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Power Play 1: Mobile

Power Play 2: Cable TV
Power Play 3: Broadband
Power Play 4: Fixed Network

StarHub’s ‘quadruple play’ of service
offerings makes it a fully integrated
info-communications and entertainment
company.

Hubbing - the bundling and packaging of
service offerings to give greater value and
convenience to customers - is what makes
StarHub unique and gives it an edge over
the competition.
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Advantages
of Hubbing

Power advantage 1:
Power pull

Four platforms,one seamless Hubbing
experience —the pull factor that draws
more customers with bundling.rewards
and discounts, resulting in sfrong revenue
and market share growth.
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Power advantage 2:
Power generator

Not only did Hubbing retain and
increase the number of customers,

it also generated higher spending in
every home, with the greatest growth
in triple-service households.
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Power advantage 3:
Power performance

Hubbing produces strong results through
StarHub s proficient performance in
operating leverage and cost efficiency.
We build value in the Company for our
shareholders.
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Less churn
The more StarHub services a customer
subscribes, the greater his loyalty is to

the Company.

Mobile

The fastest growing mobile operator

in Singapore since April 2000, StarHub
provides many innovative features like
free incoming local calls, per second
biling, airtime rollover and free IDD 018
calls fo selected destinations.

Fixed Network

StarHub's Fixed Network extends
more than 2,000 fibre kilometres

and directly connects over 800
commercial buildings in Singapore.
The dlivision targets wholesale and
corporate customers with services like
data,voice and backhaul connections,
and supplies the bandwidth and
connectivity internally to StarHub’s
mobile,cable TV and broadband
businesses.
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Cost efficiency

By promoting a suite of servicesin a
bundled package instead of individual
services, we save on the cost of
advertising and promotions.

The Hub
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Increased ARPU

There is a correlation between Hubbing
and increased Average Revenue Per
User (ARPU). For example,a mobile
customer’s ARPU in a triple-service
household is 7% higher than that

in a mobile-only household.

> > > > > > >

Cable TV

As the sole provider of cable TV services
to residential and corporate customers,
we offer up to 83 channels digitally,as
well as 20 Demand TV and 12 Karaoke
TV channels.

Cross selling

By upselling to our exsisting customer
base using our centralised retention
and rewards programmes, we spend
less retaining or acquiring customers.

Broadband

StarHub Online offers ‘always on’
MaxOnline cable broadband Internet
connection with speeds of up to

30 Mbps. We have simple subscription
plans at flat rates, an uncomplicated
‘cash-and-carry’ programme and easy
set-up for home networking. We also
provide Digital Voice, a residential
cable telephony service.
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Hubbing in
action

Customers are loyal when they are happy. The way

to ensure that is to offer more services and whenever
possible, at alower price. This is where the unique power
of hubbing plays a key role.

As the only fully-integrated info-communications and
entertainment provider, StarHub offers Mobile, Cable TV,
Broadband and Fixed Network services to the customer
under one roof. Each platform not only has more services
but also services that work and converge with other
platforms. Welcome to the dynamic power of Hubbing.

Hubbing in motion

Whether it is sports, music or movies, Hubbing’s seamless
services have you covered. Watch English Premier League
(EPL) matches ‘live” on cable or catch the highlights
(complete with video and commentary) on your mobile
phone. Or groove to MTV on cable and download the
latest fracks from StarHub’s ;Play Music Portall.

Hubbing benefits

With everything under one roof, customers enjoy greater
convenience and perks. They can now call one number
for all their StarHub products and services, get discounts

for their Mobile, Cable TV and MaxOnline bills and benefit

from the StarHub Rewards loyalty programme.

Hubbing in Action

Key Hubbing benefits

to customers

Hubbing gives more value and
convenience to customers by
creating a single source for all
their info-communications and
entertainment needs:

— Access to a ‘quadruple play”
of services unmatched by
competitors, with its position
as the sole provider of
Cable TV

— Access to a complete range
of lifestyle interests, from sports
to movies to music and fashion
through Hubbing

— StarHub'’s one-stop customer
service and sales and single

Rewards and Recognition
programme for more
discounts and loyalty

Key Hubbing benefits

to StarHub

Hubbing gives StarHub the
power to provide services across
different product lines, thereby
increasing customer loyalty

and reducing churn.

— Customer churn occurs when
customers switch between
service providers. Customers
who reap the benefits of
Hubbing show more loyalty,
which reduces churn

— StarHub capitalises on cost
efficiency by keeping
customers happy since
it is more expensive to sign
anew customer than to retain
one. Marketing cost is also kept
low when advertising promotes
a suite of services rather than
individual ones

— With a wider range of services
offered, we see ARPU increase
for dual- and triple-service
households
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Power Advantage 1:

Hubbing isthe
oower pull factor

Integrqted strqtegy Five-year summary revenue $m Mobile customer base '000
Hubbing is the pull factor that 2001 778 |1Qo04 (1315 il 956
drives revenue and margins. 2002 912 12Q04 [|[1]1366 il 1029
With ifs choice of device and 2003 | 1,118 13004 (1IN I
infrastructure platforms —Mobile, 2%%45 | 1355|4904 L bl 1160
Cable TV, Broadband and Fixed A 1,571 - . S
Network — StarHub offers EBITDA margin % 2Q05 565 Bl 1,287
customers breadth and depth 2001 (18) |3Q05 598 1] 1,328
of service. This ‘quadruple play’ 2002 5 [4qo05 636 11392
is the powerful advantage that 2003 19
gives a boost to the already 2004 25 Pre-paid
strong growth of revenue and 2005 iy~ 31 Post-paid
EBITDA margin expansion. Households hubbing index '000 Cable TV customer base '000
. 1Q04 (0 MY 2 640 |1Q04 fl 383
Strong growth in 2004 | ST 653 [2Q04 1M 0 393
Hubbing households 3Q04 | SO2 1N 51 661 |3Q04 36 3| 399
2004 to 2005 saw a 6% increase 4Q04 G88MMMZOEIEE] 674 |4Q04 (58 i a2
in the total number of households
with at least one StarHub service 1908 | ::3 Hlll\\l I‘ ‘i ! EIIII?! o Jo0s M-Il !I]I o
5 ke 6
fo 711 'Toool' The g.reo‘;eﬁ Sur:gle s |s0s FEMIMEENR] 098 3005 159 7] 433
e oo ([ IS 71 1 )
107,000, accounting for 15% of Single household [l Triple household Digital
the total number of households Double household Analogue
with StarHub. This is in line with
StarHub’s key strategy to retain ,
customers and drive spending. Broadband customer base '000
1Q04 165
Expansion of customer base ;ggi ‘ ‘ 122
StarHub’s customer base 4Q04 | 215
for Mobile, Cable TV and
Broadband expanded. Even 1Q05 | 232
in a highly-saturated market 2Q05 | 247
(98% mobile penetration rate), 3Q05 | 26
4Q05 | 277

there was a 20% growthin
mobile customer base in 2005.
Broadband increased by 29%
while the customer base for
Cable TV went up by 9%.
Consistent quarterly growthin
customer base has led all three
lines of business since 2004.
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Power
generator
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Power Advantage 2:

Generafing a steady
INncrease in household
spending

Consistently high Mobile ARPU $ Broadband ARPU $
Mobile ARPU 1Q04 23 TNz 1Q04 [ 51
Mobile services’ ARPU held firm 2904 [111122 T 2Q04 -~~~ 54
and remained consistently high ~ [3904 11122 i Q04 L
by industry standards despite a ;fgj ,ﬁ ;ggj III|I|I|I|I|I|I|I|I"” gﬁ
very competitive and saturated
market. Our ARPU remains one 1Q05 24 1Q05 - 57
of the highest in the market 2Q05 24 2Q05 T
at $71 for post-paid and $23 3Q05 24 3Q05 LT ——
for pre-paid. 4Q05 |[11122 LT 4Q05 LT
2005 ||| 002 Iy 2005 LTI, -
High Cable TV ARPU S Pre-paid
The ARPU of a digital customer I Posfpoi o I Post-paid
is higher than an analogue
customer. StarHub has been Cable TV ARPU $
encouraging the switch from 1Q04 T 39
analogue fo digital, which has 2Q04 I 40
contributed to the increase in 3Q04 [ a
ARPU since Digital Cable was 4a04 U 42
launched in 2004, 2004 - 41
1Q0 45
Higher take-up of premium 2802 HHHHHH 45
broadband plans 3Q05 T —
Residential broadband plans 4Q05 I~ 47
with high download speeds 2005 T ——

are preferred by an increasing
number of customers even
though they are priced at a
premium. From 2004 to 2005,
the average ARPU for residential
broadband rose by 6% from $54
to $57, due mainly to customers
upgrading to higher-tier plans.
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Power Advantage 3:

RHigh performance
through effective
financialmanagement

Growthin earnings per share EPS (Basic) cents Free cash flow $m
With a steady momentum, 1904 1] (1.72) |2001 I (522)
StarHub registered positive 2Q04 ] (0.49) 2002 | (173)
eamings per share since 3Q04 (0.07) 12003 -
the first quarter of 2005 and Aqo | ©32) ;g%“s l- 2];3
continued fo improve over 1Q05 i 143
the remaining three quarters. 2Q05 I 2.48 |Profit from operations $m

3Q05 il 3.05 12001 fi (382)
Sustainable growth 4Q05 - 3.43 2002 [ (268)
in quarterly dividends o 2003 | (131)
Setting a policy to pay quarterly  |Pividend cents 2004 an
dividends, StarHub is committed  |199% N-A.|2005 1 256

o 2Q05 4.0

to returning surplus cash to our 3005 T P
shareholders. A total of nine '

4Q05 [T} 25

cents per share for the year,
subject to approval, wil
be issued.

Sustainable growth

in free cash flow

Since 2001, StarHub has
registered strong performances.
We generated powerful free
cash flow of $257m in 2005, a
118% jump from the year before.

