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1. 
− Wireless success factors
− Wireline success factors
− Customer satisfaction vs cost
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2.
− Push fibre rollout
− Increase mobile capacity
− Enforce simplification

Heinz Herren

3. 
− Manage regulation & telco law
− Close significant law cases
− Secure new mobile spectrum

Carsten Schloter

6. 
− Complete minority buyout and 

thus create more flexibility

Carsten Schloter

7.
− Build out market position in 

(IT) verticals

Not presented

8. 
− Use network construction 

capabilities for 3rd parties
− Reignite growth at 

Hospitality Services
Not presented

9.
− Consider small scale fill-in 

acquisitions to strengthen 
existing portfolio

Not presented

10. Financial results 2010, Dividend and Outlook 2011
Ueli Dietiker, CFO

A. Market Performance

Introduction : an overview of performance & priorities – Carsten Schloter, CEO

B. Swisscom Performance & 
Priorities C. Special Issues 2011

Swisscom’s “Tablets” – Agenda:

4. 
− 2010 Results

Alberto Calcagno

5. 
− The priorities on Fastweb’s 

agenda – 2011 and beyond

Alberto Calcagno



Well prepared to face challenges 2011 and beyond

Very strong mobile 
data growth and 

new TV 
subscribers

Continued 
investment into 

USP “Best 
Network” 

Continued cost 
control

Highest customer 
satisfaction

Key Messages
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A. Market Performance B. Performance & Priorities C. Special Issues

Regulatory cases & 
spectrum auction

Be prepared for 
inner market 
consolidation 

(Switzerland & 
Italy)

Fastweb meager in 
mass business and 
strong in Executive 

Segment

Fastweb: initiate 
measures to 

restore FCF growth 
medium term

Buyout offer 
Fastweb launched, 
completion in Q1 

2011



low interest….

A. Market performance – Why Swiss companies “earn more”

Switzerland Germany Italy France Netherlands UK

EBIT 100 100 100 100 100 100
Debt 500 500 500 500 500 500
Interest Rate*) 2.3% 3.5% 4.6% 3.8% 3.7% 4.1%

Interest 11.5 17.5 23.0 19.0 18.5 20.5

EBT 88.5 82.5 77.0 81.0 81.5 79.5

Tax Rate 21.0% 29.8% 27.5% 34.4% 25.5% 28.0%

Tax 18.6 24.6 21.2 27.9 20.8 22.3

Earnings & 
FCF **)

69.9 57.9 55.8 53.1 60.7 57.2

*)  long term (10 yr) rate +50bp
**) assuming depreciation = 

capital expenditure ∅ = 56.923% higher than average

At same P/E multiples, Swiss companies should trade at a higher EBITDA multiple.                    
With Swiss interest rates lower, a 5% dividend yield in CHF is worth more than 6% in € as the 
spread over bond yields would be similar

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

+ low taxes….

= high cash conversion
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4.6%

7.6%

2.9%

6.2%

0

10

20

30

40

50

60

70

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

6.0%

7.0%

8.0%

Sunrise Swisscom
 Group

 FT/Orange Liberty
 Global
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Financial strength of (mother companies of) players in Swiss market rather different

Sources:  all figures based on latest publicly available data in annual reports of France Telecom/Orange and Liberty Global
* 1 EUR = 1.51 CHF; 1 USD = 1.09 CHF
** Liberty Global assumption: Operating cash flow = EBITDA
*** Sunrise pro forma figures adjusted by the issue of notes of  1.47 billion CHF by mid 2010

Net debt / EBITDA

Net interest/
avg. net debt

Net debt
[bn CHF**]

0%

10%

20%

30%

40%

50%

60%

0 1 2 3 4 5 6

Swisscom Group

FT/Orange

Liberty Global**
4.6x/36%/ 2.9 bn CHF

2.0x/10%/ 2.7 bn CHF

2.3x/23%/ 14.3 bn CHF

Bubble size = OpFCF proxy in bn CHF*

Debt/interest ratios in 2009 Net debt and avg. cost of debt in 2009

N
et

 in
te

re
st

 /
 O

pF
CF

 p
ro

xy Sunrise

4.3x/54%/ 0.3 bn CHF

***

Swisscom with lowest proportionate indebtedness, and by far lowest cost of funding

A. Market Performance - Relative competitive strength
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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A. Market performance - Relative competitive strength

Financial strength of players in Swiss market rather different

•Absolute EBITDA and cash flow level of main 
competitors in Switzerland significantly below 
Swisscom

•Swisscom as incumbent and Cablecom with own 
broadband infrastructure have the highest 
margins

•Attackers such as Sunrise and Orange have 
significantly lower margins

•Most of OpFCF of competitors required to 
service interest and debt charges, therefore 
potentially challenging situation to cover 
investment requirements going forward

Sources:  all figures based on publicly available data in 
quarterly/annual reports of France Telecom/Orange, Liberty 
Global and Sunrise
•Cablecom assumption: Operating cash flow = EBITDA
** 1 USD = 1.09 CHF

Orange CH numbers not exactly known, these represent the 
2008 results, and interim 2009 numbers point to a similar 
development

3‘500

1‘000

1‘500

2‘000

2‘500

3‘000

55.2%*
43.5%

24.3%

31.8%*

13.6%

29.1%

500

in % of net
revenues 2009

Swisscom Schweiz
Sunrise

Orange
Cablecom

Financial strength of CH competitors

4‘000

in MCHF**

*
*~350

~190

~28%

~15%

Swisscom’s “share of EBITDA and OpFCF proxy” in Switzerland around 70% and 75% respectively

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 



CHF mm

*)  all figures as reported

*)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom Performance – Financially: absolute

Quarterly results, Q1 2009 – Q4 2010

0

400

800

1200

EBITDA EBIT Net income Swisscom
shareholders

OpFCF

Q1 09 Q2 09 Q3 09 Q4 09 Q1 2010 Q2 2010 Q3 2010 Q4 2010

7

Normal seasonal patterns, also in 2010
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Positive savings 2010 gained by efficiency measures are used for TV 
market investments 

-17 Pensions, Termination benefits
-31 Change in regulatory provisions

+ TV push
+ New outsourcing 
deals (additional 
FTE’s) 

+ All IP
+ Customer 
interaction

Total comparable
-54 MCHF

- Savings (mainly FTE 
reductions, rent, 
external employees)
+ Increasing direct 
marketing activities, bad 
debts

- Savings (mainly FTE 
reductions and rent)
+ Repair & 
maintenance

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom Performance – Financially: costs 2010

Cost development Swisscom Switzerland in CHF mm *)

*) excluding capitalized cost and other income

3'030

+39 +15-48 -33
-21

3'078

Indirect costs
12/2009

Extraordinary
effects

Market activities
& other

Transformation
projects

SCS
Customer facing

segments

SCS
NIT/Support

functions

Indirect costs
12/2010
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Measures for 2011 set to gain further savings without affecting customer service

Cost management – key foci 2010 & 2011
• Payback of convergent projects (OneCRM – simplification customer interaction)
• Internal process optimization
• Increase of online customer interaction
• TV push continues in 2011 with the goal to reach 600 thsd. subscriber by end of 2011 
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Measures Impact
before in 2011 2011 later

• All IP

• Simplification 
customer 
interaction

• Internal process + 
system 
optimization

• Real estate 
optimization

• Billing 
consolidation

• TV push ongoing

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom Performance – Financially: cost outlook

Measure for cost containment Swisscom Switzerland



Trends have improved in 2010, comparable growth positive in each and every quarter

Change YoY, total Swisscom Group in constant currency (@ CHF 1.40/€)

Q3 2010

Revenue Growth YOY *)

EBITDA Growth YOY*)
-4%      -3%      -2%      -1%                 1%     2%     3%     4%      5%      6%

Q2 2010
Q1 2010

Q4 2009

Q3 2009

Q2 2009

Q1 2009

*)  adjusted by M&A-transactions, provisions and other one-off items

Q4 2010

5% -

4% -

3% -

2% -

1% -

-1% -

-2% -

-3% -

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom Performance – Financially: growth

10



1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom performance – price & volume effects 2010 vs 2009

11

Group revenues at constant FX would have grown by over 2% YoY

Mobile

Fixed

+208

-526

-144

+ 79

Σ

Σ Swisscom w.o. Fastweb

CHF mm.

