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PRESENTATION OF INFORMATION
Unless the context otherwise requires, “CGG” refers to CGG SA, and “we”, “us”, “our” and “Group” refers
to CGG SA and its subsidiaries.

References to “Senior Notes” are to our 7.75% Senior Notes due 2017, our 5.875% Senior Notes due 2020,
our 6.50% Senior Notes due 2021 and our 6.875% Senior Notes due 2022. References to the “US revolving
facility” are to the US$165 million revolving credit facility under our senior secured credit agreement dated
July 15, 2013, as amended from time to time. References to the “French revolving facility” are to the
US$325 million revolving credit facility under our senior secured French-law revolving facility agreement dated
July 31, 2013 as amended from time to time. References to the “Nordic credit facility” are to the US$250 million
Nordic agreement split into US$150 million term loan and US$100 million revolving facility dated July 1, 2013.
References to the “2019 secured term loans” are to the US$342 million term loan facility under our term loan
credit agreement dated November 19, 2015, as amended from time to time. References to the “Credit Facilities”
are to the French revolving facility, the US revolving facility, the Nordic credit facility and the 2019 secured term
loans, collectively.

References to the “Acquisition” or the “Geoscience Acquisition” are to our acquisition of most of the
Geoscience Division of Fugro N.V. (“Fugro”), including Fugro-Geoteam, Fugro Seismic Imaging, Fugro
Geophysical and Geological Services and De Regt Marine Cables, as well as all related entities and assets, but
excluding Fugro’s multi-client library and OBN activity. References to the “Seabed JV” are to the joint venture
between us and Fugro specializing in shallow water and ocean bottom systems. References to the
“Transformation Plan” are to our transformation plan that was initially put in place at the end of 2013 in order to
transform CGG from a seismic acquisition company into an integrated geosciences group.

In this annual report, references to “United States” or “US” are to the United States of America, references
to “US dollars”, “$” or “US$” are to United States dollars, references to “France” are to the Republic of France,
references to “Norway” are to the Kingdom of Norway, references to “NOK” are to Norwegian kroner and
references to “euro” or “€” are to the single currency introduced at the start of the third stage of European
Economic and Monetary Union pursuant to the Treaty establishing the European Union.

As our shares are listed on the New York Stock Exchange (in the form of American Depositary Shares), and
the offer and sale of certain of our bonds was registered with the SEC, we are required to file an annual report on
Form 20-F with the SEC. Our annual report includes our annual financial statements prepared in accordance with
International Financial Reporting Standards (“IFRS”) and its interpretations as issued by the International
Accounting Standards Board (IASB). These consolidated financial statements were also prepared in accordance
with IFRS as adopted by the European Union.

Unless otherwise indicated, statements in this annual report relating to market share, ranking and data are
derived from management estimates based, in part, on independent industry publications, reports by market
research firms or other published independent sources. Any discrepancies in any table between totals and the
sums of the amounts listed in such table are due to rounding.

Effective January 1, 2012, we changed the presentation currency of our consolidated financial statements
from the euro to the US dollar to better reflect the profile of our revenues, costs and cash flows, which are
primarily generated in US dollars, and hence, to better present the financial performance of the Group. As a
change in presentation currency is a change of accounting policy, all comparative financial information has been
restated into US dollars in this annual report.
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FORWARD-LOOKING STATEMENTS

This annual report includes “forward-looking statements” within the meaning of the federal securities laws,
which involve risks and uncertainties, including, without limitation, certain statements made in the sections
entitled “Information on the Company” and “Operating and Financial Review and Prospects”. You can identify
forward-looking statements because they contain words such as “believes”, “expects”, “may”, “should”, “seeks”,
“approximately”, “intends”, “plans”, “estimates”, or “anticipates” or similar expressions that relate to our
strategy, plans or intentions. These forward-looking statements are subject to risks and uncertainties that may
change at any time, and, therefore, our actual results may differ materially from those that we expected. We have
based these forward-looking statements on our current views and assumptions about future events. While we
believe that our assumptions are reasonable, we caution that it is very difficult to predict the impact of known
factors, and, of course, it is impossible for us to anticipate all factors that could affect our actual results. All
forward-looking statements are based upon information available to us on the date of this annual report.

Important factors that could cause actual results to differ materially from our expectations (“cautionary
statements”) are disclosed under “Item 3: Key Information — Risk Factors” and elsewhere in this annual report,
including, without limitation, in conjunction with the forward-looking statements included in this annual report.
Some of the factors that we believe could affect our actual results include:

e the impact of the current economic environment and oil and natural gas prices;
e the social, political and economic risks of our global operations;

e our ability to integrate successfully the businesses or assets we acquire;

e the risks associated with activities operated through joint ventures in which we hold a minority interest;
e any write-downs of goodwill on our balance sheet;

e our ability to sell our seismic data library;

e exposure to foreign exchange rate risk;

e our ability to finance our operations on acceptable terms;

e the impact of fluctuations in fuel costs on our marine acquisition business;

e the weight of intra-group production on our results of operations;

e the timely development and acceptance of our new products and services;

e difficulties and costs in protecting intellectual property rights and exposure to infringement claims by
others;

e ongoing operational risks and our ability to have adequate insurance against such risks;
e our liquidity and outlook;
e the implementation of our Transformation Plan;

e the level of capital expenditures by the oil and gas industry and changes in demand for seismic
products and services;

e our clients’ ability to unilaterally delay or terminate certain contracts in our backlog;
e the effects of competition;

e difficulties in adapting our fleet to changes in the seismic market;

*  the seasonal nature of our revenues;

e the costs of compliance with governmental regulation, including environmental, health and safety laws;
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e our substantial indebtedness and the restrictive covenants in our debt agreements;

e our ability to access the debt and equity markets during the periods covered by the forward-looking
statements, which will depend on general market conditions and on our credit ratings for our debt
obligations;

e exposure to interest rate risk; and

e our success at managing the foregoing risks.

We undertake no obligation to update or revise any forward-looking statements, whether as a result of new
information, future events or otherwise. We caution you that the foregoing list of important factors may not
contain all of the material factors that are important to you. In addition, in light of these risks, uncertainties and
assumptions, the forward-looking events discussed in this annual report might not occur. When considering
forward-looking statements, you should keep in mind the risk factors and other cautionary statements included in
this annual report, including those described in “Item 3: Key Information — Risk Factors™ of this annual report.
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PARTI

Item 1: IDENTITY OF DIRECTORS, SENIOR MANAGEMENT AND ADVISERS
Not applicable.

Item 2: OFFER STATISTICS AND EXPECTED TIMETABLE
Not applicable.

Item 3: KEY INFORMATION
Selected Financial Data

The selected financial data included below should be read in conjunction with, and are qualified in their entirety
by reference to, our consolidated financial statements and “Item 5: Operating and Financial Review and
Prospects” included elsewhere in this annual report. The selected financial data for each of the years in the five-
year period ended December 31, 2015 have been derived from our audited consolidated financial statements
prepared in accordance with IFRS.
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(5)

(6)

(7)

(8)
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At December 31,

2012 2011
2015 2014 2013 (restated*)  (restated*®)

(In millions of US$ except per share data and ratios)

Statement of operations data:

OPErating FEVENUES . . ..ot ettt ettt e et e e et e e et 2,100.9 3,095.4 3,765.8 3,410.5 3,180.9
Other revenues from ordinary activities ............. .. ... it 14 1.5 2.1 3.6 33
COSt Of OPETALIONS . .+ . ettt ettt et et (1,817.2) (2,510.8) (2,977.2) (2,685.4) (2,649.4)
GIOSS PrOfIt . .. v et 285.1 586.1 790.7 728.7 534.8
Research and development eXpenses, Net .. .............uieiuunnneennnneenn.. (68.7) (101.2) (105.9) (92.8) (77.0)
Marketing and selling eXpenses . .. ... ...ttt (87.2) (113.9) (118.6) (96.0) (83.1)
General and administrative Xpenses . . . ... ..ottt ittt (98.5) (146.6) (215.9) (182.6) (201.8)
Other revenues (EXPENSES) . . .« v vttt ettt et e et et e (384.5) (506.9) (105.2) (26.7) 343
Impairment of goodwill .. ... ... . (803.8) (415.0) (640.0) — —
Operating iNCOME . . . ...ttt ettt ettt e et e e et e e e e et (1,157.6) (697.5) (394.9) 330.6 207.2
Cost of financial debt, net .......... ... i (178.5) (200.6) (191.7) (156.7) (174.5)
Other financial income (10SS) .« . . ..ottt (54.5) (43.0) (22.3) (19.7) 0.8
INCOME tAXES . ..ottt (77.0) (123.8) (82.9) (99.2) (63.1)
Equity in income of affiliates . . ............ ... ... ... ... .. oL 21.4 81.7) 0.6 37.4 16.4
Net income (I0SS) . .« v v ettt e et e e e e e (1,446.2) (1,146.6) (691.2) 92.4 (13.2)
Attributable to non-controlling interests . ..................uuuuuiuueunennnn.. 4.0 7.8 7.6 17.2 139
Attributable to owners of CGG SA . ... ... .. (1,450.2) (1,154.4) (698.8) 75.2 27.1)
Net income (loss) per share:

BasiCll) L (7.45) (5.94) (3.60) 0.42 (0.16)
DilUted@ . .o (7.45) (5.94) (3.60) 0.42 (0.16)
Balance sheet data:

Cash and cashequivalents ......... ... ... . i 385.3 359.1 530.0 1,520.2 531.4
Working capital® . .. ... 428.5 539.4 532.0 783.5 488.7
Property, plant & equipment, net .. .......... ... e 885.2 1,238.2 1,557.8 1,159.5 1,183.2
Multi-CHENt SUTVEYS . . ..ottt ettt e et et e e 927.1 947.4 818.0 604.2 527.3
GOOAWIIL . .ot 1,2287  2,041.7 24832 2,415.5 2,688.2
TOLAL ASSELS - .+ o o e e e e e e e e e e e e e e e e 5513.0 7,061.0 8,262.8 8,332.8 7,191.5
Gross financial debt® .. ... ... ... 2,884.8 27789  2,747.6 2,305.2 1,942.1
Equity attributable to owners of CGG SA ... ...ttt 1,312.2  2,693.0  3,799.9 4,483.2 3,794.6
Other financial historical data and other ratios:

EBITO) L (1,136.2) (779.2) (394.3) 368.0 223.6
EBITDAS®) L 452.8 775.7 1,139.7 1,006.2 826.1
Capital expenditures? .. ... ... ... ... 145.6 281.9 347.2 368.8 365.6
Investments in multi-client surveys, netcash .............. ... ... ... . ... 284.6 583.3 479.4 363.8 203.2
Net financial debt®) . ... ... ... 2,499.5 2,419.8 22177 785.0 1,410.6
Gross financial debt®/EBITDAS® . ... ... . e 6.4x 3.6x 2.4x 2.3x 2.4x
Net financial debt®/EBITDAS® .. ... ... e 5.5x 3.1x 1.9x 0.8x 1.7x
EBITDAS®/Cost of financial debt, net .................coiuinnnn.. 2.5x 3.9x 5.9x 6.4x 4.7x

Restatement related to IAS 19 Revised-Employee benefits effective January 1, 2013. All comparative financial information was restated to present
comparative amounts for each period presented as if the new accounting policy had always been applied.

Basic per share amounts have been calculated on the basis of 194,577,134, 194,489,333, 194,214,274, 178,107,262, and 174,254,201 weighted average
outstanding shares in 2015, 2014, 2013, 2012, and 2011 respectively. As a result of the capital increase of CGG SA dated February 5, 2016, via an offering
of preferential subscription rights to existing shareholders, the calculation of basic and diluted earnings per shares for 2015, 2014, 2013, 2012 and 2011 has
been adjusted retrospectively. The number of ordinary shares outstanding has been adjusted to reflect the proportionate change in the number of shares.
Diluted per share amounts have been calculated on the basis of 194,577,134, 194,489,333, 194,214,274, 179,570,815, and 174,254,201 weighted average
outstanding shares in 2015, 2014, 2013, 2012, and 2011 respectively. As a result of the capital increase of CGG SA dated February 5, 2016, via an offering
of preferential subscription rights to existing shareholders, the calculation of basic and diluted earnings per shares for 2015, 2014, 2013, 2012 and 2011 has
been adjusted retrospectively. The number of ordinary shares outstanding has been adjusted to reflect the proportionate change in the number of shares.
“Working capital” is defined as net trade accounts and notes receivable, net inventories and work-in-progress, tax assets, other current assets and assets
held for sale less trade accounts and notes payable, accrued payroll costs, income tax payable, advance billings to customers, deferred income, current
provisions and other current liabilities.

“Gross financial debt” is defined as financial debt, including current maturities and bank overdrafts.

Earnings before interest and tax (“EBIT”) is defined as operating income plus our share of income in companies accounted for under the equity method.
EBIT is used by management as a performance indicator because it captures the contribution to our results of the significant businesses that we manage
through our joint ventures. However, other companies may present EBIT and related measures differently than we do. EBIT is not a measure of financial
performance under IFRS and should not be considered as an alternative to cash flow from operating activities or as a measure of liquidity or an alternative
to net income as indicators of our operating performance or any other measures of performance derived in accordance with IFRS. See “Item 5: Operating
and Financial Review and Prospects — Liquidity and Capital Resources — EBIT and EBITDAS” for a reconciliation of EBIT to operating income.
“EBITDAS” is defined as earnings before interest, tax, depreciation, amortization net of amortization costs capitalized to multi-client surveys and share-
based compensation cost. Share-based compensation includes both stock options and shares issued under our share allocation plans. EBITDAS is presented
as additional information because we understand that it is one measure used by certain investors to determine our operating cash flow and historical ability
to meet debt service and capital expenditure requirements. However, other companies may present EBITDAS and similar measures differently than we do.
EBITDAS is not a measure of financial performance under IFRS and should not be considered as an alternative to cash flow from operating activities or as a
measure of liquidity or an alternative to net income as indicators of our operating performance or any other measures of performance derived in accordance
with IFRS. See “Item 5: Operating and Financial Review and Prospects — Liquidity and Capital Resources — EBIT and EBITDAS” for a reconciliation of
EBITDAS to net cash provided by operating activities.

“Capital expenditures” is defined as “total capital expenditures (including variation of fixed assets suppliers, excluding multi-client surveys)” from our
statement of cash flows.

“Net financial debt” is defined as gross financial debt less cash and cash equivalents. Net financial debt is presented as additional information because we
understand that certain investors believe that netting cash against debt provides a clearer picture of the financial liability exposure. However, other
companies may present net financial debt differently than we do. Net financial debt is not a measure of financial performance under IFRS and should not be
considered as an alternative to any other measures of performance derived in accordance with IFRS. See “Item 5: Operating and Financial Review and
Prospects — Liquidity and Capital Resources — Financial Debt” for a reconciliation of net financial debt to certain financing items on our balance sheet.

7
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Capitalization and Indebtedness

Not applicable

Reasons for the Offer and Use of Proceeds

Not applicable

Risk Factors
RISKS RELATED TO OUR BUSINESS

Current economic uncertainty and the volatility of oil and natural gas prices could have a significant
adverse effect on us.

