
Structure strategy...follows business strategy

e Capital allocation decision factors:
= Pension management
= Working capital
= Credit market conditions
= Macroeconomic conditions
= Company readiness
= New CFO joining
= Growth opportunities



Experienced Management Team

Alan Chow Peter Dorsman Malcolm Collins Chris Wallace Dan Bogan
SVP Froduct SVP Global SVP Worldwide SVP Worldwide VP Systemedia
Development & CTO Operations Sales & Marketing Customer Services Business Unit

Bill Nuti
Chairman and CEOQ

‘I §
Mike Webster Andrea Ledford Bob Fishman Peter Lieb Mel Walter
VP Corporate Strategy SVP Human Interim CFO & SVP General WP Business

& Communications Resources Corporate Controller Counsel Development




Speaker Biographies

Bill Nuti
Chairman & CEQ

Alan Chow
SVP, Product Development & CTO

Peter Dorsman
SVP, Global Operations

Chris Wallace
SVP, Worldwide Customer Services

Bob Fishman
Interim CFO and
Corporate Controller




Summary

e Strong foundation

e Consumer demand for self-service is fueling growth

e NCR is well positioned to be a global leader in self-service
e The addressable market for self-service is expanding

e Focused on improving execution

e Proven and experienced management team



f

Product Development Strategy
Alan Chow
SVP, Product Development & CTO




Creating Shareholder Value

Build a
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Innovation Drives Profitable Revenue Growth NCR




Innovation Drives Profitable Revenue Growth NCR

KIOSKS PAYMENTS SYSTEMS



Innovation Drives Profitable Revenue Growth NCR

TELLER ASSISTED INTELLIGENT
CASH RECYCLING DEPOSIT




Innovation Drives Profitable Revenue Growth NCR

GOVERNMENT /
GAMING & PUBLIC SECTOR

ENTERTAINMENT

HEALTHCARE

TRAVEL & HOSPITALITY



Driving Efficient Innovation

Movement to
Low Cost Regions
for Additional
Capacity

Reducing Product
and Servicing
Cost

//
/

Common Hardware &
Software Platforms
« Re-use and modularity

« Accelerate time to market
« Reduce service incidents

Services / I



Driving Efficient Innovation

PROCESS IMPROVEMENTS

Product
Life-Cycle

Design for

Lean : e
Manufacturing Serviceability

Design for

Management
(PLM)

Services

» Reduce parts and Remote Diagnostics

product 1D » System and Asset

« Customer Focus Management
and A * Reduce time and cost
Responsiveness to service

» Reduce product cost
* Reduce conversion cost



Global Operations Strategy
Peter Dorsman
SVP, Global Operations




Creating Shareholder Value

Build a
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N\

Optimize Capital
Structure




NCR’s Global Operations - Prior







Manufacturing Mix Shift

ATM Assembly Mix ATM Module Assembly Mix

Low-Cost e/ Low-Cost
REQEDI"I Region 4604"'{0

High-Cost High-Cost
Region Region

2005 2007 2005 2007



Business Unit Organization Model - Prior

R

Separate organizations performing same functions f/

I
¥ ot
A i

A

« Demand
Planning
«Order

Financial | ™!

Teradata

)
ol
=
>
-
[
wn
-
)
£
O
<+
0
-
@

SIGNIFICANT OPPORTUNITY TO ALIGN PROCESSES
AND IMPROVE RESULTS



One Global Operations Organization (2008 pius) INCR

* Increases Productivity

» Lowers our Cost

« Improves Quality
« Demand Planning

* Order Management

* Sourcing

* Manufacturing
* Logistics

* Service Billing
* Invoicing

* Collections

R —
OPERATING LEVERAGE OPPORTUNITY




Fast, Low Flexible & ~ Continuous
Cost Responsive [ 4 Improvement Management

« Lean Six Sigma » Simplified, ® + Implement » Efficient Product
« Manufacturing Common o Industry Best Phase-In and
« Fulfiliment Processes Practices Phase-Out
« Supply Base [ * Increased Asset « Lean Order « Robust Demand to
+ Lowest Total Cost and Labor §9  Management & Supply Processes
Sourcing Flexibility Fulfillment » Vendor Managed
« Efficient » Design for Processes Inventory (VMI)
Distribution and g Manufacturability
Logistics

Information Flow
Drive Speed, Efficiency and Effectiveness

& \T" e 4 3 | \ :;__\.