Higher operating profits
Leveraging on enhanced
operating efficiency, StarHub
constantly seeks ways to do
things better, faster and at a
lower cost. Registering our first
profitable year with improved
operations in 2005, StarHub'’s
operating profit marks a
remarkable jump from a deficit
of $17min 2004 to $256m in 2005.
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StarHub at a Glance

A well balanced
info-communications and
enterfainment company

StarHub is a fully integrated
info-communications and
entertainment company

StarHub'’s ‘quadruple’ play offers
services across Mobile, Cable TV,
Broadband and Fixed Network
platforms. It operates a
nationwide mobile 3G GSM, a
HFC network for cable TV and
broadband, plus a 2,000 km fibre
network for corporate services

— Incorporated in May 1998,
commercially launchedin
April 2000, listed on SGX-ST
in October 2004

— Singapore’s youngest but fastest

growing info-communications
and entertainment provider

StarHub’s revenue increased
16% to $1.57 billion and it
delivered a maiden profit of
$221.4 million

O Mobile 52%

H Cable TV 17%

B Fixed Network 14%

B Broadband 11%

W Sale of Equipment 6%

StarHub’s revenue increased
by 16% to $1.57 billion

+16%

Mobile Business description Key facts Net additions Post-paid and pre-paid customers Revenue $m Growth
StarHub Mobile is the StarHub offers diverse mobile — First operator to launch cost- StarHub grew its customer base o Post oo 5% 2001 356 Mobile customers
_ services including local and IDD saving features such as free fastest, securing 59% of net Pro-old 46% 2Lz 406 grew by 20%
second largest mobile calls, 3G video calls, interational  incoming local calls, selected additions to register a 20% A o
service provider in roaming, Green pre-paid card, free IDD 018 calls and per increase. Post-paid and pre-paid Sos i oo 2 OO/
. . BlackBerry® and Duality push second biling customers increased 10% and +
Singapore with a mail, mobile Internet plus the — Fastest growing operator, 35% respectively. GPRS traffic o
33% market share exclusive i-mode® services achieving No. 2 spot in grew 55% while MMS volume
early 2005 grew 45%
Cable TV Business description Key facts Market penetration Analogue and digital customers Revenue $m Growth
: . StarHub is promoting our digital - Singapore’s only pay-TV 40% of households in Singapore 2001 169 Cable TV customers
.STorHUb. carries quality . services which offers more service provider are StarHub Cable TV customers. e - 2002 198 grew by 9%
infernatfional news, movies,  channels and greater interactivity. - 83 channels, plus12 Karaoke TV This is an increase of 2.7 points, iggj i;l
enferfanment spors,  hoddicrlorescenia canieT, _enabermend y hornek b T == Q%
. gital customers +
education plus seven channels for corporate customers  digital video recorder which is grew almost four-fold to 197,000, (o)
free-to-air channels via wireless Digital Terrestrial synched with our electronic representing 44% of the total base
Television technology programme guide
Broadband Business description Key facts Market share Residential broadband market share Revenue $m Growth
StarHub is the leading Offers the highest residential — Cable broadband offers Broadband is StarHub s fastest » Sorb 51 2001 52 Broadband revenue
: _ broadband service inSingapore~  higher download speeds growing business - revenue Compotitors 49% ALLE 70 increased by 41%
residential broadband download speeds of 30 Mbps. vis-a-vis rival ADSL technology increased 41%, driven by a29% iggi 1;’2
provider in Singapore, Other plans include the 2Mbps, - ‘Always-on’ access and customer growth. Market share 2005 T 177 4 1 O/
. - 6.5 Mbps, and the FlexiSurf pay- plug-and-play ease of use increased 3.6 points to 51%. +
with a 51% household as-you-use service. StarHub also - MaxOnline customers get With the upcoming DOCSIS® 3.0 o
market share provides Wi-Fi access in various value-added services like free network, StarHub can offer even
public hotspots residential telephony faster speeds
Fixed Network Business description Key facts New development Fixed Network revenue mix Revenue $m Growth

StarHub provides a range
of fixed network offerings
including voice, data
and Internet services

Services include domestic
leased lines, IPLC, ATM, business
broadband, IP transit, IP
telephony, retail and wholesale
IDD. Fixed Network also shoulders
the connectivity needs of Mobile,
Cable TV and Broadband to
improve cost efficiency

- StarHub's Fixed Network
extends over 2,000 fibre
kilometres in Singapore

- Directly connected to over
800 commercial buildings

- Data & Internet revenue
on therise

Data & Internet revenue
increased 11% while voice
declined 19%. Overall, Fixed
Network revenue dipped 1%.
StarHub launched value services
like the Home2Office for business
customers. We also halved the
cost of 2 Mbps leased lines

= Data & Internet 66%
Voice 34%

O

2001
2002
2003
2004
2005

169
203
213
225

[ 222

Data & Internet revenue
increased by 11%

+11%
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Financial Highlights

Key financial trends
In$m 2001 2002 2003 2004 2005
Operating revenue 778 912 1,118 1,355 1,571
Service revenue 745 877 1,075 1,287 1,483
Mobile 356 406 559 713 822
Cable TV 169 198 211 224 262
Broadband 52 70 92 126 177
Fixed Network 169 203 213 225 222
Profit/(Loss)
From operations (382) (268) (131 a7z 256
Before tax @ (28) 82 () @0 248
Aftributable to shareholders 54 103 7 55) 221
EBITDA @ (134) 46 202 328 460
EBITDA as a % of service revenue (18%) 5% 19% 25% 31%
Free cash flow 522) (173) 43 118 257
Per share (cents)
Eamnings/(Loss) —Basic 2.8 5.1 22 .6) 104
Net asset 29.7 44.8 42,6 40.5 45.7

Current year performance

In$m 2004 2005
Operating revenue 1,355 1,571
- 1st half 655 757
—-2nd hallf 701 813
Profit/(Loss) aftributable o shareholders 55) 221
— 1st half “n 83
—-2nd hallf ®) 138
EBITDA @ 323 460
Free cash flow 118 257

Certain figures in FY2002 - FY2004 have been restated due to adoption of FRS102 — Share-based Payments.

@ |Includes Net other income of $1.08 bilion compensation received from IDA, which was recognised over three years from April 2000.
@ EBITDA is defined as profit from operations adding back depreciation, amortisation and accretion of asset grant.



Key financial trends

Current year
performance
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Operating revenue $m

3 Mobile

[l CableTV

[l Broadband

W Fixed Network

1 Sale of Equipment

2001 2002 2003 2004 2005

Operating revenue $m

4 st half
M 2nd haif
M st half

M 2nd haif 813

655

2004 2004 2005 2005

Financial Highlights

EBITDA $m

M EBITDA
M EBIDA

mm EBITDA margin on
service revenue

2003

2004 2005

(134)

Profit/ (Loss) attributable

to shareholders $m
1 1sthalf

M 2nd half

. st half 138

M 2nd half

2005 2005

®)

47
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Leaping fo
profitability

Chairman’s Message

2005 wass a watershed year

as we turned profitable for the
first time since our commercial
launch in April 2000. We started
the year strong, reqgistering our
first-ever profitable quarter,
and continued to deliver
positive earnings in the next
three quarters.’

Our Chairman, Tan Guong Ching
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Dear Shareholders,
If there were two words to best describe StarHub's

performance in 2005 - they would be *profitable growth.”’

This was a watershed year, as we turned profitable for
the first time since our commercial launch in April 2000.
StarHub continued to register double-digit growth in
Group revenue and all three strategic lines of business —
Mobile, Cable TV and Broadband. This was achieved
through customer growth and healthy ARPU.

We started the year strongly, registering our first-ever
profitable quarter in the first quarter and continued to
deliver positive earnings throughout the remaining three
quarters. As a result, our profits from operations for the
full year soared from a deficit of $16.7 million in 2004 to

a $256.3 million gain in 2005. Correspondingly, net profits
affer tax leapt by $276.1 million to $221.4 million,
compared to aloss of $54.7 million for 2004. Earnings
before interest, tax, depreciation and amortisation
(EBITDA) also recorded solid growth, rising 43% to hit a
new high of $460.1 million. EBITDA margin, which is the
ratio of EBITDA to service revenue, went up substantially,
rising six percentage points to hit 31% for 2005.

This profitability inflection point was achieved through
steady increases in revenue, reductions in operating
expenses, improved operating efficiency and a robust
capital structure.

Continued strong revenue growth

All three major lines of business — Mobile, Cable TV and
Broadband - delivered solid increases in revenue and
customer base. In terms of contribution to total revenue
mix, Mobile maintained the lion’s share with 52%,
followed by Cable TV at 17%, Fixed Network at 14%
and Broadband at 11%.

Despite a highly saturated environment, StarHub s Mobile

division successfully grew revenues and customer base
by 15% and 20% respectively. StarHub elevated our
market share to become Singapore’s second largest

mobile operator by the first quarter and maintained that

position af the end of the year with a 33% market share.

Cable TV's customer base grew by a strong 9% but
doubled that numiber for revenue growth, because ARPU
increased by 11% to hit $45. This 17% revenue increase
was spurred by the strong acceptance of Digital Cable,
almost quadrupling subscriptionship to 197,000 in 2005,

which is 44% of the total Cable TV customer base. Digital

Cable offers customers more channels like Karaoke TV
and Demand TV, greater interactivity and increased
viewing flexibility.
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While Broadband remains the smallest contributor to
StarHub’s overall revenue mix, it was the star performer
in 2005, expanding revenue and customer numbers by
41% and 29% respectively. This strong growth boosted
our market share to over 50%.

Fixed Network continues to play an important supporting
role as it supplies much of the bandwidth and connectivity
for the other three lines of business, allowing them o
operate more efficiently. Due to the de-emphasis on
low-margin international voice transit and the continued
commoditisation of IDD services, Fixed Network's revenue
for the year remained fairly unchanged at $221.7 million.