Global market and economic conditions are uncertain and volatile. In the past, economic contractions and
uncertainty have weakened demand for oil and natural gas while the introduction of new production capacities
have increased supply, resulting in lower prices, and consequently a reduction in the levels of exploration for
hydrocarbons and demand for our products and services. The price of Brent decreased from US$110.80 per
barrel as of December 31, 2013 to US$57.33 per barrel as of December 31, 2014 and to US$37.28 per barrel as
of December 31, 2015. It is difficult to predict how long the current economic conditions and imbalance between
supply and demand will persist, whether the oil prices will remain at a low level, whether the current market
conditions will deteriorate to further, and which of our products and services will be adversely affected.
Nonetheless, the reduction in demand for our products and services and the resulting pressure on pricing in our
industry could continue to negatively affect our business, results of operations, financial condition and cash
flows.

We have had in the past and may have in the future impairment losses as events or changes in circumstances
occur that reduce the fair value of an asset below its book value. We may also have write-offs and non-recurring
charges. For the year 2014, such asset impairments, write-offs and non-recurring charges totaled US$939 million.
For 2015, such asset impairments, write-offs and non-recurring charges totaled US$1,177 million. These
conditions could have a material adverse effect on our business, results of operations, financial condition and
cash flows.

Uncertainty about the general economic situation and/or on the mid-term level of hydrocarbons prices has
had and is likely to continue to have a significant adverse impact on the commercial performance and financial
condition of many companies, which may affect some of our customers and suppliers. The current economic and
oil industry climate may lead customers to cancel or delay orders or leave suppliers unable to provide goods and
services as agreed. Our government clients may face budget deficits that prohibit them from funding proposed
and existing projects or that cause them to exercise their right to terminate our contracts with little or no prior
notice. If our suppliers, vendors, subcontractors or other counterparties are unable to perform their obligations to
us or our customers, we may be required to provide additional services or make alternate arrangements on less
favorable terms with other parties to ensure adequate performance and delivery of service to our customers.
These circumstances could also lead to disputes and litigation with our partners or customers, which could have a
material adverse impact on our reputation, business, financial condition and results of operations.

Turmoil in the credit markets, such as has been experienced in prior periods, could also adversely affect us
and our customers. Limited access to external funding has in the past caused some companies to reduce their
capital spending to levels supported by their internal cash flow. Some companies have found their access to
liquidity constrained or subject to more onerous terms. In this context, our customers may not be able to borrow
money on reasonable terms or at all, which could have a negative impact on their demand for our products, and
impair their ability to pay us for our products and services on a timely basis, or at all.
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In addition, the potential impact on the liquidity of major financial institutions may limit our ability to fund
our business strategy through borrowings under either existing or new debt facilities in the public or private
markets and on terms we believe to be reasonable. Persistent volatility in the financial markets could have a
material adverse effect on our ability to refinance all or a portion of our indebtedness and to otherwise fund our
operational requirements. We cannot be certain that additional funds will be available if needed to make future
investments in certain projects, take advantage of acquisitions or other opportunities or respond to competitive
pressures. If additional funds are not available, or are not available on terms satisfactory to us, there could be a
material adverse impact on our business and financial performance.

We are subject to risks related to our international operations.

With operations worldwide, including in emerging markets, our business and results of operations are
subject to various risks inherent in international operations. These risks include:

e instability of foreign economies and governments, which can cause investment in capital projects by
our potential clients to be withdrawn or delayed, reducing or eliminating the viability of some markets
for our services;

e risks of war, terrorism, riots and uprisings, which can make it unsafe to continue operations, adversely
affect budgets and schedules and expose us to losses;

e risk of piracy, which may result in delays carrying out customer contracts in affected areas or their
termination;

e seizure, expropriation, nationalization or detention of assets, or renegotiation or nullification of existing
contracts;

» foreign exchange restrictions, import/export quotas, sanctions and other laws and policies affecting
taxation, trade and investment; and

e availability of suitable personnel and equipment, which can be affected by government policy, or
changes in policy, that limit the movement of qualified crew members or specialized equipment to
areas where local resources are insufficient.

We are exposed to these risks in all of our international operations to some degree, particularly in emerging
markets where the political and legal environment is less stable. We are subject to the risk of adverse
developments with respect to certain international operations and any insurance coverage we have may not be
adequate to compensate us for any losses arising from such risks.

Revenue generating activities in certain foreign countries may require prior United States government and/
or European Union authorities’ approval in the form of an export license and may otherwise be subject to tariffs
and import/export restrictions. These laws can change over time and may result in limitations on our ability to
compete globally. Thus, in the case of the U.S. legislation, non-U.S. persons employed by our separately
incorporated non-U.S. entities may conduct business in some foreign jurisdictions that are subject to U.S. trade
embargoes and sanctions by the U.S. Office of Foreign Assets Control (“OFAC”), including countries that have
been designated by the U.S. government as state sponsors of terrorism. We have typically generated revenue in
some of these countries through the performance of marine surveys, the provision of data processing and
reservoir consulting services, the sale of software licenses and software maintenance and the sale of Sercel
equipment. We have current and ongoing relationships with customers in these countries. We have procedures in
place to conduct these operations in compliance with applicable U.S. and European laws. However, failure to
comply with U.S. or European laws on equipment and services exports could result in material fines and
penalties, damage our reputation, and negatively affect the market price of our securities. In addition, our
presence in these countries could reduce demand for our securities among certain investors.
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Certain of our clients and certain tax, social security or customs authorities may request that we or certain of
our subsidiaries or affiliates post performance bonds or guarantees issued by financial institutions, including in
the form of standby letters of credit, in order to guarantee our legal or contractual obligations. We cannot assure
you that we will be able to provide these bonds or guarantees in the amounts or durations required or for the
benefit of the necessary parties. Our failure to comply with these requests could reduce our capacity to conduct
business or perform our contracts. In addition, if we do provide these bonds or guarantees, our clients or the
relevant authorities may call them under circumstances that we believe to be improper, and we may not be able to
challenge such actions effectively in local courts.

We and certain of our subsidiaries and affiliated entities also conduct business in countries where there is
government corruption. We are committed to doing business in accordance with all applicable laws and our
codes of ethics, but there is a risk that we, our subsidiaries or affiliates or their respective officers, Directors,
employees or agents may act in violation of our codes and applicable laws, including the Foreign Corrupt
Practices Act of 1977. Any such violations could result in substantial civil and criminal penalties and might
materially adversely affect our business and results of operations, financial condition or reputation.

We are subject to certain risks related to acquisitions.

In the past we have grown by acquisitions, some of which, such as the merger with Veritas in 2007, the
acquisition of Wavefield in 2008 or the acquisition of Fugro Geoscience Division in 2013, were quite significant.
Such transactions, whether completed, pending or likely to be completed in the future, present various financial
and management-related risks that can be material, such as integration of the acquired businesses in a cost-
effective manner; implementation of a combined business strategy; diversion of management’s attention;
outstanding or unforeseen legal, regulatory, contractual, labor or other issues arising from the acquisitions;
additional capital expenditure requirements; retention of customers; combination of different company and
management cultures; operations in new geographic markets; the need for more extensive management
coordination; and retention, hiring and training of key personnel. Should any of these risks associated with
acquisitions materialize, they could have a material adverse effect on our business, financial condition and results
of operations.

We have transferred our Seabed business to a joint venture company that is controlled by a third party.

In connection with the Fugro Geoscience Division acquisition, we transferred our shallow water, ocean
bottom cable and ocean bottom node activities to a company in which Fugro holds a 60% majority interest and
we hold a minority interest. As a result, we no longer have full control over the management and operations of
these activities. While we have certain customary rights with respect to certain key decisions relating to the joint
venture’s activities, this is not the same as the right to determine the strategy and policies of this business. In
addition, our shares in the joint venture company are subject to restrictions on transfer, as well as to Fugro’s right
to require us to sell our shares in certain circumstances.

We may need to write down goodwill from our balance sheet.

We have been involved in a number of business combinations in the past, leading to the recognition of large
amounts of goodwill on our balance sheet. Goodwill on our balance sheet totaled US$2,042 million as of
December 31, 2014 and US$1,229 as of December 31, 2015. Goodwill is allocated to cash generating units
(“CGUs”) as described in note 11 to our consolidated financial statements for the year ended December 31, 2015.
The recoverable amount of a CGU is estimated at each balance sheet date and is generally determined on the
basis of a group-wide estimate of future cash flows expected from the CGU in question. The estimate takes into
account, in particular, the removal from service of certain assets used in our business (such as decommissioning
or coldstacking vessels), or change in purpose of a given asset (such as the use of a seismic vessel as a source-
vessel), or any significant underperformance in cash generation relative to previously-expected results, which
may arise, for example, from the underperformance of certain assets, a deterioration in industry conditions or a
decline in the economic environment. At each balance sheet date, if we expect that a CGU’s recoverable amount
will fall below the amount of capital employed recorded on the balance sheet, we may write down some value on
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given assets and/or the goodwill in part or in whole. Such a write-down would not in itself have an impact on
cash flow, but could have a substantial negative impact on our operating income and net income, and as a result,
on our shareholders’ equity and net debt/equity ratio. We wrote down US$415 million of goodwill in our marine
acquisition activity as of December 31, 2014 as a result of the deterioration in market conditions. Furthermore, as
of December 31, 2015, in response to the continuing deterioration of market conditions and the drastic reduction
of our fleet, we wrote down US$365 million of goodwill in our marine acquisition activity and US$439 million
of goodwill in our Geology, Geophysics & Reservoir (GGR) activity, for a total of US$804 million for 2015.
Particularly in light of our financial condition, no assurance can be given that we will not be required to make
future potentially significant goodwill write downs.

We invest significant amounts of money in acquiring and processing seismic data for multi-client surveys
without knowing precisely how much of the data we will be able to sell or when and at what price we will be
able to sell the data.

We invest significant amounts of money in acquiring and processing seismic data that we own. By making
such investments, we are exposed to the following risks:

e We may not fully recover the costs of acquiring and processing the data through future sales. The
amounts of these data sales are uncertain and depend on a variety of factors, many of which are beyond
our control. In addition, the timing of these sales is unpredictable, and sales can vary greatly from
period to period. Each of our individual surveys has a limited book life based on its location, so a
particular survey may be subject to significant amortization even though sales of licenses associated
with that survey are weak or non-existent, thus reducing our net income.

e Technological or regulatory changes or other developments could also materially adversely affect the
value of the data. For example, regulatory changes such as limitations on drilling could affect the
ability of our customers to develop exploration programs, either generally or in a specific location
where we have acquired seismic data, and technological changes could make existing data obsolete.

e The value of our multi-client data could be significantly adversely affected if any adverse change
occurs in the general prospects for oil and gas exploration, development and production activities in the
areas where we acquire multi-client data or more generally.

e Any reduction in the economic value of such data will require us to write down its recorded value,
which could have a material adverse effect on our results of operations. We wrote down the value of
our multi-client data library by US$42 million in the year 2015.

Our results of operations may be significantly affected by currency fluctuations.

We derive a substantial portion of our revenues from international sales, subjecting us to risks relating to
fluctuations in currency exchange rates. Our revenues and expenses are mainly denominated in US dollars and
euros, and to a significantly lesser extent, in Canadian dollars, Brazilian reais, Australian dollars, Norwegian
kroner, British pounds and Chinese Renminbi-Yuan. Historically, a significant portion of our revenues that were
invoiced in euros related to contracts that were effectively priced in US dollars, as the US dollar often serves as
the reference currency when bidding for contracts to provide geophysical services.

Fluctuations in the exchange rate of other currencies, particularly the euro, against the U.S. dollar, have had
in the past and will have in the future a significant effect upon our results of operations. We attempt to reduce the
risks associated with such exchange rate fluctuations through our hedging policy. We cannot assure you that we
will maintain our profitability level or that fluctuations in the values of the currencies in which we operate will
not materially adversely affect our future results of operations. As of December 31, 2015, we estimate our annual
fixed expenses in euros to be approximately €450 million and as a result, an unfavorable variation of US$0.20 in
the average yearly exchange rate between the US dollar and the euro would reduce our operating income and our
shareholders’ equity by approximately US$90 million.

11



fEN Y MR N P72 NN A DY

Our working capital needs are difficult to forecast and may vary significantly, which could result in
additional financing requirements that we may not be able to meet on satisfactory terms, or at all.

It is difficult for us to predict with certainty our working capital needs. This difficulty is due primarily to
working capital requirements related to the marine seismic acquisition business, multi-client projects and the
development and introduction of new lines of geophysical equipment products. For example, under specific
circumstances, we may have to extend the length of payment terms we grant to customers or may increase our
inventories substantially. We may therefore be subject to significant and rapid increases in our working capital
needs that we may have difficulty financing on satisfactory terms, or at all, due notably to limitations in our debt
agreements or market conditions.

Our results of operations may be affected by fluctuations in fuel costs.

Our marine acquisition business, with the fleet described in Item 4 of this report incurs significant fuel costs,
which were approximately US$96 million in 2015. Fuel costs can vary depending on the supply location, local
regulations and the price of crude oil at a given time. Only a portion of this variation can be contractually
charged to or negotiated with the client. We therefore estimate that, by reference to a resized fleet of five
operational vessels an increase of 10% of the average annual price of crude oil could increase our fuel costs and
have a maximum negative effect of approximately US$5 million on our cash flow.

Our results of operations may be affected by the weight of intra-group production.

We dedicate a significant part of our production capacity to intra-group sales. For example, the Marine,
Land and Multi-Physics Acquisition business lines may acquire Sercel equipment as well as multi-client data, to
be processed by the Subsurface Imaging business line. The relative size of our intra-group sales and our external
sales has a significant impact both on our revenues and our operating results. With respect to intra-group sales,
we capitalize only the direct production costs, and we treat the corresponding general and administrative costs as
expenses in our income statement, which decreases operating profit for the period when the sales occur.

Technological changes and new products and services are frequently introduced in the market, and our
technology could be rendered obsolete by these introductions, or we may not be able to develop and produce
new and enhanced products on a cost-effective and timely basis.

Technology changes rapidly in the seismic industry and new and enhanced products are frequently
introduced in the market in which we operate, particularly in the equipment manufacturing and data processing
and geoscience sectors. Our success depends to a significant extent upon our ability to develop and produce new
and enhanced products and services on a cost-effective and timely basis in accordance with industry demands.
While we commit substantial resources to research and development, we may encounter resource constraints or
technical or other difficulties that could delay the introduction of new and enhanced products and services in the
future. In addition, the continuing development of new products risks making our older products obsolete. New
and enhanced products and services, if introduced, may not gain market acceptance and may be materially
adversely affected by technological changes or introductions of other new products or services by one of our
competitors.

We depend on proprietary technology and are exposed to risks associated with the misappropriation or
infringement of that technology.

Our ability to maintain or increase prices for our products (such as Sercel equipment and GGR software)
and services depends in part on our ability to differentiate the value delivered by our products and services from
those delivered by our competitors. Our proprietary technology plays an important role in this differentiation. We
rely on a combination of patents, trademarks and trade secret laws to establish and protect our proprietary
technology. Patents last up to 20 years, depending on the date of filing and the protection accorded by each
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country. In addition, we enter into confidentiality and license agreements with our employees, customers and
potential customers which limit access to and distribution of our technology. However, actions that we take to
protect our proprietary rights may not be adequate to deter the misappropriation or independent third-party
development of our technology. In addition, we may have lawsuits filed against us claiming that certain of our
products, services, and technologies infringe the intellectual property rights of others. Although we do not have
any current litigation involving our intellectual property rights or the intellectual rights of others which may have
an impact on us, such litigation may take place in the future. In addition, the laws of certain foreign countries do
not protect proprietary rights to the same extent as, in particular, the laws of France or the United States, which
may limit our ability to pursue third parties that misappropriate our proprietary technology.

