


Agenda

Achievements
Christoph Aeschlimann, CEO Swisscom

Strategy update

Christoph Aeschlimann, CEO Swisscom

Business updateé Switzerland
Christoph Aeschlimann, CEO Swisscom

Business updatee Italy
Walter Renna, CEO Fastweb + Vodafone

Financials and guidance
Eugen Stermetz, CFO Swisscom

Wrap-up

Christoph Aeschlimann, CEO Swisscom

Questions & answers

Appendix




Achievements

Christoph Aeschlimann
CEO Swisscom



Highlights

Group

|
I New and lean
organisation

Dividend increase 2 6
by +18%

A2 Sectorleading
credit rating?

Groupwide
sustainability strategy

4 1) CHF 26/share, subject to shareholder approvat the AGM of 25 March 2026

Successful start into Swisscom's new chapter

Switzerland

Strongest
Telco brand®

Winner of all
connect tests*

«We a.re Next convergence
Familyl» teve

Successful
beem launch Simply secure.

2) Swisscom with A2 credit rati

3) Source: Brand Finance "Switzerland 50" 2025, the annual report on the most valuable and strongest Swiss brands, 4) Sowa®mect

Integration and
synergy realisation
in full swing

[ )) RAN sharing
agreement with TIM

Aligned go2market
and joint portfolio

Al Al momentum
£ further leveraged
O

strongest among European Tel ecoms,



Operational results

Switzerland with solid trend and Italy with mixed development

[ J
Switzerland
Postpaid Broadband TV Fixed voice W+ access lines
B2C+B2B B2C+B2B B2C+B2B B2C+B2B Wholesale
L, 45445044

Net adds

Q1-Q4 2025, in k — - l
Q1Q2Q3Q4 6 -5 -4 6 -7 -6

-21-22-20
29

2

| +8 |

Net adds
FY 2025, in k +185 2 -3 -

+
I +11 +7 14 +5
—-—

Mobile
B2C+B2B

Q1Q2Q3Q4

-1

-8

-39

-114

-162

aly

Broadband W+ access lines
B2C+B2B Wholesale

+63 +63

50445 I

_33-27

-57
-67

_— .+£3772__
-184 +221

W] o cocf oo Lo - 3

1) RGUs without OTT subs, 2) W+ access lines total = Broadband B2C+B2B and W+ access lines Wholesale



Financial results

Guidance achievedOpFClIstable in Switzerland and in Italy despite transition year

in CHF bn (YOVs 2024 pro forma in CHFmn, YOY changes

Net revenue EBITDAaL OpFClelevelopment
15.048 (2.0%) 4.984 (-1.2%)

Stability Transition
in Switzerland year in Italy

-

Guidance Guidance
15.0-15.2 ~5.0

+6 +13 9

R N | (-0.5%)
-17
CAPEX OpFCF U R
p Adjusted +2 (+0.1%)

Q1:+27, Q2:-10, Q3:+36, Q4:-51

3.064 (1.6%) 1.920 (-0.5%)
—

Guidance Guidance FY 24 Switzerland Italy® Others? Adjustments FY 25
3.1-3.2 1.81.9 pro forma and currency? 4

1) At constant currency, 2) Segment 'Others’, including intersegment elimination group level, 3) CHF/EUR exchange rate fo250.9369 (vs. FY 24 0.9513)) Includes adjustmentsEBITDAalQ1 24 CHF +22mn, Q2 24 CHEmn,
Q4 24 CHF212mn, Q1 25 CHF10mn, Q2 25 CHF19mn, Q3 25 CHF3mn, Q4 25 CHF94mn), adjustments CAPEX (Q1 24 CH&E3mn, Q2 24CHF-7mn, Q3 24 CHF8mn, Q4 24 CHF10mn, Q1 25 CHF10mn, Q2 25 CHF22mn,
Q3 25 CHF39mn, Q4 25 CHF67mn) and currency (Q2 25 CHRBmn, Q3 25 CHF2mn, Q4 25 CHF2mn)
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Swisscom framework

Q Ready to grow free cashflow

Innovate. Perform.

A Driving force in security and cloud A #1 customer choice
A Prominent in Al adoption A Impactful transformation

A Pioneering in sustainability A Growing FCF 2026

Lead.

