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End-user behavior is changing
From internet to “evernet”

Home

"Free or fantastic"
services

Simplicity & user

experience Digital camera PVR set top box  VOIP clients

Digital life .

oges Dlgltal VCR Mu3|c & Mobile

9 : : gaming Computer

mainstream Invasion of smart \ y
devices in the _
home Enterprise
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Privacy and axald

security : _ | ...} . ime _ .
High emotional eLearning HD Video Unified Home
attachment to conferencing communications  working

Internet super
brands

HQT -

“eMedicine Remote security Storage area  Community
\_ networking VPN
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In order to provide necessary investments
In building customer experience ...

... NSN also enables extreme efficiency
solutions for operators

Nokia Siemens \\\\
Networks \\\\\

)
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Communications Service Provider (CSP) in 2015:
From network centric to customer centric

CSP Today CSP in 2015
Network is complex Network is simple
« Each network with own service platform landscape » Centralized service hubs
* Many different billing / charging systems » SDP and converged charging systems
» Several ways to deliver voice » Flat network architecture
(TDM, ATM, VoIP) W « Single RAN = evolution to multi-radio

Biggest business comes from voice
» Voice 80-90% of revenues

» Data dominated by SMS

* Low, but increasing mobile data usage

Business comes from broadband

* Move to IP - digital live is mainstream

» >25Mbit/s across the network

« 300x mobile data increase from 2008 .

Telecom & Media are separate businesses
e Own IT outsourced to 3rd party
» Some enterprise data-warehousing

Telecom, IT and media converge
» |IT services and applications cloud
* Infrastructure provider and enabler

« Internet content and applications
drivers of usage

Global CSP with independent operations
» Mainly local operator operations

» Limited synergies realized on
cross-borders M&As

Centralized service operations architecture
* Network is key asset, but operated by 3rd party
» Service hub across technologies & access -

Source: Nokia Siemens Networks estimates
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We help CSPs build customer value through
efficiency and experience

Efficiency Experience

Flexible service creation & mgmt Customer & service experience

 Effective linking of subscriber data » Solutions to optimize experience
with CSP and 3rd party platforms on real time — leverage data on
« Simplified charging for fixed, customers, services, charging,
: mobile, postpaid, prepaid and network, devices
Services Bt T e Better targeted services — based

‘ on maximum insight

Network _
W __ Customer & content aware delivery
Efficient, low-cost connectivity « Multi vendor professional service
* Innovation in technology, skill and network management
products, site solutions, energy . Techno|ogy for customer

efficiency awareness and Quality of Service
« Managed services — global ole]plife]
delivery, multi-vendor, automation ) NSN today

. N S N tO morrow Nokia Siemens

Networks
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Let’'s look at some success stories within our

iIndustry

Customer profitability

Effective »

Customer ellsa

Care

Asian CSP Radically

cuts revenue reduced

loss time-to-market

& Globe

Unified
customer
. mtelhgence

SAis

Business

processes

Effective

service .
monitoring HEEs

device

Automated jgaq

management

Automation
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Effective partnerships

Effective
business
transformation

Rapid

launch of .

new services

Optimized network

Boosting
quality and x<
capacity

Extendlng m
to rural areas
Improved

transmission.
capacity

Reduced energy bill

Lowering site
costs SoftBank

Green energy
solution

Nokia Siemens
Networks
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We are getting deal momentum back

e Telenor Denmark awards the 1st Nordic “Nokia Siemens Networks
LTE contract to NSN secured 55.2% of total contract
: awards (2G, 3G, LTE) during
* Chosen by NTT DoCoMo as their only the September 30th, 2009
non-Japanese supplier for LTE ended quarter, beating Huawei
e 22 new 3G deals secured in 2009 up to (19.4%), and ZTE(14.9%)"

now

) _ _ _ EJL Wireless Research,
e Unitech Wireless India greenfield roll out Nov/2009

with an important new customer

* Hutchison Hong Kong network |
modernization and expansion project <

: _ Significant 1H2010
* Selected by Telefonica for (LTE) trial in Oégprgr'tﬁ?]?ﬁes in key markets

the Czech Republic such as India, Brazil, US and
e |IDEA Cellular India: Device China
Management solution

e Oi Brazil multivendor / multi-technology
Managed Service and Care contract

* Telenor Pakistan off-grid energy solution

Nokia Siemens
Networks

g
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Leading business transformation

through services
\\ Ashish Chowdhary

‘—Iead of Global Services
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Services Is a growth market...

Key market trends
« Economic climate & driving Capex and Opex pressure
* Price erosion widespread

« Communication Service Providers (CSPs) and vendors
Identifying optimal role in value chain

* Investments into customer experience, complexity

reduction
€6E;” Our assets

50 600+ customers

40 » 28k service professionals across 150
20 countries

e #2 in Services
20 o #1 in Network Implementation
10 « #2 and fastest growth in Professional

Services
2007 2008 2009e 2010e

Professional services (MS, Care, CSI)
Product related services (NI)

Nokia Slemens

Source: Nokia Siemens Networks
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...and there is a significant upside potential

Enlarged
opportunity
through
solutions-lead,
partnered

Current approach

addressable

IT — internal y e

1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014

Addressing these new opportunities needs Transformation
Networis ™

Source: Gartner, KPMG, NSN analysis f.. .
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Services transformation to realize the potential

Services Services Services Services are
support differentiate lead products the products
products products

Product focused Services focused

FDeIiver Transform
OCUS On
: Focus on
ex%cnuélon innovation
efficiency and growth
Network Managed
Implementation Services #2
#1
Care #2

