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Netia's investment proposition 9008 N E T

Poland’s largest
altnet telecom

Broadband driven

growth strategy

Leveraging own
network scale

Competitive
advantage
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Poland’s largest altnet telecom operator with 2010 revenue of PLN 1,569m

A Growth driven via organic subscriber gross additions and bolt-on acquisitions

A Three times larger than nearest altnet competitors

A 2010 Adjusted EBITDA margin at 23% with FCF margin at 10% of sales

A Debt free with PLN 382m in cash and an additional PLN 700m available for potential acquisitions

Broadband-driven growth strategy aiming for one million broadband subscribers by FY2012
A Subscriber base up to 704k in Q1 2011 from 60k in Q4 2006
A Market share up from 1.5% in Q4 2006 to 11.5% in Q1 2011
A 25% of net broadband additions in the Polish market during the 12 months to the end of Q1 2011
A Dominant share of requlated broadband access among altnets (88% of combined BSA and LLU)
A 34% of broadband customers served end-to-end over Netia's own network
A Netia is guiding for 780-800k broadband customers by December 2011

1,226k voice subscribers at the end of Q1 2011

A Approximately 391k voice customers served end-to-end over Netia’s own network

A More than 739 voice subscribers served via wholesale agreements with incumbent (WLR)

A Approximately 95k voice customers served via unbundled local loops of incumbent (LLU voice over IP)
A Up-selling broadband to existing clients (focus on 2play)

A The Company aims to at least maintain its voice customer base through 2011

Approximately 5.0k km of backbone network and 4.5k km of metropolitan rings underpin all operations
Market leader in roll-out of LLU (535 nodes unbundled, 146k clients)

Leveraging competitive advantages of national backbone and residential market know-how
Attractive market growth potential and a positive regulatory environment

Largest altnet for business customers, strongly cash generative

Strong balance sheet and fully funded growth strategy

Experienced management team with shareholder value driven compensation plans

1 Based on Netia’s internal estimates of the total fixed broadband market volume
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Key financial and operational highlights

Dynamically growing business

PLNm 2006A 2007A 2008A 2009A 2010A 2011F
Revenue 862 838 1,121 1,506 1,569 1,610 a1
Growth (yoy%) -5.2% -2.8% 33.8% 34.3% 4.2% 2.6% 26%
Adjusted EBITDA' 221 17 171 304 359 405 103
Margin (%) 25.6% 20.4% 15.3% 20.2% 22.9% 252% 25.2%
EBITDA -69 17 171 313 586 nd nd
Margin (%) -8.0% 20.4% 15.3% 20.8% 37.3% nd nd
Investment outlays (excl. M&A) 174 244 248 246 200 230 59
Acquisition outlays 68 37 178 16 15 nd nd
Total capex 242 281 426 262 215 nd nd
Disposal proceeds na na 460 46 24 nd nd
Asset backed with net cash available
PLNm 2006A 2007A 2008A 2009A 2010A 1Q2011A 2010A
Total assets 2,155 2,071 2,283 2,34 2,568 2,538 647
Liabilities 210 343 355 316 271 263 67
Shareholders funds 1,945 1,728 1,928 2,025 2,297 2,275 580
Net cash / (debt) 144 -37 193 239 345 382 97
Undrawn loan facilities® 200 208 375 295 - - -
Enterprise value 1,730 441
Market capitalization (as of May 6, 2011) 2,112 538
Shares outstanding (m) 3910 3910
Lz
Backbone networks (km) 5,002 5,002 5,002 5,002 5,002 nd nd
Metropolitan networks (km) 4,068 4,452 4452 4452 nd nd
Unbundled local loop nodes 0 0 133 297 512 535 700
Broadband clients (k) 60 217 414 559 690 704 780-800
At least
Voice clients (k) 398 391 1,065 1,158 1,231 1,226 maintained

1 EBITDA for 2006 adjusted for an impairment charge on non-current assets and a gain on reassessment and cancellation of EI-Net's license fee liabilities.