Mobile $m Broadband $m

2001 (I 356 (2001 NI 52
2002 N 406 2002 i 70
2003 [ 559 2003 T 92
2004 (HMNRININ 713 |2004 [ 126
2005 Iy 822 | 2005 O A 177
Cable TV $m Fixed Network $m

2001 R 169 (2001 Ty 169
2002 (I 198 |2002 T 203
2003 (NIRRT 211 |2003 N 213
2004 AT 224 (2004 (N 225
2005 Iy~ 262 | 2005 T, 222

$256m

Our profits from operations for
the full year soared from a deficit
of $16.7 million in 2004 to a $256.3
million gain in 2005
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Chairman’s Message

‘Hubbing continues to be a key

strategy in improving customer
loyalty and increasing ARPU.’

Chairman’s Message

Spurred by leaner operations

The move to profitability was also spurred by significant
reductions in operating costs. Customer retention and
acquisition costs were lower in 2005. For instance, the
average acquisition cost of mobile customers fell from
$§125 per gross connection in 2004 to $107 this year. In
addition, depreciation and amortisation expenses fell
$135.8 million, inclusive of $78.7 million savings from the
change in depreciation rates for some network assets
from five to eight years plus $17.9 million savings from
the abolition of goodwill amortisation. Improved
collections also led to reduction in doubtful debts

by $11.8 million. These reductions were offset by a

24% increase in marketing expenses to $151.2 million,
compelled by competitive pressures in the mobile
and broadband businesses.

Overdll, the operating expense for the year was 4% lower
against the backdrop of a 16% full-year revenue growth.
We continue to invest in people and systems to ensure
that we continue to achieve operating efficiencies and
sustainable long-term shareholder returns.

Other business highlights for 2005
We achieved several major milestones in 2005:

— Hubbing continues to be a key strategy in improving
customer loyalty and increasing ARPU. From 2004 to
2005, there was a 6% increase in the total number of
households which subscribe to at least one StarHub
service, to 711,000. But the greatest growth wasin
the number of hubbing households — those with all
three services — which grew 38% to 107,000. Stafistics
show that these triple-service households tend to
spend more.

— Launched 3G services and brought i-mode,
the world’s leading mobile Infernet service, to
Singapore. However, due o the infancy of these
next-generation services, they are not expected
to begin positively impacting the bottom line until
late 2006, at the earliest.

— Offered the highest download speeds for residential
broadband users by infroducing MaxOnline 6500
service and MaxOnline Ultimate - the first service

in Singapore which offers a blazing 30 Mbps download

speed.

— Strengthened our market position for Cable TV
with many innovative services like Karaoke TV (12
channels), near video-on-demand TV (20 channels)
and “time shift* channels which screen identical
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programmes to other existing channels, except that
they start at a later time. StarHub also continued to
expand its channels in the sports, enterfainment and
education categories, bringing the total number of
channels to 83.

The road ahead

For 2006, we expect to maintain our position as the
fastest growing info-communications and enterfainment
provider in Singapore, but revenue growth willmoderate
as the individual markets we serve begin to mature. While
our four lines of business stand at different points of the
maturity curve, StarHub will continue 1o be single-mindedly
focused on delivering profitable growth, and strive to
increase the current EBITDA margin of 31%.

In ferms of customer growth, the mobile market is
somewhat saturated with national penetration rates
hitting 98% at the end of the year. But we believe there

is room for further revenue growth. The way forward is to
work on increasing ARPU for mobile via data and Internet
services. We see this growth beginning to show from late
2006 with momentum picking up in 2007.

There is still good growth potential for Cable TV and
Broadband. Cable TV penetration in Singapore has
potential to grow further over the next few years. Also,
there is sfill room to expand ARPU through continued
innovation in service offerings. Broadband penetration
now stands at 52% and is expected to increase significantly
over the next two to three years. We are already preparing
for the next generation of broadband Internet services
by migrating StarHub’s cable broadband network from
the existing DOCSIS 1.1 standard to the cutting-edge
DOCSIS 3.0, which will allow us to offer even higher
download speeds.

Fixed Network will continue to help us improve operating
efficiencies for the other three lines of business. While
Voice revenues show litfle growth potential in Fixed
Network, Data & Internet services are expected to
continue growing.

Delivering shareholder value

At StarHub, we are committed to building value in the
Company for our shareholders. As our cash reserves
surpass our need for reinvestment, we are committed
to passing on the cash surplus to our shareholders. We
had earlier set atarget to issue recurring annual dividends
of at least eight cents per share, starting from FY2005.

In fulfiling our promise, we will be seeking shareholders’
approval for afinal dividend of 2.5 cents per share at
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our upcoming Annual General Meeting, achieving a
total dividend of 9 cents per share for the year. We also
believe itis in our shareholders’ best interest to have
surplus cash returned each quarter and decided in
2005 to set a policy of paying quarterly dividends.

You may have read in early 2006 media reports that the
Court of Appeal has upheld Singapore Telecommunications
Limited's appeal for damages from StarHub Cable Vision
Ltd (SCV) in respect of a 1995 Network Lease Agreement.
At this juncture, | would like to highlight that StarHub has
already made provisions for this possibility in our books
and that our business fundamentals are sound. While we
wait for the Court o assess the damages, we are confident
that the final outcome will not restrict our ability to operate,
and that this is a one-off event that will not impact our
business fundamentals.

As a leading info-communications and entertainment
provider listed and operating in Singapore, we strive to
balance our accountability to stakeholders together
with our role to wire up Singapore, in line with the
Government’s vision of making the nation an
‘infelligent island’.

Acknowledgements

We would like to take this opportunity to welcome

Mr Tadashi Imachi, who was appointed Non-Executive
Alternate Director to Mr Osamu Inoue, Non-Executive
Director of StarHub on 7 February 2005; Mr Robert J.
Sachs, who was appointed as Non-Executive Director;
and Mr Stephen Miller, who was appointed as Non-
Executive Alternate Director to Mr Lee Theng Kiat, Non-
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Mandeville and Mr Kiyoshi Maeda who stepped down
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General Meeting.

e

Tan Guong Ching
Chairman
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Business leaders with broad
and diverse experience and
professionals with financial,
lbbanking, accounting,
regulatory, industry, legal
and management expertise.

Chairman

Mr Tan Guong Ching is the non-
executive Chairman of StarHub.

He was appointed to the Board on

8 August 1998 and was last re-elected
as a Director on 26 April 2005. He is also
the Chairman of SP PowerGrid Ltd,
Singapore Technologies Telemedia Pte
Ltd (ST Telemedia), STT Communications
Ltd (STT Communications) and

Singapore Technologies Aerospace Ltd.

He was formerly the CEO of the Housing
& Development Board, the Principal
Private Secretary to the Prime Minister
and the Permanent Secretary of the
Ministry of Home Affairs, Ministry of the
Environment and the then Ministry of
Communications & Information. Mr Tan
initiated several major projects during
his career, such as neighbourhood
policing, civil defence, commissioning
of the mass rapid transit system,

the corporatisation of Singapore
Telecommunications Ltd and the
re-organisation of the then
Telecommunication Authority of
Singapore. Mr Tan holds a Bachelor
and a Master of Engineering (Chemical)
from McMaster University, Canada.

Executive Director

Mr Steven Terrell Clontzis and has
been StarHub’s President & CEO since
January 1999. He was also appointed
Executive Director to the Board on

8 December 1999 and was last re-
elected on 26 April 2005. Mr Clontz is

a veteran in the telecommunications
industry with more than 30 years of
extensive experience. He began his
career in the United States of America
(USA). From 1995 through 1998, he
served as President & CEO of IPC
Information Systems Inc., based in
New York. Prior to that, Mr Clontz has
held senior executive positions at
BellSouth International. He was President
of BellSouth Asia Pacific between 1991
and 1994. Mr Clontz holds a Bachelor
of Science (Physics Major) from the
University of North Carolina, USA.

Independent Director

Mr Kua Hong Pak was appointed to
the Board on 19 November 2001 and
was last re-elected as a Director on

26 April 2005. He is the Managing
Director and Group CEO of
ComfortDelGro Corporation Limited
(ComfortDelGro). Mr Kuaiis also the
Deputy Chairman of SBS Transit Ltd
and VICOM Ltd. Prior to joining
ComfortDelGro, MrKua served as
President & CEO of Times Publishing
Limited and Executive Director of SBS
Transit Ltd. He holds a Bachelor of
Accountancy from the former University
of Singapore. Mr Kua also participated
in the Advanced Management
Program conducted by Harvard
Business School.
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Non-Executive Director

Mr Peter Seah Lim Huat was appointed
o the Board on 22 July 2002 and was
last re-elected as a Director on 26 April
2005. He is a member of the Temasek
Advisory Panel. He is also the Chairman
of Singapore Technologies Engineering
Ltd, SembCorp Industries Limited and
Singapore Computer Systems Limited.
He held several senior level positions in
Overseas Union Bank Limited before
retiring as Vice Chairman and CEO in
September 2001. Mr Seah served as
President & CEO and a Director of
Singapore Technologies Pte Lid from
December 2001 to December 2004.
Mr Seah holds a Bachelor of Business
Administration (Honours) from the
former University of Singapore.

Non-Executive Director

Mr Lee Theng Kiat was appointed to
the Board on 7 May 1998 and was last
re-elected as a Director on 26 April 2005.
He joined the former Singapore
Technologies (ST) group of companies
in 1985 and has held various senior level
positions overseeing the ST group’s legal
and strategic business development.
Mr Lee is currently the President & CEO
of ST Telemedia and STT Communications.
Under his leadership, ST Telemedia has
evolved into a significant info-
communications company with
operations and investments in Asia
Pacific, America and Europe. Prior to
joining the ST group, Mr Lee has served
in the Singapore Legal Services for more
than eight years. He holds a Bachelor of
Laws (Honours) from the former
University of Singapore.