-278

-Prices Core business

-67-77

Customer growth+new services

+249

Price effect Volume effect

Traditional
Data (w.o. SMS)

Traditional Data (w.o. SMS)

+260

Devices and other services +102

Convergent 
products

+ 20

-152

Σ +546

+85

Fastweb

Other Segments

At constant exchange rates FX effect
+36 -257 -221

-13Revenue Swisscom Group

-19 +104

+86
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1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom performance – MTR rates

MTR rates Swisscom on EU Level, and with ever lower asymmetry compared to Swiss 
competitors causing lower net outpayments

Price index for selected services



Roaming voice – Swisscom has most attractive tariff for Swiss customers

1 tariff within bandwidth 1.70 – 2.20

1

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom performance – roaming rates

Standard tariff Voice Roaming Western Europe (CHF/Min)

1.80

1.70

1.70

1.70

0.85

0.85

Yallo

Talk Talk Mobile

Sunrise

Orange

Coop

Swisscom

13
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Mobile new data one of the most important growth drivers (+CHF 108mm or +33% YoY), helped by 
customer friendly devices such as iPhones and iPads. The dip of Q4 2010 is explained by seasonal 
high Q3 roaming revenues and a new tariff for new data roaming per 1. December 2010 
(new CHF 7.--/5MB old CHF 10.--/1MB).

Quarterly revenues 
mobile new data 
(in CHF mm)

N
um

ber of Sm
art phones sold

(Sw
isscom

, thousands per end of each quarter)

Smart phones: 
8% of postpaid 
customer base

(a) Consists of Data Traffic, domestic and outbound roaming from Swisscom customers. i.e. excl. SMS & MMS

SIM cards 
sold for use 

in iPads

New 
Roaming 
tariffs 
per 1.12.

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom performance – mobile data

14

seasonal

*) adjusted by credit note for network failure

Smart phones: 29% 
of postpaid

customer base



Retail (lines, broadband, IPTV) Wholesale

Revenue generating substance continues to grow. Retail by +2.3% YoY, while 
wholesale incl. full access is stable overall, yet swiftly moving to full access

5‘609

5‘470

5‘502

5‘526

5‘539

5‘585

5‘599

TOTAL

5‘636

FY 08

3m 09

HY 09

9m 09

FY 09

3m 10

HY 10

9m 10

FY 10

5‘035

5‘054

5‘061

5‘101

5‘114

5‘130

5‘158

5‘218

5‘008

479

462

467

472

478

484

485

478

5‘699481

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

B. Swisscom performance – wireline substance

15
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• LRIC/ULL: Federal Administrative Court overruled ComCom: telecoms 
regulator cannot impose price cuts where competitors had not contested 
these. One possible civil complaint may be lodged (from an operator with 
whom Swisscom has not reached an agreement yet), therefore provision not 
to be fully released yet

• Leased Lines: Appeal against ComCom‘s ruling that Swisscom has to resell 
lines at cost wherever there are not at least 2 providers. Case has been fully 
provisioned for, however should ruling be negative, then a price cut would 
extend itself into the future

• Mobile Termination Rates: Federal Administrative Court has quashed the 
decision of the Competition Commission to impose a CHF 333 mm fine. Case 
still under courts

• ADSL: Competition Commission claims Swisscom has abused its market 
dominance in setting too high wholesale prices. Decision by Federal 
Administrative Court only after decision on MTR case

Main cases

2011 to be a year of important regulatory news flow

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

C. Special issues – regulation
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• The Committee on Transport 
and Telecommunication 
(CTT) of the Council of States 
decided in January 2009 that –
before taking single revision 
measures concerning the Law 
on Telecommunication (LTC) –
the Federal Council should 
report on the situation of the 
Swiss telecom market.

C. Special issues – revision of telecoms law

2nd half SummerJanJan Sept
2009

Initiative to 
change law

Decision not to 
change law

Review by commission Discussion 
parliament

2011

• The Federal 
Council published 
this report in 
September 2010 
with the 
recommendation 
not to revise the 
current law

• The CTT will 
then make a 
recommenda-
tion whether 
law should be 
changed, that 
will be 
discussed in 
the summer 
session of the 
council of 
States

Analysis by Swiss government of  the 
functioning of market and telco law

• Currently this 
report is 
discussed 
within the 
CTT. No 
decision 
taken yet, 
but expected 
between 
February and 
April 2011 

• This decision 
goes then 
most 
probably to 
the CTT of 
the National
Council and 
its plenary in 
the second 
part of 2011

Only if both Chambers (States and National) agree, a mandate for the revision of the 
Telecoms Law will be given to the Federal Council to elaborate a proposal.
A potential change of law would take another 2 to 3 years to materialise

2010

Process overview: so far no revision of telecoms law supported by Swiss government

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

later•
Change of law

, if any, to take 2-3 yrs



900 MHz
(sofar GSM)

2100 MHz
(sofar UMTS)

Kat. G/HKat. KKat. E/F Kat. G/H

Kat. B

Kat. A

Kat. I

Kat. A

Kat. B

1 2 3 4 5 6

1 2 3 4 5 6 7 1 2 3 4 5 6 7

1 2 3 4 1 2 3 4 5 6 7 8 9 10 11 12 K1 1 2 3 4 5 6 7 8 9 10 11 12

800 MHz
(new LTE)

1800 MHz
(sofar GSM)

2600 MHz
(new LTE)

1 2 3 4 5 6

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15

1 2 3 4 5 6 7 8 9 10 11 12 13 14 J1 J2 J3 G 1 2 3 4 5 6 7 8 9 10 11 12 13 14

Legend:
FDD (Frequency-Duplex) Swisscom today (2x49.4 + 5 MHz)

TDD (Time Division 
Duplex) not used 
currently

Orange today (2x47.2 + 5 MHz)

Sunrise today (2x45.6 + 5 MHz)

In&Phone today (2x14.6 MHz)

Kat. C/D Kat. C/D

Kat. J Kat. I

C. Special issues – mobile spectrum

Currently available bandwidth (ca. 330 MHz) to be nearly doubled to 625 MHz

Overview of existing and new mobile spectrum

18

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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C. Special issues – Fastweb minority buyout

• Offer announced @ 18€/ share in September 2010
• Acceptances as at 12 November 2010 lead to ownership for Swisscom 

of 94.834%
• Swisscom subsequently purchased 130,000 shares in the open 

market, taking its shareholding to 94.997%
• Timing of 'sell-out' process agreed with Consob (Italian regulatory 

authority) and Borsa Italiana: Offer period from 14 February to 14 
March 2011, with settlement on 18 March 2011

• Swisscom passed the 95% threshold on 14 February, and will 
therefore be entitled to buy out the remaining shares

• Delisting to be expected on 22 March 2011

Completion of buyout to be expected in March 2011

Owning 100% will give Swisscom more flexibility and lower (governance & listing) cost

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2.
− Push fibre rollout
− Increase mobile capacity
− Enforce simplification

Heinz Herren

3. 
− Manage regulation & telco law
− Close significant law cases
− Secure new mobile spectrum

