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Achievements
Christoph Aeschlimann
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Successful start into Swisscom's new chapter

Group

Groupwide

sustainability strategy

Sector-leading 

credit rating2

Dividend increase

by +18%1

New and lean 

organisation

A2

26

Strongest 

Telco brand3

Next convergence 

level

Winner of all 

connect tests4

Successful 

beem launch

Switzerland

1) CHF 26/share, subject to shareholder approval at the AGM of 25 March 2026, 2) Swisscom with A2 credit rating, strongest among European Telecoms, Source: MoodyĚs Ratings (July 2025), 
3) Source: Brand Finance "Switzerland 50" 2025, the annual report on the most valuable and strongest Swiss brands, 4) Source:connect

Highlights

Italy

Integration and 

synergy realisation 

in full swing

RAN sharing 

agreement with TIM 

Aligned go2market 

and joint portfolio

AI momentum 

further leveraged



1) RGUs without OTT subs, 2) W+ access lines total = Broadband B2C+B2B and W+ access lines Wholesale 5

Switzerland with solid trend and Italy with mixed development

Operational results

1'4621'9385Ě645 1'045 768

Net adds
Q1-Q4 2025, in k

RGUs
31 Dec 2025, in k

TV1

B2C+B2B

Fixed voice
B2C+B2B

Postpaid
B2C+B2B

Broadband
B2C+B2B

W+ access lines
Wholesale

Switzerland

+51

-14 -12

-29

+11

+45

-6 -6

-21

+7

+45

-5 -7

-22

+14

+44

-4 -6

-20

+5

Q1 Q2 Q3 Q4

Net adds
FY 2025, in k -31-29+185 -92 +37

+8
2

Mobile
B2C+B2B

Broadband
B2C+B2B

W+ access lines
Wholesale

20Ě0545Ě732 1Ě126

-1

-67

+63

-8

-57

+50

-39 -33

+45

-114

-27

+63

-162 -184 +221

+37

Italy

Q1 Q2 Q3 Q4

2
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Guidance achieved, OpFCFstable in Switzerland and in Italy despite transition year

Financial results

Net revenue 
15.048 (-2.0%)

Guidance
15.0-15.2

in CHF bn (YOY vs 2024 pro forma)

Transition 
year in Italy

Stability 
in Switzerland

OpFCFdevelopmentEBITDAaL
4.984 (-1.2%)

Guidance
~5.0

CAPEX
3.064 (-1.6%)

Guidance
3.1-3.2

OpFCF
1.920 (-0.5%)

Guidance
1.8-1.9

1) At constant currency, 2) Segment 'Others', including intersegment elimination group level, 3) CHF/EUR exchange rate for FY25 0.9369 (vs. FY 24 0.9513), 4) Includes adjustments EBITDAaL(Q1 24 CHF +22mn, Q2 24 CHF -2mn, 
Q4 24 CHF -212mn, Q1 25 CHF -10mn, Q2 25 CHF -19mn, Q3 25 CHF -3mn, Q4 25 CHF -94mn), adjustments CAPEX (Q1 24 CHF -43mn, Q2 24 CHF -7mn, Q3 24 CHF -8mn, Q4 24 CHF -10mn, Q1 25 CHF -10mn, Q2 25 CHF -22mn, 
Q3 25 CHF -39mn, Q4 25 CHF -67mn) and currency (Q2 25 CHF -3mn, Q3 25 CHF -2mn, Q4 25 CHF -2mn)

in CHF mn, YOY changes

Adjusted +2 (+0.1%) 

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

-17

+13

-11
1Ě920

+6

1'929

(-0.5%)

-9

FY 24
pro forma

Switzerland Italy1 Others2 Adjustments 
and currency3, 4

FY 25
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Strategy update
Christoph Aeschlimann
CEO Swisscom



88

Lead.
Å Proven strategy and ambition
Å Leading with scale
Å Best networks and services

Innovate. 
Å Driving force in security and cloud
Å Prominent in AI adoption
Å Pioneering in sustainability

Perform. 
Å #1 customer choice  
Å Impactful transformation
Å Growing FCF 2026

Ready to grow free cashflow

Swisscom framework
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Delight 
customers