Operations: Enabling NCR’s Success NCR




Customer Services Strategy
Chris Wallace
SVP, Customer Services




Creating Shareholder Value
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NCR

Leveraging Our Worldwide Service Model

AROUND THE CLOCK, AROUND THE WORLD -
ONE CONTINUOUS OPERATION

Thousands of dedicated,
NCR badged Service

One of the top 10
professionals

support providers in *
the world

Managing 20,000
service actions

Providing a
colénpetitive
advantage every day in over
for NCR 110 countries
solutions
Generating over
$1.8B in profitable
services revenue
Supporting:
9 of the world’s top 10 banks,
8 of the top 10 retailers Supporting
9 of the top 10 telecoms and New markets with major
airlines, gaming, health

8 of the top 10 airlines
care and public sector
entities



Customer Services Strategy

Enable growth of the new NCR with cost-effective service delivery and the
world’s highest levels of customer satisfaction and solution availability

Revenue Enhancing Expanding CS
Obsession Growth People Margins Through
Opportunities Relationships Innovations

Total organization 4 dimensions Developing our Breaking out of
people and our the box with new
customers focusing | services and new
on the "moments of ways to deliver
truth” to make a service
difference

productivity of growth

"TAKING SERVICES TO THE NEXT LEVEL"




154209 |Line SW Maintenance &

Maintenance Support
HW Maintenance

INSTALLATION SERVICES

Service Mgmt.

ATM Ngtwqu Design Help Desk
Services

Incident Mgmt.
Site Assessment &
Preparation Remote Monitoring

Currency Mgmt.
Staging L

(preloading SW)

Cash Services

On-site Installation

SW Management

Electronic Journal
Project

Management Asset Mgmt.

eCommerce

BECOME MORE DIFFERENTIATED AND CAPTURE MORE MARGIN DOLLARS



Leveraging Offers into Emerging Industries NCR

CORE INDUSTRIES || EMERGING INDUSTRIES \ @
Financial - Retail Travel & Hospitality - Healthcare - Entertainment & Gaming - Public Sector
. r Design & Installation, ' _
Standard Serwces} Staging Rollout and =
Services Project Mgt.

Asset & SW Help Desk & Application
Management Service Mat, Hosting
Managed Services
Remote Monitoring & Management

. Asset

Site Customer-
Sensitive Specific
Availability Predictive

Rausable Now
Rausable within 18 Months

To Be Scoped




Global Customer Services Market Landscape = NCR

'$20+Billion Market* | {:6 —\J

Global = TR o
Networking NCR Position = $1.8 B

Services

EMERGING SELF —

SERVICE MARKETS
r/-Tr‘;en.fel &
Hospitality
* Healthcare
* Entertainment &
Gaming
* Public Sector
«eCommerce

\

/

-

Payments I
TWO SIGNIFICANT GROWTH PATHS LEVERAGING
CURRENT COVERAGE AND CAPABILITIES

* Derived from analyst reports and NCR estimates



Managing Down the Cost Continuum NCR

TOTAL COST MODEL
COST OF SERVICE X INCIDENTS = TOTAL COST

——> Replace Product Key Enablers

Productivity gains
. i New Service
— 0On-5ite Repair technology

———3» Depot Repair Serviceability

Tomorrow

> Self Support

- R

)

.

