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Telenor Denmark - Wholesale

MVNO SIP model - VolIP providers are entering
into MVNO agreements

R
".




Today's Danish Wholesale Market is competitive in which Telenor DK is
second to the incumbent...

4 operators | 5,6m people ... creates room for Wholesale
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e 1997 - Danish Market is regulated by IT & Telestyrelsen in order to increase competition

e 2009 - Danish Market is concluded adequate competitive and de-regulated by IT &
Telestyrelsen
» Present — 48 independent telco’s in the DK Wholesale market
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Telenor DK’s position in the Danish Wholesale Mobile Market

48 independent companies

eApp. 370.000 end-users (1h 2010) —~
400t ult. 2010

Total Market Value app. 100 mEuro
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Aairtalk, Basit,
Marcus Mobile,
Facilicom,
FirstCom, GAFFA
Mobil, Happiimobi
Mtel, Sydfyns
Intranet, Verdo
Tele, WeMobile,
Andelsmobil,
Ekstra Bladet
Mobil, Wigomo,
2Tell, CoolTel,
DanbDial, IP Group,
Humanmobile,
Universal Telecom
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Time2call,
Mobilstar,
TeleNordic, Unitel
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The figures for VolP and Mobile subscriptions and traffic

Number of PSTN and IP subscriptions
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The figures for VolP and Mobile subscriptions and traffic

Main Indicators, 2009-2010

Ultimo /7 End of 1. H. 2009 |[1.H.2010 |+/- pct.
Subscriber lines — fixed network 2.251.442 1.904.901 -15,4%0
IP telephony subscriptions 628.964 793.151 26,1%0
IP telephony traffic (1000 min.) 751.741 996.322 32,5%
Mobil subscriptions 7.017.526 7.558.851 7, 7%
Mobile subscriptions per 100 inhabitants 127,1 136,3 7,2%

IP subscriptions by company

Others 25%0

TDC 35%0

Teblenor 17%

@ Canal Digital
B ComX Bolignet

0 ComX Networks
O Dansk Bredbéand

H Dansk KabelTV [3]

ODLG tele
B Fascom [3]
O FastTV

M Fullrate

B NordIT
OTDC

O Telenor

W Telia

M Telia stofa
H Tellio

B Unotel

E YouSee

O @vrige / Others
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MVNO-SIP segments...

= Business — approx 75%o of existing MVNO-SIP customers
* Residential Associations, TV aerial association (Antenna)
= Medium and low Tech. — Soho

SoHo/SA Market in period — H1. 2010

582.177%
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e Company numbers in

segment 0-9 / 10 - 49
employees

Marked share in voice
in segment 0-9

Marked share in voice
in segment 0-9
employees 10-49 =
25,8%
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VALUECHAIN | WHOLESALE TYPES

/alieae chain Opgaver varetaget af
[:' Operatgr

VAT UUN, il llAlrl]

Wholesale customers is split into four groups when looked at responsibilities in
o\

r~+

I:I Wholesale kunde

BUSINESSMODEL VALUE CHAIN
Product \\ Rating & E
Bearer Enabler N Provi- enh.mnt. \\Billin Payment Marketing Customer
- . Mediation L . . . Sales ]
services Services sioning Service Services & Branding Service
integratio Settlement
MVNE-WK

= Wholesaler sells and do marketing
= Telenor holding everything from network to billing and customer service

Product \\ Rating & E
i- Billin i
Bearer Enabler Mediation Provi enh.mnt. Payment Marketing Sales Customer
i

services Services sioning Service Services & Brandin Service

ntegratio Settlement

Service
Provider . . .

= Wholesaler handle sales, marketing, product configuration, billing of end-users and customer service
= Telenor perform network provisioning, called routing, billing, international calling and roaming

Share of
value chain

Bearer

services Services
Settlement

Product \\ Rating & E \
Enabler . Provi- enh.mnt. \\Billin Payment Marketing Customer
Mediation L . . . Sales ;
sioning Service Services & Branding Service
i

ntegratio

= Wholesaler during sales, marketing, product configuration, calls diversion, invoicing end-users, and
customer service/support

elenor during network, provisionering, rating, Data (SMS), international calls and ria‘ming/

Product Ratmg &
Bearer Enabler Mediation )} Provi- enh.mnt. Bl"'” Payment Marketing Sales Customer
services Services sioning Service Services & Branding Service
MVNO** integratio Settlement
= Wholesaler performing anything except radio network l

