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Highlights

� Meteor acquisition completed and a strong sub performance in the first
month of consolidation. Meteor at the end of December has 565,000 subs.

� Interim dividend of 5 cents paid in December.

� Quarterly highlights

� Revenue of � 424 million, compared to � 399 million last year.

� Adjusted EBITDA of � 142 million, compared to � 153 million last year.

� Nine months highlights

� Revenue of � 1,226 million up 2% (compared to � 1,199 million last year).

� Adjusted EBITDA � 440 million, resulting in an EBITDA margin on the
same basis of 36%.

� Some 215,000 DSL customers on 9 February, moving to break-even.

� Significant pre taxation profits on disposal of property in the nine months of
c. � 51 million, not included above, and c. � 60 million of cash received.
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Meteor

� Record subs, up by over 100,000 in the quarter, incl. sim
cards sales

� 20 retail stores now in the group

� eircom Retail and Meteor working together
(at commercial arms length)

� Market share of 16.5% of the pre-paid subs, and market
share of 13.4% overall

� EBITDA positive in 2005

� ARPU rising to � 38 in December as post-paid subs
improve mix
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DSL line base: showing consistent  growth

Internet/broadband update

� Capturing market opportunity

� ~215k customers as at 9th
Feb 2006

� ~77% retail sector share

� Reiterate target of 500,000
subscribers by December
2007
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� m Mar-04 Mar-05
9 mths 

04/05
9 mths 

05/06

Dial up traffic 113 96 73 67

DSL 17 55 37 66

130 151 110 133
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Winback and Talktime

Competition for market share

Source: Company estimates

Winback

(Winback as % of gross losses)

61.4%

77.7%

Jan-00 to Dec-05 Apr-05 to Dec-05

To end December 2005
Winback 
success

Gross losses YTD (140,723)

Winbacks YTD 109,305

Net losses YTD (31,418)

�  Competitive marketplace features
� main competitors actively selling WLR with

approx. 171k wholesale PSTN lines and 32k
wholesale ISDN lines at end of Dec-05 (total at
end of Mar-05 = 114k)

� eircom’s response through winback &
customer acquisition programmes

� Talktime Anytime (launched on 3-May-05)
driving strong winbacks

� winbacks at 77.7% YTD to December
� Customer acquisition programme produced

strong sales to end of Q3:
� 26k  sales YTD 2005/06

� Traffic minute market share estimated at
68.5% at end Q3 2005/06 (70.8% at end
Mar-05)

� reduction reflects net losses from CPS or WLR
� highlights importance of winback activities



Financial overview
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Quarter 3 key points

� Voice and data traffic falling, interconnect and DSL
rising, margin squeeze

� Some one-off non-pay costs in Q3, transactions
/advisory

� No VL programme year to date, launched in Q4

� Good cash generation, dividends paid

� DSL revenue growth, moving to break-even as
expected, ARPU stabilised at c. � 38 p.m.

� Meteor consolidated for one month, break-even
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Income statement for the nine months incl.
Meteor

Dec-04 Dec-05 Dec-04 Dec-05
� m � m � m � m

Quarter 3 Quarter 3 Nine months Nine months
Revenue 399 424 1,199 1,226
Operating costs before depreciation & 
restructuring programme costs (250) (296) (753) (828)
Depreciation (75) (76) (229) (213)
Restructuring programme costs (3) (57) -
Profit on disposal of property 0 4 - 51
Operating profi t 71 56 160 236
Finance costs - net (32) (32) (93) (97)
Share of associates profit - - - -
Profi t before tax 39 24 67 139
Tax (5) (5) (10) (29)
Profi t for year 34 19 57 110

EBITDA before restructuring programme costs, 
non-cash pension charge and profit on disposal 
of property

153 142 457 440
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Quarterly overview of results

Note:

* Adjusted EBITDA is EBITDA before restructuring programme costs, non-cash pension charges and profit on disposal of property and
investments

Quarterly results Meteor Total
Q3 Q3 Mth Less Q3

2004 2005 Dec. Inter 2005

� M 2005/06 2005/06 2005/06 company 2005/06

Turnover 399 404 23 (3) 424

Total operating costs (250) (276) (23) 3 (296)

Non cash pension charge 4 14 14

Total operating costs adj (246) (262) (23) 3 (282)

Adjusted EBITDA* 05/06 153 142 0 0 142

Fixed Line business
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Quarterly overview of fixed line business

Quarterly results
Q1 Q2 Q3 YTD YTD

June Sept. Dec. Dec. Dec.