A Proven strategy and ambition

A Leading with scale
A Best networks and services




Lead

P r OSSR e e

Delight
customers

W

Create unique customer
experiences every day

Innovate
for growth

L/

Deliver digital products
and services of the future

Achieve more
with less

3

Drive transformation at
pace with Al, digitalisation
and simplification

Perform
together

Py

L ) |
u

Develop organisation and
collaboration relentlessly
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Lead

H to deliver on group

Trusted leaderin Rock-solid

digital life and business financials

A Best networks A Longterm value creation

A B2Cwith premium positioning in Telco A Stable free cashflows
and selected ontop household offers from Swiss business

A B2Bwith comprehensive Telco and IT A Growing free cashflows
offering focused on security, cloud and Al > from synergies in Italy

A Wholesale with increasing A Attractive dividend:
utilisation of infrastructure assets growing,

A 1T with profitable growth in solutions in line with FCF evolution

business, professional services and A Strong balance sheet
software-related business
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Lead

Powerful scale to compete effectively

RGU sharé 4

Scale nom

inallproducts )
and segments

Revenue mix ""

Telco Wholesale

1) Swisscom estimates as per 30 Sept 2025, 2) Excluding hardware & software and other revenue

#1

RGU sharé g

#2

Revenue mix S

B2B
44%

Wholesale
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Lead

Best networks thanks to continuous investments and technolog

H1

In network
experience

1) Share of total 5.45mn HHs in Switzerland and share of total 29.2mn HHs and companies in Italy,&ith a 50/50 passive/activefibre share.'Passive’ consists of primary network and/or GPON equipment (in central office) of Fastweb +
Vodafone being connected to backbone network of Fastweb + Vodafone. 'Active’ consists of secondary and/or primary networklif@PON equipment ofFiberCopor Open Fiber being connected to backbone network of Fastweb + Vodafone

>

FTTH 4

~90%
75-80% . - -
56% ~60% : | !

1
1 !
1 '
1 !
1 !
-—— - | R

2025 2026 2030 2035
target ambitions

FTTH
coverage extensiont

Yy

~90%
~65% -
56%

1]

20252 2026 2030
target ambition

5G+ 4

89% ~91% ~95%

|

2025 2026 2030
target ambition

Y

899 ~92% ~95%
:
1
1
1
1

2025 2026 2030

target ambition

BEST IN TEST

HOTLINE TEST
BROADBAND FROVIDER

connect

TEST WINNER
5G NETWORK TEST wiss
[ Hi

I
Best Mobile
Network

Swiss mobill networks.
April 2025

@g& OPENSIGNAL
2

SPEEDTEST
AWARDS

=y

T
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Lead

Service excellence to drive customer value

Best

service
experience

>

Swisscom
Benefits

Customer proximity
with value focus

Vodafone

appy <

Q swisscom
n
wingo
coop MIGROS

mobile Mobile

FASTIEB + () vodafone )

FASTIJEB
o vodafone

ho.




14

Innovate

At the forefront of innovation in security and cloud solutions

Future of network (Cyber) securty
State-of the-art
network architecture
and infrastructure, E2E security solutions
e.g. new optical transport for everyone,

and dual-core IP networks everywhere, always

Innovation

Al data & Entertainment

automation #1 premium content,

powerhouse innovative streaming &
] multitainment centres

for NextGen solutions ) Al offerings

and future _ready along whole value chain Cloud & applications
i and Al tools for internal Cloud and modular workplace
Swisscom efficiency gains solutions to drive the digital

transformation of the customers

[ﬂ;s}w;,k Digiel sevices — Sign | $ Trust

Qualified Electranic Signature

Cutting-edge digital Digital trust portfolio
customer experience (e.g. Swisscom Sign,
Identity Monitor)




Innovate

Ahead with Al adoption across the whole value chain

oJo _ Consulting
,I} Professional FastwebAl Custom
Services Compliant
| bydesign
A Swiss Al Assistant,, Solutions izsstt":vi%‘; %“;etﬂg
GenAl Studio AI FastwebA Work
. Y guarantee
for business 0-0-C
.n. Inference Endpoints Fastweb/AN
Powerful
Infrastructure infrastructure &
SAnviDIA Swiss Al Platform FastwebA Factory know-how

0 4. - :
Al first y £ B @ Ty Bk
costexcelence
organisation Network /

operations
excellence

Up-/cross- Customer Employee
selling care productivity
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Innovate