EBITDA for 2009-2011 adjusted for a gain on reversal of earlier impairment charges (in 2010 only), one-off restructuring expenses related to the cost reduction program (the "Profit" project), gains on disposal

of P4 transmission assets, M&A related costs (in 2010 and 2011) and a positive accounting impact from the settlement agreement with TP (in 2009 only)

2 Netia cancelled the PLN 295m credit facility on July 29, 2010 and signed a mandate to arrange PLN 700m of new financing to fund potential major acquisitions
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Revenues and EBITDA development
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Source: Company, PLN/EUR spot rate as of May 9, 2011 was 3.9215



towards 2020
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Netia's Vision and Mission on its strategic path

A

Finished solutions
responsibility -
Vs

anytime, anywhere
_——

We deliver the
(™ world on-line
Netia, us

personalized

p BN

digital,
all services,

power, choice,
convergence

connectivity,
communication

Delivery of services

—
By 2020 Netia will profitably grow to be Poland's No.1 on-line gateway through
A Delivering integrated and easy to use solutions

A Providing a superior customer experience, and

A the Drive of passionate employees inspired by our values
L —
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Focus areas for Netia's future value proposition
to the market and investors

home &
business
segments

customer
experience
“Klientomania”

brand

people &
organizational values
culture
IT systems _
architecture N ET I A partnership

organization

effectiveness solutions

network:
next generation home & media
netwaork (NGA) gateways

network:
LLU & other
wholesale access

profitable growth creating value for investors

organizational integrated

communications
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Areas of competitive advantages build out and oW O NET A

value creation

A
AWA Customers

VAN
NA Integrated solutions

/N
AWA Infrastructure

VAN
AvA Organisation
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Excellence in processes that run through critical customer touch-points to deliver customer experience distinctly
better than with the key competitors

Streamlining customer processes to optimize operational and financial performance

Recognized & well-perceived brand as a core asset supporting our strong market position in the Home & Business
segments

Portfolio of integrated solutions that comprehensively meets the communication & entertainment needs of our
Home & Business customers

Strong expertise to consistently design & launch customer-winning propositions
Ability to design user-friendly & intuitive interface and deliver effortless user experience
Strong partnerships and seamless integration of third-party products & devices within our solutions

Own access network infrastructure largely upgraded to Next Generation Access (NGA)

Migration from regulated & wholesale access to own infrastructure once sufficient local scale had been achieved to
enable value-creating own network deployment

Optimisation of network roll-out cost and risk-sharing through co-investment & cooperative arrangements, offering
wholesale services to third-parties and leveraging public & EU funds

IT architecture supporting seamless & effective delivery of critical business processes

Agile, effective and flexible organization & processes

Company values strongly reflected in employee behaviour

Passion for exceeding customer expectations by going the extra mile
Strong & deep employee empowerment across all organizational levels
Senior and middle management strongly motivated by stock option plan

investor.netia.pl



Mid term guidance and long term outlook remain stable while
balanced growth should drive improvements of Netia's financial

position in future
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Medium term guidance (Until 2012)

Strategic Financial Goals (Beyond 2012)

Revenue growth (CAGR) - overall 3%-5%

Revenue growth (CAGR) - retail segment 5%-10%
EBITDA margins

at 23% 2010

at 28% 2012

Increasing net operating profit trend 2010-2012

Increasing free cash flow trend 2009 -2012

Capex to sales down to 15% by 2010

1 million broadband subscribers 2012

Blended fixed line market share to grow from 11.5%
to at least 15%

Expected revenue growth above 2% pa delivers increasing
value share

EBITDA margins in 26% - 28% range throughout

Capex to sales ratio to stay below 15% during
network upgrade (2011 - 2013) and falling to
10% - 12% thereafter (2014 - 2020)

OpFCF margin to sales continuously above 10%

All guidance excludes impact of potential transformational
M&A

7 I Based on Netia’s internal estimates of the total fixed broadband market volume
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Revenue development by customer segments