Our failure to attract and retain qualified employees may adversely affect our future business and
operations.

Our future results of operations will depend in part upon our ability to retain certain of our highly skilled
employees and to attract new ones. A number of our employees are highly skilled scientists and technicians. We
compete with other seismic products and services companies and, to a lesser extent, companies in the oil industry
for skilled geophysical and seismic personnel, particularly in times when demand for seismic services is
relatively high. A limited number of such skilled personnel is available, and demand from other companies may
limit our ability to fill our human resources needs. If we are unable to hire and retain a sufficient number of
qualified employees, this could impair our ability to compete in the geophysical services industry and to develop
and protect our know-how. Our success also depends to a significant extent upon the abilities and efforts of
members of our senior management, the loss of whom could materially adversely affect our business and results
of operations.

We have had losses in the past and there is no assurance we will be able to restore profitability for the
Juture.

We have experienced losses in the past. In 2013 and 2014, we recorded a net loss attributable to
shareholders of US$691.2 million and US$1,146.6 million, respectively. In 2015, we recorded a net loss
amounting to US$1,446.2 million. There is no assurance that we will be able to restore profitability in the future.

We are exposed to commercial risk and counter-party risk.

Our receivables and investments do not represent a significant concentration of credit risk due to the wide
variety of customers and markets in which we sell our services and products and our presence in many
geographic areas. We seek to reduce commercial risk by monitoring our customer credit profile. In 2015, the
Group’s two most significant customers accounted for 5.0% and 4.9% of the Group’s consolidated revenues,
compared with 7.1% and 5.2% in 2014 and 5.1% and 3.9% in 2013.

We are exposed to risk relating to the financial market environment.

The current situation in the credit and capital markets is likely to have a significant adverse impact on
industrial and commercial performance and the solvency of many companies in general, which may affect some
of our customers and suppliers. As a result, the current economic climate may have an adverse impact on our
business if customers cancel orders or delay or default on payment, or if suppliers fail to provide goods and
services as agreed.
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We are subject to risks that are not fully insured.

The nature of our business involves ongoing and significant operating risks for which we are not always
insured, and in respect of which we may not be able to obtain adequate insurance at commercially reasonable
rates, if at all.

e Our seismic data acquisition activities, particularly in deepwater marine areas, are often conducted
under harsh weather and other hazardous operating conditions, including the detonation of dynamite.
These operations are subject to the risk of downtime or reduced productivity, as well as to the risks of
loss to property and injury to personnel resulting from fires, accidental explosions, mechanical failures,
spills, collisions, stranding, ice floes, high seas and natural disasters. In addition to losses caused by
human errors and accidents, we may also be subject to losses resulting from, among other things, war,
terrorist activities, piracy, political instability, business interruption, strikes and weather events.

*  Our extensive range of seismic products and services expose us to litigation and legal proceedings
including those related to product liability, personal injury and contract liability.

e We produce and sell highly complex products and we cannot assure you that our extensive product
development, manufacturing controls and testing will be adequate and sufficient to detect all defects,
errors, failures, and quality issues that could affect our customers and result in claims against us, order
cancellations or delays in market acceptance.

We have put in place insurance coverage against operating hazards, including product liability claims and
personal injury claims, damage, destruction or business interruption of data processing centers, manufacturing
centers and other facilities, in amounts we consider appropriate in accordance with industry practice. Our risk
coverage policy reflects our objective of covering major claims that could affect our facilities and equipment, as
well as third-party liability claims that we may be exposed to as a result of our activities. We review the
adequacy of insurance coverage for risks we face periodically.

Whenever possible, we obtain agreements from customers that limit our liability.

However, we cannot assure you that our insurance coverage will be sufficient to fully indemnify us against
liabilities arising from pending and future claims or that our insurance coverage will be adequate in all
circumstances or against all hazards, or that we will be able to maintain adequate insurance coverage in the future
at commercially reasonable rates or on acceptable terms.

We are subject to disruptions in our supply chain and third party suppliers.

Disruptions to our supply chain and other outsourcing risks may adversely affect our ability to deliver our
products and services to our customers.

Our supply chain is a complex network of internal and external organizations responsible for the supply,
manufacture and logistics supporting our products and services around the world. We are vulnerable to
disruptions in this supply chain from changes in government regulations, tax and currency changes, strikes,
boycotts and other disruptive events as well as from unavailability of critical resources. These disruptions may
have an adverse impact on our ability to deliver products and services to our customers.

Within our Group, Sercel makes particular use of subcontracting. Our French manufacturing sites outsource
part of their production to local third-party companies selected according to certain criteria, including quality and
financial soundness. Outsourced operations are distributed among several entities, each having a small proportion
of aggregate outsourced activity in order to limit risk related to the failure of any one of our subcontractors. For
our services business, our policy is not to rely on outsourcing for any of our activities, except in special cases
where there is a lack of available capacity.
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If our suppliers, vendors, subcontractors or other counterparties are unable to perform their obligations to us
or our customers, we may be required to provide additional services or make alternate arrangements on less
favorable terms with other parties to ensure adequate performance and delivery of service to our customers.
These circumstances could also lead to disputes and litigation with our partners or customers, which could have a
material adverse impact on our reputation, business, financial condition and results of operations.

We are subject to risks related to our liquidity and outlook.

In the context of a difficult market environment, which started for the seismic industry in the second
semester of 2013 with a significant reduction of capital expenditures by our clients outside of North America and
intensified with the sharp decline in oil prices since the fall of 2014, we confront a reduction in demand for our
products and services and the resulting pricing pressure in our industry. In 2015, our operating income amounted
to a loss of US$1,158 million (or an income of US$19 million before impairment of goodwill and assets and
restructuring costs related to our Transformation Plan), compared to an operating loss of US$698 million for
2014 (or income of US$242 million before restructuring expenses). It is difficult to predict how long the current
economic conditions and imbalance between supply and demand will persist, whether oil prices will remain at
their current low levels, or whether current market conditions will deteriorate further.

In order to confront this deterioration in the economic environment for our different activities, we recently
implemented the next step in our Transformation Plan, which in particular includes an extension of certain of our
debt maturities and a capital increase of approximately €350 million, which settled in February 2016. We carried
out an exchange offer for our 2017, 2021 and 2022 Senior Notes in exchange for participations in the 2019
secured term loans. US$126.7 million (out of a maximum total of US$135 million) of 2017 Senior Notes were
tendered in the exchange offer. In addition, the €84 million Fugro loan was replaced by the 2019 senior secured
term loans. As a result of these transactions, most of our medium-term debt maturities (from 2016 to 2018) were
postponed to 2019.

In January 2016, we renegotiated the terms and conditions of our bank financings. Depending on the
evolution of our financial performance and cash-flow generation, we may have to undertake alternative financing
plans, including selling assets, reducing or delaying capital investments or further restructuring our debt. We
cannot assure you that any assets will be able to be sold or, if sold, as to the timing of the sales or the amount of
proceeds realized from those sales, or that additional financing will be able to be obtained on acceptable terms or
at all.

Risks related to the implementation of our Transformation Plan.

On November 5, 2015, we announced the next step in our Transformation Plan. The Transformation Plan
includes in particular a refocus on high value-added activities and a reduction of our fleet to five vessels
principally dedicated to Multi-Client activity, as well as the implementation of cost saving actions and a
reduction of investments. This new step should permit us to confront a difficult market environment that could
continue to deteriorate. Nevertheless, we cannot assure you that this plan will be sufficient if conditions degrade
even further (in particular if the price of oil should continue to fall and stabilize over the 2016-2017 period below
an average of US$40 per barrel, which would represent a 25% drop from the average price in 2015, likely leading
oil and gas companies to further limit their exploration and production spending in addition to already reduced
exploration and production spending for 2015) and we cannot assure you that this new step in the Transformation
Plan will allow us to achieve the desired results within the expected timeframe. If we are unable to implement the
Transformation Plan in an efficient manner or if it does not produce the desired results, this could have a material
adverse effect on our results, financial position and prospects.
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RISKS RELATED TO OUR INDUSTRY

The volume of our business depends on the level of capital expenditures by the oil and gas industry, and
reductions in such expenditures may have a material adverse effect on our business.

Demand for our products and services has historically been dependent upon the level of capital expenditures
by oil and gas companies for exploration, production and development activities. These expenditures are
significantly influenced by oil and gas prices and by expectations regarding future hydrocarbon prices, which
may fluctuate based on relatively minor changes in the supply of and demand for oil and gas, expectations
regarding such changes and other factors beyond our control. Lower or volatile hydrocarbon prices tend to limit
the demand for seismic services and products. In 2015, oil and gas companies reduced their planned exploration
and production spending due to falling oil prices, affecting demand for our products and services, and demand for
2016 is expected to follow this trend.

Factors affecting prices and, consequently, demand for our products and services, include:
e demand for hydrocarbons;

e worldwide political, military and economic conditions, including political developments in the Middle
East and North Africa, the Ukraine crisis, economic sanctions, economic growth levels, the availability
of financing and the ability of OPEC to set and maintain production levels and prices for oil;

* laws or regulations restricting the use of fossil fuels or taxing such fuels and governmental policies
regarding atmospheric emissions and use of alternative energy;

e levels of oil and gas production, changes in those levels and the estimated current and future level of
excess production capacity;

* the rate of depletion of existing oil and gas reserves and delays in the development of new reserves;

e the pressure imposed by equity markets on oil and gas companies to maintain a dividend distribution
policy which could lead them to significantly reduce their capital expenditure plans in the short term;

e oil and gas inventory levels;
e the price and availability of alternative fuels;

e policies of governments regarding the exploration for and production and development of oil and gas
reserves in their territories; and

e general weather conditions, with warmer temperatures decreasing demand for products such as heating
oil and extreme weather events potentially disrupting oil and gas exploration or production operations
over a wide area.

Increases in oil and natural gas prices may not increase demand for our products and services or otherwise
have a positive effect on our financial condition or results of operations. Forecasted trends in oil and gas
exploration and development activities may not materialize and demand for our products and services may not
reflect the level of activity in the industry. In particular, with respect to the marine acquisition market, prices
remain very dependent upon the balance between supply and demand. They can thus fluctuate only slightly or
even decline, even as demand increases if, at the same time, the available production capacity in the market
increases to a greater degree.

Our backlog includes contracts that can be unilaterally delayed or terminated at the client’s option.

In accordance with industry practice, contracts for the provision of seismic services typically can be delayed
or terminated at the sole discretion of the client without payment of significant cancellation costs to the service
provider. As a result, even if contracts are recorded in backlog, there can be no assurance that such contracts will
be wholly executed by us and generate actual revenue, or even that the total costs already borne by us in
connection with the contract would be covered in full pursuant to any cancellation clause. Furthermore, there can
be no assurance that contracts in backlog will be performed in line with their original timetable and any possible
delay could result in operating losses as most of our costs are fixed.
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We are subject to intense competition in the markets where we carry out our operations, which could
limit our ability to maintain or increase our market share or maintain our prices at profitable levels.

Most of our contracts are obtained through a competitive bidding process, which is standard for our
industry. Competitive factors in recent years have included price, crew availability, technological expertise and
reputation for quality, safety and dependability. While no single company competes with us in all of our
segments, we are subject to intense competition in each of our segments. We compete with large, international
companies as well as smaller, local companies. In addition, we compete with major service providers and
government-sponsored enterprises and affiliates. Some of our competitors operate more crews than we do and
have greater financial and other resources than we do. These and other competitors may be better positioned to
withstand and adjust more quickly to volatile market conditions, such as fluctuations in oil and gas prices and
production levels, as well as changes in government regulations. In addition, if geophysical service competitors
increase their capacity (or do not reduce capacity if demand decreases), the excess supply in the seismic services
market could apply downward pressure on prices. The negative effects of the competitive environment in which
we operate could have a material adverse effect on our results of operations.

We have taken significant measures to adapt our fleet to changes in the seismic market, and depending
on the seismic market in the future, we may make further adjustments that could impose exceptional charges.

Our fleet of marine seismic acquisition vessels has evolved in the past mainly in reaction to changes in the
seismic contractual market and our marine strategy. In February 2014, we announced our intention to reduce the
fleet from 18 to 13 3D high-end vessels before the end of 2016 and decided during the 2014 summer to
accelerate the implementation of this plan to have it completed by 2014. Consequently, we stopped operating the
Symphony, the Princess, the Viking II and the Vantage in 2014. The Viking II and the Vantage were returned to
their owner at the end of their leasing period. The Viking and the Geowave Voyager have been converted into
source vessels.

In February 2015, as the market environment deteriorated further, we announced our intention to reduce our
operated fleet from 13 to 11 3D high-end vessels. Then in November 2015, when we announced the next step of
our Transformation Plan, we stated our objective to reduce our operated fleet to 5 vessels, principally dedicated
to multi-client production. As of December 31, 2015, our operational fleet was composed of eight 3D high-
capacity vessels (12 or more streamers), one source vessel and one 3D/2D lower capacity vessel. We ceased
operating the CGG Alizé and the Geo Celtic in early 2016.

Past fleet reductions have generated, and we expect that the current and any future reductions will generate,
non-recurring charges and could hinder our operational scope in marine acquisition activity. Restructuring
charges and fixed assets impairments related to fleet reduction amounted to US$251 million in 2014 and
US$288 million in 2015.

We have high levels of fixed costs that are incurred regardless of our level of business activity, including
in relation to bareboat charters.

We have high fixed costs and seismic data acquisition activities that require substantial capital expenditures.
As a result, downtime or decreased productivity due to reduced demand, weather interruptions, equipment
failures, permit delays or other circumstances that affect our ability to generate revenue could result in significant
operating losses.

In particular, we operate certain of our marine acquisition vessels under long-term bareboat charters, which
generate significant fixed costs that cannot easily be reduced during the term of the charters. In 2015, we
operated seven vessels under bareboat charters for a fixed cost of US$90.5 million. As of December 31, 2015, the
aggregate amount of our off balance sheet commitment for bareboat charters for our fleet was US$518.3 million.
Of this amount, US$331.5 million corresponded to the five vessels we intend to keep in operation in 2016 and
beyond and US$135.6 million corresponded to vessels that we have already coldstacked.
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The revenues we derive from marine seismic data acquisition vary significantly during the year.

Our seismic data acquisition revenues, in particular in the marine market, are partially seasonal in nature. In
the marine market notably, certain basins can be very active and absorb higher capacity during a limited period
of the year (such as the North Sea between April and September), triggering significant volatility in demand and
price in their geographical markets throughout the year. The marine data acquisition business is, by its nature,
exposed to unproductive interim periods due to vessel maintenance and repairs or transit time from one
operational zone to another during which revenue is not recognized. Other factors that cause variations from
quarter to quarter include the effects of weather conditions in a given operating area, the internal budgeting
process of some important clients for their exploration expenses, and the time needed to mobilize production
means or obtain the administrative authorizations necessary to commence data acquisition contracts.

Our business and that of our customers are subject to governmental regulations, which may adversely
affect our operations or demand for our products in the future.