= Telenor holding the radio network

telenor



VALUECHAIN | WHOLESALE TYPES

MVNO-SIP System Architecture

CONCEPT: Lean setup - have the capability td maximise own IT-infrastructure and Switch-intelligence

Task-

Wholesale

’G Telenor
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\ 4 — Customer

Mdio net—
B~A).
@

~
@®-a

Service A
Service B

Networks elements

—IT-infrastructure———Sales-sys and

, customer staff
/% Cust. setup**
’ & Invoicing

............... =™ AR

Sales Service

Service-
configuration*

Enabler
Services

Bearer
rvices

Mediation>

Product

i enh.mnt.
sioning Service
integratio

Provi-

Ratlng &
Payment

Services

Settlemen

PRODUCT

IT mfrastructu re

Own postpaid products with their own
configurations and functionalities.

Talanar dalivvarg it "tracnlka and
1eienor UCIIVCIDJUOL tracks ana

signaling system’

Own IT infrastructure and distribution systems + Switch.
Voice exchanged with SIP protocol instead of SS7. More
tele-technical heavily than Service Provider setup

END-USER SEGMENTS

Privacy and medium segment in
Business

WHOLESALE CHARACTERISTICS

| Wholesalers in Soho/SME

OPERATOR

WHOLESALER

SMS-C
SGSN
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MVNO SIP — Architecture and Presence information

7

MNational and
Telenor international Telenor
mobile network provider fixed network

=
k MVNO
I\ Qﬂl network

1
= — - DC T C

MYVMO SIP Telenor sottswitch MVYNO SIP MVNO IP net
mobile net softswitch

A

Statusinterface:

= Status (online / offline) [mobile switched on / off / out of coverage
= Call waiting [activation / deactivation of service ]

= Show / hide number [activation / deactivation of services]

= Call forward / Diversion [activation / deactivation of service and for what number]
» Operator selection [Telenor / otherwise roaming operator]

e Celle ID information [Location based services

» GPRS APN Attach [terminal attached / deattached to GPRS APN]
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Getting your own Virtual Mobile Network
— with the MVNO SIP Product

Getfullcontrol over the calls

The MYMNO 5IP Product is an improved version of our
traditional mobile resale product that provides you
with the full control of how calls are handled. This
ahility empowers mohile service providers to offer
more innovative and rich mobile products such as
unified communications and convergence products
to their clients.

Your own Virtual Mobile Network

The MYNO SIP Product includes a connection to
Telenor's mobile network that allows you to create 2
virtual mohile network for your customers. Settle-
ment of the traffic on this connection is made on a
monthly basis. Each hour we provide you with infar-
mation of every single call so you can keep track of
the activity of your customers.

How it works

All calls to and from a mobile device associated
with the MVMNO 5P Product will be forwarded to
your softswitch through the SIP protocol. This way
you can integrate mobile and fized line services and
basically make the two networks melt together.

Reguirements

To use the MVMNO SIP Product you must have a
softswitch that can distribute traffic between the
mohile network and interconnect link. It is also on
this platform that you can develop your own servic-
es and solutions. You are responsible for obtaining
the number seres at the Danish Telecom Agency.
¥ou must also make and appointment with OCH
(Operators Clearing House) and install ICH {Inter-
nal Clearing House). Telenor will however assist you
with the 5IM cards.

See the technical specifications onthe next page »

MVMNOD Sie
mobile net

Mational and
Talenor International Talenar
mobile network provider foxed network

(&

[ Ctunk |

Telenor softswitch

MVND

Qﬂ netw ark

MYMNO 5P
softsaitch

MVHO 1P net




MVNO SIP — customer types

pa Dansk. QOversat den ved hjzlp af Google |oolbar? Elere oplvsninger

& COMTALK

« Hosted PBX

= SIP Truncs
@ M O b I I e Vi tilbyder professionelle msmngermdeq_l-:r _

Bizness+ Lasninger Stpport & Downloads Informatian. end en e-mai
- Security . /4 X\

ip & mobil
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. KONTAKT .en hgjtydende vizéomhed | .
(m O bl Ie an d NYH .. iPinion er forende leverander af telefoni losninger med fokus pa udb
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MVNO SIP — customer types

l-f-'- / PRODUKTER |51k

= Bredband

= IP Talk
Digitalt TV
Mobilt bredband
Mobiltelefoni

Microsoft Unified Communications

Produkter

Skyline tilbyder i dag en raekke produlter, bla. bre:

Bredband eller
bredband + IP-Talk

F& ubegranset adgang til internettet op G
fri telefoni til andre fastnetnumre i Danmark ht
24 timer i dognet 5

change

networks"

