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“’ Founder and CEO since 1999

“ QOver 22 years of experience as a Senior Executive in the technology

and telecommunications sectors




GVT develops a unigue model rolling out the most modern network in Brazil with the best Triple Play of
(Fixed Voice, Broadband and Pay TV), innovation, and highest quality maintaining its competitive adva

Sustainable competitiveadvantages in a favorable macroeconomic and competitive environment

Most modern network and
IT platform in Brazil

Powerful geemarketing
strategy and
Favorable license terms

Superior Customer Care

Scalable & standardized
processes fogrowth and
new areas efficient roHout

Attractive and innovative
offers with best cost /
benefit ratio

Growth Drivers

Three initiativeswill drive
the company for the future

Fastest growing
telecommunication service
provider in Brazil in terms

of Revenue and EBITDA

GVT

A Advanced|atestgeneration,network andlastmile architecture,own localloop network with FTTCfiber to
the curb)

A Oneof the largestbackbonesn the country

A Selectiveandvariablecapitalexpendituresdue to favorablelicensegerms

C Build network only targeting high-usage/highmargin customerin most profitable areas throughout
Brazil

A GVTisrecognizedashavingthe highestquality of service with the highestcustomerengagement

A Fullyscalablesales& technicalprocessesor roll-out in new cities
C Costefficientgeographiarowth
C GVTwill launcharound65 new citiesin the nextfive years(currentlypresentin 119cities)

A Offerswith innovativebundlesat very competitiveprices
C GVTrecognizedy customersaasmostinnovativeoperatorwith the bestcost/benefitoffer
C Broadbandspeedsip to 100Mbps,highestin the market
C Onlyoperatoroffering TVbasedon IPT\technology(allowinginteractiveservices)

A Territorialand network expansion enter ~65 new citiesin the next5 years
A Broadbandeadershipc continueto deliverhigherspeedshanthe marketwith the bestcost/benefitratio
A Expandnto new segmentsPayT\and DataCenters

Proventrack record andcontinuouslyaccelerated quality growth

A RevenueCAGPRf 41% and EBITDACAGPRf 46% over 20092011, highestEBITDAarginin Brazilamong
Telcooperators

A 2012 Guidance Revenuegrowth in the mid 30Q EBEITDAMargin around40% Total CapExR$ 2.3billion or
EUR-1 billion (of whichR$500millionto PayTV),TelecomFCRo Breakeven

A 2014outlook Revenue- R$ 7 billion or EUR-3.0 Billion* (CAGRf ~31%2011-2014)

A 20160utlook: Revenue- R$ 10 billion or EUR4.2 Billion* (CAGRf ~18%2014-2016)

* Based on exchange rate of EUR 1 = BRL 2.38



Financial results

CAGR

3,354
R$ millions

NET REVENUE

B PayTV
|| Corporate
B Retait

28

2008 2009 2010 2011

EBITDA 503 656 1,009 1,393

EBITDA Margin 38.1% 38.6% 41.8% 41.5%

CapEx R$ million 762 698 1,317 1,843

EURO millions

NET REVENUE 498 601 1,029 1,446

EBITDA 190 240 431 601

CAPEX 287 255 562 795

GVT 3

1- Internet Segment revenue (VolP based services + Internetipisérvice) is included in the Retail revenue
* Includes ISP and VONO



Operational results

Lines in service

CAGR
6,358 4,372
32 3,035
4,232 Lant 2,071
| o | 1,319 1'9“’ 2'709

2008 2009 2010 2011

m Voice* Broadband

2008 2009 2010 2011

B PayTv [ | Corporate [l Retail

Net New Adds

CAGR
— 1,036
617
451
916 350 544 568
2008 2009 2010 2011

M Voice* Broadband

2008 2009 2010 2011

B PayTv [ ] Corporate [l Retail

* Includes ISP and VONO



Brazilian economy is expected to continue to grow due to internal and external factors, resulti

an improvement of income distribution and spurring growth of Corporate segment

ABCclasse®xpected to gain
13 million people over 201t 2017

Corporate will grow 13% by 2017

Population by soci@conomic class (M)