Create unique customer 
experiences every day

Innovate
for growth

Deliver digital products 
and services of the future

Achieve more
with less

Drive transformation at 
pace with AI, digitalisation 
and simplification

Perform
together

Develop organisation and 
collaboration relentlessly

Proven strategy Ĥ

Lead
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Trusted leader in 
digital life and business 

Ĥ to deliver on group ambition

Lead

Å Best networks 

Å B2Cwith premium positioning in Telco

and selected on-top household offers

Å B2Bwith comprehensive Telco and IT 

offering focused on security, cloud and AI

Å Wholesale with increasing 

utilisation of infrastructure assets

Å IT with profitable growth in solutions 

business, professional services and 

software-related business

Å Long-term value creation

ÅStable free cashflows 

from Swiss business

ÅGrowing free cashflows 

from synergies in Italy

Å Attractive dividend: 

growing, 

in line with FCF evolution

Å Strong balance sheet

Rock-solid 
financials
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Powerful scale to compete effectively

Revenue mix2

82%

18%

54%

8%

38%

IT

Telco

B2B B2C 

Wholesale 

46%51%

RGU share1

Lead

#1 #1

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

Postpaid Broadband

Scale
in all products 
and segments

86%

14%
46%

10%

44%

IT
B2B B2C 

Revenue mix2

RGU share1

30%26%

#1 #2

Mobile Broadband

Telco Wholesale 
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Best networks thanks to continuous investments and technology innovation

Lead

Confirmed

network leadership

FTTH  

coverage extension 1
5G

pop coverage  increase

2025 2030 2035

56%

75-80%
~90%

2025 2030

89%
~95%

2025 2030
ambition

89%
~95%

1) Share of total 5.45mn HHs in Switzerland and share of total 29.2mn HHs and companies in Italy, 2) with 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 network incl. GPON equipment of FiberCopor Open Fiber being connected to backbone network of Fastweb + Vodafone

20252 2030
ambition

56%

~90%

5G+FTTH 

ambitions

2026

~60%

2026

~91%

2026
target

~65%

2026
target

~92%

target target ambition#1
in network
experience

5GFTTH 
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Service excellence to drive customer value

Lead

Multi -brand 

portfolio

Customer proximity 

with value focus

Omni-channel 

sales and care

Best
service
experience
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State-of the-art 

network architecture 

and infrastructure, 

e.g. new optical transport 

and dual-core IP networks

Cloud & applications

Future of network

Innovate

(Cyber-) security

Trust

E2E security solutions 

for everyone, 

everywhere, always

AI offerings 

along whole value chain 

and AI tools for internal 

efficiency gains 
Cloud and modular workplace 

solutions to drive the digital 

transformation of the customers

AI , data & 
automation

Entertainment
#1 premium content, 

innovative streaming & 

multitainment centres

Digital services

Cutting-edge digital 

customer experience

Digital trust portfolio 

(e.g. Swisscom Sign, 

Identity Monitor)

At the forefront of innovation in security and cloud solutions

Innovation 
powerhouse
for  NextGen solutions 
and future-ready 
Swisscom
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Ahead with AI adoption across the whole value chain

Innovate

Professional 

Services 

Consulting

Network / 
operations 
excellence

Up-/cross-
selling

Customer 
care

Employee 
productivity 

AI ecosystem
for business

AI first 
organisation

Compliant 
by design

Data protection 
guarantee

Powerful 
infrastructure & 
know-how

Quality and 
cost excellence

Inference Endpoints

Swiss AI Assistant
GenAI Studio

AI Work Hub

Swiss AI Platform

Solutions

LLM

Infrastructure
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Proud to be a sustainability pioneer

Innovate

Environmental Social Governance

SBTi-validated 

Net-Zero 2035 

target

TOP 4 ICT 

Employer in 

Switzerland

Committed
to sustainability 
with 1st groupwide  
strategy

Performing
on all sustainability 
fronts

CDP
Climate change

A Rating

MSCI ESG
ESG risk

AA Leader

EcoVadis
Supply chain

Platinum (Top 1%)