Y. -

Non-Executive Director

Mr Lim Ming Seong was appointed

to the Board on 14 December 2000

and was last re-elected as a Director

on 26 April 2005. He is the Chairman

of CSE Global Limited and the Deputy
Chairman of STATS ChipPAC Ltd. MrLim
was with the ST group from 1986 through
2002, where he left as Executive Director.
Prior fo joining the ST group, Mr Lim was
with the Ministry of Defence. He holds a
Bachelor of Applied Science (Honours)
with @ major in Mechanical Engineering
from the University of Toronto and a
Diploma in Business Administration from
the former University of Singapore.

Mr Lim allso participated in the
Advanced Management Programs
conducted by INSEAD and Harvard
Business School.
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Non-Executive Director

Mr Lim Chin Beng was appointed to
the Board on 8 August 1998 and was
last re-elected as a Director on 26 April
2005. He is the Chairman of The Ascott
Group Limited and CapitaLand Hope
Foundation. His previous board
appointments include Chairman to
Singapore Press Holdings Limited and
Valuair Limited. He was appointed
Managing Director and was Deputy
Chairman of Singapore Airlines Limited
between 1982 and 1996. Mr Lim was
also Singapore’s ambassador to Japan
between July 1991 and November
1997. In recognition of his significant
contributions fo the airline and tourism
industries, Mr Lim was awarded the
“Businessman of the Year Award” in
1986 and the “Outstanding Contribution
to Tourism Award” in 1990. Mr Lim holds
a Bachelor of Arts (Honours) with a
maijor in Economics from the former
University of Malaya, Singapore.

Non-Executive Director

Mr Osamu Inoue was appointed

to the Board on 25 June 2003. He

is the Executive Vice President of NTT
Communications Corporation.

He started his career with Nippon
Telegraph and Telephone Public
Corporationin 1973. He has since held
senior level positions in the NTT group
including that of Director, ISDN Planning
& Promotion, Vice President, Overseas
Business Division of the Global Business
Headquarters and also Managing
Director of NTT Europe Ltd. from 1999
10 2003. He holds a Master of Electronic
Physical Engineering from the Tokyo
Institute of Technology. Japan.

Independent Director

Mr Teo Ek Tor was appointed to

the Board on 16 August 2004 and was
last re-elected as a Director on 26 April
2005. He is the Managing Partner of
PrimePartners Asset Management Pte
Ltd which manages private-equity
funds. He has vast experience in
investment banking in Asia. Mr Teo

had contributed to and been
instrumental in the development of
two major regional investment banking
groups — Morgan Grenfell Asia (1980-
1993) and BNP Prime Peregrine (1997-
1999). He held senior executive positions
within the Morgan Grenfell Asia group
and was the Regional Managing
Director of BNP Prime Peregrine
(Singapore) Ltd. He holds a Bachelor
of Arts (Honours), with a major in Business
Administration from the University of
Western Ontario, Canada.
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Independent Director

Mr Nihal Vijaya Devadas Kaviratne

was appointed to the Board on

16 August 2004 and was last re-elected
as a Director on 26 April 2005. His career
with the Unilever Group spans 40 years
during which he held various senior-level
management positions across Asia,
Europe and Latin America. He retired
from Unilever on 31 March 2005.

In July 2005, he joined the Board of
GlaxoSmithKline in India. Mr Kaviratne
was cited in the Queen's 2004 New Year
Honours List in the UK and was awarded
the CBE (Commander of the Order of
British Empire) for services to UK business
interests in Indonesia. He was chosen by
Business Week in 2002 for the Stars of
Asia Award as one of the "25 leaders at
the forefront of change". Mr Kaviratne
holds a Bachelor of Arts (Honours) with
amajorin Economics from the Bombay
University, India and attended the
Advanced Management Program

at Harvard Business School.

Independent Director

Mr Liu Chee Ming was appointed to
the Board on 16 August 2004 and was
last re-elected as a Director on 26 April
2005. He is and has been the Managing
Director of Platinum Holdings Company
Limited since 1996. Mr Liu has over

29 years of experience within the
financial services sector. He worked

for various Jardine Fleming entities for
over 17 years in senior-level positions.
Between 1988 to 1995, he served as a
Member of the Executive Committee
and the Head of Investment Banking
for Jardine Fleming Holdings Limited.

He holds a Bachelor of Business
Administration from the former
University of Singapore.

Independent Director

Mr Robert J. Sachs was appointed

to the Board on 29 April 2005. He is

a Principal of Continental Consulting
Group, LLC and a Director of Global
Crossing Limited. Mr Sachs has more
than 26 years extensive experience

in the cable television industry. He was
President & CEO of the National Cable
& Telecommunications Association
from 1999 until 2005. From 1979 until
1998, he held various senior level
positions in Continental Cablevision, Inc.
and its successor, MediaOne, overseeing
the company’s legal and regulatory
affairs and corporate development.

He began his professional career

as alegislative staff of US Senator
Charles Goodell and thereafter asa
consultant fo the White House Office of
Telecommunications Policy. He was also
alegislative counsel to the National
Telecommunications and Information
Administration, USA. Mr Sachs holds a
Bachelor of Political Science from the
University of Rochester, a Master of
Journalism from the Columbia University
Graduate School of Journalism and

a Doctorate of Law from Georgetown
University, USA.
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Senior Management’s Message

Well positioned
for growth

'FY2005 continued to build on
the previous years’ successes

for the Group. For our customers,
we strengthened our portfolio

of offerings, delivering more
infegrated products, content
and services.’

Senior Management’s Message

Dear Shareholders,

StarHub had a breakthrough year in 2005, our first
profitable year. Strong revenue and customer growth,
driven by innovative services and content, coupled with
lower operating costs, contributed to the positive bottom
line. As aresult, we achieved inaugural net profits of
$221.4 million for the year, compared to aloss of $54.7
million a year ago, against a 16% revenue growth to
$1.57 billion.

It is all about customers as people with different needs
Our mission is to provide everyone, in their homes and
businesses, with world-class multimedia services and
content. While we continue to invest in leading edge
technology to power our services, we aim to bring more
meaning and enjoyment to our customers. We can do
this by simplifying the use of technology and delivering
innovative and affordable services that enhance our
customers’ lifestyles.

Some of the services we launched allow customers to
book cinema tickets and pick their seats via their mobile
phone, play online games, download large files speedily,
and even sing karaoke on cable TV.

Hubbing remains a key differentiating strategy
Hubbing is a major advantage for us. It enabled us

to grow the number of households in Singapore who
subscribe fo more than one service from StarHub by
18% to 337,000 households. Our Hubbing Strategy is key
to our market-leading growth, and it helps to improve
EBITDA margin through lower customer churn.

StarHub’s Mobile, Cable TV and Broadband services are
a good value in and of themselves. But customers enjoy
more value when they subscribe to a bundle of services.
They enjoy subscription discounts and can access the
content of their choice over different service platforms.
For example, they can watch selected cable TV
channels over our broadband-based i.View web
browser; and soccer fans can catch selected match
highlights they missed on their mobile phones.

Hubbing helps us to upsell services to our customers.
Our studies show that the more customers hub, the more
they tfend to spend with StarHub. In 2005, our mobile
customer ARPU in triple-service households was 7% higher
compared to households with only mobile services.
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Hubbing customers are also more loyal. Our churn rate
index in 2005 indicates that mobile phone customers in
friple-service households were 28% less likely to churn
to another network as compared to customers from
mobile-only households. Mobile customers in dual-service
households were 12% less likely to churn away.

Senior Management team
(left to right)

Yong Lum Sung: Chief Operating Officer

Terry Clontiz: President & CEO

Mike Reynolds: Head, Commercial

David Storrie: Head, Network & Wholesale Services

Philip Tan: Head, Customer Experience & Information Services
Alex Siow: Head, Corporate Sales

Kwek Buck Chye: Chief Financial Officer

Chan Kin Hung: SVP, Mobile Services
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‘We also initiated a comprehensive
company-wide programme to
focus our processes, systems, and
policies to provide consistently
good experience for our
customers, which will gather
momentum in 2006."
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Senior Management’s Message

‘For our shareholders, we delivered
our first profitable year, further
strengthened free cash flow,
and began returning surplus
cash through quarterly dividend
payments.’

Senior Management’s Message

Broad-based growth across business lines
We take a closer look at the performance and outlook
of the individual lines of business.

Mobile

Despite a competitive and highly saturated market,
StarHub Mobile continued to achieve double-digit
growth in revenue and customer base. Total mobile
customers grew 20% to 1.39 million, driving 15% growth
in revenue which reached $821.6 million for the year.
Mobile continues to be StarHub s largest line of business,
contributing 52% of the Company’s total revenue mix
and 74% of its total EBITDA.

While post-paid services maintained a steady growth

and still contributes the lion’s share of total mobile
revenues (81%), it was pre-paid mobile services that
leapt significantly this year with a 63% year-on-year
growth in revenue on the strength of a 35% increase in
customer base. ARPU also grew 6% and is at the highest
levelin Singapore. In November, new regulatory controls
were infroduced requiring all pre-paid users to register
within six months.

Given the relatively saturated mobile market in
Singapore, our future focus is to increase ARPU. We
expect to grow ARPU by increasing mobile data services
usage. Both GPRS and MMS usage volume has increased
by 55% and 45% respectively. 3G and i-mode services,
launched in 2005, were part of a strategic move 1o
increase the contribution of non-voice services. However,
these services are sfill in their infancy and a positive
impact is not expected until the later part of 2006.

Cable TV

StarHub has been heavily focused on strengthening

our cable TV service offerings with more channels, new
innovative services, and more value to customers. Since
the launch of the digital platform, 33 new channels have
been added, bringing the total to 83 channels at the
end of 2005. New channels launched in 2005 include
A1, BBC Prime, Eurosporthews and Fox News Channel.

In addition, StarHub opened up another 20 channels of
near video-on-demand TV (Demand TV) and 12 channels
of Karaoke TV.