� M 2005/06 2005/06 2005/06 2005/06 2004/05

Turnover 399 403 404 1,206 1,199

Pay (82) (90) (86) (258) (263)

Non cash pension charge (IAS 19) (14) (14) (14) (42) (11)

Total pay costs (96) (104) (100) (300) (274)

Operating costs (168) (164) (176) (508) (479)

Total operating costs (264) (268) (276) (808) (753)

EBITDA before restructuring programme 
costs and exceptional operating costs 135 135 128 398 446

Adjusted EBITDA* 05/06 149 149 142 440 457

Prior year Adjusted EBITDA* 04/05 154 150 153 457 457

% Movement -3% -1% -7% -4% 0%

Fixed Line business

Note:

* Adjusted EBITDA is EBITDA before restructuring programme costs, non-cash pension charges and profit on disposal of property and
investments
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� Revenue has improved due to sales on ADSL and also higher interconnect revenue sales which
is low margin, partially offset by discounts given to promote sales.

� Cost of sales increases are due to higher foreign outpayments volumes and also equipment
costs associated with DSL and CPE.

� Costs higher in the quarter due to costs associated with defence of core revenue streams, and
consultancy/advisory costs relating to transactions and sarbox.

EBITDA movement - fixed line business

Fixed line Q3 against prior 
Q3

Year to date 
against prior year

� m � m

Adjusted EBITDA 04/05 153 457

Revenue 5 7
Cost of sales (12) (22)
Gross margin (7) (15)

Pay costs 2 5
Non pay costs (6) (7)

Adjusted EBITDA 05/06* 142 440

* Adjusted EBITDA is EBITDA before restructuring programme costs, non-cash pension charges and profit on disposal of property and
investments
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Business mix changing alters margin

� High margin voice business shrinking in the market

� Low margin interconnect has been growing

� DSL moving to break-even at EBITDA, but still discount driven with a high sales cost

Compared to prior 
Q3 against 

prior quarter
YTD to prior 

year

� m � m

- Access: PSTN & ISDN 0 3

                 DSL 8 29

- Voice & other traffic (12) (40)

- Interconnect revenue 10 28

- Other: Data comms, ISP & other 5 3

- Traffic, access & data discounts (7) (12)

- DSL discounts 1 (4)

Overall  revenue increase 5 7
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Some margin contraction

� Interconnect transit & foreign outpayment volumes have increased with a corresponding
uplift in revenue - which has a low margin.

� Purchase of goods for resale, commission and related costs has increased due to
equipment provided with promotions on CPE and DSL.

Gross margin - fixed line business Q3 04 Q3 05 YTD 04 YTD 05
� m � m � m � m

Turnover 399 404 1,199 1,206

Cost of sales

Interconnect 62 67 193 201

Foreign terminating traffic 9 14 29 38

Payments to other telecom operators 71 81 222 239

Purchase of goods for resale, commission and related costs 21 23 62 67

Cost of sales 92 104 284 306

Gross margin 307 300 915 900

Movement in gross margin against prior (7) (15)

Gross margin % 77% 74% 76% 75%
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Volume trends in the nine months

� Total channels have increased
year on year. Partly due to
increased demand for DSL.

� Retail lines are dropping however
as lines transfer to WLR.

� Leased lines numbers are falling
and customers are migrating to
higher bandwidth.

� Reduction is due to some market
share loss and migration to
mobile/DSL.

� Interconnect minutes are
increasing, due to increases in
transit and foreign terminating
traffic.

� Meteor penetration levels rising.