Our operations are subject to a variety of international, federal, regional, national, foreign and local laws and
regulations, including flight clearances (for airborne activities), environmental, health and safety and labor laws.
We invest financial and managerial resources to comply with these laws and related permit requirements. Our
failure to do so could result in fines, enforcement actions, claims for personal injury or property damages, or
obligations to investigate and/or remediate contamination. Failure to obtain the required permits on a timely basis
may also prevent us from operating in some cases, resulting in increased crew downtime and operating losses.
Moreover, if applicable laws and regulations, including environmental, health and safety requirements, or the
interpretation or enforcement thereof, become more stringent in the future, we could incur capital or operating
costs beyond those currently anticipated. The adoption of laws and regulations that directly or indirectly curtail
exploration by oil and gas companies could also adversely affect our operations by reducing the demand for our
geophysical products and services.

In the United States, new regulations governing oil and gas exploration were put in place following the
Deepwater Horizon platform disaster in the Gulf of Mexico. These new regulations may have a significant
financial impact on oil and gas companies that wish to carry out exploration projects in deep-water Gulf of
Mexico. Our client mix could be altered with the disappearance of small and medium sized players, which could
decrease our sales of multi-client data.

We are exposed to environmental risks.

We are subject to various laws and regulations in the countries where we operate, particularly with respect
to the environment. These laws and regulations may require Group companies to obtain licenses or permits prior
to signing a contract. Our management believes that we comply with applicable environmental laws; however,
frequent changes in such laws and regulations make it difficult to predict their cost or impact on our future
operations. We are not implicated in any legal proceedings relating to environmental matters and are not aware of
any claim or any potential liability in this area that could have a significant effect on our business or financial
position.

Furthermore, we may be affected by new laws or regulations intended to limit or reduce emissions of gases,
such as carbon dioxide and methane, which may be contributing to climate change, and these laws or regulations
may affect our operations or, more generally, the production and demand for fossil fuels such as oil and gas. The
European Union has already established greenhouse gas regulations, and many other countries, including the
United States, may do so in the future. This could impose additional direct or indirect costs on us as our suppliers
incur additional costs that get passed on to us or reduce our customers’ demand for our products or services.
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RISKS RELATED TO OUR INDEBTEDNESS

Our substantial debt could adversely affect our financial health and prevent us from fulfilling our
obligations.

We have a significant amount of debt. As of December 31, 2015, our net financial debt (which we define as
gross financial debt less cash and cash equivalents) amounted to US$2,500 million out of a total capital
employed of US$3,858 million. As of this date, we had a debt reimbursable in cash or shares amounting to
US$2,530 million, which corresponds to net financial debt less financial leases, and before IFRS accounting
adjustments related to convertible bonds and issuing fees. We cannot assure you that we will be able to generate
sufficient cash to service our debt or sufficient earnings to cover fixed charges in future years.

Our substantial debt could have important consequences. In particular, it could:

e increase our vulnerability to general adverse economic and industry conditions;

e require us to dedicate a substantial portion of our cash flow from operations to payments on our
indebtedness, thereby reducing the availability of our cash flow to fund capital expenditures and other
general corporate purposes;

e limit our ability to plan for, or react to, changes in our businesses and the industries in which we
operate;

e place us at a competitive disadvantage compared to competitors that have less debt;
e limit our ability to borrow additional funds; and

e increase the risk that a change in laws or regulations may materially impact us.

Our debt agreements contain restrictive covenants that may limit our ability to respond to changes in
market conditions or pursue business opportunities.

The agreements governing our borrowings (including the 2019 secured term loans) and our US and French
revolving facilities contain restrictive covenants that limit our ability and the ability of certain of our subsidiaries
to, among other things:

e incur or guarantee additional indebtedness or issue preferred shares;

e pay dividends or make other distributions;

e purchase equity interests or reimburse subordinated debt prior to its maturity;

e create or incur certain liens;

e enter into transactions with affiliates;

e issue or sell capital stock of subsidiaries;

e engage in sale-and-leaseback transactions; and

e sell assets or merge or consolidate with another company.

Complying with the restrictions contained in some of these agreements requires us to meet certain ratios and
tests, relating notably, to consolidated interest coverage and net indebtedness, and to maintain our liquidity at a
certain level. The requirement that we comply with these provisions may adversely affect our ability to react to

changes in market conditions, take advantage of business opportunities we believe to be desirable, obtain future
financing, fund capital expenditures, or withstand a continuing or future downturn in our business.

Detailed information relating to our debt and the restrictions set forth in our borrowing agreements is
contained in note 13 to our 2015 consolidated financial statements included herein.
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In June 2015, we amended our French revolving facility, our US revolving facility, our Nordic credit facility
and our US$45 million term loan facility secured by the Geowave Voyager vessel.

Pursuant to such amendments,

(i) Financial covenants:

e the maximum leverage ratio (defined as total net financial debt to EBITDAS) was increased to a ratio
of 4.00x for each rolling 4-quarter period ending on or before June 2016, 3.75x for each such period
ending on or before June 2017, 3.50x for each such period ending on or before June 2018, 3.25x for
each such period ending on or before June 2019, and 3.00x for each such period thereafter; and

e the minimum interest cover ratio (defined as EBITDAS to total interest costs) was reduced from 4.00:1
to 3.00:1.

(i) In exchange for increasing the security package under the existing US and French revolving facilities,
the Group obtained the ability to raise secured indebtedness ranking pari passu and sharing the same security
package. The Group used this ability by issuing the 2019 secured term loans on December 22, 2015.

In November 2015, CGG obtained consent to waive the leverage ratio covenant at year end 2015 under all
credit facilities which include such financial covenant.

Each of the following financial covenants were complied with at December 31, 2015:

Term loan and revolving

US revolving French facilities secured by vessel
facility revolving facility assets

Ratio Requirement Requirement Requirement 12/31/2015
Total net debt to
EBITDAS ............. N/A N/A N/A N/A
EBITDAS to total interest
COSES v v e >3 >3 >3 4.4
Minimum liquidity ...... Cash + cash equivalents > US$75 million US$385 million

In December 2015, we negotiated further amendments to our financial covenants, with these amendments
being effective from February 2016. Pursuant to such amendments, our French revolving facility and our US
revolving facility require that we comply with the following financial covenants, which are tested at the end of
each quarter for the rolling 12-month testing period ending on such quarter date:

*  maintain a minimum Group liquidity amount (cash and cash equivalents plus certain undrawn credit
facilities) of US$175 million at each quarter end,;

* a maximum leverage ratio (defined as total net financial debt to EBITDAS) of 5.00x for each rolling
12-month period ending quarterly in 2016, 4.75x for the rolling 12-month period ending on March 31,
2017, 4.25x for the rolling 12-month period ending on June 30, 2017, 4.00x for the rolling 12-month
period ending on September 30, 2017, 3.50x for the rolling 12-month period ending on December 31,
2017, 3.25x for the rolling 12-month period ending on March 31, 2018 and 3.00x for each rolling 12-
month period ending quarterly thereafter; and

e an interest cover ratio (defined as consolidated EBITDAS to total interest costs) above 3.00:1.

Our Nordic credit facility requires that we meet the following ratios and tests:
e cash plus cash equivalents of not less than US$100 million at all times;

* a maximum leverage ratio (defined as total net financial debt to EBITDAS) of 5.00x for each rolling
12-month period ending quarterly in 2016, 4.75x for the rolling 12-month period ending on March 31,
2017, 4.25x for the rolling 12-month period ending on June 30, 2017, 4.00x for the rolling 12-month
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period ending on September 30 2017, 3.50x for the rolling 12-month period ending on December 31,
2017, 3.25x for the rolling period ending in March 2018 and 3.00x for each rolling 12-month period
ending thereafter; and

e aratio of EBITDAS to total interest costs of at least 3.00:1.

If we are unable to comply with the restrictions and covenants in the indentures governing our Senior
Notes, the agreements governing our Credit Facilities and other current and future debt agreements, there
could be a default under the terms of these indentures and agreements, which could result in an acceleration
of repayment.

If we are unable to comply with the restrictions and covenants in the indentures governing our Senior Notes
or in other current or future debt agreements, including those governing our Credit Facilities, there could be a
default under the terms of these indentures and agreements. Our ability to comply with these restrictions and
covenants, including meeting financial ratios and tests, may be affected by events beyond our control. As a
result, we cannot assure you that we will be able to comply with these restrictions and covenants or meet such
financial ratios and tests. In certain events of default under these agreements, lenders could terminate their
commitments to lend or accelerate the loans or bonds and declare all amounts outstanding due and payable.
Borrowings under other debt instruments that contain cross-acceleration or cross-default provisions may also be
accelerated and become due and payable. If any of these events occur, our assets might not be sufficient to repay
in full all of our outstanding indebtedness and we may be unable to find alternative financing. Even if we could
obtain alternative financing, it might not be on terms that are favorable or acceptable to us.

We and our subsidiaries may incur substantially more debt.

We and our subsidiaries may incur substantial additional debt (including secured debt) in the future. The
terms of the indentures governing our Senior Notes and the agreements governing our Credit Facilities and our
other existing senior indebtedness limit, but do not prohibit, us and our subsidiaries from doing so.

As of December 31, 2015, we had long-term confirmed and undrawn credit lines amounting to
US$35 million.

If new debt is added to our current debt levels, the related risks for us could intensify.

To service and/or refinance our indebtedness and make capital expenditures, we require a significant
amount of cash, and our ability to generate cash will depend on many factors beyond our control.

Our ability to make payments on and to refinance our indebtedness, and to fund planned capital
expenditures, depends in part on our ability to generate cash in the future. This ability is, to a certain extent,
subject to general economic, financial, competitive, legislative, regulatory and other factors that are beyond our
control.

We cannot assure you that we will generate sufficient cash flow from operations to realize operating
improvements on schedule or that future cash from operations and borrowings will be available to us in an
amount sufficient to enable us to service and repay our indebtedness or to fund our other liquidity needs. If we
are unable to satisfy our debt obligations, we may have to undertake alternative financing plans, such as
refinancing or restructuring our indebtedness, selling assets, reducing or delaying capital investments or seeking
to raise additional capital. Our ability and the conditions under which we may borrow fund to refinance existing
debt or finance our operations depend on many factors, including conditions in credit markets, perceptions of our
business and the ratings attributed to us by rating agencies. We cannot assure you that any refinancing or debt
restructuring would be possible, that any assets could be sold or that, if sold, the timing of the sales and the
amount of proceeds realized from those sales would be favorable to us or that additional financing could be
obtained on acceptable terms. Any disruptions in the capital and credit markets could adversely affect our ability

21



TINIelelzZiIWwI 2

to meet our liquidity needs or to refinance our indebtedness, including our ability to draw on our existing credit
facilities or enter into new credit facilities. Banks that are party to our existing credit facilities may not be able to
meet their funding commitments to us if they experience shortages of capital and liquidity or if they experience
excessive volumes of borrowing requests from us and other borrowers within a short period of time.
Furthermore, changes in the monetary policies of the US Federal Reserve and the European Central Bank may
increase our financing costs and consequently adversely impact our ability to refinance our indebtedness.

MARKET AND OTHER RISKS
We are exposed to liquidity risks.

Persistent volatility in the financial markets could have a material adverse effect on our ability to refinance
all or a portion of our indebtedness and to otherwise fund our operational requirements. We cannot be certain that
additional funds will be available if needed to make future investments in certain projects, take advantage of
acquisitions or other opportunities or respond to competitive pressures. If additional funds are not available, or
are not available on terms satisfactory to us, there could be a material adverse impact on our business and
financial performance. As at December 31, 2015, the Group liquidity (being the cash and the undrawn credit
lines) was US$420 million.

As of December 31, 2015, we had US$2,500 million of net debt with US$2,885 million of gross financial
debt (based on the closing exchange rate of US$1.0887 per euro), including €302 million related to the debt
component, according to IFRS, of the convertible bonds due 2019 and 2020, and including US$26 million of
bank overdrafts and accrued interest and we had US$385 million of cash and cash equivalents.

As of December 31, 2015, our financial debt consisted primarily of:

e US$8.3 million outstanding principal amount of our 7.75% Senior Notes due 2017, €400 million
outstanding principal amount of our 5.875% Senior Notes due 2020, US$605 million outstanding
principal amount of our 6.50% Senior Notes due 2021, and US$420 million outstanding principal
amount of our 6.875% Senior Notes due 2022;

e €360 million outstanding principal amount of our convertible bonds (bonds convertible into or
exchangeable for new or existing shares) of which €35 million of our 1.25% convertible bonds due
2019 and €325 million of our 1.75% convertible bonds are due 2020;

e our US$325 million French revolving facility, of which €157 million and US$154 million were drawn
as of December 31, 2015;

e our US$165 million US revolving facility, of which US$130 million was drawn as of December 31,
2015;

e our US$250 million Nordic credit facility, of which US$100 million was drawn under the
US$100 million authorized revolving amount and US$120 million was outstanding under the term loan
as of December 31, 2015;

o US$342.1 million under the 2019 secured term loans; and

e atotal of US$19 million (out of which US$12 million was drawn) under various credit lines held by
several of our subsidiaries.
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The breakdown of our financial liabilities is presented in the table below:

12/31/2015 N+1 N+2 to N+4 N+5 and > Total

In millions of US$ Principal Interest Principal Interest Principal Interest Principal Interest
Senior Notes & Convertible bonds ... 1,798 — 101 42 301 1,755 147 1,797 549
Bank borrowings ................. 684 62 27 622 45 — — 684 72
Financial leases .................. 86 9 4 27 10 50 5 86 19
Banks overdrafts ................. — — — — — — — — —
Other financial debts .............. 345 7 23 339 52 — — 346 75
Derivative instruments ............. — — — — — — — — —
Cash ........ ..o, (385) — — — — — — (385) —
Total net financial liabilities ....... 2,528 78 155 1,030 408 1,805 152 2,528 715

e Excluding accrued interest, IFRS adjustments and issue premium

The Senior Notes and the Credit Facilities contain certain restrictive covenants, including covenants that
require compliance with certain financial ratios. These financial ratios and tests as of December 2015 are
described above.

As of December 31, 2015, our available financial resources amounted to US$329 million (including cash,
cash equivalents, marketable securities and undrawn syndicated credit lines, excluding trapped cash).

We receive from the credit agencies a rating outlook, which assesses the potential direction of credit rating
over time. In determining a ratings outlook, consideration is given to any changes in the economic and/or
fundamental business conditions of a company. Our ratings, and any changes to them, can materially affect the
conditions under which we may borrow funds and our access to borrowings more generally.

In order to fund the implementation of a new step of our Transformation Plan a capital increase operation
was completed in February 2016. The final gross proceeds amounted to €350.6 million, corresponding to the
issuance of 531,195,576 new shares.

We are exposed to interest rate risk.

We may be required to obtain a portion of our borrowings from financial institutions at variable interest
rates indexed to drawing periods ranging from one to 12 months. As a result, our interest expenses on this debt
vary in line with movements in short-term interest rates. However, a significant portion of our debt consists of
fixed-rate bonds, as well as a number of fixed-rate finance leases and fixed-rate medium-term bank credit
facilities with variable maturities (see note 14 “Financial Instruments” to our consolidated financial statements,
included elsewhere in this document). This debt is not exposed to interest rate fluctuations.

Net exposure to interest rate risk before and after hedging:

The following table shows our variable interest rate exposure by maturity as of December 31, 2015.