StarHub also infroduced another innovative feature —
the ‘time-shift” channels. These channels carry the exact
same programmes from another existing channel but
at alater time schedule so that customers can still catch
and view their favourite programmes (e.g. programmes
on VV Drama) two or three hours later,
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StarHub confinues to offer free previews of contents

on various channels to attract new viewers. For example,
a free preview of 12 Chinese channels was offered for

20 days during the Lunar New Year period in 2005, while
the HBO channel was offered free for three days during
the Asia premiere of the hit mini-series ‘Rome’.

In 2005, the Cable TV base grew 9% to 448,000.We almost
quadrupled the number of digital customers from 53,000
in 2004 to 197,000. This indicates that the mix of the base
of customers taking up digital services shot up from 13%
to 44% of the base.

In the first quarter of 2006, we will be launching our

Digital Video Recorder, which is essentially a 2-in-1 cable
TV set-top box equipped with a hard disk for recording
programmes. In addifion, the widely popular FIFA World
Cup™ will be held in mid-2006 and we have secured the
rights to be the official broadcaster in Singapore, bringing
allthe games ‘live’ to local football fans. In terms of
growth, there is still much potential, with cable TV market
penetration currently at 40% of households. We expect

this to increase further over the next few years.

Residential Broadband

StarHub’s MaxOnline residential broadband services
continued to register the largest growth rate among our
four lines of business. In 2005, broadband revenues surged
41% to hit an all-time high of $177.2 million. This was driven
by a solid 29% expansion in MaxOnline subscribers, as well
as a $3increase in ARPU to $57.

In 2004, according to IDA statistics (which includes pre-
paid and wholesale customers), we captured 47% of the
residential broadband market. This year, that share has
increased to 51%, making StarHub the leader in the
residential broadband business. Leading cable modem
technology, constant innovation in content and services,
and competitive pricing drive the impressive performance
in StarHub’s broadband business.

We believe that cable modem technology has a distinct
advantage over rival ADSL technology when it comes to
residential broadband download speeds. Current cable
technology can deliver speeds of up to 40 Mbps per user,
compared to the 25 Mbps limitation of ADSL. With cable
technology’s advantage, we were able to offer the
highest speeds to consumers in 2005 — first with our 6.5
Mbps service and then with 30 Mbps MaxOnline Ultimate
service, which remains the fastest broadband service

in the market. In 2006, we will migrate our cable network
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to the latest DOCSIS 3.0 standard, which can amplify
download speeds of up to 100 Mbps.

Currently, Singapore’s household penetration rate for
residential broadband is about 52%. We believe that
the market will continue to grow next year, increasing
significantly over the next three years. Our strategy is to
remain up-market with higher speeds, ease of use and
to offer more content and applications.

Fixed Network

Fixed Network continues to play a dual-role of generating
revenues through sales to businesses and other carriers,
as well as helping to efficiently supply internal connectivity
to the other three lines of business. In 2005, Fixed Network'’s
overall revenue remained steady at $221.7 million
compared to $224.6 million the year before. Voice
revenues fell 19% to $76.1 million as we chose to exit
most of the low margin international voice transit business.
Data & Internet services, however, continued to grow,
rising 11% to hit $145.6 million in 2005. Therefore the quality
of revenue improved, which helped Fixed Network turn
EBITDA positive in 2005.

We also introduced two innovative services for businesses
in 2005. Home2COffice offers tele-workers high speed and
secure connectivity to their corporate networks by a
direct connection which bypasses the public Internet,
We also halved the price of 2 Mbps business leased lines
by offering customers free bandwidth on those lines.

In 2006...

We will continue to build on our solid business momentum
over the lost five years while strengthening our position
as Singapore’s most preferred info-communications
and entertainment service provider. We believe that our
continued success will depend on how well we execute
our Hubbing Strategy, our ability fo offer a steady stream
of new innovative services and how well we consistently
deliver market-leading customer experiences. We remain
committed to optimising current and future cash flows
through top line growth and by operating efficiently.

We thank you, our shareholders, for your continued support
and look forward to a great year ahead with you.

Senior Management Team
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Senior Management

Effective
leadership

An energised feam of people
with the requisite talent and skills.

Senior Management

Terry Cloniz
President & CEO

Terry is and has been StarHub's
President & CEQO since January 1999.

He was also appointed Executive
Director to the Board on 8 December
1999 and was last re-elected on

26 April 2005. Terry is a veteran in the
telecommunications industry with more
than 30 years of extensive experience.

He began his career in the United States
of America (USA). From 1995 through
1998, he served as President & CEO of
IPC Information Systems Inc., based in
New York. Prior to that, Terry has held
senior executive positions at BellSouth
International. He was President of
BellSouth Asia Pacific between 1991
and 1994, Terry holds a Bachelor of
Science (Physics Major) from the
University of North Carolina, USA.

Kwek Buck Chye
Chief Financial Officer (CFO)

Buck Chye joined StarHub in September
2002 as Group CFO. In addition fo his
financial portfolio, he also oversees
Fraud and Risk Management, Corporate
Administration, Business Performance
and Purchasing & Logistics.

Prior to joining StarHub, Buck Chye was
CFO of ST Telemedia. Having been with
the ST group since 1992, he has served
as CFO in various major operating units
within the ST group, including Chartered
Semiconductor Manufacturing Ltd and
STATS ChipPAC Ltd. He was also COO
of Vickers Ballas & Co. Buck Chye holds
aBachelor of Accountancy from the
former University of Singapore.

Yong Lum Sung
Chief Operating Officer (COO)

Lum Sung is the Group COO. He is
directly responsible for the Commercial,
Corporate Sales, Customer Experience
& Information Services and Network &
Wholesale Services divisions. He joined
StarHub in July 2002 aofter the merger
between StarHub and SCV, having
served as SCV's President since 1998.

Lum Sung has more than 30 years

of industry experience and has held
various senior positions in technical
and commercial fields and in general
management. He was one of the
key executives who helped set up the
ST Telemedia group in 1993. Lum Sung
holds a Bachelor (Honours) and
Master in Electrical Engineering from
the former University of Singapore

as well as a Graduate Diplomaiin
Accounting and Finance from the
Chartered Association of Certified
Accountants, United Kingdom (UK).

Mike Reynolds
Head, Commercial

Mike is responsible for the product
planning, development and
management of StarHub's products
and services and for integrated
marketing across its consumer, business
and wholesale market sectors. He is
also responsible for the consumer sales
organisation.

Mike joined StarHub in May 2001.

Prior to that, Mike was based in
Beijing. as President of BellSouth’s
China operations where he was in
charge of business development

and government relations and was
responsible for BellSouth's two operating
entities in China. Mike holds a Mastersin
Business Administration and a Bachelor
of Business from the University of
Georgia, USA.

David Storrie
Head, Network and
Wholesale Services

David oversees the day-to-day
operations of StarHub’s networks,

both fixed and mobile, and charts

the division’s strategic technological
directions. He also heads international
carrier relations and domestic wholesale
services which focus on the provision of
communications infrastructure, facilities
and services with other carriers and
service providers,

David is a felecommunications veteran
with more than 30 years of working
experience, working in countries like
Britain, France, Germany, Holland,
Kuwait and USA. Prior to joining StarHub
in April 2000, he has held various senior
management positions within the British
Telecom group. David holds a degree

in Electrical Engineering from City Guilds,

London, UK.

Alex Siow
Head, Corporate Sales

Alex leads StarHub's Corporate Sales
division where he isin charge of business
development for StarHub's enferprise
products and services, which include
planning and directing StarHub's
account management feams across
various business sectors. He also
oversees the advertising sales and
event management functions.

Alex joined StarHub in March 2003.

Prior to joining StarHub, Alex had a
distinguished career spanning 23 years
at the Housing & Development Board,
of which he spent 13 years as its Chief
Information Officer. Alex holds a
Bachelor of Engineering (Civil) from
Stuttgart Institute of Technology,
Germany and a Masters of Science
(Distinction), with a major in Engineering
from the University of Birmingham, UK.
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Philip Tan
Head, Customer Experience
& Information Services

Philip heads StarHub's Customer
Experience & Information Services
division, which includes the
development, planning and
management of customer experience
and service, information technology.,
and technical services functions.

Philip joined StarHub in July 2002 after
the merger between StarHub and SCV.
He was SCV's Executive Vice President
of Operations. Philip has 20 years'
experience in felecommunications
and operations. Philip holds a Bachelor
of Engineering (Electrical) from the
National University of Singapore and

a Diploma in Marketing from the
Marketing Institute of Singapore.

Chan Kin Hung
SVP, Mobile Services

Kin Hung is responsible for the strategic
direction, marketing strategies, financial
performance and operations of
StarHub's mobile services. He joined
StarHub in January 2001, bringing with
him more than 15 years of marketing,
sales and general management
experience in the IT and
telecommunications industry.

Kin Hung held various senior level
positions in the industry, including
serving as Managing Director for
UUNET Singapore Pte Ltd. Kin Hung
holds a Master of Science (Electrical
Engineering) from the University of
Michigan, Ann Arbor and a Master
in Business Administration from the
Chinese University of Hong Kong.

Senior Management

Senior
Management
organisation

Tetty
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Operations Review

Mobile

Post-paid ARPU remained relatively
unchanged at $71while pre-paid ARPU
received a slight boost of 6% to $23

Mobile Customer Base '000
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+20%

Total mobile customers grew
by 20% to reach 1.39 million

Operations Review

‘Despite a highly competitive
and saturated market, Mobile
services continued tfo achieve
double-digit growth in revenue
and customer base. ARPU held
firm and remained consistently
high by industry standards.’

Mobile services delivered a stellar performance in

2005. Despite a highly competitive and saturated

market, Mobile services continued to achieve double-
digit growth in revenue and customer base. ARPU held
firm and remained consistently high by industry standards.
The Mobile business remained the largest revenue
contributor and played a key role in StarHub’s leap to
profitability this year,demonstrating strong increases in
EBITDA and EBITDA margin. Non-voice services got a
boost with the increased traffic in MMS and GPRS while
StarHub’s pre-paid business continued to shine. By the first
quarter of the year, StarHub had moved up one-notch to
become the second largest mobile operator in Singapore.