113 137 158 | ABC Classes
204 —— Country population
195 .
190 Social Class and

8%

Family monthly income

AClass (> R$ 12,44
u B Class (R$ 6,288 12,440)
m C Class (R$ 2,448 6,220)
m D Classe (R$ 1,24 2,488)

mE Class (< R$ 1,24

2008 2011 2017

GVT

BusinessefV)

CAGR =2%
‘ 5,0
4,4

2008 2011 2017

Sources GVT calculation, based on IBGE and FGV data



Regulatory and Competitive environment

@ Regulation

Reductionof MTR

Upsideto GVTMargin but not strong
enough reduction to trigger material
migration of traffic from fix-to-mobile,
at least until 2015 (MTR 2012 EUR
0.159 MTR2014 EURD.131)

Billand Keep

Plannedto be introducedin 2012 and
will enableGVTto introduce unlimited
local packages,which will maintain
voiceARPU

SeACaw(TVLaw)

A new law passedin 2012 that will
enable Telcosto operate TV via cables
and not only via satellite Due to this
law, GVT can utilize IPTVtechnology
alsofor broadcastingservices

@ Competition

No Major movementsyet by the incumbentsto
upgrade their networks to fiber connectivity,
allowing GVT to maintain its competitive
advantageon Broadbandand IPTVat leastin
the shortand mid-run

Some price pressure in all segments as
competitiveenvironmentis moreintense

TIMfiber plansto launchresidentialbroadband
servicein the cities of SaoPauloand Rio de
Janeirowhich shouldintroducea new playerin
thosemarkets



Market and Competitive environmeng, Intense and growing competitive environment

Competitors Market data
America Telefonica Portuaal Number of Number of 2011-
(2011 data) Movil (Slim) Grou Telecgm TIM Sky lines2011  lines 2017 2017
Group P (M) (M) CAGR
Group EBITDA margin (%) 26.2% 36.3% 31.4% 27.1% 28.0%
Embratel Yelefonica g
Voice  ROVSTMESIRS ROVEESRE | e re rintelig 29 a7 18%
(CAGR 1a1: (CAGR 121:- 25B (CAGR i
Fixed 3.2%) 9%) 11:-11.8%)
Revenues: R§ Revenues: R$ Revemégs: 9 aes Atimus
Broadband 3.38Y 3.4B R$9.3 16.5 28.0 9.2%
(CAGR Ha1: (CAGR ta1: (CAGR040:
2.6%) 10.8%) 0.6%)
vivo TIM
Voice Revenues: R$ Revenues: R$ ) Revenues: R$ 242 329 5,3%
12.4B 18.6B Revenues: RS 178
_ (CAGR H1: (CAGR ta1: 10.4B (CAGF (CAGR 1a1:
Mobile 5.4%) 12.6%) 10-11: 15%) 18%)
Broadband 7.8 20.4 17.4%
N=T Embratel TV SKY
_ _ Revenues:
Pay TV Revenues: RE Revenues: RS Revenues: R R$5.7B 12.7 223 9.8%
(CAGR 101: (CAGR ta1: 0.38B (CAGF (CAGR H1:
17.5%) 57.4%) 10-11: 57.9%) 46.7%)

GVT

Source: operators data, Teleco, Morgan Stanley for full year 2011 o A
(1) NET does not show split of revenues for fixed broadband and'PapINETNS JS Yy dzS &
revenues shown here are only for Embratel (2) 2010 data, 2011 not yet issued by Oi

I NB


http://infoplaypodcast.files.wordpress.com/2010/03/logo-intelig.gif

Strategy and drivers

“ GVT aims to become thetalternative player in Telecom and PayV through continuous network
expansion, product innovation and excellence in customer relationship

Strategy by Segments
[ | [ |
Data Centers:
Broadband: PayTV: gain Corporate portfolio
increase market share to be enhanced by
leadership quickly expansion of Data
Centers

/Best cost/ /ABoost penetration /ANew technologies AExpand Data
performance ratio in existing ANew portfolio Center & Managed
/Best experience customer base and based on VolP/SIP Services business

through VAS and have high takeout platform
content of new customers /AMove to unlimited
packages