Produkter Om Change Networks Kontakt os

IP TELEFONI

Microsoft Office Communications Server

= mMessaging

Capability

On-Premise Solutions

e
< LyncServer>oio

Cloud Solutions

; : “E‘ch\ange Online

the sest woice Mail solution

% Telephony

Sealable veice-over Int

<ol (voIr)

resence

2 Instant Mcssaging and

Offi
Server 2007 k2

ce Communications

Office Communications Online

Suppert

INTERNET

MOBIL TELEFONI

Cne Step Shepping  Hosted Services

[ FIBERHASTIGHED
| TIL KOBBERPRIS

50/50 Mhit/s Fiber til kun

4.895=

Gratis oprettelse inden'31. maj
—— 2N T N ] R

15 45 —

BANDBREDDE

0 Mbit/s i)

Alle priser er exc, moms

' 4 \ reenor
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Telenor wholesale data tariffs, in order to enable the success of
mobile broadband

Retail Data tariffs from MVNO Telenor Wholesale Mobile Data tariffs to Mobile MVNO company
Small Screen Data - Average usage for LSJMALL SCtREEA'\é D/ata th Price per MB
Nokia — 50 MB, Android — 120 MB, iPhone — 180 MB Sage up to VIBs/mon
200.000 0.20
1.000.000 0,17
5.000.000 0,14
5 GB - 10 GB 25.000.000 0,12
3GB-5GB Above 25.000.000 0,10
1GB-3GB w Maximum Speed Monthly
0,250 - 1 GB charge
0 - 250 MB 1024/384 Kbit/s 4
3,6 /7 1,4 Mbit/s 8
7,2 /7 1,4 Mbit/s 16
Max /7 Max 24
| Small @ lLarge @
| Mobilt bredbénd | Mobilt bredband LARGE SCREEN DATA PACKAGE 1 2 3
4 |
H Monthly charge 59 119 185
MB included 5GB |10GB | 25 GB

e : _ - Out of bundle charge (per MB) | 0,20 | 0,20 0,20
Mobilt bredband Small Mobilt bredbdnd Medium Mobilt bredbdnd Large

® 512 Kbit hastighed » 1Mbit hastighed ® 3,6 Mbit hastighed Activation — one time charge 10 15 15
®» 1 GBinkluderet forbrug ® 5GB inkluderst forbrug ® 10GB inkluderet forbrug
pr. maned pr. maned pr. maned Speed Mbit/s (down/up) 1711472 (15/5
m Oprettelse kun 99 kr. m Oprettelse kun 99 kr. » Oprettelse kun 99 kr.

Voice activated No No No
69,- pr. maned 79,- pr. mdned 199,- pr. maned .[ I_enor

Dongles not included
13



MARKEDET | WHOLESALE LIVE CYKLUS

Development track for Wholesalers ... and Growth program

In principle all Wholesalers meet the

Awareness due to
SENE challenge_s eln ther(? way from the threat in Maturation for sale
Entrepreneurship to Mobile MVNO marked share ~60k - 100k cust.

company
-7 .
|~ Growth: 3}(&)00 cust. @ @

1
Awareness as a I P4 ’(

marked-actor

Wholesale customers I\

Possible closing

factor 3-4 in yearly growth

outperforming operators with
Foothold : 10.000 cust.
)
i/

The Market share of independent
whoiesaie customer decreasing,
Consolidation driven by:

= Protect wholesale revenue

We know about the
Wholesaler and receive the
needs for access

Possible closing

N Establishing: < 5.000 cust. = Minimize price competition
Start-up » ' = Access to other market segments
= Control of market entries

- | K ‘

I Possible closing
Time perspective
Day 1 [3-6 months] [6 - 12 months] [1-1,5year] [1,5 — 3 year]

v

telenor
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Wholesale Strategy and the way forward

= Continue to sign with the most promising Wholesalers

« Clearly described plan for the four faces

< Simple and structured agreements

GROWTH program:

*Increase the
number of end-
users in Telenor
DK’s network

*Increase EBITDA

yﬂm\

No. end-user EBITDA per. end-user
End-users per. WS No. WS Contract-content Telenor cost
Growth-/succesrate GrossAdd Churn Value proposition Operation Development

Growth program seeks to optimize the underlying EBITDA parameters, with particular focus on
= Increase Telenor wholesale share of the WS market and thus end-users

= Increase the success and growth rates in Wholesale customers

= Increase binding of Wholesalers to Telenor

/G telenor