Residential
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1 SOHO = small office, home office, SME = small and medium enterprises
2 In Q7 2011 Netia reclassified certain revenues between Corporate and Carrier client segments, with adjustments to the comparative figures for all quarters of 2010
3 EBITDA margin was restated to exclude an impact from the sale of transmission equipment to P4 in tranches in Q1 and Q3 2010

investor.netia.pl

N E T I A
SOHO/SME'
PLNm
200 s 34,3% 32,1% 33,6% 40%
)5 35%
28,6%
120 25%
20%
80 15%
20 10%
44 46 46 48 49 5%
0 0%
Q12010 Q22010 Q32010 Q42010 Q12011
[———1Revenues EBITDA margin %
Carrier?3
PLNm
200
51,6% 9 60%
160 48.5% 424% 47,2%
42,3% ’ 50%
120 40%
0,
80 30%
20%
40
52 60 61 53 57 10%
0 0%
Q12010 Q22010 Q32010 Q42010 Q12011
C——IRevenues EBITDA margin %
8

Note: Customer segment EBITDAs presented above exceed Netia’s total reported EBITDA due to certain costs being allocated centrally (please refer to notes to financial statements for more details)

Source: Company internal management reports



Netia's strateqic vision for network PP ONET
transformation and margin expansion

A

Planned evolution of Netia clients by technology More customers on high margin own networks
A NGN and VDSL solutions will be commercially trialed
’ before Netia commences roll-out
‘ oM NGA A Netia expects to be able to keep investment spending
'EESS below 15% in relation to annual revenues even in peak
Upgraded netzv%l;j roll-out years
Y NGA A Network transformation is expected to take place
e n;(x&k between 2012 and 2016
U
2010 2020
RGU' per subscriber in Residential Segment (x)? More customers taking multi play services'’
A RGUs will be driven by further progress on double-play
‘ services and introduction of TV services in 2011

A TV pilot introduced already in Q4 2010 in select
regions with approximately 30k homes passed

A Plans to expand NGA coverage to 500,000 homes
passed by the end of 2011

2010 2020

1 Revenue Generating Unit

investor.netia.pl 2 Tincluding IPTV impact




Netia's own network coverage

A Backbone fiber network of approximately 5,000km
A Metro fiber network of approximately 4,450km
A Own duct pipe of approximately 3,200km
A Typical capacity 72j
A Metropolitan fiber infrastructure in 44 biggest cities of Poland
A Over 40 C/DWDM sites in all major cities
A Alcatel based SDH network (1500+ SDH sites with STM -16 and STM -64)
A Two independent networks carrying all packet traffic
A Carrier Ethernet and Metro Ethernet for L2 services
A 30Ethernet nodes with 10Gb uplink
A 150 Ethernet nodes with 1Gb uplink
A 550+ ADSL nodes with 1Gb uplink
A IP core network for other services
A 15CoreIP nodes with 10Gb uplink
A 4POlwith International IP Transit Providers
A 5Collocation Centers (Tier lll class)
A International point of interconnect in Cieszyn (route to Prague and Frankfurt)
A One homogenous management system with end-to-end provisioning capabilities
Netia

Point of Presence

investor.netia.pl
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LLU: 368 (164 active)
Source: Company 10
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Positive requlatory changes

Market status prior to introduction of regulated access in 2006

A Altnets competed with the incumbent in select country concession areas over their own local networks, target addressable market was limited to their
own network coverage (Netia's accessible market was 398k lines), nationwide competition only for call-by-call services

Market status post WLR/BSA regulated access introduction in 2007

A Regulated access over incumbent’s network allows altnets to resell voice, broadband services and subscriptions based on wholesale (WLR/BSA)
agreements with the incumbent (TP)

A New regulatory regime allows Netia to reach out to more than 10m residential and business customers connected to TP's local networks

A Netia’s national backbone network & back-office, brand and business processes are now leveraged across the entire addressable market nationwide

Market status post LLU regulated access implementation in 2007

A LLU legislation in place since 2003 in Poland, but effective unbundling process possible as of 2007, LLU tariffs significantly reduced as of 2009 improve
attractiveness of LLU customers to altnets

A Incumbent’s network comprises ~5k nodes with average ~2k lines per node (totalling ~10m lines)

A Netia becomes the only truly successful altnet in Poland with 535 nodes unbundled by the end of Q1 2011, targeting 700 nodes unbundled by 2011
year end

2006 pre regulatory access Q12011 with regulatory access

Households(14.2m) SOHO/SME (1.2m) Corpo (30k) Households(14.2m) SOHO/SME (1.2m)  Corpo (30k)

/I- )

10.1m Voieel.7m Broadband

TP

)