A Accelerate network expansion and population coverage
A Be in most miesized and large Brazilian cities

Accelerate coverage

Take the lead on Y - <A X < s 2 oe ow A L o xe o . Al .
innovation and enter ALYGONRRdzOS Oz2yaidlyidfte ySg LINRPRdzOOG& YR TSI Gd2NB

new segments unique platform
| | |
Cﬁg{g{ﬁgf g;r]; A Lead the market in customer engagement with the lowest churn rates
. | ]

Make organization
more efficient

GVT 8

Drivers of Growth and Margin

A Continue adapting organization to fast growth and make it more efficient




Accelerate CoverageAccelerate network expansion and population coverage, be in mo

mid-sized and large Brazilian cities

Market in covered cities (M)
(households + businesses)

GVT is currently present in 119 cities

~185 cities in 2017 28
: 17 19
Region IV:
Nationwide long
distance
(Embratel)
e 2011 2012 2017
RN
& Homes passed (M)
PE
%’ﬁ st © CAGR #14,4%
0O 16
| S Region | 7 9
@ _omm S
Region Il ES
(©) © [ 4] 2011 2012 2017
2
Region IlI ; & & = % A A S ~ =
(Telefonica) a | N'Jl. Su hoasz p?eiet:\ci R oe D+ ¢
' 57%
Number of citi o
. a6
O

Gv T 2011 2012 2017 9

v Sources: IBGE, INSEE, Office for National Statistics, CIA Factbook



Accelerate Coverage GVT is increasing its market share nationally

“ GVT is gaining Market Share in all segments and all cities. However, GVT still has opportunities
further expand geographically and gain higher market share nationwide

2008 2009 2010 2011 2017

# of cities in

Broadband Market
Share (Nationwide) 5% 6% 8% 10% 17% f

Pay TV Market Shard 0 NA NA 0.3% 8% f

(Nationwide)

Voice market share i
homes passed area 23.7% 23.3% 22.2% 23.1% 25.9% f

GVE 10



Accelerate Coverage Continue to expand backbone and access network

Backbone extension evolution Accesses of last mile buitiut per year

Route Kilometers

4,182
3,282
2,382
900 900
487 1,444 it 670
. . — § . .
2008 2009 2010 2011 2012
2008 2009 2010 2011 2012
M Built Access (Thousands) Accum. Access (Thousands)

CapEx Efficiency*

Network Utilization

5SaLIAGS D+x¢Qa ySig2l
young, GVT has reached
network utilization at the
same level of incumbents

2011

Gv I HOi(Regido |) MOi(Regido ) Telefénica M Total Brasil GVT 11

* Not considering accesses launched in the last 6 months
** Estimated figures



Take the lead on innovatiogq Most advanced network in Brazil

D+ ¢ Qa Yozdatél corézhdtwork architecture enabling the Company to lead on product innovatiol
and performance

Corewith full IP convergencedasedon IMS (IP Multimedia Subsystempand SIPProtocol, supporting Multimedia
Serviceandvoiceover|Pwith highestquality services

C Incumbentshavemostlycore basedon circuit switchedtechnologywherevoiceand data network are separated

LastMile architecture GVTlast mile architectureis basedon FTTGFiberto the cabinet)deliveringup to 100 Mbps
per client, while incumbentslastmile is mostlybasedon long copper,with limited broadbandcapacity

D + ¢ Qa-oriénted [SabtIMile Architecture enables ultra high broadband speeds

Switch
(Core: IP and IMS based) E,_gr ‘ E_!E ‘

Fiber metro ringc Maximum 5 SC Short copper last mile; mostly VDSL2echnology

(Currently 10 Gbpsy  Evolving to 100 Glopégﬁ‘P KAverage 400 ng up to 70 Mbps per subscriber
L — L/ | up to |

e =
Street cabmet (SC) -

With up to 1600 customers /

(Voice + Broadband) Up
100/1420 Growing focus in the
next 5 years
s /m Xt 5y
=T

— Fiber Optics Fiber last mile (FTTH)up to 100 Mbps per subscriber
GVT = .