Steady revenue and customer growth

propels StarHub to No. 2 spot

Total mobile customers grew by 20% to reach 1.39 million,
helping to drive a 15% growth in mobile revenue to hit

a record of approximately $821.6 million for the year.
Delving deeper into the numbers, post-paid grew 10%
year-on-year in customer base to 755,000 while pre-paid
customers burgeoned 35% to 636,000. In ferms of revenue
contribution, post-paid grew 8% to $661.9 million while
pre-paid recorded an impressive 63% increase to

$§159.7 million. Post-paid continued to form the lion’s share
of the mobile revenue mix,accounting for 81% of revenue.



StarHub Ltd Annual Report 2005

StarHub also continued to grab a good share of new
mobile customers, capturing 59% of all net additions for
the year.We captured 53% and 61% of the post-paid
and pre-paid markets respectively. Our steady year round
performance propelled the Company to become
Singapore’s second largest mobile operator by the first
quarter of 2005, a position it continued to hold at the end
of 2005, with a 33% market share in terms of mobile lines.
This was an improvement of almost three percentage
points over the previous year and a significant milestone
for StarHub as it is the youngest of the three mobile
operators here.

Although the customer and revenue growth rate this
year was lower than last year’s rate of 33% and 27%
respectively, it was expected and in line with the overall
market deceleration, in light of the extremely saturated
Singapore market. At the beginning of the year,the
mobile penetration rate was already 91%; it grew some
seven percentage points to close the year at aimost 98%.

Leap to profitability

This wass a watershed year for the StarHub Group as it
turned profitable for the first time. Much of the credit goes
to the mobile business which accounted for about 74%
of the company’s total EBITDA. In addition to the top-line
improvement from customer growth, Mobile services also
saw leaner operations with average acquisition costs
falling from $125 per gross connection in 2004 to $107 this
year.There was also a slight decline in churn rates for post-
paid customers, dipping to 0.9% from 1.0% a year ago.

ARPU remains strong

Post-paid ARPU remained relatively unchanged at $71,
while pre-paid ARPU received a slight boost of 6%,

rising from $22 to $23 this year. Overall, StarHub’s ARPU
remained strong and was consistently one of the highest
in the industry.

Operations Review

Significant
events
scorecard

January

- Formed strategic partnership
with NTT DoCoMo to be the
first felco fo launch i-mode in
Singapore

March

— Achieved No.2 mobile
operator spot in ferms of
customer base

— Signed MoU with Indosat to
provide enhanced mobile
services for frequent travellers
between Singapore and
Indonesia

April

— Launched rich mobile video
confent spanning four genres
(Sports, Entertainment, Music &
News) for 2G & 3G

27

August

- Launched multimedia
Barclays English Premier
League content on mobile
platform

September
- Launched new pre-paid plans

October
— Sneak preview of i-mode for
customers

— Launched new sports and
enterfainment content over
2G and 3G, including drama
and animated cartoon
‘mobisodes’

November
— Launched i-mode services

— Implemented registration of
pre-paid cards pursuant to
new regulatory controls
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‘StarHub excelled in our
pre-paid business, despite highly
aggressive measures faken
by the competition.’

StarHub continued to focus strongly
on non-voice services to boost ARPU

StarHub offers diverse mobile services
like local and IDD calls,international
roaming and push-mail services

Operations Review

Pre-paid business shines

For the period under review, StarHub excelled in our
pre-paid business, despite highly aggressive measures
taken by the competition. Pre-paid revenue grew

63% year-on-year on the strength of a 35% increase in
customer base. ARPU also grew 6% to remain the highest
of the three mobile operators. The average minutes-of-
use per pre-paid customer per month also rose by about
21% to 114 minutes. This was, however, offset by a lower use
of hon-voice services among pre-paid customers —the
conftribution of non-voice services to ARPU dropped by
two percentage points to 12%.

Beginning 1 November 2005, all pre-paid SIM card users
have six months to register or re-register their particulars
with their respective mobile operators. Pre-paid SIM cards
that are not registered by 1 May 2006 will be deactivated
from 2 May 2006 based on new regulatory controls on
pre-paid SIM cards.

Mobile data services take-up on the rise

StarHub continued to focus strongly on non-voice services
to boost ARPU in the saturated market. Although the
average monthly minutes-of-use for post-paid customers
have dropped from 616 minutes last year to 566 this year,
this was balanced by an increase in their use of non-voice
services.The contribution of non-voice services to post-
paid ARPU rose from 16% to 18% in 2008.

GPRS and MMS usage have also increased across the
board. Post-paid GPRS fraffic rose 51% to 2,551 gigabytes
of traffic while pre-paid volume went up 159% to

197 gigabytes. For MMS, post-paid saw a growth of 33%
to 13.0 million messages sent, while pre-paid customers
sent 1.6 milion messages which is almost five times more
MMS messages than a year ago.

Average SMS usage for post-paid customers remained
unchanged at 130 SMS per user per month. Pre-paid
usage fell slightly by 10% to 73 SMS per user per month.
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3G and i-mode offer new exciting possibilities
StarHub customers got a taste of the fast lane in mobile
cyberspace when we launched our 3G service in

April 2005. Users with 3G handsets gained better
experience with applicafions such as faster music
downloads and smoother video streaming. More
importantly, the higher speed gave rise to new innovative
applications like handset-to-handset video calls. There
were 52,000 3G customers at the end of the year. While
it is easy to take the number of 3G customers as a
benchmark,StarHub believes it is more important to
have a better understanding of what users do with their
phones.The overarching imperative is to have a good
grasp of the applications and services that users are
passionate about or which have become an essential
part of their digital lifestyles.

In November, StarHub reached another milestone when
we brought the world’s most popular mobile Internet
service,i-mode, to Singapore.i-mode has been aroaring
success in the world, with over 50 million subscribers in

15 markets as at Decemibber 2005. This mobile Internet
service, which works on both 2.5G and 3G networks, is
renowned for its breadth and depth of content and its
simple-to-use interface. For Singapore, this means having
access to useful content like mobile banking, booking

of cinema tickets in real-time, sending digital pictures for
print,a push-based email service on the phone and
much more. At the launch of StarHub's i-mode service,
over 100 i-mode confent sites were in operation, making
it the largest number of sites at launch among alli-mode
allionce partners so far.

Operations Review

StarHub customers got a taste of
the fast lane in mobile cyberspace
when we launched our 3G service
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Since the launch of Digital Cable,
33 channels have been added
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CableTV

Cable TV Customer Base '000
2001 T O
2002 LTI TNTLET By
2003 LTTOTTTTTLLT] | o]
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2005 |00 FAAPAIMOOCosezt R mEsL) - 448
Digital | Digital

lll Anclogue M Anclogue
Cable TV ARPU $

2001 M, 43
2002 (I 42
2003 (I 42
2004 (I 4
2005 0y~ 45

197,000

StarHub quadrupled the numiber
of our digital customers from
53,000 in 2004 to 197,000 in 2005

Operations Review

‘This year’s solid revenue growth
was driven by continued service
innovation and the greater
breadth and depth of content
offered to customers.’

Digital is good for business

In today’s high tech world,you cannot go wrong switching
to digital. And that is what StarHub has successfully done

in 2005, alimost quadrupling the number of digital
customers from 53,000 in 2004 to 197,000 this year. Prior to
the launch of Digital Cable in May 2004, StarHub carried
50 channels. Since then, more international channels
have been added and to date, StarHub carries 83
channels on our digital platform. In addition, StarHub
also offers 20 Demand TV channels and 12 Karaoke TV
channels. Apart from more content choices,cable TV
viewers also enjoy new interactive applications and
innovative features like a three-day On-screen TV Guide,
an information box on current screenings and the ability
to schedule the set-top box to automatically switch
channels — great for recording to VCRs and DVD
recorders when users are indisposed. Digital Cable is
great for customers, but even better for business as digital
customers typically spend more every month than their
analogue counterparts.
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Steady customer base increase and strong ARPU

In 2005, StarHub focused on building our base of digital
customers, particularly to get existing analogue
customers to make the switch. As a result, the percentage
of digital customers shot up from 13% in 2004 to 44% in
2005.This increase in our digital base, together with the
higher price of sports packages in 402004, were the main
factors contributing to an 11% increase in the year’s overdall
ARPU, from $41 to $45.

This development is very significant as the 11% increase
is a compelling number when compared to the relatively
flat ARPU of $42 and $41 in 2003 and 2004 respectively.

In 2005, StarHub’s cable TV customer base grew a steady
9% to 448,000, which translates to a household penetration
rate of 40%. Revenue,on the other hand, grew 17% in 2005
to hit arecord $262.4 million, which was three times faster
than the 6% growth in 2004. Cable TV continued to be the
second biggest contributor to the overall revenue,
accounting for 17% of StarHub’s revenue mix.

