Every bit counts.

Uniguely positioned in a brutal market

Thomas Vasen, VP Product Management & Marketing



Full year 13/14 service revenue growth (excl. MTRs) (%) ® Europe: -6.5%

O AMAP: +7.8%
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(1)) MOBILE & WIRELESS

Belgian mobile service revenues fall 14.4% in Q3

Monday 25 November 2013 | 09:35 CET | News
The Belgian mobile operators recorded service revenues of EUR 757 million in the third quarter,
down 14.4 percent from a year earlier, according to the latest research from Telecompaper. The
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DigitaRétte

Every bit counts.

Market challenges
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Key market drivers DigitaRéute

Unstoppable Shifting Disruptive Inevitable
data explosion revenue mix competition commoditization
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Unstoppable data explosion DigitaRéute

Global mobile traffic (monthly ExaBytes)
20

18

. Data: mobile PCs, tablets and mobile routers
. Data: mobile phones

. Voice

16

14
12

10

1 ExaByte = 1 Billion GigaBytes
Source: Ericsson Mobility Report 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019
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DigitaRoute

Shifting revenue mix

2011 2015E

Overall margin: 45%50% Overall margin: <45%
mVoice SMS Data

SourceErnst & Young
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Disruptive competition

20 hillion

2013 2013

2012 2012

18 billion 19 billion

SMS OT TwhatsAppiMessageetc)

Source: Erocomms
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Inevitable commoditization

Data revenue and cost

( cents/MB)

B Data revenue per MB Network cash cost per MB

Telco revenue & margin by service
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Pricing causes rapidly declinin
120} per-unit data revenue
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(MB/subscriber/month)

DigitaRoute

SourceAcatetLucent
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From operator trends to operator CONCerns  pigiaréute

Investmentin capacity

New pricing models

Customerretention essential

Revenue from content

Costs
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Three actions we see:

DigitaRoute

1 REVENUE
GENERATION

2 CUSTOMER
SATISFACTION

OPERATING
EFFICIENCY

C

TC

Data price plans

Increased transparency

Cost containment
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Widespread shift from minutes to bytes DigitaRéite

H Data pricingmodels

Operatorsstrategies:

A Major transition to
buckets

A Triggered by LTE

A Happening now
everywhere

\
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Revenuefrom integrated plans

2011
2012

2013

VodafoneEurope
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Increased transparency for the customer

Increased transparency

Operators have to
display actual usage
faster asa result of:

A new pricing models

A regulation2 Y & 0 Aéf
A customer expectations

\

o Event
aK?2 v .)
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Balance:
$120

DigitaRdute



Seeking a reduced TCO

Costcontainment

Operators strategies:

A Reduce operating cost
A outsourcing
A system
consolidation

\

DigitaRoute

Downsides of:

» Butthe stack stays the
al YSX

» Managing change will be
increasingly difficult

» Mergingsystemss
difficult

» Transform atthe same

time
time

» High risk of failure

System

Consolidatio

takes significant

© Digital Route AB 201-3Proprietary and Confidential Information



MediationZone is instrumental to these changes DigitaRdute

MediationZone iscapable of
counting with dynamic buckets

gurope packeEe s . . . H
W MediationZone iscapable of sharing

Data pricing models

Increased transparency » «=D | and notifying the actual balancen
e— real-time
= We have numerous consolidation
Cost containment » } D references enabling transformation,
o= reducing risk of failing
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What can operators do more?

DigitaRoute

1 REVENUE
GENERATION
o

2 CUSTOMER
SATISFACTION

OPERATING
EFFICIENCY

C

TC

Faster TTM

Turn insights into revenue

Network quality

Radical simplification
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Partnerships with content and OTT providers Digitalauite

Faster TTM € spotify 4 Q

vodafone

REPORT

ESPN in talks with U.S. Carrier on

Sponsored Data plans
a» 4
|
OTT Partnership y

A kickback for usage Thereare content providers who have come to
us and said\We would be willing to pay for
content to your end useQ 4

New
revenue
streams

t i

Quality as a paid
differentiator

A kickback for prioritization 8
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Bigdata monetization

Turninsights into
revenue

revenue from
data insights

iy

Capitalization on
Intelligence by:
A Selling knowledge toBparty

A Acting on own usage Bl

Anonymized

MediationZone

Nonbillaby

TS Billable
MediationZone

v

»

Wd

Billing
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Network quality drives loyalty DigitaRéute

Network quality

A Bad guality is the
number1 reason for
people to lose their
loyalty, resulting in
churn.

A There is a direct relation
between value for
money and quality.

Drivers of loyalty to operator brand (NPS)

Network performance 19%

Value for money 16%

Ongoing communication KR

Tariff plans offered 10%

Customer support 10%

Source: Ericsson Consumer Lab
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Simplification for radical cost adjustment DigitaRbuite

3 Radical
simplification

A simple IT stack to
enabling a bypass of
traditional systems

TCO 4 &

.o
tiee

“”'ofvi
iv 1l (°
Traditionalf(" - ,: f m Rating ‘ Charging

Services -
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MediationZone positioned for these trends  igarsie

Fast TTM

Turn insights into revenue

Network quality

Radical simplification
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Online Controlenablesnew use
cases likeésponsored Data

Enabling monetisation of both
billable and nonbillable data, heaps
of volumesJ

High speed collection and
aggregation of OSS purposes

MediationZone asa startingpoint for
Lean Billing

tial Information






IT costs correlate to age of operations DigitaRbuite

IT costs
(% of total indirect costs)

1 ocd YSENYSe

xry

25%

20%

15%

10%

5%

0 1 2 3 4 5 (] 7 3 9 0 11 12 13 14 15 16

Years since start of mobile operation
(through 2008)
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Source: Ericsson Investor Conference Nov 2013
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m OSS and BSS Servicega OSS and BSS Software

2011 2012
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Growth 20122016

OSS and BSS%
CAGR
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Revenue distribution

m License m Services

2010 2011 2012
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metel Digitalébute
Q410report:d { G NF 0 SIA O /I DY WWRFNDD SF5t & d:

Comptel Revenue: ServicesLicense
100% -

90% - III III III III III III III III III |II
80% - III III III III III III III III III |II
70% - III III III III III III III III III |II
60% - III III III III III III III III III |II
50% A . . . . . . . . . . mServices
40% . . . . . . . . . OLicense
30% -
20% 1
10% 1
0%

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013

© Digital Route AB 201-3Proprietary and Confidential Information



PY
‘.... [ )
®, .00

.2 @ ©

.o.. ®
[ ]
... e
°
...... °

DigitaRétte

Every bit counts.

What DigitalRoute delivers




Uniquely positioned

applicat

ions

DigitaRoute

IT applicat

ions

Network
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MediationZone

Network




Our platform values

) fit for future use cases
Flexible

An open integration platform

Extremeperformance for
managing ever increasing
reattime volumes

Scalable

DigitaRoute

Built for fast deployment,
easy operation and
customer seHsufficiency

Efficient

Empowering IT systems
with the right data at the
right time
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We provide crucial benefits

Faster 2= 00
™ © (=1
- e
Improvingtime to Enablingdata Increasing
market for new monetization customer

services satisfaction
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DigitaRbute

Tco V &

Providingcost
efficiency



With a platform approach DigitaRéite
T

DigitalRoute 2014 pipeline

m License & Suppo

= Services
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DigitaRouite

Every bit counts.




Recap

— — —

Market Trends Challenges Complexity Uniquely positioned

We have no motivation to protect the inefficiencies!
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