Proud to be a sustainability pioneer

& &R

Environmental Social
Pe rform i n g SBTivalidated TOP 4 ICT
> Net-Zero 2035 Employer in
on all Susta]nab"[[y target Switzerland
fronts
Reach netzero Cultivate a diverse
. d emissions by 2035 workplace
com m Itte Empower customers to Develop, retain and
tO SUStalnab|||ty > achieve netzero attract talents
Wi['h 1 st groupvvide Lead in energy efficiency Foster wellbeing and
with 100% renewable social impact
Strategy
Preserve natural Promote
resources with circularity media literacy

1) Corporate Sustainability Reporting Directive (CSRD) and European Sustainability Reporting StandgfSRS)

%’

Govemance

1streporting
aligned with
CSRD/ESRS

Live our values through >
integrity and ethics

Drive innovation with
responsible Al

Ensure
fair supply chains

Ensure robust reporting
and governance

CDP

Climate change

A Rating

MSCI ESG
ESG risk
AA Leader

EcoVadis
Supply chain

Platinum (Top 1%)

Sustainalytics
ESG risk

Industry Top




Perform

Clear priorities to grow free cashflow

2026 focus
Manage Drive integration and
Telco top line E capture synergy potential
Boost Continue
Telco efficiency Telco turn-around
Achieve Scale growth
profitable IT growth in energy and IT
vV Vv
Stable free cashflows Growing free cashflows

from Switzerland from ltaly

17
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Busmess
 Switzerla

Christoph Aeschlima
CEO Swisscom
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2025 achievements

Position as #1 customer choice in Switzerland successfully reinforced *‘

Delighted customers Optimised cost base Increased FTTH coverage  Confirmed IT growth

Reinforced brand A Another year of A CHF503 million invested A Cloud and security
aWarcls Telco cost delivery in FTTH rollout offerings commercialised
I\/Iarketl mnc()jvatloln wﬂ?} A OPEX savings driven A FTTH extension on track A New IT portfolio for SMEs
several product launches by simplification and to reach 75-80% by 2030 successfully rampedup

: : digitalisation
Fogﬂrmﬁd service ” A Progressing fibre A 1T profitability
c?haanenr:Is:p across a A CAPEX efficiency monetisation improved

further improved
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Manage Telco top line

B2C Telcodefend and attack with value orientation across all brands

Key objectives

Lead the market
with value focus and quality

Maintain #1 customer
choice with best services
and proximity

Defend market shares
with multi-brand play
and reach

2025 achievements

Blended ARPU

in CHF (YOY)

84
48 1)

Postpaid valué W+ bundle?

NP Si2 2025
+18

M -

Q Competitor 1~ Competitor 2

-4

Market segmentation

Price Premium .=~

Budget ,w.ngo R
MIGRDS

S Value

P”C'ngln CHF/month FTTH

N penetration 4
wingo +1.00 ‘
Mobile from 1.7. 25

Swnssconf +1.90 N
Mobile + ‘
_Broadband from 1.4.26 P

" Swisscon? +0.90 ‘

_ Fixed voice from 1.4.26/

Churn

in %, annualised
85 ':'

—@

./\

Postpald
value
2023 2024 2025
RGUSn« (voy)
13%
(+2pp)
Postpaid Broadband

H W 2/31prand

A

2026 focus

A Stimulate value with personalised
up- and crossselling, fibre-speed,
FMCand new products

A Counter ARPU pressure witlbest service
products, network and brand

A Strengthen HH penetration and
attractiveness with family/kids' offerings

A Lead customer satisfactionacross all
service channels

A Extend Swisscom Benefit4o support
industry low churn rates

A New Migros Mobile and Coop Mobile
portfolios to increase customer
stickiness

A Play with value in all segments,
strengthening wingo as full-service
brand and maintaining quality premium
on Migros Mobile and Coop Mobile vs
budget brands

A Extend reachwith selected new shops,
more outbound and regional campaigns

1) Own brand postpaid value: CHF 59 (CHE YOY), 2) Own brand W+ bundle (BB + TV + fixed voice): CHF 89 (stable YOY)), 3adjustment applies to both new and existing customers

and does not affect universal service offerings, prepaid productsordatan | y and ki ds E m#pSharé of B2€ brdadband supstbéirg nrsFTTH technology
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Manage Telco top line