Sustainalytics
ESG risk

Industry Top
Ensure robust reporting 

and governance 

Live our values through 

integrity and ethics

1) Corporate Sustainability Reporting Directive (CSRD) and European Sustainability Reporting Standards (ESRS)

Drive innovation with 

responsible AI

Ensure 

fair supply chains

Promote 

media literacy

Cultivate a diverse 

workplace

Develop, retain and 

attract talents

Foster well-being and 

social impact

Preserve natural 

resources with circularity

Reach net-zero 

emissions by 2035

Empower customers to 

achieve net-zero

Lead in energy efficiency 

with 100% renewable

1st reporting 

aligned with 

CSRD/ESRS1
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Perform

2026 focus

Clear priorities to grow free cashflow

2
Continue 
Telco turn-around

3
Scale growth 
in energy and IT

1
Drive integration and 
capture synergy potential

Stable free cashflows 
from Switzerland

Growing free cashflows 
from Italy

2
Boost

Telco efficiency

3
Achieve 

profitable IT growth 

1
Manage

Telco top line
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Business update
Switzerland 
Christoph Aeschlimann
CEO Swisscom



Confirmed IT growth 

Å Cloud and security 
offerings commercialised

Å New IT portfolio for SMEs 
successfully ramped-up

Å IT profitability 
improved

Increased FTTH coverage

Å CHF 503 million invested 
in FTTH rollout

Å FTTH extension on track 
to reach 75-80% by 2030

Å Progressing fibre 
monetisation

Optimised cost base

Å Another year of
Telco cost delivery

Å OPEX savings driven 
by simplification and 
digitalisation

Å CAPEX efficiency 
further improved

Delighted customers

19

Position as #1 customer choice in Switzerland successfully reinforced

Å Reinforced brand 
awareness 

Å Market innovation with 
several product launches 

Å Confirmed service 
leadership across all 
channels

2025 achievements
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+0.90
from 1.4.26

B2C Telco: defend and attack with value orientation across all brands 

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

RGUsin k (YOY)

ÅStimulate value with personalised 
up- and cross-selling, fibre-speed, 
FMC and new products

ÅCounter ARPU pressure with best service, 
products, network and brand

ÅStrengthen HH penetration and 
attractiveness with family/kids' offerings

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

ÅExtend reach with selected new shops, 
more outbound and regional campaigns 

Blended ARPU 
in CHF (YOY)

NPSH2 2025 

48
84

Postpaid value1 W+ bundle2

(-1)

+18

+4

-4

Competitor 1 Competitor 2

Value

Price

FTTH
penetration 4

Market segmentation

+7pp

+1.00
from 1.7.25

Manage Telco top line

Premium

Smart- shopper

Budget (-17)
1'678

13%

BroadbandPostpaid

2nd/3 rd brand

3'549
(+100)

(+2pp)
36%

(+2pp)

7.8
8.2

7.3

8.8 8.8 8.5

2023 2024 2025

ÅLead customer satisfaction across all 
service channels 

ÅExtend Swisscom Benefits to support 
industry low churn rates 

ÅNew Migros Mobile and Coop Mobile 
portfolios to increase customer 
stickiness 

1) Own brand postpaid value: CHF 59 (CHF -1 YOY), 2) Own brand W+ bundle (BB + TV + fixed voice): CHF 89 (stable YOY)), 3) Priceadjustment applies to both new and existing customers 
and does not affect universal service offerings, prepaid products or data-only and kidsĚ mobile subscriptions, 4) Share of B2C broadband subs being on FTTH technology

Postpaid
value

Churn
in %, annualised

BB

2026 focusKey objectives 2025 achievements

wingo
Mobile

+1.90
from 1.4.26

Pricingin CHF/month

Swisscom3

Mobile +
Broadband

Swisscom3

TV +
Fixed voice

(-1)
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Manage Telco top line

Grow in entertainment: 
sport , cinema , streaming

Position as #1  for AI 
solutions 'made in 
Switzerland'