»K TE  6.2m Voice + 2.3m Broadband
s Netia73% WLR315% BSA146k LLU
PP LA - Other altnets634k WLRGE0k BSA3k LLU

[ W W Netia 398k Voice60k Broadband LRI
RRRLICETPN W W Netia 391k Voice + 23k Broadband
Other altnets 1.0m Other altnets #“m
\ N G \ N K Y,
Netia addressable market today is:
A 73mTP lines A WiMax national license
A 396k Netia own lines (550k lines of installed capacity) A Ethernet networks acquisitions (502k homes passed to date)
investor.neti a.pl 1 TP lines in retail (excluding wholesale to altnets) Source: Company, TP, UKE, press releases .



Regulatory conditions in Poland
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Monthly fees
Full LLU costs .
S PLN 22 Fee frozen until Q4 2012
Shared LLU costs? PLN 581 Fee frozen until Q4 2012
(Internet)
Voice wholesale cost (WLR) PLN 20 Fee frozen until Q4 2012

Internet wholesale cost (BSA) subject to margin

investor.netia.pl

‘Cost plus’ formula 05Mb/s | 1 Mb/s 2 Mb/s 6 Mb/s T0Mb/s | 20 Mb/s
squeeze test PLN 19.05" | PLN 21.22T | PLN 25.66" | PLN 26.76! | PLN 29.73" | pLN 32.70!

Source: Company
1 The amount of a wholesale charge can be lower but cannot be increased by the end of 2012
2 A client should have an active voice service or pay a line maintenance fee of PLN 30 gross
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Wholesale model works successfully
Business Model (2play)
WLR A TP offers Voice & 2 Mb/s Internet for ~76 PLN!
Netia PSTN g A Netia bills voice and Internet for ~ 72 PLN!
I { = A Netia pays to TP ~26 PLN for Internet and 20 PLN
for WLR
A TOTAL cost ~ 46 PLN
BSA
A Gross margin 36%
A Netia does not invest in DSLAM
NETIA IP Network A Netia can only resell services offered by TP i.e.
- Internet Access bandwidths

Wholesale Strategy

A Single play customers represent a base for cross selling

A Migration of 1play (BSA) customers to higher margin LLU services (shared LLU) began in Q2 2009
A Migration of 2play customers to full LLU access from November 2009
A

78k clients migrated in total by the end of Q1 2011

Source: Company

. . 1 An effective net price when signing a 24 month contract, Voice charges as per tariff plans doMowy 60 (TP) and Evenings & Weekends (Netia) (VAT at 22%)
investor.netia.pl P gning ges as per tariffp wy g 5 ”




LLU model offers broader opportunities i 3

Business Model (2play)
A Netia bills Double Play Revenues for voice and 4Mb/s
Internet service at ~ 61 PLN'
A Netia pays TP 22 PLN monthly line rental fee
) ¢ A Gross margin 64%
¢ 0 A Netia has to invest in its own DSLAM
al (~ 200K PLN / node)
LLU A NETIA controls services delivered over DSLAM
- Speeds
- Value Added Services like IPTV, VOD, PVR
LLU roll-out
A Target to unbundle 5.0m TP lines with 700 DSLAM
in 2008-2011
NETIA IP Network - Attractive operating leverage on unbundling
- Internet Access ~10% of incumbent’s infrastructure accessed
- Carrier Class VolP ~50% of the total addressable market?
A 535nodes unbundled as at March 31,2011

A Migration of wholesale customers from Q2 2009 (1play) and Q4 2009 (2play); 78k clients migrated by the end of Q1 2011

A Attheendof Q12011 Netia served 146k LLU clients (an average of 273 clients / node)

1 An effective net price when signing a 24 month contract, Voice charges as per the Evenings & Weekends tariff plan (VAT at 22%) Source: Company

. . 2 Netia targets selectively nodes with 10k+ lines per node (average no. of lines per node in PL is ~2k)
investor.netia.pl 14




Consolidation opportunities in Ethernets
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Business Model

A

A

Netia controls all elements of access network =
no,last mile” access fees to third parties

Average Internet ARPU at ~ 43 PLN

Potential for ARPU increase when introducing

Wholesale Strategy
A

A
A
A
A

A

. . Source: Company
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