Nokia Slemens r
Source: Nokia Siemens Networks analysis ;
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Services transformation to realize the potential

Strategic Direction

Services Services Services Services are
support differentiate lead products the products
products products

Product focused Services focused

FDellver Transform
OCUS On
: Focus on
ex%cnuélon innovation
efficiency and growth
Network Implementation Managed Services

Care

Nokia Slemens _
Source: Nokia Siemens Networks analysis ;
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Driving for the future

e Managed Services —
a growth engine

e Care — profitable and
growing

Network implementation — efficiency
driven; opportunity for innovation

I ', :- d -

—

Global service delivery — key differentiator

Nokia Siemens
Networks
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aStrong global presence in Managed Services

7

[EM BARQ}

N

=

{ TELECOM
—

Managing networks ca
300 million subscribers
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~ Over 230 Managed
Services contracts
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Europe

G With strong win momentum in key markets...
Complete operations of

fixed and mobile multi

vendor networks in Spain & UK

36IS  amm 4

-
North America EMBARQ

First ever telecom outsourcing
project in North America,

Multi vendor operations

India
Largest MS prower

delivering complete operations
for new &

established csPs  bhart lAil8l

- R

Latin America

Largest MS provider in ”'-Gi"'
Latin America with a 5 year
€ 1.1 billion multi vendor

managed services contract Africa

Biggest multi-vendor
outsourcing case

in the region; one of the first

supplier swap Managed y
Services deals of its kind

- AR
8 © Nokia Siemens Networks Nokia Capital Markets Day 2009 ‘ '



G...and delivering efficiencies on large scale

: (12 || 18 |[ 19 || 10 | |#of deals*] \

1HO08 2H08 1H09 2H09* til 3Q09

#2 Managed Services Only vendor to gain
vendor* -~ market share in 2008*

70 multi vendor

Managing over 500k
network elements,
50% from other vendors

*Source: Informa report, March 2009 & Equipment Vendor Services to Service Providers report, Infonetics _
Research, May 2009 Nokia Siemens

** Deals are public and non-public
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Q Care services — stable and growing portfolio of

attractive services

Healthy top line and margin growth

Preventive Software Support services
driving enriched customer experience

Multi-vendor Care, Life extender
portfolio winning more customers

Opportunity in CSP internal Opex on
network repair and maintenance

Increased usage of global delivery
driving costs down

Care services for 1 300 technical experts
industry’s 2nd providing remote care
largest installed services to over 360
base customers

10 © Nokia Siemens Networks Nokia Capital Markets Day 2009
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Bejing 2008 | PEBHIEE
CHINA MOBILE

3 ©
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JETR2008E BB £ & fE G
Partrer of the Bei Games.

6.5 Million visitors,
110 000 calls/ hour

0 outage and 0 end-customer
complaints during Olympic
Games, 100% reliability

Increased usage of automation
& global delivery - 74% of
customer trouble tickets now
resolved earlier (tier 1 and 2) up

from 66% in 2007




© Network Implementation — new growth
opportunities in a traditional business

Execution capabilities of 5 000+ base
stations rollout per month

Proven turnkey leadership

Target growth areas around Multi
vendor and OSP rollout

GM improvement despite sales decline
Centralized, remote delivery & project

management excellence In a CSP in Germany we are
Energy solutions driving Opex installing non-NSN equipment
efficiency In Indonesian CSP we are

doing project management for
a multi vendor rollout

#1 in Network 11 projects & 100+ 1 site on air 200k + site
Implementation trials on green every 3 minutes integrations in
energy control 2008, 1/3rd

already; 360 solar
panels sites installed

remotely

11 © Nokia Siemens Networks Nokia Capital Markets Day 2009



©cnergy Solutions — Innovative portfolio addressing
customers pain point around Opex

Demands

of rural
connectivity
2.6 billion people
have limited

access to
electricity

] Opex
- o
" efficiency

~86% of

j Greenenergy B§ N energy used

controller in the network

Climate
change
resource
scarcity &
regulations

© Nokia Siemens Networks Nokia Capital Markets Day 2009



O Global service delivery transformation:
cornerstone of our strategy

Beginning of
2007 status...

o.' :i .A
, jb& .iA
N (ot '
oAi' ., A’i o‘ '. . A'i °
i;i Nl 'f.iiAi
* 10 local NOCs - S 4 ® .
* 61 Care centers g A -~ 7y ii' -
* Project based . ' s A
i ()
network & systems . . o
integration centers 8 ‘

e Little automation &
standardization

Nokia Siemens
Networks
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O Global service delivery transformation:
cornerstone of our strategy

\ o¢
\ 5 S0
:" RO, - :’-2.,... “Noida
° L) isbon 3 o o & lndia
' \ _ A ° 4 II;or?ugé\l p=e . .3 * ;” A ‘ A
s N ”u,.. A o . S A
* 3 integrated Global P oA L N Y
Network SOIUtion ‘: ° .' Chennai, A A °
Centers o ndia
e 5 Global Care centers N A‘ . -

e Automation across all
delivery centers

* Leading revenue
efficiency among IT &
Telco services
vendors

Nokia Siemens
Networks
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Business Transformation
through efficiency

e Strong momentum in Services

o Growth opportunities in current market -
strong execution and operational
efficiency

 New adjacent markets -
Innovative portfolio and solutions

e Sustainable competitive advantages -
People, Global Delivery and Customer
centricity

Nokia Siemens
Networks
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