B2C Telcoupgrade and monetise beyond core services

Key objectives 2025 achievements
2
%'Qﬁ&aa " blue sports subs
. . RN L ) e et~ - YOY, indexed
Grow in entertainment: pRpgbodonaoobas >
sport,cinema, streaming @/’
/
myAl registered users
POSition as #1 for AI since launch (H2 2025)
solutions 'madein @/v >
hd Ll
Switzerland Swisscom myAl| P
Discover the Swiss Al for everyday life
Security dashboard Security revenues
) My Security App 3 SMS-Filter YOY, indexed
as a core differentiator G lhemny | (o it @/v >
/

’Q Califilter @\ Internet Guard
X ©1von3aktiv (0796795 0 @ aktiv & geschitzt

A

2026 focus

A Multitainment one-stop-shop for
premium content

A Bring sports offerings to the next level
through value play and top experiences

A Scale and monetizemyAl
after free period

A Extend with new Al capabilities
in TV,myCloud and bluewin Mail

A Increasesecurity awarenessin market
and extend innovative product pipeline

A Differentiate with free security features
for all customers (e.g., Identity Monitor)
and drive upselling through freemium
approach

A Deliver bestin-class experience with
launched Security dashboard



Manage Telco top line

B2B Telco: sustain market position with premium quality differentiation p“‘

Key objectives 2025 achievements 2026 focus
: RGU basen (vov
. . ARPUsn cir vov) . o) A Shape differentiation with best network,
Remain primary 45 2( 3%?’ highest security and superior quality
connectivity partner 24 2) > care to sustain price premium
for SMEs and Corporates +85 A Increase customer valuethrough
po leveraging data & analytics for tailored
Wirelesst  ARPUP W- W+ base, retention and wirn-back campaigns
Usersmay-pec 2025) A Drive customer reach and winbacks

Scale the new secure with ATL and tailored campaigns

connectiv'rty solutionto bee m / @ A Boost monetisation by gradual

. _ > conversion of existing telco base
dl‘!VE Convergence and Simp|y secure. LocationSmay-pec 2025) A Expand footprint of beem-enabled
win-backs locations and users

/ @ A Launch new modules & features
Technical NPS A o
SDWAN migration Y 2025 Corr;)r:leftet m|gtr)at|on to S[ITWAN fjo
- enable future beem upselling an
° (] + C t SME
Confim outstandmg oot Comrag;o/ oy increase NPS
customer satisfaction 50% 53% ; @ > A Finalize migration from legacy mobile
._.1 portfoliot o new eprotect &
+1pp stable A Capitalize on new partner programfor
2023 2024 2025 vs@21-24 vs@21-24 SME customers

1) Blended: includes postpaid value and postpaid volume, 2) Average revenue per underlying product (blended wireless and Virre)
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Manage Telco top line

Wholesale Telco: strengthen leading position and drive revenue growth

Key objectives

Cement leading
market position
in Switzerland

Grow topline
revenues across all
revenue streams

1) Incl. intersegment revenue, 2) Together with the retail (B2C+B2B) share of 46%, Swisscom's broadband share totals to & ce: Swisscom estimates

2025 achievements

Service portfolio
W+/ W-

I 8 odl

Infrastructure  Broadband Leased Lines MVNO

!
IP Peering Interconnect International Roaming
Voice
Access services Access
W+ revenuet market share?
in CHFmn

t/0 51% FTTH

@f’ e (+7pp)
-

186
- 18%
— B

2024 2025

>vtx

Cgstomer
satisfaction
FY 2025

8.5

of 10

Strong
customer base

QUICK)LINE COl.t
FLO
gg?n mt+ Salt.

Q iway.ch

Sunrise R
Init7
cyberlink

A

2026 focus

A Evolve portfolio to meet emerging
customer needs

A Providesuperior products, top quality
and nationwide coverage

A Be thepreferred partner thanks to
customer proximity and trust, and
keep customer satisfaction high

A Grow access services revenues
in line with increasing FTTH footprint,
penetration and market share

A Optimize leased line revenues
with attractive portfolio

A Expanding customer base
and grow market share in mobile



Boost Telco efficiency

Telco cost: push digitalisation and simplification to realise further savings "

Key objectives

Drive efficiency
incall centre with Al
and sourcing strategies

Scale Aland digital to
operate more shops
with fewer FTEs

Increase operational
efficiencies across
all B2B functions

24

2025 achievements

B2C nearshoring share B2C chatbot .
of outsourced workload automation rate

39% 53%
B

2024 2025 2024 2025

Share of shops with
digital features?