Net position Off-balance Net position
Financial assets(*) Financial liabilities(*) before hedging sheet position  after hedging

12.31.2015 (a) (b) (c) =(a) - (b) (d) (e) =(c) + (d)
Fix Variable Fix Variable Fix Variable Fix Variable Fix Variable
In millions US$ rate rate rate rate rate rate rate rate rate rate
Overnightto 1 year ............. 50 160 43 34 7 126 — — 7 126
lto2years.................... — — 89 437 (89) (437) — — (89) (437)
3toSyears . ... — — 1,506 350 (1,506) (350) — — (1,506) (350)
More than Syears .............. — — 454 — (454) — - — 454) —
Total ........................ 50 160 2,092 821 (2,042) (661) — — (2,042) (661)

) Excluding bank overdrafts, accrued interest, IFRS adjustments and issue premium
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As of December 31, 2015, our variable-rate assets (net of liabilities) maturing in less than one year totaled
US$126 million.

The following table shows our variable interest rate exposure on our financial assets and liabilities as of
December 31, 2015:

12.31.2015
Impact on result Impact on shareholders’ equity
In million of US$ before tax before tax
Impact of an interest rate variationof +1% .................... (6.6) (6.6)
Impact of an interest rate variationof -1% .................... 6.6 6.6

Our variable interest rate indebtedness carried an average interest rate of 5.1% in 2015, and our investments
and other financial assets earned interest at an average rate of 0.9%.
We are exposed to exchange rates fluctuations.

Our financial debt is partly denominated in euro and converted in US dollars at the closing exchange rate.
As of December 31, 2015, our US$2,500 million of net debt included a part of debt denominated in euro of
€883 million based on the closing exchange rate of US$1.0887.

From one year end closing to another, a variation of US$0.10 in the closing exchange rate between the US
dollar and the euro would impact our net debt by approximately US$88 million.

The following table shows our exchange rate exposure as of December 31, 2015:

12.31.2015
Off-balance
Currency Net position sheet Net position
Assets Liabilities commitments before hedging positions  after hedging
(Converted in millions of US$) (a) (b) (c) (d)=(a)-(b) = (¢c) (e) ) =)+ (e)
USSD 1,284.6 1,348.3 — (63.7) — (63.7)

() US$-denominated assets and liabilities in the entities whose functional currency is the euro.

12.31.2015
Off-balance
Currency Net position sheet Net position after
Assets Liabilities commitments before hedging positions hedging
(In millions of US$) (a) (b) (c) (d) = (a) - (b) = (c) (e) (f) = (d) + (e)

110) X N 56.7  275.8 — (219.1) — (219.1)

2 Euro-denominated assets and liabilities in the entities whose functional currency is the US$.

Our net foreign-exchange exposure is principally linked to the euro. We seek to reduce our foreign-
exchange position by selling the future receivables surplus over euro costs of our Equipment division as soon as
they enter the backlog and taking out dollar-denominated loans supported by long-term assets. Although we
attempt to reduce the risks associated with exchange rate fluctuations, we cannot assure you that fluctuations in
the values of the currencies in which we operate will not materially adversely affect our future results of
operations. Our annual fixed expenses in euros are equal to approximately €450 million and as a consequence, an
unfavorable variation of US$0.20 in the average yearly exchange rate between the US dollar and the euro would
reduce our operating income and our shareholders’ equity by approximately US$90 million.
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Sensitivity Analysis Table

Impact of US$ variation in expenses in euros

Impact on shareholders’ equity

Impact on result before taxes before taxes
Increase of Decrease of Increase of Decrease of
20 cents 20 cents 20 cents 20 cents
Inmillionsof US$ . ........ .. .. .. ... ... 90 (90) 90 90)
Total ....... ... . 920 90) 90 90)

We monitor our balance sheet exposure through either forward sales or capital operations.

With respect to exchange rate risk related to investments in operating subsidiaries, we consider such risk to
be low, since the functional currency of the majority of operating entities is the US dollar.

We are exposed to risk related to equities and financial instruments.
We are exposed to risk of fluctuations in the value of equities and other financial instruments we may hold.

Any transactions involving our own shares are decided by management in accordance with applicable
regulations.

As of December 31, 2015, we owned 800,000 of our own shares with a balance sheet value of €2.1 million
(US$2.3 million). As those shares are valued at historical cost, changes in the stock’s market price do not have
any impact in the consolidated statements of the Group.

Our investment policy does not authorize short term investment in the equities of other companies.

The fair value of the own shares as of December 31, 2015 is as follows:

Available Held to

12.31.2015 At fair value for sales maturity Derivatives Total
Shares ........... ... ... . ... ... ... ... US$2.3 million — — — US$2.3 million
Total ............ ... ... .. .. US$2.3 million — —_ — US$2.3 million

Item 4: INFORMATION ON THE COMPANY
Introduction

We are a global participant in the geoscience industry, as a manufacturer of geophysical equipment, as a
provider of marine, land and airborne data acquisition services, and as a provider of a wide range of other
geoscience services, including data imaging, seismic data characterization, geoscience and petroleum engineering
consulting services, and collecting, developing and licensing geological data. Our clients are principally in the oil
and gas exploration and production industry.

We have more than 100 years of combined operating experience (through CGG, Veritas and Fugro
Geoscience) and a recognized track record of technological leadership in the science of geophysics and geology.
We believe we are well placed to capitalize on the growing importance of seismic and geoscience technologies to
enhance the exploration and production performance of our broad base of clients, which includes independent,
international and national oil companies.
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CGG SA is the parent company of the CGG Group. We are a société anonyme incorporated under the laws
of the Republic of France and operating under the French Commercial Code. Our registered office is at Tour
Maine Montparnasse, 33, avenue du Maine, 75015 Paris, France. Our telephone number is (33) 1 64 47 45 00.

Organization
As of December, 31, 2015, CGG was organized in eight business lines, as follows:

*  Equipment (which includes all the Sercel business entities or trademarks, such as Metrolog, GRC and
De Regt);

e Marine Acquisition;

e Land Acquisition (including Land EM and General Geophysics);

e Multi-Physics;

e Multi-Client and New Ventures;

*  Subsurface Imaging;

*  GeoSoftware (including the software sales and development of Jason and Hampson-Russell); and

*  GeoConsulting (including the consulting activities of Jason and Hampson-Russell combined with the
consulting and geologic library business of Robertson, as well as Data Management Services).

These activities are organized into four segments for financial reporting purposes since September 1, 2015:
(i) Equipment, (ii) Contractual Data Acquisition (which includes Marine Acquisition, Land Acquisition and
Multi-Physics) and (iii) Geology, Geophysics & Reservoir (“GGR”) (which includes Multi-Client and New
Ventures, Subsurface Imaging, GeoSoftware and GeoConsulting). In addition, we have a fourth segment for
financial reporting purposes, Non-Operated Resources, which comprises the costs of our non-operated marine
resources as well as all the costs of our Transformation Plan (mainly restructuring provisions and provision for
onerous contracts).

We believe that these eight business lines allow us to cover the spectrum from exploration to production,
giving us more opportunities to create value for our shareholders, customers and partners.

Our six Corporate functions, at the Group level, ensure a global transverse approach and provide support
across all activities: (i) the Finance Function, (ii) the Human Resources Function, (iii) the Global Operational
Excellence Function, (iv) the General Secretary, (v) the Geomarkets Sales and Marketing Function and (vi) the
Technology Function.

Our four Group Departments are, respectively, in charge of (i) Internal Audit, (ii) Communication,
(iii) Investor Relations, and (iv) Risk Management, Health, Safety and Environment & Sustainable Development.

Our Strategy

We intend to continue to provide leading geological, geophysical and reservoir capabilities to our broad
base of customers primarily from the global oil and gas industry. Our goal is to capitalize on growth
opportunities resulting from the application of new technologies in every sector of the oil and gas business —
from exploration to production and reservoir management — and from the worldwide presence of our three
complementary business segments: Equipment, Contractual Data Acquisition, and Geology, Geophysics &
Reservoir (“GGR”).
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To achieve this objective, we have adopted the following strategies:

Rebalance our profile towards more profitable and less capital intensive businesses

We believe that our Contractual Data Acquisition businesses, which are cyclical, highly capital-intensive
and have generated lower profitability in recent years, still need to be downsized significantly with respect to
marine operations. We plan to position the Acquisition businesses more on the high-end of the market, where
technological differentiation is a critical factor, in order to increase profitability. This should also allow us to
increase the relative weight of the Equipment and GGR segments’ contributions to Group results, which we
believe will increase our overall profitability, reduce the volatility of our earnings and improve our cash
generation.

The capacity of our Marine Data Acquisition business was reduced as our operated fleet decreased from 11
to five 3D mid/high capacity vessels at the end of Q1 2016, which should lead to a further reduction in fixed
costs and capital expenditure. We have mostly repositioned our fleet towards the production of multi-client
studies that are sufficiently pre-funded (at above 70%), which means operating five 3D vessels for the next two
years. The marine seismic acquisition activity and its high-end broadband capabilities will therefore be mainly a
technological tool for the acquisition of multi-client data.

In the Land Acquisition business, we intend to focus and concentrate our presence on high-end niche
markets, adopting a technology provider business model to the extent possible. In the Multi-Physics Acquisition
business, our plan is to focus on higher-margin market segments. In both businesses, we intend to achieve the
expected results under the implemented cost savings and restructuring plans.

Improve our operational efficiency, profitability and cash generation

In line with what has been achieved over the last three years as a result of the performance plan that we
launched at the end of 2010, we intend to continue our tight cost control, maintain a low level of general and
administrative expenses and, more generally, reduce our fixed cost base. We expect notably to reduce our break-
even point in line with the right-sizing of our Contractual Data Acquisition businesses and particularly our
marine assets.

We will also continue to maintain a strong focus on operational performance and on cash generation through
tight monitoring of working capital and capital expenditures.

Focus on growth areas

We intend to focus on developing our technological capabilities in emerging markets for geoscience-related
services, including reservoir appraisal and production monitoring. We also believe that we have unique
experience and expertise in very dense and productive seismic acquisition projects, such as high channel count
land crews in the Middle East and full azimuth high resolution offshore surveys in the Gulf of Mexico.
Furthermore, we believe our geographic footprint will allow us to respond to the growing demand for all kinds of
seismic imaging and reservoir solutions.

We also intend to maintain our position in the onshore and offshore seismic multi-client markets by
developing our multi-client data library. We believe that a strong position in this market segment enhances our
global competitive position and may provide opportunities for continuing future sales. In developing our multi-
client data library, we carefully select survey opportunities in order to maximize our return on investment. We
also intend to apply the latest advances in depth imaging and wide azimuth technologies to a selected part of our
existing library.
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Given the growing importance of geophysics in reservoir characterization, and the strong reputation of Jason
and Robertson, two activities formerly belonging to Fugro that we acquired in early 2013, we intend to further
develop the synergies between our leading network of 35 data processing centers. We pursue continuous
innovation to allow for increased integration of data processing into reservoir studies, which will provide
enhanced reservoir knowledge and allow for improved exploitation. This approach places us in a better position
to meet the requirements of our clients with an extensive range of integrated solutions.

With the increasing use of wide-azimuth and high resolution surveys and the growing demand for advanced
imaging capabilities, we also intend to increase our processing capability in developing disciplines, such as
reservoir description and monitoring, including wide-azimuth, multi-component and 4D studies. We also plan to
continue promoting and developing our dedicated subsurface imaging centers within our clients’ offices and
developing our regional centers.

We plan as well to develop reservoir interpretative solutions, notably through our two business lines,
GeoSoftware and GeoConsulting, within our GGR segment. GeoSoftware is the worldwide leader in advanced
seismic reservoir characterization technology. It brings together CGG’s commercial software, including Jason
and Hampson-Russell, and the associated sales, marketing and product services, such as training, product support
and product mentoring. GeoConsulting is a full-spectrum geological and geophysical consulting services
organization. In addition to our seismic reservoir characterization services supporting our Jason and Hampson-
Russell technologies, GeoConsulting offers our unique line of Robertson geoscience consulting services and
multi-client products, including a full range of geological, petroleum engineering and economic disciplines. It
also contains NPA Satellite Mapping and the global training services relating to GeoConsulting.

We expect to extend cross-divisional strengths within our organization and to leverage our relationships
with external partners. We signed a technology alliance with Halliburton to develop next-generation geoscience
workflows and we set up a joint venture with Wood Mackenzie to provide a value modelling tool for
undiscovered reserves, both in 2015.

We also intend to set up additional targeted partnerships through joint ventures in order to address specific
market segments or to gain privileged access to high-potential local geographical markets. We established a joint
venture with Petrovietnam Technical Services Corporation (PTSC) for the Vietnamese offshore market in
March 2012 (announced in December 2010). In early 2013, we created Seabed Geosolutions BV (a joint venture
owned 60% by Fugro and 40% by CGG), a world-leader in the shallow water and ocean bottom systems market.
Also at the end of 2013, we agreed with TAQA to combine all Middle East land activities under a single joint
venture, Argas, which is 51% owned by TAQA.

Develop technological synergies for products and capitalize on new generation equipment

We believe Sercel is the leading manufacturer of land, marine and subsea geophysical equipment. We plan
to continue developing synergies among the technologies available to Sercel and to capitalize fully on our
position as a market leader. Through our research and development, we seek to improve existing products and
maintain an active new product development program in all segments of the geophysical equipment market (land,
marine and ocean-bottom).

Develop and utilize innovative technology

The significant technological developments in seismic services over the last decade have produced a marked
change in the sector. The development of 4D and wide-azimuth techniques (providing time lapse views and
enhanced illumination of the reservoir as well as improved image resolution) now allows operators to better
locate and monitor reservoir performance. This possibility broadens the use of seismic techniques from pure
exploration (early cycle) into a tool for reservoir development, management and production (late cycle).
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CGG’s BroadSeis solution delivers the most detailed high-resolution subsurface images with the best low
frequencies from a combination of advanced equipment, proprietary variable-depth streamer profiles and
innovative deghosting and imaging technology. As a consequence of the unique, streamer configuration,
BroadSeis is able to deliver the deepest tow in the industry, up to 50 meters. Combining this with the exceptional
low-noise characteristics of Sentinel solid streamers delivers the lowest frequencies with the best signal to noise
ratio available. BroadSource, our synchronized multi-level broadband source complements BroadSeis by
removing the source ghost notch and extending the high frequencies so that over 6 octaves of data (2.5-200Hz)
are recorded. The ultra-low frequencies provide better penetration through complex overburdens, improved
signal-to-noise ratios for deeper targets and more quantitative seismic inversion. The enhanced layer
differentiation, with improved texture and character, make interpretation more straightforward. BroadSeis is
operationally robust and fully compatible with streamer steering, wide-azimuth geometries and 4D monitoring.
The notch diversity can be tuned to maximize bandwidth at target depths and reservoir levels.

We believe that growth in demand for geophysical services will continue to be driven in part by the
development of new technologies. The industry is increasingly demanding clearer seismic imaging and better
visibility, particularly underneath salt layers. We expect multi-azimuth, wide azimuth, multi-component (3C/
4C) surveys and time-lapse (4D) surveys to become increasingly important for new production-related
applications, particularly in the marine sector, and expect specialized recording equipment for difficult terrain to
become more important in land seismic data acquisition, particularly in transition zones, shallow water and arctic
areas. We believe that to remain competitive, geophysical services companies will need to combine advanced
data acquisition technology with consistently improving processing capacity in order to further reduce delivery
times for seismic services.

Our strategy is to continue our high level of investment in research and development to reinforce our
technological leadership. We also intend to take advantage of our full range of integrated geoscience services to
enhance our position as a market leader in:

*  manufacturing of land, marine and subsea data acquisition equipment;
*  seismic imaging and reservoir services;
*  innovative marine acquisition systems and services; and

e land seismic data acquisition systems and know-how.