Significant
events
scorecard

Driven by innovative sirategies, services and content
The year’s solid revenue growth was driven by our
continued service innovation and the greater breadth

and depth of content offered to customers. January
. — Launched VVV Drama (+3),
More content with more channels first ‘time-shift’ channel
The migration from analogue- to digital-based cable TV March
increased the maximum number of available channels - '(-%J”Cheld first Malayalam
anne

and StarHub took full advantage of this capacity
improvement. Since the launch of Digital Cable,

33 channels have been added. New channels launched
in 2005 included AT1,AFC,BBC Prime, Eurosportnews

— First ever ‘live’ broadcast of
NCAA (American basketball)
games over Digital Cable’s
Pay-Per-View channels

and Fox News Channel. In addition, StarHub opened fltginched 20 channels of
up another 20 Demand TV channels and 12 Karaoke Demand TV (Singapore’s only

near video-on-demand
service on TV)

— SuperSports (a channel
packaged entirely by StarHub)
bagged five awards —one
Gold and four Silvers at the
2005 PROMAX&BDA World
Awards

July

— Announced role as the official
broadcaster of the 2006
FIFA World Cup™ - to provide
complete ‘live’ coverage
of all 64 matches

TV channels.
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August

— Announced the intended
launch of Digital Video
Recorder within six months

September

- Launched five new channels
(A1, AFC, BBC Prime,
Eurosportnews, FOX News
Channel) and Family Plus
digital group,an
all-round value package

- Launched Karaoke TV, 12 new
channels of karaoke fun

— First ever ‘live’ broadcast of
National Football League
(American football) over Digital
Cable’s Pay-Per-View channels

— Launched E City (+2), second
‘time-shift’ channel

December

— StarHub’s on-air promotion,
2006 FIFA World Cup, clinched
a Gold for Best Animation and
a Silver for Best On-Air Indent
at the PROMAX&BDA Asia
Awards 2005
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Operations Review More control for viewers with Demand TV
and 'plus’ channels
On 28 June 2005, StarHub launched Demand TV,
Singapore’s first near video-on-demand service on TV
that lets digital customers pay to view individual movie
blockbusters and other programmes of their choice.
Demand TV offers greater fiexibility for viewers as they only
need to pay for the programmes of their choice which
they can view at a time-slot that fits their busy schedule.
With 20 channels of Demand TV, there is plenty for our
customers to choose from.

StarHub also started another innovative service in 2005 -
‘plus’ channels which are identical to existing channels,
except the programmes screen at a later time. The two
new ‘plus’ channels,VV Drama (+3) and E City (+2),

are twin channels of their namesakes, except the
programme schedules run later by three and two hours
respectively. Again, this puts more control in the hands
of the viewer. More importantly,it does not cost a cent
more for the customer who uses the digital set-top-box.

Demand TV and ‘plus’ channels are just some elements
of StarHub’s strategy that give customers a choice in
what they watch,and when they watch —something

The upcoming launch of the Digital Demand TV offers greater flexibility as
Video Recorder gives cable TV viewers  customers can view atatime-siotthat - called time-shifting. The upcoming launch of the digital

t another choice inwhenfowatch  fits their busy schedul : : : .
yerenemerenoeenen o wele snerbysehecde video recorder gives cable TV viewers yet another choice

in when to watch.

Singing their blues away

Viewers can now do more than just watch TV, they

can sing along to it. In 2005, StarHub launched a new
service called Karaoke TV, which offers a dozen sing-
along channels to customers. Songbirds only need to
pay a monthly subscription for an unlimited enjoyment
of all 12 Karaoke TV channels. A simple press of the audio
key on the remote control turns the vocals on and off. With
10 to 15 Karaoke videos per channel, which are refreshed
weekly, customers can access about 500 songs

every month.
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Reaching out to a niche audience

While StarHub continues o strengthen our market position
by offering more content to mainstream audiences,

we have not left out our niche customers. This year, we
launched the Malayalam Channel, which is the world’s
first 24-hour channel for the Malayalee community.

Enthusiasts of niche sporting events also continued

to get their dose of sporting action via Pay-Per-View
channels. Pay-Per-View channels enable customers

to pay a fixed price to watch a series of matches, usually
over a few months or an entire season. In 2005, StarHub
offered National Collegiate Athletic Association (NCAA)
basketball and National Football League (NFL) American
football Pay-Per-View channels.

Free preview to entice customers

Everyone loves freebies. StarHub continues to offer
regular previews of various channels for free to cable TV
subscribers,and even to non-subscribers, via our Preview
Channel. Often,the free previews coincide with the
launch of quality programmes or with a festive season,
to encourage viewers to sign up for the channel.

For example,a free preview of 12 Chinese channels

was offered for 20 days during the Lunar New Year season,

while HBO channel was offered free for three days during
the Asia premiere of the hit mini-series ‘Rome’. Other
complimentary previews offered in the course of the
year included Asian blockbusters, Taiwanese dramas
and Playhouse Disney Channel.

Operations Review
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‘Demand TV and the "plus’
channels are just some elements
of StarHub's strategy that give
customers a choice in what they
watch,and when they watch!’

StarHub continues to offer regular
previews of various channels for free
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Broadband

One of StarHub s strategies for
residential broadband is to upgrade
its speed and add new services

Broadband Customer Base '000
2001 Ml

2002 [} 103
2003 I 150

04 (I 215
2005 R 277

Broadband ARPU $

2001 LTI -
2002 T
2003 LTI —
2004 (NN 54
2005 T ——

41%

In 2005, broadband revenue
surged 41% to hit an all-time
high of $177.2 million

Operations Review

‘Leading technology,constant
innovation in content and
services and competitive
pricing drove the impressive
performance of StarHub’s
broadband business.’

Continued strong surge in broadband

° StarHub's residential broadband,using the DOCSIS cable

modem access, contfinued to register the fastest growth
rates among our four lines of business. In 2005, broadband
revenue surged 41% to hit an all-time high of $177.2 million.
This was driven by a solid 29% expansion in MaxOnline
customers as well as a 6% increase in ARPU of $3 to $57.

Monthly churn rates remained relafively unchanged at
1%, despite aggressive competition in the market. The
importance of broadband has been steadily growing
over the years and now accounts for arecord 11% of
StarHub'’s total revenue. This is two percentage points
up compared to the year before.

High revenue growth maintained despite

slight dip in customer growth

StarHub’s Broadband division mainly provides residential
broadband services, while corporate broadband lines
come under the Fixed Network division. At the end of
2005, there were 277,000 MaxOnline customers,a growth
of 62,000 compared to the year before. While this 29%
growth is lower than the 43% increase in customer base
from the year before, StarHub withessed a 41% increase
in broadband revenue during the same period. This is
mainly attributable to an increased number of customers
upgrading to the higher-tier residential broadband plans.
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Outperforming the market

StarHub Broadband once again did better than the
industry as a whole.In 2005, the total number of residential
broadband customers in Singapore grew by 24%. By
comparison,StarHub’s customer base grew by 29% during
the corresponding period.

StarHub also took market share from our rivals. Based
on IDA's statistics, which includes pre-paid and wholesale =
customers, StarHub s residential cable broadoand market
share grew to 51%, effectively overtaking residential ADSL.
As an average over the 12-month period of 2005, StarHub
took more than 65% of the monthly net-adds.

Leading technology, constant innovation in content
and services and competitive pricing drove the
impressive performance of StarHub’s broadband
business. One of StarHub s strategies for residential Significqnf
broadband is to upgrade its speed and add new even.l.s
services. This will endear more and more customers to
StarHub’s MaxOnline services. StarHub believes thisis key scorecard
to sustaining and growing ARPU in residential broadband.

Maintaining pole position in the race for speed
Broadband is all about safisfying the customer’s need

N\
2

for speed on the information superhighway. And when January July
it comes to speed, StarHub continues to keep our edge — MaxOnline 3000 customers - Launched games-on-demand
) o ; automatically upgraded service for MaxOnline

over competitors. In January, StarHub started shifting into to MaxOnline 6500 at no customers — cusfomers get
high gear by launching the MaxOnline 6500 service, additional charge access to over 140 PC games
which offered the highest download speed at the time. April October

: ; : ; — Launched MaxOnline — Announced the formation
In Apr”'STOrHu,b upped The Ome, again wiih the blazing Ultimarte, which currently offers of content collaboration
MOXOnllne UlhmOTe SerV|Ce,Wh|Ch bI’Oke OﬂOTher Speed download Speeds of up to programme with online
record when it was launched. At the end of the year, it 30 Mbps cybergaming companies

remained the leader of residential broadband service June around the world

S ; ; — Announced collaboration
in Singapore, with the highest speed of up to 30 Mbps. T i e e S

broadband speeds over

But we are not resting on our laurels. In the third quarter cdble (DOCSIS 3.0)

of 2005, StarHub announced that we will be working
with tfechnology provider Motorola to upgrade our
cable broadband network from the existing DOCSIS 1.1
standard to the cutting-edge DOCSIS 3.0. With the latter,
StarHub will be able to offer even higher speeds nation-
wide, starting with new speeds of 100 Mbps,and with the
capacity to deliver 1Gbps in the future.
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MaxOnline customers enjoy
a hassle-free way to access
value-added services
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Apart from speed,cable broadband
also offers the advantage of ‘always-on’
instant access and plug-and-play

ease of use

Operations Review

Delivering innovative services, content

and value for money to customers

Apart from speed, cable broadband also offers the
advantage of ‘always-on’instant access and plug-and-
play ease of use. Because every customer’s cable
modem must be registered with StarHub, we are able
to identify our customers through their cable modem
device.This enables us to easily offer differentiated
services to different groups of customers.

For customers, it means a hassle-free way to access
these value-added services, without the need to key

in usernames and passwords for login authentication,
because they are already identified by their cable
modems. For example,i.View, the service that letfs
MaxOnline customers watch six cable TV channels on
their PCs via the Internet, was offered free to MaxOnline
Ultimarte customers. These customers can simply launch
i.View online fo start watching the channels.

This same system enables StarHub to offer free Internet
radio exclusively for all MaxOnline customers at its
;Play music portal.

Even better than the free TV and radio on PCs is StarHub’s
on-going free Digital Voice promotion, which gives all
post-paid MaxOnline customers a free residential phone
line that comes with unlimited free local incoming and
outgoing calls, plus aftractive IDD calling rates to other
countries. While local calls are free, customers have

to pay for value-added services like call waiting, caller
number display and voicemail, which are alll
opportunities for increasing ARPU.

