


Fiber Optic Landscape

Maximizing Growth Opportunities and
Optimization Strategies for FTTH Providers



Higher cost of capital and inflation means the
universe of profitable fiber opportunities is shrinking

(Non-Exhaustive)
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Fibre to the Home ("FTTH") operators in Europe are
under pressure to deliver on their business plans targets
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(Non-Exhaustive)

Misaligned growth ambitions between wholesaler and retailer
Overbuild by 3rd parties and unbundling commoditize the offering
Competition in the retail market leaves small room to pass inflation

Energy costs (at an infrastructure level) increasing

Labor and sales channels ask for higher remuneration
Wholesale contracts for access to 3rd party infrastructure rising
CEX and service level expectations are rising as OTTs penetrate

Options to revisit network rollout programs are sometimes limited
Subsidized FTTH programs come with rigid targets

Cost/revenue imbalances lead to additional financing requirements
Refinancing at higher rates negatively impacts players without
fully-funded business plans or renewed/adjusted ambitions
Debtholders demand stronger guarantees on business plans
delivery (CPs,...)
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Optimization avenues exist to bridge current vs target
performance (1/3)

(Non-Exhaustive)

REVENUE OPEX CAPEX
WHOLESALE / INFRASTRUCTURE RETAIL / SERVICE LAYER
,@‘ Day 1 take up push: Coordination .
> of rollout with commercial ops Look at adjacent products/ser-
@ vices to improve value and spend

White Label offering to
[JI"J  customers beyond ISPs

Define commercial strategy
<. ) tailored to competitive

Explore deeper commercial landscape at a geo level

El—_—,l involvement (i.e. demand
aggregation)

Double down on operational d Optimize front book pricing

@ excellence (order conversion,
customer support)
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Optimization avenues exist to bridge current vs target

performance (2/3)

REVENUE

WHOLESALE / INFRASTRUCTURE

Optimize network

. Real estate
( ‘ | ) Points of presence ("PoP")
consolidation

Copper switch off

Operational excellence
(Service-level agreements,...)

U Revisit commercial incentives

(Non-Exhaustive)

OPEX CAPEX

RETAIL / SERVICE LAYER

Revamp channel strategy with a
ey focus on digital

Revisit customer acquisition
6 2) costs and examine customer

retention strategy

Evaluate in-house vs outsourced
customer support functions

B F TIDELTA



Optimization avenues exist to bridge current vs target
performance (3/3)

(Non-Exhaustive)

REVENUE OPEX CAPEX

WHOLESALE / INFRASTRUCTURE RETAIL / SERVICE LAYER

Revisit deployment plan to
prioritize high ROl arenas

B!

Revisit customer acquisition costs
(if capitalized)

Negotiate targets in
subsidized rollouts

b

Streamline and delay non-network capital projects (IT, points of sales expansion)

Evaluate next generation active
equipment to achieve efficiencies
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-T1 Delta have the capabilities to deliver on end-to-end
business plans optimization for FTTH players (1/2)

(Non-Exhaustive) (High-level)

REVENUE
ANALYSIS INITIATIVE ROADMAP
O FTTH 1. Improve monitoring
competition / & capabilities
@ ncome c;% o lif
O Density 2 2. §|mpl| y customer
S journeys
1 @ Secondhomes o
I 3. Renegotiate SLAs with
ag suppliers
S 4.
Operational KPI (Installation lead time)
1. Adjust pricing (whole-
sale/retail)
Low take up (adj. for tenure) 2. Grow number of points
: : o
2 Good characteristics (Demographics, of sale (direct/indirect)
competition...) 3. Trial referral/aggrega-

tion program
Perform root cause analysis (Commercial

intensity/PoS, Operational metrics,...)

3 Additional initiatives
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-T1 Delta have the capabilities to deliver on end-to-end
business plans optimization for FTTH players (2/2)

(Non-Exhaustive) (High-level)

Yes, continue
No, cancel

Outsource/Insource
Simplify

Automate

Accelerate

Rollout plan | High score | Medium score ' Low score
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FTI Delta has advised a wide range of FTTH
players to assess growth opportunities
and execute optimization strategies to
deliver on their targets.

Audi Pous Fabian Campo

Senior Managing Director Senior Managing Director
Joao Sousa Vinod Nair

Senior Managing Director Senior Managing Director
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