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Disclaimer 

This document has been prepared by ILIAD S.A. (the "Company”) and is being furnished to you personally solely
for your information.

This presentation includes only summary information and does not purport to be comprehensive.

The information contained in this presentation has not been subject to independent verification.The information contained in this presentation has not been subject to independent verification.
No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed
on, the fairness, accuracy, completeness or correctness of the information or opinions contained herein.
None of ILIAD S.A., its affiliates or its advisors, nor any representatives of such persons, shall have any liability
whatsoever (in negligence or otherwise) for any loss arising from any use of this document or its contents
or otherwise arising in connection with this document or any other information or material discussedor otherwise arising in connection with this document or any other information or material discussed.

This presentation contains forward-looking statements relating to the business, financial performance and results
of ILIAD S.A. These statements are based on current beliefs, expectations or assumptions and involve unknown
risks and uncertainties that could cause actual results, performance or events to differ materially from those
described in such statements. Factors that could cause such differences in actual results, performance or events
include changes in demand and technology, as well as the ability of ILIAD S.A. to effectively implement
its strategy. Any forward-looking statements contained in this presentation speak only as of the date of this
presentation. ILIAD S.A. expressly disclaims any obligation or undertaking to update or revise any forward-
looking statements contained in this presentation to reflect any change in events, conditions, assumptionslooking statements contained in this presentation to reflect any change in events, conditions, assumptions
or circumstances on which any such statements are based unless so required by applicable law.
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Business and Strategy Review

Maxime Lombardini (CEO)
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H1 2011 Snapshot

Broadband :  A profitable growth model
Commercial success of the Freebox Revolution

• Record net adds market share: 36%* on Free and 29%* at Group level in H1 2011
• New Tariff plan illustrating Iliad’s pricing power

Profits increased through cost efficienciesProfits increased through cost efficiencies
• EBITDA margin at historic high: 40%

FTTH:
• Targeting ~100,000 subscribers by end 2011
• Sharing agreement signed with Orange in non dense areas

Mobile: A clear path for future growth
Everything on track for early 2012 commercial launch
Market structure improves: competitors realise they have customers:

• Sim only offers and online subscription are becoming available 
• Mobile pricing is improving 

4*Based on a total market of 640,000 net adds in H1 2011



Group KPIs

Broadband Subs. 4,514,000 4,534,000 4,716,000
- 3 903 000 3 969 000 4 244 000

Dec. 2010 June 2011June 2010

3,903,000 3,969,000 4,244,000
Of which migrations from Alice to Free - - 44,000

- 611,000 565,000 472,000

Unbundling rate 87.5% 89.2% 90.8%

ARPU Group
(end of period) €36.5 €36.1 €35.5

ARPU R l ti > €38ARPU Revolution - - > €38
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Freebox Revolution: A Successful Launch

share in Net Adds

36%36%*

22%
24% 24% Record net adds market share

~80% of new subscribers 
14% opting for Freebox Revolution

Successful upgrade

2007 2008 2009 2010 H1 2011

Free net adds market share hitting record high
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Free net adds market share hitting record high

* Net of 44.000 migrations from Alice to Free



Free is Leading Broadband Market Revolution

Free is driving innovation in the fixed market
Unmetered calls to mobile
Cutting edge box
Integrating a Blu-rayTM Player

Unique Premium design by Starck
Smart TV (39 catch-up TV services)
Only box that turns into a HD game console
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A New Communication Approach

A new ad campaign
Premium positioningp g
Focusing on subscriber 
experience
Enlarging targeted 

b ibsubscribers

Testing store efficiencyTesting store efficiency
Encouraging feedback from the 1st Free store 
in Rouen:

• Positive impact on recruitments
• Improved after-sales services

Too early to draw definitive conclusions
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FTTH is Becoming a Reality for Subscribers 

Horizontal roll-out well advanced
Most of Paris covered horizontally at end 2010
100 cities and 3.6m plugs deployed or in the process of being rolled out

Operators are now focusing on in-building wiring
Dense 
Areas

1,800,000 households have chosen their in-building operator 
Targeting ~100,000 FTTH subscribers by end 2011

Co-financing is the rule
Agreement signed with Orange for approximately 5m homes
A unique network shared from the point of interconnection to suscribers
Investment pro rata to the addressable market share
Confirmed Capex plan for 2011 & 2012

Non Dense
Areas

Potential access to Grand Emprunt funding
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A clear path for FTTH upgrade



Mobile: Getting Ready for Launch  

Network roll out going as expected
Contracts signed for the rollout of its network to over 5,000 identified sites
IT d t k b i d l dIT and core networks are being deployed
2G & 3G Agreement signed with Orange: Full coverage of France

A changing market offering opportunities for a new entrant
MTR will be at €0.8c in January 2013 
Less subsidies: Sim only offers, reduced lock-up period, online subscription…
More smartphones at reasonable price

New Frequencies: Disciplined approach
The calendar is defined: 