Opportunity

i
--.-.-......___ -> Self Healing




Taking Customer Services to the NEXT Level NCR

MNew
Self-Service
Software |nnur|ratlnr|s
Services Design for
Service Our Managed SerNice
Brand Services Remote

Service Market Incident
2007 Productivity Expansion Resolution
Guidance Service
A Technology
Asset

NPOI Management
Margin

2007 2010

CUSTOMER SERVICES IS UNIQUELY POSITIONED TO BECOME
THE SERVICE PROVIDER OF CHOICE FOR THE SELF-SERVICE
MOVEMENT LED BY THE NEW NCR.



NCR Financial Strategy
Bob Fishman, CPA, CFA
Interim CFO and Corporate Controller
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NCR Revenue Trends NCR

Revenue - $ Millions Q3 2007 YTD Revenue Mix

5% - 6%

Growth
Zis== 4,561 4,582
I 1 I I 1

2004 2005 2006 2007 “Americas WEMEA WAP]

GROWTH WITH STRONG GEOGRAPHIC DIVERSITY



Operating Margins by Segment

NPOI Margin 2005 2006 2007G
Financial Self 15% 12% 12-13%
Service

Retail Store 49, 49, 5%
Automation

Customer Services 3% 5% 6%
Total NCR 5% 6% 70/

Mon-pension Operating Income - Operating income before pension expense
Does not include special charges



Continued EPS Expansion

EPS Excluding Special Items

$1.20 - $1.25
$0.86
$0.73
2004 2005 2006 2007G

Mon-GAAP results; see NCR.com for GAAP to non-GAAP reconciliation
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Profitable Revenue Growth - 2007 © 2010

=i1DDM
=$150M

Higher Value

=$100M ﬁ Services &

Industry ~ Attach Rates Rriyrsti

=$350M
Adjacent Growth
Solutions
Core ~5%
Solutions CAGR

2007
Revenue

excluding FX




Optimizing Cost Structure — 2007 w0 2010 NCR

. : - Functional Model
Company Organization Synergies

- Common Platform

- Product Lifecycle Management
Product Development —  DfM/DfS

- Manufacturing Productivity
Global Operations - Demand to Supply

- Supplier Collaboration

- Parts and Logistics
Customer Services - Delivery Productivity

- Remote Systems Management

$150-200M of savings opportunities
= £75-100M improves net income
= Other savings recycled into growth opportunities



Revenue Growth and NPOI Margin

Revenue Growth ‘08-2010G
CAGR

Financial Self 1% 2% 9-11% 5-6%

Service

Retail Store (1%) 2% 7-8% 5-7%

Automation

Customer Services (5)% (1)% 4-5% 4-5%

Total NCR (2)% 0% 5-6%0 ~59%)p

NPOI Margin 2005 2006 2007G 2010G

Financial Self 15% 12% 12-13% 14-159%

Service

Retail Store 4% 49, 5% ~7%

Automation

Customer Services 3% 5% 6% ~Q04

Total NCR 5% 6% 7%0 ~90/,




New Reporting Structure

Current 2008 Reporting Structure

Financial Self Service

Retail Store
Automation

Customer Services

Systemedia

. Revenue & Gross Margin
Payment & Imaging

Benefits

= Mirrors the way the business is managed
*» More efficient sales motions

* Lower cost structure

*» No more elimination item

Revenue & NPOI



Capital Available for Investment NCR

(
°

Cash Balance at spin-off ~%$1,000
Minimum operating cash ($300)
Currently available for investment $700

Authorized share repurchase program of $583M




Free Cash Flow Assumptions

e Net Income less pension adjustment = Free Cash Flow

- Pension adjustment = Cash pension contributions
less pension expense = $50M per year

e Focus on working capital

e CAPEX = Depreciation = $110M per year including
Capitalized Software

e Funding to implement cost savings initiatives
e Tax rate = 25%



Capital Structure Strategy

Invest cash to create value
e Share repurchases of $583M in the next one to two years
« Disciplined Organic Investment
-Increase self-service R&D and demand creation - Recycled $
«  MEA
-Acquire self-service technology to gain speed to market