Carsten Schloter

4. 
− 2010 Results

Alberto Calcagno

5. 
− The priorities on Fastweb’s

agenda – 2011 and beyond

Alberto Calcagno

6. 
− Complete minority buyout and 

thus create more flexibility

Carsten Schloter

7.
− Build out market position in 

(IT) verticals

Not presented

8. 
− Use network construction 

capabilities for 3rd parties
− Reignite growth at 

Hospitality Services 
Not presented

9.
− Consider small scale fill-in 

acquisitions to strengthen 
existing portfolio

Not presented

10. Financial results 2010, Dividend and Outlook 2011
Ueli Dietiker, CFO

A. Market Performance

Introduction : an overview of performance & priorities

B. Swisscom Performance & 
Priorities C. Special Issues 2011

Swisscom’s “Tablets” – Agenda:



 

2009 Service Revenue 7'619

Postpaid Voice

Postpaid others

Prepaid Voice

Prepaid others

Wireline standalone

Wireline bundles

Corporate

SCS others (CWS/Consolidations)

2010 Service Revenue 7'656

 

2009 Net Revenue 8'453
Service Revenue

Devices & Others

2010 Net Revenue 8'566

 R
ES

 W
ire

lin
e 

 R
ES

 W
ire
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ss

 

+76

+37

+30

+144

+175

-84

-148

-10

-3

-68

 
2009 EBITDA 3'675

Net Revenue

Costs

2010 EBITDA 3'804

+16

+113

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

Wireless traffic/data and devices the big drivers. Wireline moving to bundles (often incl. TV)

21

*   Includes Intercompany Revenues

** SME & CBU

*   

*   

* * 

Jan..Dec
Subscriber/lines in t# PY ACT RES Corp.

Wireless 5'602 5'828 +97 +129
Postpaid 3'426 3'615 +60 +129
Prepaid 2'176 2'213 +37 +0

Wireline Voice Access (PSTN/ISDN) 3'391 3'213 -168 -10
Wireline Voice Access Standalone 3'345 3'010 -322 -13
Wireline Voice Access in Bundle 46 203 +154 +3

Broadband retail 1'478 1'584 +90 +16
Broadband Standalone 1'432 1'381 -64 +13
Broadband in Bundle 46 203 +154 +3

Swisscom TV 232 421 +178 +11
Swisscom TV Standalone 186 218 +24 +8
Swisscom TV in Bundle 46 203 +154 +3

Δ PY



Smartphone 
success story 

TV & Bundle 
growth

Moderate  
wireline voice 

access loss

Cost savings High customer 
satisfaction

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

5 cornerstones of success, also going forward

22



Smartphone success story continues, with penetration on total Swisscom base now 29%

Sold Devices

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

23

398

227

945

965

157

176

104

5

403

258

721

546

1378

1359Devices Total SCS

Smartphones SCS

    t/o Apple

    t/o Android

    t/o others

Devices Postpaid  RES

Smartphones Postpaid RES

Jan..Dec

40%

52%

23%

42%

Smartphone share

2009

2010



Corporate

RES Flat Abos
RES Data Abos

RES Surf Abos

RES old tariffs

3615
3426

3238

1309
1180

1067

720
334

127118102

1381
1754

1980

2008 2009 2010

Increase of RES surf subscription forms is driven by higher share of smartphones sold.

+ 386

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

Postpaid Subscribers (000)

24

* SME & CBU

*   



Δ
2009 2010 Total ARPU Subscriber

Postpaid RES
Revenue* MCHF 1'704 1'811 +107 +47 +60
ARPU * CHF 65       67       +2

* does not include termination revenues

Postpaid ARPU RES (in CHF)*

3% 2%
11% 12%

7% 9%

50% 43%

29% 34% Base Fee

Voice/Messaging Domestic

Data Domestic

Traffic Roaming
VAS

65 67

7 8

19 23

5 6

33 29

20102009

Postpaid ARPU SCS (in CHF)*

17%
18%

8% 10%

48% 43%

24% 28% Base Fee

Voice/Messaging Domestic

Data Domestic

Traffic Roaming

VAS

69 68

12 12

17 19

5 7

33 29

20102009

2% 2%

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

Additional ARPU in Residential driven by higher roaming, new customers at higher ARPU than 
leaving customers, and upselling (e.g. more data inclusive) to existing customer base

Postpaid ARPU* RES (in CHF) Postpaid ARPU* SCS (in CHF)
25



• iPad tariffs launched in 2010
• Tablets with voice function (e.g. 

Galaxy tab) are sold with surf tariffs.

RES Surf Abos

RES Flat Abos

RES Data only Abos

RES others

Corporate

218
290

412

547

702

800

941

1217

69

88

108

135

154

177

217

69

97 136 174
268

120
172

250
328

408
436

501

613

20102009
Q4Q3Q2Q1Q4Q3Q2Q1

Data Traffic (MMbytes)

• Measures to handle data volumes: 
– Net investments (see chapter 2)
– Mobile data differentiation pricing

RES Postpaid

RES Prepaid

Corporate266

350

447

163

209

258

102 118 127

23
62

201020092008

Subscribers Data only (t#)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireless success factors

Data traffic growth has further accelerated

26

* SME & CBU

*   

*   
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Wireless
Benchmark Q3 2010: France 22 %, 
Germany 23 %, Netherlands 25%

Swisscom TV & Broadband
As a result of bundling offers, churn of 
SCTV and Broadband  destinctively 
reduced.

Low postpaid voice churn leads to a long customer lifetime, hence creating substantially higher 
value to the company

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, churn rates

Churnrate Wireless Churnrate Wireline (incl. Bundles)



 

89

2009 2010

ARPU Trio Bundles Access

 

3737

2009 2010

ARPU Broadband Standalone 
Access

 

2625

2009 2010

ARPU TV Standalone Access

 

77

2009 2010

ARPU TV Ad-ons

 

2626

2009 2010

ARPU Voice Access

 

2224

2009 2010

ARPU Voice Traffic

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireline: ARPU 

The future is in bundles

28

ARPU Voice Access ARPU Voice Traffic ARPU Broadband
Standalone Access

ARPU TV Add-ons ARPU TV Standalone
ARPU TV Trio 
Bundles Access



Sw isscom TV

UPC Cablecom*

CATV/ Net Integrators*

Satellite/Terrestrial*

811

1068

1345

1729

148

163

224

280

253

347

379

460350

440

510

568

59
118

232

421

2010200920082007

43%

18%

31%

7%

33%

16%

27%

24%

Digital TV Volumes in T# & Market Share

* Estimates for 2010

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireline success factors: TV

More than 50% of new digital TV customers chose Swisscom

Digital TV volumes (000) and market share

Target: 600k

2011

29



 

RES Casa Trio

RES Vivo Casa

45

199

35

45

164

20102009

Subscribers RES (t#)

Launch Casa Trio  Nov. 2009
Launch Vivo Casa Dec. 2010

Vivo Casa 4*/5* 
are sold with 
fibre as well

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireline success factors: bundles

Subscribers to bundles

Nearly 50% of Swisscom TV customers have taken a 3P bundle

30



54
17

100

First stats from Vivo promotions confirm upselling potential of high bandwidth on FTTH

FTTH  marketing – first findings from local promotions

3play93%2play 7%

Sum 20Mbit/s

29

50 Mbit/s Up to 10 
Mbit/s

• Ultra local promotions deliver pick-up rates of 
FTTH products at ~ 9%

• Majority of customers take a triple play bundle 
– TV is confirmed as a strong driver

Bundle split 2play/3play of FTTH customers 3play bandwidth profiles Vivo Casa on Fibre [%]

• 29% of FTTH Vivo Casa customers chose a 50 
Mbit/s profile. This shows the upselling-
relevance of high bandwidth-products.

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, wireline success factors: bandwidth
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Voice access loss more moderate than expected. ULL improving since Q1 2010 and still well 
below 10% of total access lines in Switzerland 

FA (ULL)

VoC

others
-21

-11
-14

-22

-39 -37

-44
-41

-60

-42

-36 -34

0
4

-14
-10

-7

-7

-7 -6

-6

-8

-17

-13

-11
-12

-15
-20 -19

-27
-31 -35

-23
-19

-14

-6

4

-11 -12

-11

-8

-6

-7
-8

201020092008
Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1

NetAdds Wireline Access (in t#) 7.97.36.6
5.8

4.5
3.3

2.4
1.6

0.90.30.10.0

ULL Share
in %

ULL 
Expected 
development based on 
sunrise customer base 
and their network 
rollout until Q1

VOC 
Voice over Cable
Cablecom started with 
3 for 2 campaign by 
end of 2009

Other 
Churned customers who 
don‘t take their phone 
number with them.