Establish security 
as a core differentiator 

ÅMultitainment one-stop-shop for 
premium content

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

ÅScale and monetize myAI
after free period

ÅExtend with new AI capabilities 
in TV, myCloud and bluewin Mail

Å Increase security awareness in market 
and extend innovative product pipeline 

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

ÅDeliver best-in-class experience with 
launched Security dashboard

Security dashboard

Cinema Geneva

B2C Telco: upgrade and monetise beyond core services

myAI registered users
since launch (H2 2025)

blue sports subs

Security revenues

YOY, indexed

+3%

YOY, indexed

+67k

+4%

2026 focusKey objectives 2025 achievements

Cinema 
Geneva
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B2B Telco: sustain market position with premium quality differentiation

Manage Telco top line

Confirm outstanding 
customer satisfaction 

Remain primary 
connectivity partner 
for SMEs and Corporates

Scale  the new secure 
connectivity solution to 
drive convergence and  
win-backs

ARPUs in CHF (YOY)

NPS FY 2025

ÅShape differentiation with best network, 
highest security and superior quality 
care to sustain price premium

Å Increase customer value through 
leveraging data & analytics for tailored 
base, retention and win-back campaigns

ÅDrive customer reach and win-backs 
with ATL and tailored campaigns

ÅBoost monetisation by gradual 
conversion of existing telco base 

ÅExpand footprint of beem-enabled 
locations and users

ÅLaunch new modules & features

ÅComplete migration to SD-WAN to 
enable future beem upselling and 
increase NPS

ÅFinalize migration from legacy mobile 
portfolio to new ęprotect and connectĚ 

ÅCapitalize on new partner program for 
SME customers

24

45

Wireless1 ARPUP2

(-2)

(-2)

RGU base in k (YOY)

2'594
(+45)

Corporate

43

SME

27

Technical 
SD-WAN migration

in % of W+ contracts

stable
vs ø21-24

+1pp
vs ø21-24

+770

Users (May-Dec 2025)

Locations(May-Dec 2025)

2023 2024

50% 53%

2025

67%

+85

-40
W- W+

1) Blended: includes postpaid value and postpaid volume, 2) Average revenue per underlying product (blended wireless and wireline)

2026 focusKey objectives 2025 achievements

+38k
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Wholesale Telco: strengthen leading position and drive revenue growth

Manage Telco top line

Grow topline 
revenues across all 
revenue streams

Cement leading 
market position 
in Switzerland

18% 19%

Access services 
W+ revenue1

in CHF mn

Customer
satisfaction

FY 2025

8.5
of 10

Access
market share2 ÅGrow access services revenues 

in line with increasing FTTH footprint, 
penetration and market share

ÅOptimize leased line revenues 
with attractive portfolio

ÅExpanding customer base 
and grow market share in mobile

186

203

2024 2025

ÅEvolve portfolio to meet emerging 
customer needs

ÅProvide superior products, top quality 
and nationwide coverage

ÅBe the preferred partner thanks to 
customer proximity and trust, and 
keep customer satisfaction high

Service portfolio 
W+ / W-

Infrastructure Broadband Leased Lines

IP Peering Interconnect International 

Voice

Roaming

MVNO

Strong
customer base

18%
19%18%

t/o 51% FTTH

(+7pp)
+9%

2026 focusKey objectives 2025 achievements

1) Incl. intersegment revenue, 2) Together with the retail (B2C+B2B) share of 46%, Swisscom's broadband share totals to 64%, Source: Swisscom estimates
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Drive efficiency 
in call centre with AI 
and sourcing strategies

Scale AI and digital to 
operate more shops 
with fewer FTEs

ÅVoice bot at scale, co-pilots assist agents, 
new customer care platform in place, with 
ambition to reach zero-touch 1st level

ÅDrive digital self -service (with updated 
My Swisscom app)

ÅFor remaining workload, scale up 
nearshoring across brands 

ÅAddress diverse customer needs: digital 
and assisted, e.g., scale AI enabled sales/ 
service, self-service in shops (AI hosts) 
and invest in best agents and experience