Do not increase leverage at this time

s  Would not reduce WACC, which is close to optimal at current debt levels
» (Conservative capital structure helps support any potential pension funding requirement
= Maintains near-term flexibility

Do not pursue dividend payment at this time

e Significant investment opportunities exist
« Would require high percentage of FCF / high commitment / low flexibility



Creating Shareholder Value

INCREASE IN EPS 2007 VERSUS 2010

' Builda \
Profitable o L0 T 0 4SS
Revenue Competitive $
Growth Cost
Structure

Optimize Capital
Structure

\

$0.15 - 0.20/share



Continued EPS Expansion

. , 1.85 - $2.1
EPS Excluding Special Items ¥ ,85 y 2
/,—f’J Revenue
L~ $0.15 - $0.25
9‘?‘@?“ B
'LBDIG _H_,,-f" Cost Structure
> """E.'FC’% $0.35 = $0.45

- E||¢

$1.20 - $1. 25,,»

$0.86
$0.73
2004 2005 2006 2007

Non-GAAP results; see NCR.com for GAAP to non-GAAP reconciliation

2010

Capital Structure
$0.15 - 50.20



Questions
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NEWS RELEASE
For media information: For investor information:
Janet Brewer Gavin Bell
NCR Corporation NCR Corporation
(937) 445-6779 (937) 445-3276
janet.brewer@ncr.com gavin.bell@ncr.com

For Release on December 5, 2007

NCR to Hold Analyst Day on Dec. 6, 2007

DAYTON, Ohio —As previously announced, NCR Corporation (NYSE: NCR) will make presentations to the investment community on Dec. 6, 2007,
regarding the company’s business strategy.

The presentation materials will be available on Dec. 6, 2007, on the NCR investor relations home page, http://investor.ncr.com.

About NCR Corporation

NCR Corporation (NYSE: NCR) is a global technology company leading how the world connects, interacts and transacts with business. NCR’s assisted-
and self-service solutions and comprehensive support services address the needs of retail, financial, travel, healthcare, hospitality, gaming and public sector
organizations in more than 100 countries. NCR (www.ncr.com) is headquartered in Dayton, Ohio.

#HH##
NCR is a trademark of NCR Corporation in the United States and other countries.

-more-



Note to Investors

This news release contains forward-looking statements, including statements as to anticipated or expected results, beliefs, opinions and future financial
performance, within the meaning of Section 21E of the Securities and Exchange Act of 1934. Forward-looking statements include projections of revenue, profit
growth and other financial items, future economic performance and statements concerning analysts’ earnings estimates, among other things. These forward-
looking statements are based on current expectations and assumptions and involve risks and uncertainties that could cause NCR’s actual results to differ
materially.

In addition to the factors discussed in this release, other risks and uncertainties include those relating to: the separation of Teradata and NCR’s other
businesses, including the ability of NCR to operate as an independent entity; the uncertain economic climate and its impact on the markets in general or on the
ability of our suppliers to meet their commitments to us, or the timing of purchases by our current and potential customers and other general economic and
business conditions; the timely development, production or acquisition and market acceptance of new and existing products and services (such as self-service
technologies), including our ability to accelerate market acceptance of new products and services; shifts in market demands, continued competitive factors and
pricing pressures and their impact on our ability to improve gross margins and profitability, especially in our more mature offerings; the effect of currency
translation; short product cycles, rapidly changing technologies and maintaining a competitive leadership position with respect to our solution offerings; tax rates;
ability to execute our business and reengineering plans; turnover of workforce and the ability to attract and retain skilled employees, especially in light of
continued cost-control measures being taken by the company; availability and successful exploitation of new acquisition and alliance opportunities; changes in
Generally Accepted Accounting Principles (GAAP) and the resulting impact, if any, on the company’s accounting policies; continued efforts to establish and
maintain best-in-class internal information technology and control systems; and other factors detailed from time to time in the company’s U.S. Securities and
Exchange Commission reports and the company’s annual reports to stockholders. The company 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.

-