A1. Market Performance, wireline success factors: limit the loss

Net adds wireline access (000)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 



Cost management – key foci 2010 & 2011
• Payback of convergent projects (OneCRM)
• Internal process optimization
• Increase of online customer interaction

– Next Generation Online Support: 
redesign selfcare area, using social 
networks (twitter, facebook), improve 
customer support forum.

– Mobile Selfcare: Apps for smartphones
– In 2010 already 10% of customer 

interaction through online channels, 
target 2011: 20%

Positive savings 2010 gained by efficiency measures are used for TV market investments. 
Measures for 2011 are set to gain further savings without affecting customer service.

Corporate

RES w /o TV Push

TV Push

1461 1455

877 841

578 571

20102009

Indirect cost

A1. Market Performance, cost control
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

Indirect cost
33
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1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

A1. Market Performance, readiness to change operator

Readiness to change operator

3.6%3.7%
3.8%4.4%
4.6%4.8%

0%

2%

4%

6%

Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

2008 2009 2010

Mobile Wireline Access Broadband

Overall very low readiness to change operator

Readiness to change operator



1 Phone survey of monthly 1‘000 persons between 15-74 years in German and French part of Switzerland (“Switcher” study) 

Q1 – Q4 2010
(n = 8272)

Strongly improved Slightly improved No changes

Slightly declined Strongly declined

A1. Market Performance, customer satisfaction

Customer satisfaction residential customers
An independent customer survey1 shows:
• Customer satisfaction across all services constantly high at approx. 8.5 on a scale from 1 

(very bad) to 10 (very good)
• Well ahead of competitors

Change in customer interaction quality
Same survey1 asking for: How did your overall opinion of Swisscom change within the last year?
Residential customers answered:

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

High overall Residential customer satisfaction with 9 customers reported an improvement 
for each one reporting a decline. Results well ahead of competitors

35



1. 
− Wireless success factors
− Wireline success factors
− Customer satisfaction vs cost

Christian Petit
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2.
− Push fibre rollout
− Increase mobile capacity
− Enforce simplification

Heinz Herren

3. 
− Manage regulation & telco law
− Close significant law cases
− Secure new mobile spectrum

Carsten Schloter

6. 
− Complete minority buyout and 

thus create more flexibility

Carsten Schloter

7.
− Build out market position in 

(IT) verticals

Not presented

8. 
− Use network construction 

capabilities for 3rd parties
− Reignite growth at 

Hospitality Services 
Not presented

9.
− Consider small scale fill-in 

acquisitions to strengthen 
existing portfolio

Not presented

10. Financial results 2010, Dividend and Outlook 2011
Ueli Dietiker, CFO

A. Market Performance

Introduction : an overview of performance & priorities

B. Swisscom Performance & 
Priorities C. Special Issues 2011

Swisscom’s “Tablets” – Agenda:

4. 
− 2010 Results

Alberto Calcagno

5. 
− The priorities on Fastweb’s

agenda – 2011 and beyond

Alberto Calcagno



Customer demand for FTTH in the long run to rise as customers start using services simultaneously

100 Mbps

10 Mbps

1’000 Mbps
(1 Gbps)

InternetVoice 1.x TV sets

From… today limited
concurrent broadband usage…

…to heavy concurrent usage
of new high bandwidth 

services

Multi-room
3D/HD TV

Video
conferencing

Low latency for 
online gaming

Home office

Nielsen’s law
+650%

in 5 years

Multi-room
4k/8k TV

Point-to-MP
telepresence

All data and 
content online

Remote 
computing

Surveillance

Killer 
application

B2. Swisscom Performance & Priorities - fibre
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Since rolling-out FTTH is time-consuming, a mixed FTTC/FTTH strategy is pursued to meet 
medium term demand and cope with cable competition  

FTTH

2015e2014e2013e2012e2011e20102009

VDSL
>8 Mbps

ADSL
up to 5 Mbps

Top cities and
agglomerations

~35%

Cable/DOCSIS 
competition

~80%

Rural areas

FTTH
Today: 100 Mbps

Future: 1 Gbps and more

FTTC/VDSL
Today: 20 Mbps

Vectoring tests promise
up to 50 Mbps or even beyond

Medium term
demand (IPTV)
Competitive BB
Swisswide

Long term
demand
Best network in
Switzerland

Beyond universal 
service obligation

HH coverage [%]

ADSL2+
up to 8 Mbps

CHF ~2bn for FTTx
(absorbed within existing annual CAPEX envelope)

B2. Swisscom Performance & Priorities - fibre
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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& wireless
(e.g. HSPA+/LTE)



FTTH roll-out is progressing well; with its partners Swisscom has passed 230k homes EOY 2010  

• Most roll-out undertakings in partnerships, based on multi-fiber FTTH model
• First partnership contracts have been proactively submitted to Swiss competition 

commission for approval and are currently being reviewed
• Swisscom also builds in areas, where it has not (yet) found cooperation partner – Köniz, 

Lugano, Sion, Solothurn, Thusis and Zug – expediting FTTH roll-out in Switzerland

B2. Swisscom Performance & Priorities - fibre
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Genf

Basel

Zürich
St. Gallen

Freiburg

Lausanne

Bern

PfynBuild alone

Cooperation in negotiation

Cooperation contract signed

Build/acquisition
started Luzern

Lugano

Winterthur

Sion

Thusis

Dietlikon

Oberwallis

Uster

Köniz

Map: 
11.1.2011

Solothurn

Bellinzona

Zug
Biel

Obwalden



Swisscom also heavily invests in its wireless network to meet growing demand for mobile data 
and extend its best network position in Switzerland

Improve coverage
to cope with increasing
mobility & expectations

• 99.8% EDGE, 92% 3G
• 300 new 3G sites

• Improve indoor and
on-train coverage

• Aim at near full 3G
coverage by 2015

Ensure capacity & 
performance

to handle incr. traffic
(doubling every 7 months)

• All 3G sites upgraded
to at least 7.2 Mbps

• 40% of sites even
with 14.4 or 21 Mbps

• More simultaneous user

• Further HSPA+ upgrad.
• Cell densification
• Finish fiber-to-the-site
• Spectrum auction

Right technologies
to deliver leading edge 
customer experience

most efficiently

• First LTE trial in Switzerland
between Sep-Nov 2010

• Extend LTE activities
• Quality-of-service
• Offloading to WiFi

2010 2011 and ongoing

Best wireless network 
in Switzerland in 2010

Target: extend position as
best wireless network in CH

B2. Swisscom Performance & Priorities – mobile capacity
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

40



Swisscom together with A1 rated best network in Switzerland, Germany, and Austria

B2. Swisscom Performance & Priorities – best wireless network 
in Switzerland in 2010

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Data

Voice

Service Measurements Swisscom Performance

• Mobile-to-Mobile

• Top score in voice call stability and speech quality in 
both urban and rural environment in the 3-country-
benchmark 

• Call completion success rate at 99.3% in urban and  
97.0% in rural areas

• Browsing

• Round-Trip-Times

• Email

• File Transfer Time (new 
measurement in 2010)

• Broadband Coverage

• Session times still top-end. Web-Browsing Success 
rate at 99.3%

• Best Round-Trip Times in CH, typically < 120ms

• Best in class for session times, success rate > 99.6%

• Data transfer rates top in Switzerland, Avg. Upload 
1012 kbits/s, Dowload 2950 kbits/s

• Best in international comparison of rural Broadband 
coverage (79%), third in cities (93%)