Emphasize client service

We believe it is important to operate in close proximity to our clients to develop a better understanding of
their individual needs and to add measurable value to their business processes. We respond to these needs by
creating new products or product enhancements that improve the quality of data and reduce the data delivery
time to clients. We believe that our regional multi-client and dedicated data processing centers in our clients’
offices provide us with an advantage in identifying contract opportunities, optimizing service to clients and
developing products responsive to new market demands, such as seismic techniques applied to reservoir
management. We believe that we are well positioned to benefit from the industry trend towards increased
outsourcing. This trend is leading oil and gas companies to place greater emphasis on relationships and service
quality (including health, safety and protection of the environment) in their selection of third party service
providers, including geophysical services providers.

Provide integrated services

We are committed to providing clients with a full array of seismic data services, from acquisition and
processing to data interpretation and management. We believe that integration of compatible technology and
equipment increases the accuracy of data acquisition and processing, enhances the quality of our client service
and thereby improves productivity in oil and gas exploration and production. Our clients increasingly seek
integrated solutions to better evaluate known reserves and improve the ratio of recoverable hydrocarbons from
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producing fields. We are continuing to develop our ability to provide geoscience solutions through a combination
of various exploration and production services, including technical data management, reservoir characterization
and interpretation of well information.

Develop well-positioned data libraries

We will continue to develop large multi-client libraries in key basins throughout the world where the
industry focuses its exploration budgets. We intend to take advantage of our recent vintage, well-positioned
seismic data libraries and will capitalize on our strong experience in wide-azimuth and full azimuth technologies.
For instance in the Gulf of Mexico, we launched in 2012 our first StagSeis multi-client survey, our new marine
acquisition solution that provides full wide-azimuth coverage and unrivalled long offsets, designed to illuminate
complex subsalt geologies. We extended this program in 2013 and have completed the acquisition of the third
and final StagSeis survey in 2014. Similarly, we will continue to further expand the footprint of our multi-client
library with the introduction of our new BroadSeis acquisition technology as we did in 2012 in Brazil and in the
North Sea.

Onshore, our land library offers additional potential in North America, particularly in the shale gas plays
where we completed a significant onshore program in the Marcellus basin in 2013. We plan to use this existing
multi-client onshore footprint to build dedicated commercial offers aimed at improving the productivity of shale
market players.

Develop reservoir applications

While seismic data was historically used primarily by oil and gas companies for exploration purposes, it has
become a recognized tool for field development and reservoir management. We are progressively extending our
core business towards compiling and analyzing seismic data of existing reservoirs in response to this trend.
Through high-resolution images and our expertise in 4D seismic and permanent monitoring, we aim to assist
hydrocarbon producers in better characterizing and predicting the static properties and dynamic behavior of their
reservoirs.

Following our acquisition of Fugro Geoscience Division, we are now organized in three segments, including
the GGR segment, which is fully dedicated to the development of reservoir software, services and applications.
Through GeoSoftware, we intend to further improve our products and services, provide our customers with a
better understanding of their reservoirs and deliver unsurpassed expertise to optimize our customers’ decision-
making. Through GeoConsulting, we intend to further enhance our geological and geophysical multi-client
products and reports and expand our high-end consulting services across the exploration and production value
chain.

Industry conditions

2013 was a contrasting year with the first half of the year seeing growth in the oil services segment and,
hence, the seismic sector, followed by a significant slowdown during the second half of the year, chiefly due to
the majors deciding to cut investments in exploration and production projects to improve cash generation on a
short-term basis. This trend should be considered in the global exploration and production context: projects were
becoming increasingly costly due to their complexity; oil and gas prices remained relatively stable; and oil and
gas companies were under constant pressure to maintain the expected level of dividends for their shareholders.

This situation escalated during 2014 with oil and gas companies pursuing their efforts to reduce costs in

order to preserve their ability to maintain shareholder returns. Global exploration and production spending in
2014 was steady but fell by 10% in seismic.
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During the second part of 2014, after Saudi Arabia decided to maintain its market share and let supply and
demand set the market price, oil prices fell sharply and quickly. In the space of six months, the Brent oil price fell
by 59% from US$115 per barrel to US$47 per barrel. This severe reduction had a large impact on the 2015
budgets that oil and gas companies were in the process of preparing, and consequently exploration and
production spending for 2015 decreased by 23%, with a similar trend for seismic. For 2016, the fall in crude oil
prices in the second half of 2015 has led to the oil companies predicting a further drop of 15 to 20% in
Exploration & Production investments. This would be the first time since 1986-87 that these investments would
experience two years of consecutive reduction, and the oil companies think that the price per barrel would need
to return to between US$60 and US$70 per barrel to see such investments increase again.

Longer term, we believe that the outlook for a fully integrated geoscience company is fundamentally
positive for a number of reasons:

e First, oil and gas companies (including both international and national oil companies) and the large oil
and gas consuming nations have perceived a growing and potentially lasting imbalance between
reserves and future demand for hydrocarbons. A rapid rise in world consumption requirements,
particularly in China and India, has resulted in a growth in demand for hydrocarbons that is expected to
continue in the long term despite being slowed down in the short term. In response to this future
growth, we expect oil and gas companies to restart their exploration and production investments in the
future in order to improve existing reservoirs and regularly replace reserves.

e Client demand is changing as clients use geophysical data in new ways. The geological and
geophysical challenges they face require new geoscience solutions. From the very early exploration
phase to the optimization of existing reservoirs, and throughout the entire development and production
cycle, the demand for improved understanding of complex subsurface structure is increasing. This
requires higher technology content, higher resolution, better illumination, and overall better imaging. In
such a market environment, the CGG Group, with its assets, expertise, people and track record, is now
firmly established on the three solid technological pillars represented by its Equipment, Contractual
Data Acquisition and GGR business segments. We benefit from the unique scope of our geoscience
activities, the unrivalled expertise of our imaging teams, our modern worldwide fleet of recently built,
high-capacity vessels, the cutting-edge leadership of Sercel on the Equipment market, and our strong
commercial positions in key multi-client areas. We believe we are therefore well positioned to
capitalize on our unique integrated portfolio and to meet our customers’ needs for innovative products
and services and for global solutions, as achieved recently with BroadSeis and StagSeis and now with
Sercel’s 508XT land acquisition system.

*  Each year, three to four million barrels of new oil per day have to be produced in order to offset the
declining rates of the existing reserves. Gas and oil production from shale rocks, where seismic studies
are used to enhance the yield, has developed remarkably well in North America, and may expand to
other continents. We expect these fundamental trends to continue to drive increased demand for high-
end seismic equipment and services in the medium-term. We believe that we are in a strong position to
benefit from these long term trends.

History and development of the Company

CGG was established on July 23, 1931 under the name ‘Compagnie Générale de Géophysique’, to develop
and market geophysical techniques for appraising underground geological resources. Since that time, CGG
gradually specialized in seismic techniques adapted to oil and gas exploration and production, while continuing
to develop a broad range of other geophysical and geological activities. In 2007, CGG acquired Veritas DGC Inc.
and was renamed “Compagnie Générale de Géophysique — Veritas”. In 2013, CGG acquired Fugro’s
Geoscience Division and changed its name to “CGG”. CGG is a société anonyme incorporated under the laws of
the Republic of France and operating under the French Code de commerce, with a duration until 2030.
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Over the course of the last three years, we have completed various acquisitions and divestitures which are
described under “Item 5: Operating and Financial Review and Prospects — Factors Affecting our Results of
Operations — Acquisitions and Divestitures” included elsewhere in this annual report. Our historical and
ongoing capital expenditures and sales of tangible assets are described under “Item 5: Operating and Financial
Review and Prospects — Liquidity and Capital Resources” included elsewhere in the annual report.

Business overview

The following is an overview of the business activities of our Equipment, Contractual Data Acquisition and
Geology, Geophysics and Reservoir (“GGR”) business segments. Our views regarding the state of the market in
2015 and the outlook for 2016 are “forward-looking statements,” based upon information available to us on the
date of this annual report and are subject to risks and uncertainties that may change at any time.

Operating Revenues Data
Revenues by Activity

The following table sets forth our consolidated operating revenues by activity in millions of dollars, and the
percentage of total consolidated operating revenues represented thereby, for the periods indicated:

2014 2013
2015  (restatedV) (restated®)
MUS$ MUS$ MUS$
Marine Contractual Data ACqQUiSition . ... ...ttt eneenn.. 439 778 1,249
Land and Multi-Physics Acquisition . . . .......... it 177 279 440
Contractual Data Acquisition segment revenues ........................ 616 1,057 1,689
Multi-client Data . ... ... 546 687 620
Subsurface Imaging and Reservoir .......... .. .. .. .. . .. 562 697 676
Geology, Geophysics & Reservoir segment revenues .................... 1,108 1,384 1,296
Equipment segment revenues . . .. ............ ... 437 802 1,045
Eliminated revenues and others .............. .. ... ... . .. (60) (148) (264)
Total operating revenues . ...................uuintmreriniinennenenan. 2,101 3,095 3,766

Note:
(1) Restated to reflect the new financial reporting as disclosed in note 19 to our consolidated financial statements.

Revenues by Region (by location of customers)

The following table sets forth our consolidated operating revenues by region in millions of dollars, and the
percentage of total consolidated operating revenues represented thereby, for the periods indicated:

2015 2014 2013
MUS$ % MUS$ % MUS$ %
North America . .......... i 528 25% 782 25% 872 23%
Central and South Americas ............. ... .. ........ 233 11% 366 12% 310 8%
Europe, Africaand Middle East .. ...................... 876 42% 1,298 42% 1,666 45%
AsiaPacific ........ ... ... . ... 464 22% 649 21% 918 24%
Total operating revenues ............................ 2,101  100% 3,095 100% 3,766 100%

The Group’s clients can be broadly categorized as national oil companies, international oil companies (the
“Majors”) and independent companies. In 2015, our top two clients represented respectively 5.0% and 4.9% of
consolidated revenues, respectively.

Figures relating to the geophysical market and to the competitive positioning of the Group’s Equipment,
Contractual Data Acquisition and GGR segments or the activities of these segments provided in this section have
been derived from internal Group data.
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Contractual Data Acquisition

Our Contractual Data Acquisition activity encompasses our geophysical acquisition services offering,
including land, marine, airborne and seabed, being operated either directly or through joint ventures. Our
worldwide crews operate in all environments. In land and marine environments, they use the latest geophysical
equipment manufactured by Sercel.

Total revenues of the “Contractual Data Acquisition” segment amounted to US$616 million in 2015, down
42% compared to 2014.

Marine Data Acquisition Business Line
Overview

Thanks to the fleet described below, CGG provides complete range of marine seismic 2D and 3D services,
focusing on the Gulf of Mexico, the North Sea, West Africa and Brazil, as well as the Asia Pacific region. CGG
also delivers marine seismic contract data acquisition in “frontier” areas.

Activity description

Marine seismic surveys are conducted through the deployment of submersible cables (streamers) and
acoustic sources (airguns) from marine vessels. These streamers are up to 12 kilometers long and carry
hydrophone groups normally spaced 12.5 meters apart along the length of the streamer. The recording capacity of
a vessel is dependent upon the number of streamers she tows and the number of acoustic sources she carries, as
well as the configuration of her data recording system. By increasing the number of streamers and acoustic
sources used, a vessel can perform surveys more rapidly and efficiently and acquire better resolution data.

The commercial business model of Marine Contractual Data Acquisition consists of working on an
exclusive contractual basis with the client. The contract generally stipulates that we shall be paid according to a
fixed rate, such as a daily fee or a fee per square kilometer acquired. The contract may protect us against
operational elements beyond our control, such as bad weather or interference from other activities carried out in
the oil field. The client owns the acquired data and pays us on the agreed basis. Our operating income from this
activity is the difference between the cost to us and the final price of the survey.

Group'’s fleet of seismic vessels

On December 31, 2015, our operated fleet consisted of eight 3D high capacity vessels (12 or more
streamers), one source vessels and one 3D/2D vessel of lower capacity, down from 16 vessels at the end of 2014
as a result of our fleet reduction plan.

Each of the Oceanic Sirius, Oceanic Vega, Geo Caspian, Oceanic Endeavour, CGG Alizé, Oceanic
Champion, Viking Vision and Geo Celtic, can deploy 12 or more streamers simultaneously.

All 3D high capacity vessels are equipped with Sentinel solid streamers, which provide several advantages
over other industry streamers, such as acquiring surveys in tougher sea conditions, improving the frequency
content and improving signal-to-noise ratio of the recorded data, and minimizing environmental impacts. All our
vessels can deploy BroadSeis, our broadband marine solution, which combines industry-leading equipment,
unique variable depth streamer acquisition techniques and proprietary deghosting and imaging technology. At the
end of 2015, 100% of our fleet was also capable of deploying BroadSource, which, combined with BroadSeis
provides the ultimate in broad-bandwidth, ghost-free seismic data, achieving a bandwidth of 2-200 Hz. QuietSea,
the most advanced passive acoustic monitoring (PAM) system designed to detect the presence of marine
mammals during seismic operations, which enables superior performance in minimizing environmental impact,
also equips two vessels.
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In order to refocus on an optimal 3D fleet and adapt to extremely difficult market conditions, several fleet
reduction measures were taken during the year 2015, in line with the downsizing plan launched in 2014:

e The Symphony was sold on February 12, 2015 to be scrapped.
*  The Princess was sold on March 5, 2015, to be operated by the purchaser in another industry.

e The Vantage and Viking Il were returned to their owners, respectively on February 28, 2015 and
May 31, 2015.

*  The Viking I was returned to her owner on November 16, 2015.

e The Oceanic Phoenix halted operations since March 2015 and will be returned to her owner at the end
of her current charter period (2019).

e The Viking Vanquish was used as a source vessel throughout the year and ceased to be operated at the
end of November 2015. She will be returned to her owner at the end of her current charter period
(2020).

e The Geowave Voyager and the Pacific Finder were used as source vessels throughout the year.

In addition, a new downsizing plan was decided upon, with the following effects:

e The Geo Caribbean, the Geo Coral and the Oceanic Challenger halted operations respectively in
September 2015 for the Geo Caribbean and the Oceanic Challenger, and in November 2015 for the
Geo Coral.

*  The CGG Alizé, Geo Celtic and Viking Vision halted operations in early 2016 after completion of their
acquisition programs.

Maritime management of the operated fleet

On December 31, 2015, in the current state of the downsizing plan, our operated seismic fleet was managed
mostly by our two joint venture ship managers: CGG Eidesvik Ship Management AS (60%) and GeofieLD Ship
Management Services SAS (20%), in addition to Volstad and Swire Pacific Offshore, each managing one vessel
(10%)

Bourbon Offshore operates six support and chase vessels (ancillary services including refueling, food and
equipment delivery, crew change, storage, assistance and support during in-sea maintenance operations,
protection of streamers from interactions with third party vessels and fishing devices), designed specifically for
CGQG, deployed progressively within the fleet between 2013 and 2014 and chartered individually for a minimum
period of five years.

Ownership status of the operated fleet

At December 31, 2015, we owned the Oceanic Challenger, Geowave Voyager, Geo Coral, Geo Caribbean,
Geo Celtic, CGG Alizé, co-owned two ships (Oceanic Sirius and Oceanic Vega) at 49% and operated the rest of
our fleet under charter agreements.
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The following table provides certain information concerning the seismic vessels operated by us or cold
stacked as of December 31, 2015.