• 2.6GHz frequencies (70 MHz): Bid due for 15 Sept. 2011 and frequencies 
awarded in Novemberawarded in November

• 800MHz (30 MHz): Bid due for 15 Dec. 2011 and frequencies awarded 
early 2012

Allocation process based on Price (taking into account a MVNO coefficient)
R f i f th 1 8GH b bl i t l t t
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Refarming process of the 1.8GHz probably coming at a later stage 



Financial Performance

Thomas Reynaud (CFO)
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Robust Financial KPIs
(€ millions)(€ millions)

Revenues 1,015 +2.6%

% changeJune 2010 June 2011

1,042

EBITDA 392 416 +6.3%
EBITDA Margin 38.6% 40.0% +140bp

,

EBITDA Margin 38.6% 40.0% 140bp

EBIT 235 260 +10.6%

Net profit 135(1) +7 9%145Net profit 135(1) +7.9%

ADSL FCF 218 196 -10.1%

145

12
(1) Excluding a €37m non-recurring income



Overview of Group Revenues
(€ millions)

Consolidated Scope

(€ millions)

Consolidated Scope

Successful launch of Freebox Revolution
+ Locking higher entry point ARPU at €38

Revenues up by 2.6% on Consolidated Scope:

+ Locking higher entry point – ARPU at €38
+ A 29% record market share in H1 2011

Negative impact of VAT changeNegative impact of VAT change 
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(1) Excluding inter-segments



Revolution Leading ARPU Increase
(€)(€)

36.3
35.5

Group ARPU under pressure

- Impact of VAT rise- Impact of VAT rise

- Fixed termination rate cut

- Mobile calls included in the Freebox 

June 2010 June 2011

Revolution package

+ Increasing use of video services

36.3

>38

Revolution driving ARPU up

E h d t i+ Enhanced customer experience

+ An evergrowing range of value added services

+ Increased stickiness
ARPU 

Freebox HD
ARPU 

Freebox Rev.

2011 Fl t ARPU d t t l
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2011 : Flat ARPU due to external pressures
2012 and onwards : ARPU increase through V6



Margin Expansion Driven by Operational Efficiency
(€ millions)

Consistent margin expansion: EBITDA

Group EBITDA

(€ millions)

Consistent margin expansion: EBITDA 
margin reaching 40% in H1 2011

EBITDA Margin

Operational Efficiency
Operational efficiency improved by 800bp

+ A virtuous unbundling model: 
250 news COs opened in H1 2011

68%

Operational Efficiency 

p
+ Scale effect on cost structure
+ Decrease in regulated tariff

63%

60%
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June 2009 June 2010 June 2011

% (Operating Costs/Revenues)



EBIT Up by +11%, Net Profit up by +8%
(€ millions)

Group EBIT

(€ millions)

A double-digit growth on EBIT

+ Operational efficiency improved

+ Amortisation policy reviewed for cabling+ Amortisation policy reviewed for cabling 
fees (from 4 to 5 years)

EBIT Margin

G fGroup Net Profit 

Net income excluding non-recurring 
income increased by 8% to  €145m

Non-recurring income of €37m after tax 
in H1 2010
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Proactive Capex Plans
(€ millions)(€ millions)

Network 22 29

Boxes 114 213

1H 2009June 2010 June 2011

Boxes 
& Cabling Fees 114 213

ADSL 136 242 Successful launch of the 
Freebox Revolution

FTTH 54 103
Mobile: Network roll-out 

Mobile 249 53

capex kicking

Total CAPEX 471 398
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Ambitious Investment Plans Backed by Strong Operating 
FCF 
(€ millions)

H1 2011: A €15m positive FCF  
ADSL FCF at €196m 

(€ millions)

Releveraging of the Group starting in H2 2011

414

(242)24

196196

(53)

(103)

(53)

(25)

Cash from WCR ADSL ADSL FTTH H1 2011Others Mobile 
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Ops before
Tax & WCR

CAPEX FCF CAPEX FCF(Interest, 
except. & tax)

CAPEX



A Resilient Core Business and a Solid Financial 
Profile

Steady Business Profile
Recurring revenues relying on a subscription based model (~€2bn revenues)
Critical size with 23% market share
Low execution risk on mobile

Strong financial profile
One of the lowest leveraged companies in the Telecom sector (0.8x as of June 2011)
Strong visibility and profitability of the Broadband business (>1.1bn€ of ADSL FCF over 
2010-2012)
Robust liquidity position

Conservative financing policy 
Proven track record of deleveraging post acquisition (from ~2 5x to less than 1x in 18Proven track record of deleveraging post acquisition (from ~2.5x to less than 1x. in 18 
months)
Family-owned company with management as shareholders 
Successful bond issue of €500m in May 2011
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Operational and Financial Outlook

Operational

Targeting ~100,000 FTTH subs by end 2011

Mobile: commercial launch in 2012Operational

Targeting a long-term Broadband market share of 24% / 25%

Financial

A cumulative ADSL FCF > €1.1bn 2010-2012

Objective to double total revenues by 2015
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