Fixed line Dec Dec % 
2004 2005 Change

Access - thousands of channels:
- PSTN/ISDN 1,894 1,787 -6%
- Wholesale line rental (PSTN/ISDN) 78 203 160%
Total access channels 1,972 1,990 1%
- DSL 114 197 73%
Total access channels incl DSL (©000) 2,086 2,187 5%

Leased lines 27,149 25,169 -7%

Traffic - millions of minutes:
Voice traffic 4,967 4,593 -8%
Data traffic 3,823 3,286 -14%
Total retail traffic minutes (m) 8,790 7,879 -10%

Interconnect serv ices minutes (m) 5,847 6,862 17%
Total Retail and Wholesale minutes (m) 14,637 14,741 1%

Mobile Dec Dec % 

2004 2005 Change

Prepaid subscribers 334 529 58%
Postpaid subscribers 6 36 500%
Total mobile subscribers (©000) 340 565 66%
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Pay costs

� Headcount of 7,258 at the end of December.

� Staff costs are up due to the non-cash pension charge.

� VL programme 2006 launched targeting to c.7,000 by Q1 06/07.

� New Voluntary Leaving programme launched December 2005.  Staff are
expected to exit the business in the last quarter 05/06 and the first quarter 06/07.
Costs are broadly flat excluding a one-off credit.

Other operating costs Q3 04 Q3 05 YTD 04 YTD 05
� m � m � m � m

Staff costs 88 86 263 258

Non cash pension charges 4 14 11 42

Total fixed line staff costs 92 100 274 300

% change 9% 9%

Headcount Q3 04 Q3 05 YTD 04 YTD 05

Fixed line services excluding subs 7,444 7,258 7,444 7,258
% change -2% -2%
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Other operating costs

� Materials & services
costs are higher in qtr
due to volumes and
lower ytd due to
savings on historical
contracts.

� Higher Sales &
Marketing costs due to
DSL sales support,
agency staff, branding
and sponsorship.

� Misc. costs are higher
due to higher fees on
consultancy for mobile
and sarbox.

Other operating costs Q3 04 Q3 05 YTD 04 YTD 05
� m � m � m � m

Materials & services 12 14 38 35

Other network costs 6 6 20 20

Accommodation 13 13 39 41

Sales & marketing 9 12 26 33

Transport & Travel 5 5 14 14

IT 3 4 11 10

Miscellaneous 18 18 47 49

Other fixed line operating costs 66 72 195 202

% change 9% 4%

Total operating costs incl pay and cost of sales 250 276 753 808

% change 10% 7%
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High cash conversion over the nine months

eircom 
group consolidated cash flow Dec ©05

� m

EBITDA before restructuring 
programme costs and non-cash 
pension charges 440
Restructuring & exceptional costs (19)
Working capital movement 1
Cash flow from operations 422

CAPEX and purchase of intangibles (176)

62
Interest paid (net) (70)
Tax (1)
Restricted cash 1
Rights issue 394
Acquisition of Meteor (420)
Dividend payments (109)
Net cash flow 103

Opening cash 31 March 05 388
Closing cash at 31 Dec 05 491

9 months ended

Receipts from disposal of fixed assets and 
investments

� A total of � 103 million cash
generated in the nine months.

� Cash flows in this quarter
affecting the trend

� dividend - � 54m

� 5 cents on 1.073 billion
shares.

� Working capital flat.

� Closing cash balance of � 491
million at the end of December
2005.

� Bank repayments on the term
loan commence in March 2006,
� 70 million per half year.
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Capex application

� c. � 200m to � 220m per year for
operations, plus property c. � 25m

� 3 year rolling programmes

� Focus on network renewal,
maintenance and improvement, to
support DSL and improve network
quality

� Cash outflow on Capex � 171m in
the nine months.