CONNECT and P3 have performed a 3 country, 11-network benchmark (AT, CH, DE) 



All existing and new mobile spectrum to be auctioned (auction is likely to take place in 2011, 
but not yet confirmed as date for application will be postponed); Swisscom will need to 
ensure both continuity and capacity for future bandwidth demand

Spectrum
in future

Spectrum
today

Spectrum
availability

plus ~90%
Spectrum auction
• New 800 Mhz and 

2600 Mhz spectrum
• Existing and new 

spectrum auctioned
(all licenses with
end-date 2028)

• Combinatorial Clock
Auction design

Spectrum strategy
Swisscom will apply for
spectrum auction to...
• ensure continuity
• increase both 

capacity & coverage
most efficiently

• Allow introduction
of new technologies

B2. Swisscom Performance & Priorities – mobile spectrum
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Simplification and Consolidation of IT systems improve customer experience while 
supporting cost efficiency

Improved customer 
experience to defend or
even extend loyalty

Cost efficiency (development, 
operations, maintenance) to
increase flexibility

Simpler processes & systems 
to improve quality and 
availability

Faster product design to 
respond to increased market 
dynamics (e.g. OTT)

Enhanced Fix-Mobile 
Convergence to support 
bundles and innovative offers

Objectives Measures

Modularisation of services, 
products & factory 
processes initiated

Leading edge software and 
technologies

Pragmatic decommissioning 
of legacy systems 

Data Center Consolidation 
and Cloud Services

B2. Swisscom Performance & Priorities – cost control
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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New IT systems already life in key areas, providing foundation for further operational excellence 

Converged CRM
• In operation, experienced 

continuous developments
• Average call handling time 

significantly reduced

• Enhancements in 
Campaign, Lead and 
Opportunity  
Management

2010 2011 and ongoing

Converged Rating
and Billing

• Enabler for FMC and All-IP based 
services

• Includes system consolidation

• Further 
improvements in Bill 
Inquiry 

• Decommissioning of 
legacy applications

All-IP based IT 
• Friendly user trial started
• FTTH production platform
• ‘Centro Grande’ plug & play 

home gateway

• Fiber ramp-up
• Stabilization and 

mass-market 
readiness

Primary achievements and 
foundation for further IT 

Transformation

Continuous enhancements and 
realization of transformation 

benefits

B2. Swisscom Performance & Priorities – enforce simplification
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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1. 
− Wireless success factors
− Wireline success factors
− Customer satisfaction vs cost
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2.
− Push fibre rollout
− Increase mobile capacity
− Enforce simplification

Heinz Herren

3. 
− Manage regulation & telco law
− Close significant law cases
− Secure new mobile spectrum

Carsten Schloter

4. 
− 2010 Results

Alberto Calcagno

5. 
− The priorities on Fastweb’s 

agenda – 2011 and beyond

Alberto Calcagno

6. 
− Complete minority buyout and 

thus create more flexibility

Carsten Schloter

7.
− Build out market position in 

(IT) verticals

Not presented

8. 
− Use network construction 

capabilities for 3rd parties
− Reignite growth at 

Hospitality Services 
Not presented

9.
− Consider small scale fill-in 

acquisitions to strengthen 
existing portfolio

Not presented

10. Financial results 2010, Dividend and Outlook 2011
Ueli Dietiker, CFO

A. Market Performance

Introduction : an overview of performance & priorities

B. Swisscom Performance & 
Priorities C. Special Issues 2011

Swisscom’s “Tablets” – Agenda:
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Agenda

1. 2010 Results

2. The Priorities on FASTWEB Agenda – 2011 and Beyond

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2010 Results – FASTWEB Overall (1/2)

Revenues

EBITDA

96%

87%

+1.5%

-8.8%

% of Target YoY Change 

Capex 104%

2010

1,880

503

Actual (€Mln)

427

FCF Proxi 45%76

-1.6%

-35%

BB Net Adds N/A -50.5%80k

FY results were below targets, however the business segments had a rather different 

development during the year

— The Value Business (Medium/Corporate/Wholesale) posted a strong performance

— The Volume Business (Consumer/Microbusinesses) did not deliver according to 

expectations

On top, 2010 results were impacted by a number of discontinuities versus 2009 

Rev Recognition 35 Mln 

2010 Discontinuities

Restructuring Costs 10 Mln

Net effect of regulated 
fees (ULL, Bitstream, 
Interconnection) 5 Mln

Rev Recognition 27 Mln 

Revenues +3.3%

YoY Change 
w/o 

Discontinuities 

EBITDA -1.1%

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2010 Results – FASTWEB Overall (2/2)

EBITDA-Capex €76 Mln

Change in WC -€92 Mln

Interest -€44 Mln

Tax & Others -€16 Mln

FCF -€158 Mln

TAX Credits Buy Back* -€35 Mln
39

-158

FY09

FY10

FY08

55

Includes a 
positive one 

off cash 
effect of €70 

Mln

FCF Evolution (€ Mln)

VAT Case Partial Settlement -€46 Mln

* Total tax credits bought back in 2010 equal to  €98 Mln (€62 Mln in 2Q and €36 Mln in 4Q) of which only €35 Mln with a FCF impact

FCF was heavily impacted by one off items amounting to €81 Mln related to the VAT investigation

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2010 Results – Value Business

Medium
• Strong orderbook
• Double-digit revenues and 

cash-in growth

Corporate
• Orderbook mainly impacted by 

delay of Consip bid 
• Double-digit revenues growth 
• Positive cash in performance

Wholesale
• Strong revenue growth
• Cash-in almost in line (10 

€Mln IRU sold in 4Q 2010 to 
be cashed in 2011) 

Contracts signed in Q4/Jan
• BTS project for Wind 

(11€Mln)
• Diversification of ULL sites 

for Wind (4€Mln)
• Backbone HUB for H3G 

(3€Mln)

The performance across these business segments was consistently strong throughout the year -
These trends must be confirmed in 2011 

Va
lu

e 
bu

si
ne

ss
Confirm

 trends
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2010 Results – Volume Business

FASTWEB Net Adds Market Share 
• 8% market share of broadband net 

adds vs 14% in 2009
• Market share in 4Q at 5% and 

weaker than in previous quarters

2010 Trends
• Overall increase of 

competition with 
aggressive promos (2 years 
length) and re-pricing

Italian Market Broadband Net Adds (‘000)

FASTWEB net adds were down 51% YoY due to lower gross adds (-15% YoY ) and higher churn 
(+6%). These weaknesses must be addressed

A
ddress w

eaknessesVo
lu

m
e 

bu
si

ne
ss

FY09 FY10 FY09 FY10 FY09 FY10

ChurnGross Adds

426
-15.5% YoY

Net Adds

FASTWEB Broadband Customers Dynamic  (‘OOO)

360

264 280
162

80

+6.1% YoY -50.6% YoY

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

E
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Agenda

1. 2010 Results

2. The Priorities on FASTWEB Agenda – 2011 and Beyond

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 



The Priorities on FASTWEB Agenda

Improve efficiency and reduce cash costs

4. Reduction of technological costs 

5. Reduction of the overall bad debt level

2

Improve Go to Market and Ignite Growth

1. Partnerships to access additional customer bases for broadband upselling

2. Structural improvement of inbound channels through monobrand stores 

and improved performance of dealers

3. Re-organization of the Microbusiness (SHP) Segment

1 
To im

prove the 
perform

ance in the 
m

arket

To im
prove FCF 

generation
A

N
D

A
N

D

52

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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1 Partnerships – FASTWEB and SKY
To im

prove the perform
ance in the m

arket
Im

pr
ov

e 
G

o 
to

 M
ar

ke
t 

Joint commercial effort to increase the respective market penetration and to stabilize 

existing customer bases  

FASTWEB and SKY to sell the “Home Pack” i.e. a bundle offer including FASTWEB Parla&Naviga (flat 