0,

2024 2025

B2B customer service B2B Telco cost
workload hours development
YOY, indexed YOY, indexed

> ©
~\ -~

1) Share of cases, where a chatbot serves customers without intervention of a physical agent, 2) Examples: screens, Al, sabin

Lean shop formats™

"B

2026 focus

A Voice bot at scale, cepilots assist agents,
new customer care platform in place, with
ambition to reach zero-touch 1st|level

A Drive digital self-service(with updated
My Swisscom app)

A For remaining workload, scale up
nearshoring across brands

A Address diverse customer needs: digital
and assisted e.g., scale Al enabled sales/
service, selservice in shops (Al hosts)
and invest in best agents and experience

A Rollout new shop formats: flexible and
often with minimum staffings

A Execute initiatives to reduce customer
service workload

A Increase online shareof B2B customer
service interactions

A Further standardise Telco portfolio
to generate operational cost savings
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Boost Telco efficiency

Telco cost: operational excellence crucial to deliver stable FCFs

Key objectives 2025 achievements

Copper phaseout

Drive structural network

COSt Sa‘"ngs 2023 2025 2035e
= # active copper lines
# production locations
Phasedout
Modemise and simplify network platforms
architecture with AWS 57 [ P .
migration and SDA! 25 T
adoption 18 |
2019 2020-25 2027e
Cost saving levers
Boost Telco efficiency L £
T M Network & IT
wr;h TeIcEc;(cost sawsgig:s Smpificaton  Data&Al
and CAPEX optimisations a0 '
Pt &

Lean & agile ~ Digital customer

organisation interaction

Escalated
major incidents

5
I 3
I 1
[ 0 0
2021 2022 2023 2024 2025

Internal AWS migration

[-c10 g
150 P 647
100 I
" _ml
|

2022 2023 2024 2025

" migrated IT apps

Telco efficiency?
in CHFmn

50+

72
SOISS%
.
11

2024 2025 2026 mi
[l OPEX(Z] CAPEX term

o
T

1) Swisscom Digital Architecture; 2) Annual reduction in indirect Telco costs and incremental CAPEX efficiency

A

2026 focus

A Drive migration to FTTHand copper
phase-out

A ExpandAl-enabled monitoring and E2E
FTTH constructionprocess

A Strengthen automated operations and
incident management

A PushAWS migration to benefit from
lower unit costs and avoid incremental
costs despite increasing workload

A Acceleratephase-out of legacy
platforms

A Continue standardization and data
harmonization

A Explore thefull potential of OPEX
savings across all leversmainly through
automation, Al and nearshoring

A Benefit from learning curve and
accelerate CAPEX efficiencyn FTTH
rollout and IT

A Mid-term trend towards SaaSleading to
a cost shift from CAPEX to OPEX
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Achieve profitable IT growth

B2B ITlever position as a leading Swiss IT provider to unlock growth "

Key objectives

Drive profitable growth
through sustainable
revenue and margin

expansion

Scale and monetise
dataand Al-related
services

Push [T service portfolio
across professional services,
doud and cyber security

2025 achievements

B2B IT service revenue

in CHFmn

1'191 1'215
I I
2024 2025
Al stack

®6

Swiss Al Platform

......
Connectity

T Secssity

EBITDAalmargin

5.6% 6.5%
I .
2024 2025

Al partnerships
% Al One-Stop-Shop

<ANVIDIA

D o

Strategic partnerships

HE pa:
[ | Microsoft databricks

db
X snowflake

aws gy

2026 focus

A Leveragesteady growth in core units,
strong performance in subsidiaries and
crosssegment synergies to deliver robust,
diversified profit streams

A Improve product and customer level
profitability through price/value and
capacity management

A Expand Data & Al Consultingas a core
growth driver, accelerating adoption and
monetization of advanced analytics and
Al solutions

A Scale the Swiss Al Platformtargeting
rapid revenue growth and establish
Swisscom as a leader in Al solutions