ÅRollout new shop formats: flexible and 
often with minimum staffings

Telco cost: push digitalisation and simplification to realise further savings

Boost Telco efficiency

Increase operational 
efficiencies across 
all B2B functions

ÅExecute initiatives to reduce customer 
service workload

Å Increase online share of B2B customer 
service interactions

ÅFurther standardise Telco portfolio 
to generate operational cost savings

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

2026 focusKey objectives 2025 achievements

B2C nearshoring share 
of outsourced workload

11%

39%

20252024

Share of shops with 
digital features 2

10%
30%

20252024

B2B customer service 
workload hours

YOY, indexed

B2B Telco cost
development

YOY, indexed

B2C chatbot 
automation rate 1

Lean shop formats

30%
53%

20252024

-13% -4%
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ÅDrive migration to FTTH and copper 
phase-out

ÅExpand AI-enabled monitoring and E2E 
FTTH construction process

ÅStrengthen automated operations and 
incident management

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

ÅAcceleratephase-out of legacy 
platforms

ÅContinue standardization and data 
harmonization

Drive structural  network 
cost savings

Modernise and simplify 
architecture with AWS 
migration and SDA1

adoption

Boost Telco efficiency

Phased-out
network platforms

32%

Internal AWS migration

# active copper lines
# production locations

Copper phase-out

2025 2035e

1.7k

Escalated 
major incidents

Telco cost: operational excellence crucial to deliver stable FCFs

5

3

1

2021 2022 2023 2024 2025

0 0

Boost Telco efficiency 
with Telco cost savings 
and CAPEX optimisations

Cost saving levers

Network & IT 
simplification

Digital customer 
interaction

Lean & agile 
organisation

Data & AI

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

ÅExplore the full potential of OPEX 
savings across all levers, mainly through 
automation, AI and nearshoring

ÅBenefit from learning curve and 
accelerate CAPEX efficiency in FTTH 
rollout and IT

ÅMid-term trend towards SaaS leading to 
a cost shift from CAPEX to OPEX

Telco efficiencyTelco efficiency2
in CHF mn

72
53 50+

0

50

2024 2025 2026

OPEX CAPEX

mid-

term

2019 2020-25 2027e

57

35

18

-70%

-20%

# migrated IT apps

0

50

100

150

2022 2023 2024 2025

+64%

2023

2026 focusKey objectives 2025 achievements

2'000k
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Achieve profitable IT growth

ÅLeverage steady growth in core units,  
strong performance in subsidiaries and 
cross-segment synergies to deliver robust, 
diversified profit streams

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

ÅExpand Data & AI Consulting as a core 
growth driver, accelerating adoption and 
monetization of advanced analytics and 
AI solutions

ÅScale the Swiss AI Platform, targeting 
rapid revenue growth and establish 
Swisscom as a leader in AI solutions

Scale and monetise 
data and AI-related 
services

Drive profitable growth 
through sustainable 
revenue and margin 
expansion

1'191 1'215

2024 2025

+2%

B2B IT service revenue
in CHF mn

5.6% 6.5%

2024 2025

+0.9pp

EBITDAaLmargin

ÅLeverage accelerated public cloud 
adoption and commercialize private cloud

ÅBoost security capabilities and increase 
share of NewGen services while remaining 
a full-service provider

ÅLead as Swiss solutions provider for 
system-critical infrastructure and services

Push  IT service portfolio 
across professional services, 
cloud and cyber security

B2B IT: lever position as a leading Swiss IT provider to unlock growth

Strategic partnerships

AI partnershipsAI stack

Cloud portfolio

2026 focusKey objectives 2025 achievements
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Generate 
stable free cashflows

Boost 
Telco efficiency

ÅDrive Telco cost discipline 
to explore full savings 
potential across all levers

Å Increase CAPEX efficiency 
through learning curve and 
improving capital allocation

Manage 
Telco top line

Summary

Wrap-up

Achieve 
profitable IT growth

ÅBoost cloud and cyber 
security proposition to lever 
increasing demand

ÅMonetise AI stack

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

ÅReinforce core with best 
products, care excellence and 
effective multi -brand play