Voice and Internet) + Sky packages

Starting price of €64/month (before launch promo) representing a €10/month life time discount vs the 

stand alone prices of Parla&Naviga (€45/month) and Sky packages (€29/month)

Sales channels operational as of 14 February

Sky partnership is expected to boost FASTWEB net adds in 2011 (representing more than 50% 

of the full year total)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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2 Improvement of Inbound Channels –
Monobrand & Dealers

To im
prove the perform

ance in the m
arket

Im
pr

ov
e 

G
o 

to
 M

ar
ke

t 

Improve inbound performance through higher customer proximity and stronger brand 

visibility

Monobrand: four stores opened in 2H 2010 (Rome, Milan (2), Bari) and one in January 2011 (Naples) to 

improve FASTWEB commercial penetration in metropolitan areas. Ten additional stores to be opened in 

2011 

Top Dealer: co-investing in top performing dealers with ad hoc projects to increase FASTWEB brand 

visibility

So far, average productivity per mono brand store is 10x higher than that of dealers

14% expected increase of physical inbound channels* productivity (# gross adds) in 2011

* Monobrand and Dealers only (no MTC, no Tele Sales In, no Web Sales)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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3 Re-organization of the Microbusiness Segment
To im

prove the perform
ance in the m

arket
Ig

ni
te

 G
ro

w
th

Ignite growth in the Microbusiness segment by exploiting synergies with the Consumer 

BU

The transfer of this business to the Consumer BU aims at the following goals

Marketing - Leverage on the Consumer brand, product and communication budget

Go to Market - Leverage on the Dealer and proprietary PoS network on which FASTWEB is heavily 

investing  

CRM - Leverage on the existing Consumer CRM functions

The commercial performance (gross adds) in this segment is expected to improve 15% vs 2010

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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4 Reduction of Technological Costs
To im

prove FCF generation
Re

du
ct

io
n 

of
 t

ec
hn

ol
og

ic
al

 c
os

ts Reduce technological costs (Capex and Opex)

Technological costs will be cut by approximately €50/60 Mln cumulatively in 2011-2013

Tech. Costs BPCapex & Opex 
saving

Lower 
Activation 
revenues

Cost mgmt Tech. Costs 
after savings

C2C project

Cum. net savings of approx. €50/60 
Mln

Drivers of savings

Reduction of customer Cost-to-Connect

Higher efficiency in Cost Management 

of E&M, Capacity, IT and Energy

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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5 Reduction of the Overall Bad Debt Level
To im

prove FCF generation
Re

du
ct

io
n 

of
 t

he
 o

ve
ra

ll 
ba

d 
de

bt
 le

ve
l

Reduce the overall bad debt level

FASTWEB overall bad debt provision/revenues is above industry benchmark due to the low cash in/turnover performance of 

the Consumer and SME BUs which, in turn, is affected by the volume of First Bill Not Paid (FBNP) 

By reducing the volume of FBNP and improving the cash in performance, FASTWEB targets a reduction of the overall bad debt 

level to 4% for Consumer and 5% for SME over the next 12 months, resulting in an overall 3% for the Company

Approx. €50 Mln expected P&L cumulated improvement in 2012-2013

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 



To Sum It Up – 2011 and Beyond

Improve efficiency and reduce cash costs

(Reduce technological costs + Reduce the overall bad debt level)

FASTWEB targets cumulated net savings of approx. €100 Mln in 2011-2013

2

Improve Go to Market and Ignite Growth

(Sky Partnership + Inbound Channels + Microbusiness Segment)

FASTWEB targets a market share of Broadband net adds of approx. 15% 

in 2011

1 
To im

prove the 
perform

ance in the 
m

arket

To im
prove FCF 

generation
A

N
D

A
N

D
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2.
− Push fibre rollout
− Increase mobile capacity
− Enforce simplification

Heinz Herren

3. 
− Manage regulation & telco law
− Close significant law cases
− Secure new mobile spectrum

Carsten Schloter

6. 
− Complete minority buyout and 

thus create more flexibility

Carsten Schloter

7.
− Build out market position in 

(IT) verticals

Not presented today

8. 
− Use network construction 

capabilities for 3rd parties
− Reignite growth at 

Hospitality Services 
Not presented today

9.
− Consider small scale fill-in 

acquisitions to strengthen 
existing portfolio

Not presented today

10. Financial results 2010, Dividend and Outlook 2011
Ueli Dietiker, CFO

A. Market Performance

Introduction : an overview of performance & priorities

B. Swisscom Performance & 
Priorities C. Special Issues 2011

Swisscom’s “Tablets” – Agenda:

4. 
− 2010 Results

Alberto Calcagno

5. 
− The priorities on Fastweb’s

agenda – 2011 and beyond

Alberto Calcagno
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12m 2010Financials and operational data

• Net revenue up by 3.4%, driven by Service 
revenue (+2.1%) and increasing revenue from the 
sale of smart phones

• Wireless revenue up +1.5% as subs and new data 
growth overcompensates price erosion and lower 
termination rates  

• Wireline revenue down -0.8% (broadband subs and 
IPTV growth in addition with new bundle offers 
almost compensate voice line loss and price 
erosion)

• Direct cost up +5.6% (the effects from higher 
number of sold smart phones and Swisscom TV 
partly offset by lower outpayments)

• Indirect cost up +1.4% (a lower number of FTE and 
efficiency gains offset by expenses for advertising)  

• Contribution Margin stable at around 58%

• TV Subscriber up +77%

• New Data ARPU up +30.6%

31.12.2010 YOY

Net revenue in MCHF 1) 5'190         3.4%

Direct costs in MCHF -1'318        5.6%

Indirect costs in MCHF 2) -864          1.4%

Contribution Margin 2 in MCHF 3'008        3.1%

Contribution Margin 2 in % 58.0%

CAPEX in MCHF 128           -2.3%

FTE's 4'607         -1.4%

31.12.2010 YOY

Voice lines in '000 2'471         -6.4%

BB lines in '000 1'396         6.9%

Wireless customers in '000 4'519         2.2%

Wireless cancellation rate (annualised) 15.0% 1pp

Blended wireless ARPU in CHF 42             0.0%

thereof ARPU new data in CHF 4.7            30.6%

Blended wireless AMPU in Min. 102           5.2%

Wireline traffic national in Mmin. 5'023         -6.8%

Wireline traffic int'l in Mmin. 637           -6.7%

TV subs in '000 409           77.1%

1) incl. intersegment revenues

2) incl. capitalised costs and other income

10. Financial results: segment residential customers
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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12m 2010Financials and operational data

• Net revenue up by +2.6% YoY (price erosion 
compensated by higher number of subscribers 
and new data growth)

• Direct costs down by -3.4% due to lower 
outpayments (decreasing rates)  

• Indirect cost up +1.5% (a lower number of FTE 
and efficiency gain are compensated by an 
increase of other cost items)    

• Contribution Margin up 1.1%-points to 74.0% 
due to revenue increase and lower direct costs

• BB lines up +9.7%

• New Data ARPU up 21.7% to 13 CHF/month

31.12.2010 YOY

Net revenue in MCHF 1) 1'175         2.6%

Direct costs in MCHF -171          -3.4%

Indirect costs in MCHF 2) -135          1.5%

Contribution Margin 2 in MCHF 869           4.1%

Contribution Margin 2 in % 74.0%

CAPEX in MCHF 9              0.0%

FTE's 733           -4.2%

31.12.2010 YOY

Voice lines in '000 512           0.4%

BB lines in '000 158           9.7%

Wireless customers in '000 492           8.8%

Wireless cancellation rate (annualised) 7.0% 0pp

Blended wireless ARPU in CHF 93             -3.1%

thereof ARPU new data in CHF 12.9          21.7%

Blended wireless AMPU in Min. 211           1.0%

Wireline traffic national in Mmin. 1'433         -2.6%

Wireline traffic int'l in Mmin. 176           -4.9%

1) incl. intersegment revenues

2) incl. capitalised costs and other income

10. Financial results: segment SME
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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12m 2010Financials and operational data

• Revenue of 1’858 MCHF up by 1.4%. Decline of 
wireline revenue (voice lines and traffic volume) 
overcompensated by rising projects/outsourcing 
and Mobile revenue (subscriber and new data 
growth) 

• Direct cost stable (increase in project/outsourcing 
revenue with low margin offset by lower 
outpayments)  

• Indirect cost decline -2.1% (less expenses for 
external employees)

• Increase of FTE +4% due to acquisition of a new 
company (Axept) in December – without impact on  
personnel costs in 2010 year; w/o acquisition FTE 
development flat y-o-y.