A Leverage accelerated public cloud
adoption and commercialize private cloud

A Boost security capabilitiesand increase
share of NewGen servicesvhile remaining
a full-service provider

A Lead as Swiss solutions provider for
system-critical infrastructure and services
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Wrap-up

Summary
Manage Boost
Telcotopline Telcoefficiency

A Drive Telco cost discipline
to explore full savings
potential across all levers

A Reinforce core withbest
products, care excellenceand
effective multi -brand play

A Grow Wholesale access
with superior service
proposition and FTTH rollout

A Upgrade beyond coreto
enhance customer experience

A Increase CAPEX efficiency
through learning curve and
improving capital allocation

Achieve
profitable [T growth

A Boost cloud and cyber
security proposition to lever
increasing demand

A Monetise Al stack

A Improve profitability with
cost and price management
and higher share of NextGen
services

Generate
stable free cashfiows

I___I

mid- term
ambition
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2025 achievements

Successful transition year towards #1 customer choice in Italy

Advanced integration RAN sharing agreement Strategic shift to value

A Integrated organisation A Accelerate 5G rollout, expanding A Telco value journey
fully operational coverage in lowdensity areas successfully initialised

A Aligned go2market with A Balanced industrial model with A Increased sales quality and
new joint portfolio full commercial and technical

transparency in customer

autonomy
base management

A Synergy initiatives
contributing as exp A Efficiency gains, leading to cost

savings in the medium term A Operational trends steadily

improving

29 1) Subject to approval by the Ministry of Enterprises and Made in Italy (MIMIT), the Italian Competition Authority (AGCM), @he Authority for Communications Guarantees (AGCom)

Sustained growth areas

A UBB business growing

A CoopVocecustomer base
substantially migrated on
Fastweb + VVodafone network

A Energy business scaled

A IT up, driven by cloud, cyber
security and Al momentum



Drive integration and capture synergy potential

Integration initiatives running as planned

Key objectives 2025 achievements 2026 focus

A Further organizational integration
and optimization after merger of
> legal entities
A Build joint winner culture and
foster entrepreneurial spirit

lieve a fully integrated
1 powerful organisation

t sales & service
work in Italy

A Continue to executevalue strategy
A Further optimize the best sales and
servicenetwork in Italy
> A Deliver convergent propositions in all
segmentsto drive loyalty & share-of-
wallet

ad in commerdial
ellence in ltalian market

Questy A g A Further simplify ways of working

. noStri JI:S?? i~htre’°Cia A g . b o
ni, I'I
.\Ielop afuture-proof R : 3 il IS€ DUSINESS Processes
0850, biancoegialo > leveraging best practices

- | i voltainsieme | = 5 o
perating model P oano lanasia ; of both companies
Slgnlﬁ realtd

diuna ggt';fagi,ecomw A Consolidate locations,
edel” v align HR policies

30



Drive integration and capture synergy potential

Synergy delivery progressing well

Key objectives

ligrate traffictoown
frastructure and drive
etwork synergies

sentangle and optimise
>rvices provided by
odafone Group

2p up synergy delivery
cross all functions

31

2025 achievements

Own product delivery
Wi-Fi 7

-

Synergy delivery

FY 2025 target achieved (in EURN)
95

FY 25 target -

14
2 mm

3M 6M oM 12M

Disentanglement

Robust Initial
transition migrations
plans on track

Ramp-up plan 25-29

on track (in EURmnN)

-«
2026 focus

A Mobile: EUR ~200mrrun-rate synergies
A Fixed: start optimising fixed access
costshby leveraging bestof-breed

footprint
A Further upgrade network capacity
A Review tower strategy

A Migrate to own delivery,
if economically attractive

A Continue collaborating with Vodafone
Group onservice transition

A Shapefurther partnership opportunity

A Sales and distribution optimisation

A Continue to reduceoverlapping
functions

A Consolidate and modernizel T
landscape

A Further external spend
optimization



Continue Telco turn-around

B2C Telco: valuded strategy successfully implemented, stabilising operations

Key objectives

p strong value focus
gradually stabilise
nue inthe mid-term

> loyalty by transparent
consistent customer
se management

loy aligned go2market
roach and enhanced
E customer care

32

2025 achievements

Net adds and RGUs

in k (YOY pro forma)

Q1 Q2 Q3 Q4 Q1Q2Q30Q4
-107-114-79 798 -64-52 -26-20
15'601 4'617
(2.7%) (-3.4%)
Mobile BB

VODAFONE
E ANCHE QUI

INSIEME

TUTTE
LE SOLUZIONI
CHE CERCHI

CASA + MOBILE + ENERGIA

ARPU ir/outflow gap ?