Time charter / Maximum Vessel

Year Year  Year joined Bareboat Extension no. of length
Vessel name built upgraded fleet expiry options 2D/3D streamers®  (m)
Operated vessels in 2015
Oceanic Champion . . . . .. 1994 2012 2009 June 2020 n.a. 3D 14 107
Oceanic Endeavour . . . .. 2007 2011 2009 April 2018 2 x 5 years 3D 16 92
Oceanic Vega .......... 2010  n.a. 2010 July 2022 4 x 5 years 3D 20 106
Oceanic Sirius . ........ 2011 n.a. 2011 October 2023 4 x 5 years 3D 20 106
Geo Caspian® . ........ 2010  n.a. 2013 February 2017 4 x 2 years 3D 16 108
Vessels operated in 2015, cold stack planned in 2016
Pacific Finder® ........ 2011  n.a. 2011 March 2019 1 x 8 years 3D/2D 4 68
CGGAlizé ............ 1999  n.a. 1999 Owned n.a. 3D 16 101
Geo Celtic ............ 2007 n.a. 2013 Owned n.a. 3D 12 101
Viking Vision .......... 1993 2007 2007 July 2017 2 x 5 years 3D 14 105
Geowave Voyager ... ... 2005 2009 2009 Owned n.a. 3D 12 83
Cold stacked vessels in 2015
Oceanic Phoenix . ...... 2000 2011 2009 March 2019  10x 1 year 3D 14 101
Geo Caribbean . . . ... ... 2008 n.a. 2013 Owned n.a. 3D 14 101
Oceanic Challenger . . . .. 2000 2005 2005 Owned n.a. 3D 12 91
Geo Coral ............. 2010  n.a. 2013 Owned n.a. 3D 16 108
Viking Vanquish® ... ... 1999 2007 2007  November 2020 n.a. 3D 12 93

(1) Tow points.
) Includes a purchase option.

Out of the ten vessels operated by the Group as of December 31, 2015, four were completing their last
commercial agreements before being cold-stacked.

The Pacific Finder and Geo Caspian are the only vessels under time charter. The other vessels are either
fully owned or hired under bareboat charter. Among those under bareboat charter, the Oceanic Sirius and the
Oceanic Vega are co-owned within Oceanic Seismic Vessels AS and Eidesvik Seismic Vessels AS respectively.

Competition and market

Five companies (CGG, PGS, WesternGeco, Polarcus and Dolphin) comprised 80% of the 3D marine market
at the end of 2015; one of them, Dolphin ceased operating as of December 14, 2015 by declaring bankruptcy.

The contraction in demand in the marine seismic acquisition market recorded in 2014 deepened further in
2015 as a result of the negative developments in oil prices and budget constraints of oil and gas companies. This
resulted in a supply and demand imbalance despite the commitment by most of the players to stack, temporarily
or permanently, and derig seismic vessels. As a consequence, the year 2015 witnessed a lower activity rate of
seismic fleets in general and a strong price decrease.

Total revenues of the Marine Contractual Data Acquisition business line amounted to US$439 million in

2015, representing 71% of the total production of the “Contractual Data Acquisition” segment. Total revenues
decreased by 44% compared to 2014.
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66% of our 3D fleet’s utilization was dedicated to exclusive marine acquisition contracts. 34% was
dedicated to acquiring multi-client surveys.

2016 outlook

In 2015, CGG continued and accelerated the pace of our fleet downsizing plan to adjust to the soft market
conditions. We retained our most high-end and recent vessels, and leveraged our broadband offer and
geographical positioning to reduce the impact of depressed market prices. An adaptation plan involving cost
saving initiatives at all levels of the organization allowed a significant reduction of our operational fixed costs
and industrial investments.

The roadmap of our Marine Acquisition business focuses on the resizing of our fleet as necessary to adjust
to market conditions, while remaining a worldwide player in the high-technology market segment. Therefore, the
adaptation plan will be continued in 2016, leading to further reduction in the operated fleet, in operational fixed
costs and industrial investments, with a focus on the following priorities:

*  Reducing our fleet to five 3D high capacity vessels beginning of 2016;
*  Assigning two thirds of our restructured fleet to our own multi-client operations;

* Implementing an additional cost and personnel reduction plan.

Land Data Acquisition and Multi-Physics Business Lines
Overview

Land Data Acquisition is principally focused on the acquisition and onsite processing of seismic data
acquired on land areas. We are one of the main land seismic acquisition contractors operating worldwide,
especially in desert areas, and particularly in areas requiring specific technologies, Health, Safety and
Environment (“HSE”) excellence, highly qualified personnel and operational expertise. Our operations in high-
resolution crews market in North Africa and the Middle East are good examples of our positioning. We now
intend to reinforce on technological differentiation.

Multi-Physics acquisition is principally focused on the acquisition, processing and interpretation of airborne
geophysical data on land or offshore, all over the world, and on providing marine gravity and magnetic
acquisition services onboard seismic vessels or independently, as well as the processing and interpretation of
such data. We are the largest airborne acquisition contractor, operating worldwide and offering a diverse
portfolio of airborne geophysical technologies, with particular emphasis and expertise in electromagnetics and
gravity. In 2015, our activities were conducted out of operational centers located in Canada, Brazil, South Africa
and Australia, and are based on a foundation of HSE excellence.

Multi-Physics surveys are performed through exclusive contract activity or non-exclusive multi-client
activity.

In 2015, we operated an average of three active land crews performing 3D and 2D seismic surveys (all
dedicated to exclusive contract surveys). Our Multi-Physics business line operated a fleet of 25 airplanes. This
number was reduced to 21 over the course of the year as some non-core aircrafts were sold.

Activity description
Land Data Acquisition
Land operations employ both surveying and recording crews. Surveying crews lay out the lines to be

recorded and mark the sites for shot-hole placement or recording equipment location (except for “stackless”
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operations where the source locations are indicated through integrated GPS capabilities rather than on location by
field personnel). Recording crews produce acoustic impulses and record the seismic signals via geophones or
hydrophones. The acoustic sources used are mainly vibrators onshore, and explosives and air guns in transition
areas. On a land survey where explosives are used as the acoustic source, the recording crew is supported by
several drill crews. Drill crews operate ahead of the recording crew and bore shallow holes for explosive charges
which, when detonated by the recording crew, produce the necessary acoustic impulse.

Land seismic crews are equipped with advanced equipment and software used for each step of the
acquisition process, including Sercel 428XL and 508XT seismic data recorders, Sercel Nomad 65 and Nomad 90
vibrators, Sercel VE464 vibrator electronic control system used to synchronize and verify the emission of
acoustical waves by vibrators, DSU3 Sercel digital 3 components sensors, and Sercel Unite onshore wireless
acquisition systems. We also deploy patented high-end vibroseis technologies such as HPVA and V1 which seek
to increase significantly the productivity of a crew, or EmphaSeis and our latest technological development
CleanSweep which seeks to enhance the resolution of the data through broadening and cleaning the frequency
content of the signal emitted. By combining specific acquisition geometries and processing technologies as well
as on-site processing software for acquired data, we have a unique capability to offer fully integrated solutions,
improving both data quality and turn-around time, thus accelerating the exploration cycle. We believe that
UltraSeis, our high-density, point-source, point-receiver, wide-azimuth “super crew” program, coupled with our
processing capabilities, provides the best resolution of the subsurface imaging with exceptional spatial and
temporal bandwidth at the reservoir.

Operations in the Middle East are conducted in partnership with the Saudi company TAQA through the
Argas joint venture.

Seabed acquisitions are operated through Seabed Geosolutions BV, a joint venture owned 60% by Fugro
and 40% by us.

Multi-Physics
Multi-Physics Acquisition encompasses 2 segments of activity and provides services worldwide:

e Airborne activity encompasses the collection, processing and interpretation of data related to the
earth’s surface and the soils and rocks beneath, and provides advice based on the results to clients in
the mineral, oil and gas, governmental, engineering and environmental management sectors. We
acquire electromagnetic, magnetic, radiometric and gravity data using fixed-wing airplanes and
helicopter platforms. The airplanes we operate have been modified with integrated geophysical
measurement systems incorporating elements of internal design and manufacture. Helicopter projects
are supported using subcontracted or chartered helicopters, as the geophysical instrument systems
designed for use on helicopters can be installed without significant modifications to the aircraft.

* We also provide in-house acquisition and data processing of marine gravity and bathymetry in
conjunction with seismic surveys or on a stand-alone basis. This segment of activity, previously
integrated with our Marine Acquisition business line, was combined with our Airborne activities in
2015 to create the Multi-Physics business line.

We also offer advanced geophysical data processing, interpretation and consulting services in order to
provide fully integrated services for our natural resource sector clients.

These services are offered on a global basis. Local knowledge, regulatory understanding, and proximity to
the data collection sites are important factors in efficient aircraft operations, so the business line has operational
units and complete aviation management facilities in Canada and Australia, with data collection supported
locally by operational resources in Brazil, South Africa and other countries where CGG built a solid local
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expertise during the past years. In 2015, an organization optimization plan was implemented, and our activities
have been reorganized with management responsibility and the majority of operational resources located in
Toronto and Perth.

In order to ensure our clients are able to extract maximum value from the geophysical measurements, the
Multi-Physics business line provides advanced data processing and interpretation services routinely as part of the
contracted activities.

In Multi-Physics Acquisition, we operate under two business models:

e The first business model consists of working on an exclusive contractual basis with the client. The
contract usually stipulates that we will receive a fixed remuneration per acquired kilometer or square
kilometer, on client specifications. The client owns the acquired data and pays us on the agreed basis.
Our operating income is the difference between the cost to us and the final price of the survey.

e The second business model consists of operating under a multi-client model, with multiple clients
prefunding the acquisition. In this case, the surveying and recording activities are performed by the
Acquisition business line as an internal service for the Multi-Client & New Ventures business line,
which among other things develops and sells a library of geophysical surveys. We remain the owner of
the data thus acquired. This activity is fully integrated into our GGR segment. See “— Geology,
Geophysics & Reservoir (“GGR”)”.

Competition and market

The land acquisition market is fragmented and extremely competitive with the presence of both international
and local players. In addition to CGG, the other significant service providers in the land seismic market
worldwide are BGP, Sinopec, Geokinetics (in which we hold a 16% shareholding interest), WesternGeco, Global
Geophysical Services, Argas (our joint venture with TAQA in the Middle East), Seabed Geosolutions BV (our
joint venture with Fugro) and Fairfield. We have chosen a selective position in the high end of the market, and,
when the conditions are appropriate, in partnerships with local players.

In this market, we believe that technology, quality of the crews, services provided and prices are the main
differentiators, while the relationship with local suppliers and the expertise of personnel in complex areas are
additional advantages. Our offerings are based on a technology and geographical focus with high-end activities
often operated through local partnerships. We have developed a unique expertise in the Middle-Eastern and
North African deserts. In a context of degraded oil prices, those regions still hold the best potential for growth,
driven by the demand for high-end seismic and high-channel count crews.

The airborne acquisition market is fragmented and extremely competitive with the presence of a handful of
international players, one of which, ARKeX, entered administration as of September 23, 2015 and has ceased
operating entirely, as well as many smaller and regionally focused competitors. In general, primarily due to
technical specialization, most competitors have their primary focus and activity in either the mining, oil and gas,
or government sectors, but not in all. CGG is the only market player with a strong position in all major market
sectors and geographic regions. The diversified market sector and geographic region presence lessens the impact
of the historically significant fluctuations in airborne market activity by sector and region. In 2015, the
introduction to the market of Falcon Plus, an advancement to our successful Falcon Gravity Gradiometry system
providing the best available signal to noise ratio, strengthened our position in this high technology segment.

In the mining and oil and gas sectors, technology, service capability and prices are the main differentiators.

For governmental sector work, price and capacity are the main differentiators on projects which are typically
large in size and require commoditized technologies.
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In 2015, Land activities may be described by the following main elements:

e In North Africa, delays related in the renewal of permits to our clients in Tunisia reduced market
opportunities; on the positive side, Algeria and Egypt showed a steady flow of activity;

* In the Middle East, the targeted high-channel count crews suffered further delays in UAE and Oman,
whereas Saudi Aramco maintained a strong level of activity in Saudi Arabia;

e  In sub-Saharan Africa, CGG entered Angola with a 2D acquisition which will expand to a 3D program
in 2016; and

e Our niche strategy in Papua New Guinea provided us continuous activity during the first three quarters
of the year.

Activities for Multi-Physics in the mining sector remained at low levels in 2015, due to low levels of overall
expenditure on exploration by both smaller mining companies, which are struggling with an inability to raise
capital, and major mining companies, which are maintaining low levels of capital investments and limiting their
exploration activities. The oil and gas sector provided a moderate level of airborne activity on a regional basis,
with frontier exploration plays in South America and the Australasia region providing the most significant
opportunities. Governmental sector activities for airborne were significant in South America and to a lesser
extent in Angola, with low levels elsewhere. CGG entered the market in Kazakhstan, through a partnership
agreement with the local company AirControl and through the sale of a fully equipped aircraft. The recognized
quality of services provided in the field of acquisition and data processing of marine gravity and bathymetry
allowed CGG to preserve a good level of activity, including as part of marine acquisition for some CGG
competitors. The restructuring plan, initiated in 2014 and finalized in 2015, adjusted our cost base for the weak
market conditions and improved our efficiencies based on a reorganization of our airborne operations
management in the Toronto and Perth offices for Western and Eastern hemisphere operations respectively and
with our global marine Multi-Physics operations management in Houston.

Total Land Data Acquisition and Multi-Physics production (both contract and multi-client surveys)
accounted for US$177 million in 2015, representing 29% of “Contractual Data Acquisition” operating revenues.

2016 outlook

Our land acquisition services occupy a good position geographically (North and sub-Saharan Africa and
niche markets in South East Asia) and technologically (high-end market) for the development of strong local
partnerships. Our strategy in land acquisition remains focused on differentiation and operational excellence rather
than market share, avoiding as much as possible commoditized markets. We intend to further reinforce this focus
on differentiation and partnerships in 2016.

In line with our 2015 approach, our strategy for the Land Data Acquisition business line is therefore to:

e Maintain and strengthen our direct presence in certain geographic market niches and core markets
where we have a competitive advantage;

*  Serve the increasing demand for high-resolution land seismic acquisition and high-end technology
specifically in the Middle East, through expanded use of UltraSeis broadband solutions;

*  Reproduce the partnership approach, especially in high-end markets where technology and expertise,
combined with the footprint of strong local partners, is seen as a promising strategy, such as in the
Middle East with TAQA; and

* In close partnership with our clients, continue to introduce new technologies that allow innovative and
efficient high resolution acquisition and that leverage our full geoscience portfolio.
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In Multi-Physics acquisition, we are geographically and technologically well placed, and benefit from our
strong presence in the mining, oil and gas and government sectors, positioned to take advantage of any regional
opportunities that may arise. Mining sector activity levels are expected to remain relatively low and projects will
be subject to price pressure when technological capabilities do not provide sufficient differentiation. We believe
that our diverse portfolio of electromagnetic measurement systems on fixed-wing and helicopter platforms will
allow for differentiation opportunities in some exploration plays.

Airborne activities in the oil and gas sector are expected to be primarily focused on areas of frontier
exploration. Our ability to offer both low and high resolution gravity measurement system technologies will
allow us to present a range of options on projects, allowing clients to determine the most cost effective technique
appropriate for the geological model in their exploration play.