• Contribution Margin raised by 
1.1%-points to 53.3% of net revenue due to revenue 
increase and cost management

• Order intake for project/outsourcing business 
increase by 11% y-o-y

10. Financial results: segment corporate business
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

31.12.2010 YOY

Net revenue in MCHF 1) 1'858         1.4%

Direct costs in MCHF -445          0.2%

Indirect costs in MCHF 2) -422          -2.1%

Contribution Margin 2 in MCHF 991           3.6%

Contribution Margin 2 in % 53.3%

CAPEX in MCHF 80             1.3%

FTE's 2'312         4.0%

31.12.2010 YOY

Voice lines in '000 230           -5.0%

BB lines in '000 30             7.1%

Wireless customers in '000 817           12.2%

Wireless cancellation rate (annualised) 4.0% -4pp

Blended wireless ARPU in CHF 67             -6.9%

thereof ARPU new data in CHF 17.3          15.3%

Blended wireless AMPU in Min. 166           -6.2%

Wireline traffic national in Mmin. 1'543         -4.5%

Wireline traffic int'l in Mmin. 350           -2.5%

1) incl. intersegment revenues

2) incl. capitalised costs and other income



12m 2010Financials and operational data

• Net revenue decreased by 192 MCHF 
- lower mobile termination rates
- lower interconnection volumes 
- ongoing substitution towards full access
- revenue decrease in data services

• Direct costs down by 129 MCHF as many revenue 
drivers push also down direct cost

• Indirect costs down by 31 MCHF mainly due to 
adjustments of provisions for regulatory risks made in 
the previous year

• Full access lines growing substantially, mostly 
substituting wholesale broadband lines 
(ULL replaces wholesale broadband)

31.12.2010 YOY

Revenue from external customers in MCHF 748           -14.7%

Intersegment revenue in MCHF 505           -11.1%

Net revenue in MCHF 1'253        -13.3%

Direct costs in MCHF -802          -13.9%

Indirect costs in MCHF 1) -12            -72.1%

Contribution Margin 2 in MCHF 439           -6.8%

Contribution Margin 2 in % 35.0%

CAPEX in MCHF -            nm

FTE's 100           8.7%

31.12.2010 YOY

Full access lines in '000 255           66.7%

BB (wholesale) lines in '000 226           -31.7%

Wireline wholesale traffic in Mmin. 9'639         -14.4%

1) incl. capitalised costs and other income

10. Financial results: segment wholesale
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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12m 2010Financials and operational data

• Indirect costs down by 22 MCHF mostly driven by 
lower personnel expenses due to a lower number 
of FTE as well as cost savings

• Segment result decreased by 51 MCHF mainly as a 
result of higher depreciation and amortisation due 
to the capitalisation of a new customer 
relationship management system

• CAPEX almost on previous year level mainly 
driven by higher spending for the fibre-
infrastructure and next generation network

10. Financial results: segment network and support functions
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

64

31.12.2010 YOY

Personnel expenses in MCHF -651 -0.9%

Rent in MCHF -184 -19.7%

Maintenance in MCHF -210 6.1%

IT expenses in MCHF -325 -1.5%

Other OPEX in MCHF -297 8.0%

Indirect costs in MCHF -1'667        -1.3%
Capitalised costs and other          
income in MCHF 165           -10.8%

Contribution Margin 2 in MCHF -1'502       -0.1%
Depreciation, amortisation and 
impairment in MCHF -870          6.5%

Segment result in MCHF -2'372       2.2%

CAPEX in MCHF 988           -1.2%

FTE's 3'964         -3.6%
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12m 2010Financials and operational data

• Revenues increased by 1.5% YoY – like for like 
basis 3.3% (revenue recognition) - with a positive 
contribution from Consumer- and Executive 
segment. SME and also Consumer affected by 
very aggressive competition. 

• Standalone EBITDA reaches 503 MEUR,          
down by -8.8% YOY with a margin of 26.8%         
(-2.9pp), mostly driven by business with lower 
margin (hardware) and one-off items (revenue 
recognition, restructuring cost)

• In Swisscom’s accounts, a provision of 70 MEUR 
for the pending VAT case has been posted in Q1, 
directly affecting segmental EBITDA

• Contribution to Swisscom accounts in CHF lower 
than previous year, due to an ongoing 
strengthening of Swiss Franc in a YOY context  
(FX impact on total 3rd party revenue -257 MCHF 
/ on EBITDA -63 MCHF) 

10. Financial results: segment Fastweb
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

31.12.2010 YOY

Consumer revenue in MEUR 702                         1%

SME revenue in MEUR 392                         -3%

Executive revenue in MEUR 776                         4%

Net revenue in MEUR 1) 1'880                       1%

OPEX in MEUR -1'496                      8%
Capitalised costs and other        
income in MEUR 49                           -46%

EBITDA in MEUR 433                         -21%

EBITDA in MEUR w/o VAT prov. 503                         -9%

EBITDA margin in % 26.8%

CAPEX in MEUR 427                         -2%

FTE's 3'123                       0%

In Swisscom accounts 31.12.2010 YOY

EBITDA in MCHF 589                         -29%

CAPEX in MCHF 585                         -11%

31.12.2010 YOY

BB customers in '000 1'724                       5%

Mobile customers in '000 368                         75%

1) incl. revenues to Swisscom companies



Financials and operational data 12m 2010 

• External revenue up by 86 MCHF (+10.3%):

– IT Services up by 92 MCHF, mainly from new 
group companies Resource, Sourcag & 
Panatronic

– Swisscom Participations almost on previous 
year level, the effect from outsourcing of 
facility management in 2009 and lower 
broadcasting revenues were nearly offset by 
higher revenue from construction activities

• Intersegment revenues down by 77 MCHF due to 
outsourcing of facility management and reduced 
intersegment revenues at IT Services

• EBITDA and EBITDA margin slightly down

• Order intake IT Services 464 MCHF

31.12.2010 YOY

Swisscom IT Services in MCHF 527                         21.1%

Swisscom Participations in MCHF 320                         -1.2%

Hospitality Services in MCHF 77                           4.1%

Other in MCHF 1                            -83.3%

External revenue in MCHF 925                         10.3%

Net revenue in MCHF 1) 1'736                       0.5%

OPEX in MCHF -1'438                      0.9%
Capitalised costs and other        
income in MCHF 42                           -14.3%

EBITDA in MCHF 340                         -3.1%

EBITDA margin in % 19.6%

CAPEX in MCHF 130                         7.4%

FTE's 4'368                       5.2%

1) incl. intersegment revenues

10. Financial results: segment Other
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Strong underlying results, with no negative impact on FCF from stronger Swiss Franc as Fastweb 
Capex was booked at lower CHF rate

Change YoY (FY 2010 versus FY 2009) in CHF mm, total Swisscom Group

264

-13

+251 (+2.1%)

Revenues EBITDA       
(w/o provision)

FCF proxy: EBITDA – Capex 
(w/o provision)

63

+78 (+1.7%)

+15

+103 (+3.8%)+99

= Reported
= FX Effect a)

= Result on constant currency

4

(a) Average exchange rate CHF/€ in FY 2009: 1.5078 and 2010: 1.3700, i.e. a strengthening of 9.1%