~
-60% -60%
N

Mobile BB

€ Churn
FY blended, YOY

Mobile BB

NPS improvement

PP 480409 +7.4 +3.4 +35

YOY

l!! -I
o o w

®  ho.
Mobile BB

1) & ARPU infl ow v s-5@ar4)foEWRR (2026), imbooadband EURESY24) to EUR. (2025), 2) Mobilenumber portability

>

-
2026 focus

A Strengthen value-driven pricing,
leveraging offer architecture

A Further focus onquality in customer base
management to reduce MNP exchanges

A Ensure premium customer experience
through continuous product innovation

A Consolidate ahigh-impact dual-brand
strategy

A Advancetransparency with
alignment of front -/back-book
pricesto reducein/out spread and
improve churn

A Bring convergence benefits
to a wider customer base

A Consolidate andoptimise sales
channel footprint

A Elevate customer experienceand
NPSthrough superior service and
network quality

A Boost lifetime loyalty with Al-driven churn
mitigation and targeted up/cross-selling



Continue Telco turn-around

B2B Telco: manage top line through differentiation and execution excellence

Key objectives 2025 achievements

Product news

> value differentiation St
best-in-class products b oo
ailored-made solutions =
Best of two Easy rent
Churn direct channels
og ® QOQ
nd market position
| attractive renewals — stable —»
2E project management -
Mobile & BB
MPN! é 5G project
in NPS through front-
ning ininnovation Ealte’ dogherud
%Lee s diPalermo

33

1) MPN, mobile private network

Positive order intake
QL Q2 Q3 04

RGUs

in k (YOY pro forma)

4'453 1'115
(+6.6%) (-1.9%)
BB

Mobile

NPS

Ranking: Celeadership

#1 #1

O vodafone FasTEB

-
2026 focus

A Stimulate value: in mobile with device
rental, in fixed with convergence and
add-ons

A Leverageorder intake momentum

A Drive product simplification and
migrations from legacy

A Deliverattractive renewal offers
based on more for the same

A Maximise value from complementary
public sector tenders

A Boostservice experienceand value
management through leveraging Al

A Scale and monetise further innovation
projects

A Enhance customer experience
through Al-backed operationsand
E2E governance



Continue Telo turn-around

Q Wholesale Telco: grow UBB business, consolidate MVNO customer base

Key objectives 2025 achievements
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1) % of incidents that are solvedvithin 24 hours

é RGU

YOV, ink
+221

UBB lines

é RGU

YOY, imn

+1.9

MVNO lines

One-day resolution?

indexed in %

+2pp

Market 2025
benchmark

-
2026 focus

A Grow UBB volumedriven by strong
customer base

A Drive FTTH penetrationand stimulate
value per connection

A Lever wholesale white-label platform
for all markets

A Complete CoopVocemigration on
unified network

A Defend current positioning through
crossselling and product innovation

A Improve customer loyalty with fully
exploited connectivity offerings

A Drive automation and digitalisation ,
as distinctive positioning

A Leverage automation and Al to drive a
new paradigm of customer experience



Scale growth in energy

Energy: foster growth and elevate converged home experience

Key objectives 2025 achievements

Fastweb Energia
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1) Share of BB HHs (2'580k converged RGUs, out of total BB connections (4'617Kk, all brands)) with at least 1 mobile subgamipt
2) Share of energy HHs (82k converged RGUSs, out of total energy subscriptions (98k)) with at least 1 BB subscription

2026 focus

A Scale up energyto develop a strong multi-
service bundled proposition and increase
customer loyalty, leveragingconvergence
led and transparent pricing

A Strengthen energy penetration
in SOHO/ SME segment

A Adopt direct customer base management
and develop E2E multiskill capabilities
to improve NPS and loyalty

A Increase valueadd in energy business
evolve from pure reseller towards 'market
operator E

A Exploit Vodafone customer base for
upsell potential and wide reach of
retail shops

A Develop a strongmulti -service
bundled proposition