� CAPEX NGN plan will be outlined
at the full year resultsNote:

� Access includes service and household growth and
renewal

� Network services includes Switching, transmission
and data services

Network Ops
7%

Other
9%

Property
12%

DSL
10%

IT
10%

Network 
Services

17%

Access
41%
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Debt profile under IFRS

As at March ©05
� m

Dec ©05
� m

Bonds 1,060 1,060

Term loans 1,250 1,250

Overdrafts & other 0 4

2,310 2,314

Preference shares 0 145

Derivative financial instruments excl interest rate hedge 0 12

Finance leases 127 144

Total debt 2,437 2,615

Cash on hand (389) (495)

Net total debt(1) 2,048 2,120

Fixed interest proportion (2) 68% 71%

� Preference share capital (� 145 million) being reclassified under IFRS as debt

Notes:
1. Net debt is shown excluding capitalised debt issue costs of � 41m 31 March 2005  and � 37m 31 December 2005.
2. Fixed interest proportion includes amounts hedged



Meteor update

Robert Haulbrook - CEO Meteor
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Meteor continues to develop

Strengthened
network position

Strengthened
network position

Aggressive
marketing

Aggressive
marketing

Strengthened
distribution

Strengthened
distribution

Evolved
product
portfolio

Evolved
product
portfolio

*Unaudited
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Note: Data as of 10/02/05
Source:  ComReg, Press Reports, Competitor Intelligence

Market Share continues to improve as at
December ‘05

Vodafone O2 Meteor

48.6%

38.0%

13.4%

Volume ShareVolume Share

Total market: 4,214k subs

(Hutch 3 market share negligible to date)

51.6%

38.3%

10.1%

Value ShareValue Share

Total market: � 2,396m

Reflects pre-paid
weighting for
Meteor
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Continued success in post-paid sector

5 5 6 7

14

24

36

1Q04 2Q04 3Q04 4Q04* 1Q05* 2Q05* 3Q05*

Postpaid subscribers (©000)

*unaudited

Prepaid
94%

Postpaid
6%
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Meteor results

Y/e Y/e
Dec Dec Change

� M 2004 2005*
Services revenue 92 178 86
Other revenue 8 11 3
Total revenue 100 189 89

Cost of sales (41) (74) (33)
Pay (15) (24) (9)
Other operating costs (51) (76) (25)

EBITDA (pre FX) (7) 15 22

Mobile Subscribers ('000) 340 565 225

*unaudited
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ARPU

25.62 27.21 28.67 29.05

6.09
7.21

7.06 7.19

� 36.25� 35.73
� 34.42

� 31.71
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Q4 04/05 Q1 05/06 Q2 05/06 Q3 05/06
Voice Data Total

� ARPU increases due to higher mix
of post paid to � 38 in December

� Data accounts for 20% of service
revenues

� High SMS usage

� Some growth in GPRS and
premium content

� SAC costs blended are � 65
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Integration update

� Extending breadth of coverage

� Up to 300 new sites over 15 months

� Improving quality and systems

� Upgrading billing systems

� Adding new services
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Aggressive marketing

� Increasing reach and frequency of media plan

� Strong value message

� Clear, simple offers

� On-net offers to drive preference and ARPU

� Brand association with eircom
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Expanding distribution

� Increasing company owned stores
� 8 completed in 2005/6, now with 20

locations
� 5 more planned in Q4 2005/6
� 15 more planned in 2006/7

� Dealers continue to play a vital role

� Eircom Retail extends reach further

� Trialing sales of Meteor products

� Trialing referral programs

� Expanding eircom Broadband sales

    through Meteor channel

� Trialing sales in 5 Meteor stores
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Evolved product portfolio

� Launching EDGE by Q3 2006
� Low cost/rapid deployment in urban areas
� Up to 384 kbps, fast enough for most applications

� Expansion outside of Dublin area to coincide with equipment

upgrades

� Evaluating 3G options
� Limited application requirements today

� Launch push email by Q2 2006
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Conclusion

� Rapid growth in key drivers (Q3 year over year)
� Subscribers +66%
� Revenue +86%
� EBITDA Turned positive

� Competition increasing

� Key elements of strategy
� Improve customer experience - expect big firm performance
� Aggressive marketing with simple proposition
� Broad distribution



Concluding remarks
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Summary

� Solid operating performance, though some margin
contraction as sales mix changes

� Competitive environment driving significant sales
support and discounts

� Continued broadband growth with 215,000 at 9 Feb,
ARPU stabilised at c. � 38 per month

� Strong cash flow

� Successful return to the mobile market with the
acquisition and integration of Meteor