ÅGrow Wholesale access 
with superior service 
proposition and FTTH rollout

ÅUpgrade beyond core to 
enhance customer experience 

2025 mid- term

ambition
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Business update
Italy
Walter Renna
CEO Fastweb + Vodafone
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RAN sharing agreement1

ÅAccelerate 5G rollout, expanding 
coverage in low-density areas

ÅBalanced industrial model with 
full commercial and technical 
autonomy

ÅEfficiency gains, leading to cost 
savings in the medium term

Sustained growth areas

ÅUBB business growing

ÅCoopVocecustomer base 
substantially migrated on 
Fastweb + Vodafone network

ÅEnergy business scaled

Å IT up, driven by cloud, cyber
security and AI momentum

Strategic shift to valueAdvanced integration

Successful transition year towards #1 customer choice in Italy

Å Integrated organisation 
fully operational

ÅAligned go2market with 
new joint portfolio 

ÅSynergy initiatives 
contributing as expected

2025 achievements

ÅTelco value journey 

successfully initialised 

Å Increased sales quality and 

transparency in customer 

base management

ÅOperational trends steadily 

improving

1) Subject to approval by the Ministry of Enterprises and Made in Italy (MIMIT), the Italian Competition Authority (AGCM), and the Authority for Communications Guarantees (AGCom)
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Achieve a fully integrated 
and powerful organisation

Develop a future-proof 
operating model 

Integration initiatives running as planned 

Drive integration and capture synergy potential 

ÅFurther organizational integration 
and optimization after merger of 
legal entities

ÅBuild joint winner culture and 
foster entrepreneurial spirit

ÅFurther simplify ways of working
ÅOptimise business processes 

leveraging best practices 
of both companies 

ÅConsolidate locations, 
align HR policies

Lead in commercial 
excellence in Italian market

ÅContinue to executevalue strategy
ÅFurther optimize the best sales and 

service network in Italy
ÅDeliver convergent propositions in all 

segments to drive loyalty & share-of-
wallet

2026 focusKey objectives 2025 achievements
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Migrate traffic to own 
infrastructure and drive 
network synergies

Disentangle and optimise 
services provided by 
Vodafone Group 

Step up synergy delivery 
across all functions

Drive integration and capture synergy potential 

Synergy delivery progressing well  

ÅMobile: EUR ~200mn run-rate synergies 
ÅFixed: start optimising fixed access 

costs by leveraging best-of-breed 
footprint

ÅFurther upgrade network capacity
ÅReview tower strategy

ÅMigrate to own delivery,
if economically attractive

ÅContinue collaborating with Vodafone 
Group on service transition 

ÅShapefurther partnership opportunity

ÅSales and distribution optimisation 
ÅContinue to reduceoverlapping 

functions
ÅConsolidate and modernize IT 

landscape
ÅFurther external spend 

optimization

2026 focusKey objectives

Ramp-up plan 25-29
on track (in EUR mn)

25 26 27 28 29

600

95

Synergy delivery
FY 2025 target achieved (in EUR mn)

3M 6M 9M 12M

95

36
14

2

FY 25 target

Own product delivery
Wi-Fi 7

2025 achievements

Disentanglement

Robust 
transition 

plans

Initial 
migrations 

on track



32

Keep strong value focus 
to gradually stabilise 
revenue in the mid-term

Drive loyalty by  transparent 
and consistent  customer 
base management

ÅAdvance transparencywith 
alignment of front -/back-book 
prices to reduce in/out spread and 
improve churn

ÅBring convergence benefits 
to a wider customer base

ÅConsolidate and optimise sales 
channel footprint

ÅElevate customer experience and
NPS through superior service and 
network quality

ÅBoost lifetime loyalty with AI-driven churn 
mitigation and targeted up/cross-selling

B2C Telco: value-led strategy successfully implemented, stabilising operations

Continue Telco turn-around

ARPU in-/outflow gap 1

Deploy aligned go2market  
approach and enhanced 
E2E customer care

ē Churn 
FY blended, YOY

Mobile BB

-1.4pp-3.4pp

2026 focusKey objectives 2025 achievements

Mobile

-60% -60%

BB

-107-114 -79

Net adds and RGUs
in k (YOY pro forma)

Mobile BB

NPS improvement

BB

+3.5 +3.0 

ho.