10. Financial results: on constant currency basis
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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Fastweb VAT provision and higher tax expense cause results to be lower than last year’s

10. Financial results: P&L breakdown
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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(4‘684) (-1‘832) (-163) (2‘689) (-68) (1‘926)(+43) (-460) (1‘923) (+3)(-281)

4‘597 -1‘823

-149 2‘625
-104 +28 -502

1‘786 +25

-261

1‘811

tax rate
19.3%

tax rate
21.9%

EPS CHF
37.18

EPS CHF
34.96

(prior 
year)
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1'219

1'204 585

657 111

114

2009

2010

Swisscom Switzerland Fastweb Others

(in CHF mm)

1‘987

CAPEX of Swisscom Switzerland – trend to invest more into NGN continues

• FTTx, VDSL, HSPA, HSPA+
• ALL IP

Customer 
focus projects 

Next generation
network

Existing 
infrastructure

• Unified CRM (mainly in 2009)
• New Billing

• Infrastructure capacity extension
• Universal Service Obligation
• Customer equipment 

32%

40%

28%

2008 2010

1‘903

26%

44%

30%

2009

37%

42%

21%

Consolidated CAPEX – slightly decrease YoY (mainly FX-impact -59 MCHF)

10. Financial results: capex breakdown
1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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4‘597 -1‘903

-227 -284
-365

-9

-544

2‘512

1‘863 -6

-1‘036

+53*)

(4‘684) (-1‘987) (-124) (-236) (-300) (-425)(-1‘965)(2‘685) (2‘149) (+859) (-484)(+166)

Despite lower CAPEX and lower dividend payments to minority shareholders, operating free 
cash flow decreased by 173 MCHF due to higher decrease in pension fund obligation. Change 
in net working capital is positive despite extraordinary payments related to regulatory and 
legal  cases 

-8

-286

(-54) (-984)
(prior 
year)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

10. Financial results: cash flow breakdown

*) NWC is incl. CHF 179mm for payments related to legal and regulatory cases at both Swisscom and Fastweb 
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100% of Operating Free Cash Flow 
(CHF 48.50 / share)

-775

2,512

-284

-365

Retained cash flow before M&A        
and debt reduction

-1‘088

Net Interest paid

Paid taxes

Proposed ordinary dividends

In order to strengthen further financial flexibility, CHF 21/share in ordinary dividends are 
proposed (43% of OpFCF) for 2010 (payable 29 April 2011, with ex-div date 26 April 2011)

100% 31% 

% of OpFCF

cumulative 

26% 43% 31% 

Cashflow 
generated 
in 2010 

74% 

21/share 

Usage of 
cashflow 

10. Financial results: use of cash flow before M&A and debt 
reduction

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 
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YE 2008
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Max. 2.0x
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1) restated

1)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

10. Financial results: net debt development

Closing 2010 with CHF 8.8 bln net debt, representing 1.9xEBITDA
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-

500

1'000

1'500

2'000

2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 >2020

Revolving Credit Facility Swiss private placement Bank Loans

Foreign private placement Bonds

.

in CHF million 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 >2020

Revolving Credit Facility 250     -      

Bonds -      250     550     1'250 500     -      600     1'500 -      -      500     

Swiss private placement 150     350     

Foreign private placement 180     278     250     72        278     

Bank Loans 58        897     91        

Total -      400     788     1'528 1'647 350     850     1'572 278     -      591     

No refinancings due in 2011, and limited only in 2012

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

10. Financial results: refinancing & maturity schedule *

73

* Excluding money market borrowings of CHF 700 million



Advantageous form of payout this year. Dividend path going forward to remain predictable

21

20

19

18

17

16

14

13

12

11

19

2004 2003 2002 2001 2005 2006 2007 2008 

Dividend / 
share (CHF)

+ 8 CHF 
per share 
par value 
reduction

+share 
buy back 
(7.1% of 
capital)

+share 
buy back 
(10% of 
capital)

+share 
buy back 
(7.8% of 
capital)

+ share 
buy back   
(8%  of 
capital)

+ 2 CHF 
extra-

ordinary 
DPS

2011 2009

CHF 21 dividend 2010 to be paid on 29.4.2011 
(CHF 16.80 net of withholding taxes. Ex-div date on 28.4.2011)

2010

+ 
cancellation 

of all 
remaining 
treasury 

shares (3.1% 
of capital)

1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

10. Dividend – partially from paid-in capital with tax advantage

74

of which CHF9 
from paid-in 

capital (being 
the maximum 

available), 
which is tax 

free income to 
Swiss private 

holders. 

For institutions 
the initial 

payment net of 
withholding tax 
is higher (CHF 
16.80 instead 
of CHF 13.65 

which normally 
would have 

been paid out)



1. 2. 3. 

4. 5. 6.

7. 8. 9.

10. 

10. Outlook Swisscom Group 2011*)

CHF bln 2010 Actual 2011 Expected

Exchange rate CHF/€ 1.37 1.30

Revenues 12.0 >11.8

EBITDA 4.6 > 4.6

CAPEX 1.9 < 2**)

Dividend/share    
(payable the year after)

21
(proposed to General 

Assembly, with payment on 19 
April 2011)

at least 21 
(upon achieving the financial 

targets above)

*)  Assuming an exchange rate of CHF 1.30 / €
**) Capex without any license cost for mobile spectrum auction in 2011 which cannot be reasonably predicted. 

Therefore, Swisscom cannot provide guidance for the Operating Free Cash Flow

After a transitional year in 2011 – no revenue growth, but a slightly higher EBITDA -
Swisscom expects Fastweb to achieve strong revenue and cash flow growth in the
following years due to the introduction of go-to-market initiatives and increases in
efficiency.

Guidance negatively affected by lower expected CHF/€ exchange rate for 2011

Swisscom 
Group 
(including 
Fastweb)

Fastweb
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Q&A
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Cautionary statement
regarding forward-looking statements

”This communication contains statements that constitute "forward-looking statements". In this
communication, such forward-looking statements include, without limitation, statements relating to our
financial condition, results of operations and business and certain of our strategic plans and objectives.

Because these forward-looking statements are subject to risks and uncertainties, actual future results may
differ materially from those expressed in or implied by the statements. Many of these risks and
uncertainties relate to factors which are beyond Swisscom’s ability to control or estimate precisely, such as
future market conditions, currency fluctuations, the behaviour of other market participants, the actions of
governmental regulators and other risk factors detailed in Swisscom’s and Fastweb’s past and future filings
and reports, including those filed with the U.S. Securities and Exchange Commission and in past and future
filings, press releases, reports and other information posted on Swisscom Group Companies’ websites.

Readers are cautioned not to put undue reliance on forward-looking statements, which speak only of the
date of this communication.

Swisscom disclaims any intention or obligation to update and revise any forward-looking statements,
whether as a result of new information, future events or otherwise.”

For further information, please contact:
phone: +41 58  221 6278  or +41 58 221 6279 

investor.relations@swisscom.com
www.swisscom.ch/investor
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Backup:
Accounting policy (IAS 19) changes and effects as per 1.1.2011

Net pension liabilities 
on Balance 78 MCHF
off Balance 1‘082 MCHF 

total 1‘160 MCHF

Pension

Equity

B/S as per 31.12.2010
- reported -

Pension

Equity

B/S as per 1.1.2011
- restated -

• All actuarial gains or losses will be recognised on the B/S
• No further amortisation of actuarial gains or losses necessary 
• Payout (policy) not affected 
• Credit ratings already consider full amount of the pension liabilities 

Pension liabilities 
on Balance 1‘037 MCHF
off Balance 123 MCHF 
total 1‘160 MCHF

Equity impact -758 MCHF
tax effect -201 MCHF
total -959 MCHF
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Backup: 
Group CAPEX - FTTH cooperations (fictive figures)
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