For Multi-Physics activity, specific areas of focus in 2016 will be to:

*  Continue our program of aircraft fleet rationalization, with the goal of reducing aircraft types in order
to maximize efficiency and maintain consistent global standards;

e Expand the deployment and commercial footprint of the Falcon Plus system, to benefit from a
favorable context of reduced competition in the high resolution gradiometry segment, as a consequence
of the ARKeX bankruptcy;

*  Grow oil and gas sector revenue by leveraging the market presence of other business lines, developing
multi-client projects using our airborne gravity technologies in promising frontier basins, and providing
interpretation services to ensure the geological utility of the results;

e Exploit differentiation opportunities offered by fixed-wing and helicopter electromagnetic
measurement systems in the mining sector; and

e Develop and maximize opportunities for the integration of multi-physics measurements with seismic
techniques in advancing exploration understanding.

Geology, Geophysics & Reservoir (“GGR”)
Overview

With its worldwide footprint, our GGR segment engages in many activities assisting our clients in
identifying their exploration targets and characterizing their reservoirs. Among these are: developing and
licensing multi-client seismic surveys; processing seismic data; selling seismic data processing and reservoir
characterization software (under the geovation, Hampson-Russell, Jason, Insight Earth and Velpro brands);
providing geoscience and petroleum engineering consulting services; collecting, developing and licensing
geological data (through Robertson) and providing data management services and software to its clients. With its
extended scope of competencies, our GGR activities play a key role in identifying and developing integrated
services that we can offer to our clients as a full geoscience company.

On January 31, 2013, we acquired the Geoscience Division of Fugro, adding the Robertson, Jason and Data
Management Services business lines to the GGR activity.

Robertson is a leading geologic consulting company, and perhaps best-known for its subscription geological
library of databases and reports. Robertson’s offering includes Plate Wizard, its plate tectonics modeling
package, Tellus, its widely used petroleum play and basin report database, CHEMSCAN and RogSCAN, which
provide mineralogical analyses through electron microscopy. Robertson operates globally in virtually every
significant petroleum basin.
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Jason is a geophysical software company well known for its advanced software suite that includes solutions
for petrophysics, interpretation and analysis, model building, seismic inversion and geostatistical inversion.
Clients using the Jason tools in an integrated fashion can perform “seismic to simulation” studies using accurate
and predictive reservoir models. Jason also provides reservoir consultancy and software support through its
globally distributed employee base.

Data Management Services (“DMS”) is a global business providing a continuum of products and services
helping its clients maximize the value of their data. DMS offers individual and integrated services in all areas of
data asset management and data transformation to clients in or associated with the petroleum business, such as
agencies maintaining government petroleum data repositories.

During 2013, the CGG integrated these businesses into its offering, bringing them under CGG’s systems of
control and promoting them under the CGG brand. During the fourth quarter of 2013, CGG reorganized its GGR
activities in order to maximize efficiency and realize synergies offered by the new businesses, culminating in a
new internal structure fully functioning on January 1, 2014. After the reorganization, the GGR segment is
composed of two businesses, the Multi-Client and New Ventures business (“MCNV”) and the Subsurface
Imaging and Reservoir business (“SIR”).

General description of activities
Multi-Client and New Ventures (“MCNV”)

The MCNV business line utilizes the resources of our other business lines as well as those of sub-
contractors to acquire and process seismic data for itself and license that data to its clients.

The licenses are for lengthy terms, the maximum allowable under local law, typically ranging from 5 to
25 years. The licenses are non-transferable, and the data may not be shared with partners who do not own a
license. Oil company partnerships of various forms are a common arrangement in difficult and expensive
exploration plays. The business model works well in venues where there is one or more of the following:
significant levels of competition between oil companies exploring for assets; frequent lease turnover due to
government lease rounds or lease trading activity between oil companies; frequent partnering between oil
companies; and relatively high costs for seismic data.

The costs of the multi-client surveys are capitalized on our balance sheet and then amortized. Until the end
of 2015 amortization was, generally, at a rate of 80% of revenue, subject to a minimum five or seven year
straight-line depreciation. Our depreciation method will be adjusted in 2016 due to the requirements of the
amendment of IAS 38. Details of our multi-client accounting methods are fully described in note 1 to our
consolidated financial statements included in this report.

MCNYV operates in marine and land environments on a worldwide basis. It has significant investments in the
Gulf of Mexico, offshore Brazil, the North Sea and onshore United States. Maps and details of all surveys in our
data library are available on our website. At the end of 2015, the library of 3D seismic surveys consisted of
approximately 802,808 square kilometers of marine surveys, mainly in the Gulf of Mexico and Brazil, and
73,113 square kilometers of land data, all in the United States and focused on shale plays. During the fourth
quarter of 2015, MCNYV sold its Canadian land data and exited that national market.

Subsurface Imaging and Reservoir (“SIR”)

SIR transforms marine and land seismic data acquired in the field into high quality images of the subsurface
that can then be used by our clients in their efforts to find and produce oil and gas. These images provide a means
to understand the structure of the subsurface as well as deduce various qualities of the rocks and fluids in those
structures. SIR processes seismic data acquired by our land and marine seismic acquisition crews as well as
seismic data acquired by non-affiliated third parties. In addition, SIR reprocesses previously processed data using
new techniques to improve the quality of seismic images.
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SIR conducts its seismic imaging operations out of seven large international centers located in Houston
(USA), Crawley (England), Massy (France), Singapore, Rio (Brazil), Oslo (Norway) and Calgary (Canada) and
from 17 regional and local centers open to all clients. In addition to this open network, SIR operates 11 centers
each dedicated to serving a specific client. This geographic spread of centers allows for a great amount of
personal collaboration with our clients as we jointly seek to produce the best subsurface images.

Demand for our imaging services, especially our high end services, has grown consistently for many years.
Our technology and expertise allow oil companies to explore complex structures such as the subsalt Gulf of
Mexico. The industry-wide push toward high resolution acquisition, continuing exploration in regions where the
targets are difficult to image, and SIR’s continuing advancement of imaging technology should foster that growth
trend.

In addition to subsurface imaging, SIR offers geophysical consulting services and software services. Using
seismic data in conjunction with other information such as well logs, we are able to determine various rock and
fluid properties and generally characterize oil and gas reservoirs for our clients. SIR teams of scientists are made
available to perform geophysical and geological interpretations, assisting clients in creating subsurface models
used in reservoir exploitation and optimization.

SIR also sells seismic data processing software, under the geovation brand and sells software for reservoir
characterization, interpretation, and modeling under the Hampson-Russell, Jason, Insight Earth and Velpro
brands, allowing clients to produce these reservoir studies.

In addition to geophysical data, SIR, under the Robertson brand, develops and maintains large libraries of
various types of geological data covering most geographic areas of interest to petroleum and mining companies.
SIR licenses this data to clients, who generally use it in the early stages of their exploration efforts, often as a
precursor to seismic exploration. SIR geologists and other geo-professionals also engage in many types of
proprietary studies for clients.

Finally, SIR is engaged in the business of providing data storage and retrieval solutions to oil companies and
government agencies involved in the storage of oil related data. The explosion in volume of data of all types in
recent years makes this activity an interesting area for future growth.

SIR does not seek to offer products and services covering all potential markets but seeks to operate in those
geographic and technical areas where its advanced offerings can deliver significant value to customers. Generally
SIR is regarded as the technical leader in markets where it participates.

Competition and market

In the multi-client data arena, main competition comes from Schlumberger (WesternGeco), PGS and TGS.
Competition in the multi-client business is focused on location and availability of surveys, technology used in
acquisition and processing, and to a lesser degree price.

Particularly noteworthy surveys, with acquisition and processing completed in 2015, are the large “IBALT”,
surveys designed to image difficult subsalt targets in the Central Lease Area of the Gulf of Mexico. With IBALT,
MCNYV has utilized StagSeis, where full azimuth, long offset, broadband acquisition and high end processing
have been combined to create a survey with unparalleled imaging quality. The surveys cover approximately
20,000 square kilometers containing hundreds of blocks to be auctioned in the next four years.

In November 2015, MCNV began reprocessing a massive dataset, over 38,000 square kilometers, from the
Perdido fold belt area in both the U.S. and Mexican Gulf of Mexico. The survey, named Encontrado, has
significant pre-funding. The survey will be the largest ever reprocessed by CGG.
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In 2015, MCNYV also developed marine surveys in Brazil, Scandinavia, Africa, Australia and Asia as well as
land surveys in North America.

The SIR sector is led by CGG and WesternGeco. This market is characterized by greater client loyalty than
the data acquisition sector. Competition in the high end of seismic imaging, where the GGR activities focus their
business, is almost exclusively based on technology and service level, areas where we have an outstanding
reputation.

Processing capacity has multiplied in recent years as a result of improvements in computing technology.
This increase in computing power has allowed improved processing quality through the use of more complex and
accurate algorithms.

CGG occupies a strong position in the relatively narrow market of seismic reservoir characterization
software (Hampson-Russell, Jason and Insight Earth). The overall seismic and geological interpretation software
market is dominated by Schlumberger and Halliburton through its Landmark subsidiary. Likewise, CGG has no
major, global, competitor for its geological database business. In addition, CGG’s reservoir consulting business
competes head to head with many local players.

GGR revenues in 2015 amounted to US$1,108 million, a decrease of 20% compared to 2014. GGR revenues
represented 53% of the consolidated revenues in 2015. MCNV generated US$546 million of this revenue (a 21%
decrease compared to 2014) and SIR generated US$562 million (a 19% decrease compared to 2014).

MCNYV invested US$285 million in seismic data libraries in 2015, with a cash prefunding rate of 102%.
After sales revenue, revenue from completed surveys, was US$256 million in 2015. The net book value of the
seismic multi-client library was US$967 million at the end of the year.

2016 outlook

Lower exploration and production spending have driven GGR revenue down by 20% in 2015 as compared
to 2014 and we are expecting a low commodity price environment throughout 2016. As in 2015, we see
continued demand for our advanced products and services in complex geological areas such as the deepwater
Gulf of Mexico, offshore Brazil and offshore Africa which tend to be those areas where development cycles are
long and somewhat sheltered from short term price considerations.

In particular, we believe demand for our high end processing will continue at a sustained level. Exploration
efforts in difficult areas rely heavily on the best possible seismic images for their success. Our research and
development efforts in SIR will remain high in order to increase SIR’s competitive advantage, and this should
also result in better multi-client data and enable advances in marine and land acquisition.

We also see good resilience in demand for our software and consulting services. We believe that these
products and services are inexpensive compared to the value they provide, especially when compared to overall
exploration budgets, and so might be somewhat shielded from budget cutting by clients. We are committed to our
strategy of expanding our consulting service scope geographically as well as adding to the number of services
offered.

Overall, our strategy for the GGR activities in 2016 is largely unchanged from that of 2015. We will strive
to:
e Maintain our 2015 level of investment in new MCNYV surveys, at an acceptable level of pre-funding;

e Continue to invest in research and development and people to maintain our lead in high end imaging
and advance our software offering;

*  Expand our reservoir and geological operations through organic and external means; and

e  Gain more value from integrated offerings.

43



TINIelelzZiIWwI 2

Equipment business line
Overview

We conduct our equipment development and production operations through Sercel and its subsidiaries.
Sercel is the market leader in the development and production of seismic equipment in the land and marine
seismic markets. Sercel makes most of its sales to purchasers other than CGG. As of December 31, 2015, Sercel
operated seven seismic equipment manufacturing facilities, located in Nantes and Saint Gaudens in France,
Houston and Tulsa in the United States of America, Alfreton in England, Krimpen aan de Lek in The
Netherlands and Singapore. In China, Sercel operates through Hebei Sercel-JunFeng Geophysical Prospecting
Equipment Co. Ltd. (“Sercel-JunFeng”), based in Hebei, in which Sercel has a 51% equity stake. In addition,
four sites in Toulouse, Les Ulis, Toulon and Brest (France) are dedicated to borehole tools (for the first two
sites), marine sources and submarine acoustic instrumentation, respectively.

General description of activities

Sercel sells its equipment and offers customer support services including training on a worldwide basis. It
relates to a complete range of geophysical equipment for seismic data acquisition, including seismic recording
equipment, software and seismic sources either for land (vibrators) or marine (air guns). Sercel also supplies its
clients with integrated solutions.

With respect to land acquisition equipment, the 428 XL was launched in November 2005. This 400 product
series, including the previous generation 408UL system, represents the market standard. The 428 XL continues
the characteristics that made the 408 a success, such as an evolutive architecture and the option of mixing
different communication media (cable, radio, micro-wave, laser and fiber-optic) to form a true network allowing
the user to define data routing and hence avoid obstacles in the field. In addition, the 428 XL offers enhanced
possibilities in multi-component and in high density, methods which are increasingly required to obtain a high
resolution image.

In the fall of 2013, Sercel launched its new 508XT system, which introduces a new paradigm in land seismic
acquisition by offering high count channels crews the ability to record up to one million channels in real time,
resulting in a new level of image resolution. First deliveries for this new system occurred during 2014. The first
megacrews using the 508XT began operations during 2015.

The 508XT is the first member of Sercel’s new generation of state-of-the-art land seismic acquisition systems
designed to drive crew productivity, operating flexibility and data quality to a new level.

Both the 428 and 508XT systems can be used with the digital sensor unit (DSU) featuring one or three
component digital sensors based on MicroElectroMechanicalSystems (MEMS). Sercel also introduced, along
with its new acquisition system, QuietSeis, a new, high-performance digital sensor based on next-generation
MEMS, allowing seismic signals to be recorded with three times less instrument noise than before.

The 508XT architecture combines the best of both cabled and wireless technologies with the Unite
Technology. Sercel launched a new and more compact version of the Unite in 2012 to meet the increasing
popularity of wireless systems.

Sercel is also a market leader for vibroseismic vehicles used as seismic source in land and for vibrator
electronic systems VE 464. Sercel’s latest vibrator family, called Nomad, offers high reliability and unique
ergonomic features. Nomad is available with either normal tires or a tracked drive system. The track drive system
allows Nomad vibrators to operate in terrain not accessible to vehicles with tires. In sand dunes or arctic
conditions, this can improve crew productivity. The Nomad was designed to optimize reliability and maintenance
in order to allow an intensive use on the field. The thousandth Nomad 65 was delivered during 2014. Sercel also
offers the Nomad 90 which is capable of exerting a peak force of 90,000 pounds and is believed to represent the
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heaviest vibrator on the market. In June 2015, a new version of this vibrator was launched, the Nomad 90 Neo,
with new functionalities that improve productivity and reliability. In June 2014, Sercel also launched the Nomad
15, a small and highly maneuverable version of a vibrator.

In addition to recording systems, Sercel develops and produces a complete range of geophysical equipment
for seismic data acquisition and other ancillary geophysical products such as geophones, cables and connectors.
The acquisition of a 51% stake in Sercel-JunFeng, based in China, in 2004, reinforced our manufacturing
capabilities for geophone, cables and connectors, as well as our presence on the Chinese seismic market. In the
fall of 2012, Sercel introduced the SG5 geophone featuring a low natural frequency.

In the down-hole domain, Sercel offers its latest generation VSP tool, MaxiWave, which has received
positive reviews from clients. The Geowave II that has just been launched is the first digital multilevel borehole
tool specifically designed for high temperature, high pressure wells. 