+7.4 +3.4 +0.9 pp ē
YOY

Mobile

-138
-64 -52

-26 -20

Q2Q1 Q3 Q4

(-2.7%)
15'601

(-3.4%)
4'617

Q2Q1 Q3 Q4

1) ē ARPU inflow vs outflow in mobile: EUR -5 (2024) to EUR -2 (2025), in broadband: EUR -2.5 (2024) to  EUR-1 (2025), 2) Mobilenumber portability

ÅStrengthen value-driven pricing,  
leveraging offer architecture

ÅFurther focus on quality in customer base 
management to reduce MNP2 exchanges

ÅEnsure premium customer experience 
through continuous product innovation  

ÅConsolidate a high-impact dual-brand 
strategy
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Drive value  differentiation
with best-in-class products 
and tailored-made solutions

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

ÅLeverage order intake momentum
ÅDrive product simplification and 

migrations from legacy

B2B Telco: manage top line through differentiation and execution excellence

Continue Telco turn-around

Defend market  position 
with attractive renewals 
and E2E project management

ÅDeliver attractive renewal offers 
based on more for the same

ÅMaximise value from complementary 
public sector tenders

Lead in NPS through front-
running in innovation

ÅBoost service experience and value 
management through leveraging AI

ÅScale and monetise further innovation 
projects

ÅEnhance customer experience 
through AI-backed operationsand 
E2E governance 

NPS
Ranking: Co-leadership 

#1 #1

MPN1ė5G project

1) MPN, mobile private network

Easy rent

Product news

Best of two

Positive order intake

Q1 Q2 Q3 Q4

Churn direct channels
QOQ 

Mobile & BB

stable

2026 focusKey objectives 2025 achievements

4'453
(+6.6%) (-1.9%)

1'115

Mobile BB

RGUs
in k (YOY pro forma)
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Continue Telo turn-around

Expand UBB business 
leveraging strong partner 
demand

Lead MVNO market with 
best network and product 
propositions

Boost customer 
experience through 
operational excellence

ÅGrow UBB volume driven by strong 
customer base

ÅDrive FTTH penetration and stimulate 
value per connection 

ÅLever wholesale white-label platform 
for all markets

ÅComplete CoopVocemigration on 
unified network

ÅDefend current positioning through 
cross-selling and product innovation 

Å Improve customer loyalty with fully 
exploited connectivity offerings 

ÅDrive automation and digitalisation , 
as distinctive positioning  

ÅLeverage automation and AI to drive a 
new paradigm of customer experience

Wholesale Telco: grow UBB business, consolidate MVNO customer base

ē RGU
YOY, in k

UBB lines

+221

ē RGU
YOY, in mn

MVNO lines

+1.9

Activation process 
effectiveness

One-day resolution1

indexed in %

Key customers

Key customers

2026 focusKey objectives 2025 achievements

1) % of incidents that are solved within 24 hours

Market
benchmark

2025

+2pp

2024 2025
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Energy: foster growth and elevate converged home experience

Scale growth in energy

Accelerate energy 
for  B2B through 
tailored propositions

Drive 'Super convergenza' 
proposition to reinforce 
loyalty and widen service 
adoption

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

Scale energy business via 
new channels, enhancing 
value and penetration

Fastweb Energia  

performance in k

RGUs Acquired

contracts

141
114

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

ÅDevelop a strong multi -service 
bundled proposition

B2B
B2B

+78
net adds

Convergence 
performance

56%
84%

FMC1 Energy2

ÅScale up energy to develop a strong multi-
service bundled proposition and increase 
customer loyalty, leveraging convergence-
led and transparent pricing

ÅStrengthen energy penetration
in SOHO/ SME segment 

ÅAdopt direct customer base management 
and develop E2E multi-skill capabilities
to improve NPS and loyalty

Å Increase value-add in energy business: 
evolve from pure reseller towards 'market 
operatorĚ

2026 focusKey objectives 2025 achievements

+81
net adds