Games galore

Cyber gaming was sizzling in 2005. Singaporeans got a
taste of what professional cyber gaming was all about
when StarHub broadcasted the Singapore leg of the
Cyberathlete Professional League (CPL) World Tour. CPL
is analogous to the Grand Prix for motor racing or ATP for
tennis where the world’s best players compete at various
league competitions around the world. The entire four-
day event was shown on StarHub’s Preview Channel,
which is available to all households with cable points,
regardless of whether they are cable TV customers or nof.
StarHub was the official network provider and broadband
partner for the event. Apart from CPL,StarHub also
partnered Asiasoft in launching the Maple Story SEA
multiplayer online game as well as with Microsoft on

the online gaming console Xbox Live.
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StarHub also started a content collaboration programme
tfargetting online gaming companies around the world
to encourage them to make Singapore the gaming hub
for Southeast Asia. Through this programme, StarHub will
provide content and application service providers,
especially cybergaming companies, with end-to-end
high quality connectivity through StarHub’s Tier-1 Internet
Exchange. This initiative lets game service providers and
game publishers look to Singapore as the premier choice
when it comes to sophisticated infrastructure and service
capabilities as they roll out their online products
throughout the region.

Broadband moving beyond high-speed Internet
Broadband is no longer just about faster Infernet access.
With broadband, consumers can now access content
that was previously unavailable or simply impractical to
access. This includes content that require higher speeds
like online gaming, Internet radio, music downloads and
video streaming. Online gaming consoles like Microsoft
Xbox Live, which work well on broadband, also provide
good reason for customers o subscribe to broadband. In
line with this frend, StarHub confinues to take advantage
of the superior speeds and content to drive the adoption
of broadband in Singapore, especially in getting dial-up
customers to upgrade o the fast lane.

The future

In May 2005, StarHub participated in the auction of
wireless broadband access spectrum rights conducted
by the IDA and obtained two lots of spectrum in the

2.5 GHz band, at a price of $0.5 million each. This new
technology may offer some special access services
targeted at certain niche markets. However, it is the
Company’s view that the technology is neither a material
opportunity nor a threat in Singapore markets due to
the developed state of wired and wireless infrastructure.
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‘StarHub continues to take

advantage of the superior
speeds and content to drive
the adoption of broadband in
Singapore,especially in getfting
dial-up customers to upgrade
to the fast lane.’

i.View, the service that lets MaxOnline
customers watch six cable TV channels
on their PCs via the Internet, was offered
free to MaxOnline Ultimate customers
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Fixed Network

StarHub introduced innovative Data

& Internet services and price reductions
in 2005 to meet the growing demand
from business customers

Fixed Network
Data & Internet $m

2001 il 91
2002 [l 118
2003 Il 19
2004 131
2005 LT e
Voice $m

2001 1l 78
2002 1 85
2003 1] 93

2004 1] 94
2005 (I 76

50%

StarHub added 50% more
capacity to our Internet
Exchange in 2005

Operations Review

‘StarHub’s Fixed Network
continues to play an important
role in supporting the other three
lines of business — shouldering
and providing the bandwidth
and connectivity for Mobile,
Cable TV and Broadband!

StarHub’s Fixed Network continued to play an
important role supporting the other three lines of
business — shouldering and providing the bandwidth
and connectivity for Mobile, Cable TV and Broadband
and ensuring they function with competitive costs and
improved operating efficiencies.

In 2005, Fixed Network continued to expand its capacity
and infrastructure to meet the Group’s growing needs.
For example, IDD traffic grew by 36% and Fixed Network
correspondingly increased its infernational voice network
capacity to meet the demand. StarHub'’s Infegrated
Services Digital Network (ISDN) network capacity was also
significantly expanded to support the new international
3G video calls enabling StarHub to interconnect with over
20 operators across more than 15 destinations.

A revenue generator in its own right

Fixed Network is also a significant revenue generator
in its own right, accounting for 14% of StarHub’s total
revenue mix in 2005. During the year, Fixed Network’s
overall revenue decreased slightly, generating $221.7
million compared to $224.6 million the year before.
Voice revenues fell 19% to $76.1 million while Data

& Internet services grew 11% to hit $145.6 million.
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Voice on the decline

Voice revenues declined in 2005 primarily because
StarHub deliberately de-emphasised the internationall
voice fransit business — a very low margin business. The
IDD collection rates (the amount that customers are
charged) are lower from the continued commodisation
of IDD across the industry. The volume of IDD airtime
increased 36% year-on-year but revenues fell as the
unit price of IDD calls slipped due to the highly
competitive market.

IDD,however, plays an important role in StarHub’s overall
strategy. One of the key factors behind StarHulb Mobile’s
success is its free IDD 018 call service where pre-paid and
post-paid mobile customers can make free IDD calls to
over a dozen high-traffic destinations like China, Malaysia
and USA. This also helps drive IDD usage from fixed to
mobile lines.

Data & Internet on the rise

Data & Internet,on the other hand, continued torise,
fuelled mainly by a significant increase in the take-up
of domestic leased circuits despite strong competition.
With the economy rebounding and the proliferation of
broadband services, there has also been a
corresponding increase in data sales to business
customers.To meet the increased demand in Internet
bandwidth,StarHub added 50% more capacity to our
Internet Exchange in 2005.

New services for business customers

With growing demand from business customers, StarHub
infroduced innovative Data & Internet services and price
reductions in 2005. In July, it infroduced an industry-first
‘free Intfernet bandwidth’ for its 2 Mbps leased line
customers. In Singapore, Internet leased line customers
fraditionally pay for two separate components — data
line and Internet bandwidth. With this scheme, StarHub
effectively cutin half the total price of its leased line
Intfernet service, making it more attractive to businesses.

In the same month, StarHub promoted its tele-working
Home2Office service.This allows employees of our
business customers to connect directly from their home
cable point to the corporate network by using StarHub’s
private network. It also gives customers heightened
security and considerable cost savings.
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Significant
events
scorecard

April July

- Launched highest speed - Launched an industry-first
ADSL service for corporate ‘free Infernet bandwidth’ for
customers 2 Mbps leased line customers

- Launched Home2Office,
which gives business
customers option to let
their employees tele-work
from home
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Corporate Social Responsibility  "The sfrong commitment
to corporate philanthropy is

GOOd important fo the Company’s ,
culture and business philosophy.

corporate

citizenship

People matter most
At StarHub, we believe it is the people who make the world
go round.That is why we take a proactive role in bringing
out the potential of our staff. It is also why we are serious
| about good corporate citizenry,active parficipation in

M. The community and investing to help the underserved
g ond underprivileged.

P 10 The Society for (he Physically sl
1A e

1 MrYong Lum Sung, Chief Operating
Officer of StarHub, presenting the
$250,000 cheque to Mr Ser Cher,
President of SPD

2 StarHubbers brought 20 children and
youths from the Salvation Army Youth
Development Centre to the zoo as
part of the Singapore Infocomm
Technology Federation Volunteer Day

3 Volunteers and participants gamely
posing for pictures

Giving back to the community
Since July 2000, we have been channeling 1% of alll
revenues from our IDD 008 and 018 services into the

y StarHub IDD Charity Fund, which aims to serve the less
b fortunate in society. In July 2005,StarHub donated $250,000
from this fund to set up alearning and development
centre to cater to the needs of physically disabled
students in Singapore. Working hand-in-hand with the
Society of the Physically Disabled (SPD),the StarHub-SPD
Learning & Development Centre, which was officially
opened in Septemiber 2005, aims to help physically
disabled children achieve their full potential and pave
the way for them to become independent adults.

We were also one of the sponsors for the Singapore
Cancer Society’s Charity Show 2005 which helped raise
funds for cancer patients. StarHub donated $100,000 from
the StarHub IDD Charity Fund for this cause. The show was
aired on local TV and involved local artistes and singers.
StarHub also donated $50,000 to the Boys’ Brigade Sharity
Gift Box 2005, bringing some festive joy and cheer to
low-income families in Singapore.

We believe that action speaks louder than words. In 2005,
more than 40 of our staff took time off to participate in the
Singapore Infocomm Technology Federation Volunteer
Day,where they brought 20 children and youths from

The Salvation Army Youth Development Centre to

the Singapore Zoo.
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Supporting the local arts scene

StarHub is also a firm supporter of the local arts scene.

In 2005, we were the main sponsor for the charity gala
premiere of Singapore’s first locally produced sci-fi film,
Avatar. Flmed entirely in Singapore, the movie showcases
local personalities and international celebrities like Joan
Chen.New Line Home Entertainment acquired the
distribution rights for Avatar in North America. It is the

first fime a locally produced science fiction thriller will

be distributed there.

In recognition of our conftributions towards local artistic
activities, the National Arts Council awarded the Patfron
of the Arts Award to StarHub again in 2005. We received
the same award in 2002 and the Friends of the Arts Award
in 2003 and 2004.

Realising the full potential of our staff

Our success is highly dependent on our staff. That is
why we pay careful attention to their career needs
and development and tune our policies to help them
redlise their full potential. A compensation,reward and
recognition strategy was devised to link compensation
to staff performance. A company-wide total compensation
review was conducted to improve the rewards and
recognition system and to ensure it remains relevant
to the Group’s business needs and future requirements.
In addition, StarHub continues to recognise and retain
outstanding key executives through competitively
positioned remuneration packages that are aligned
with shareholders’ interests and affordability.

Recently, StarHub infroduced a structured career planning
process and a more systematic review of opportunities

for job rotation to match individual staff needs. We also
promote open dialogue between employees,supervisors
and heads of divisions.

Industry recognition

Thanks to our people, StarHub continues to garner strong
industry acknowledgement and accolades for our
services,technology and processes in 2005.We achieved
the following awards:

— The Best Business Enabler in the Communications and
Media Category at the MIS Asia IT Excellence Awards

— CIO Asia 100 Honouree; CIO Asia 100 is a yearly listing
of the top 100 IT organisations in the region

— StarHub staff clinched 153 awards af the SPRING
Excellent Service Award,a national event that
recognises individuals who have delivered
outstanding service
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— CCCS 5th Singapore Annual Call Centre Awards
& 2nd Regional Call Centre Awards 2005:

— Call Centre of the Year Over 50 seats:
Silver (StarHulb)

— Call Centre Manager of the Year Over 50 seafs:
Gold (Tan Saoil Bian)

— Call Centre Manager of the Year,Regional
Award (Hong Kong/Malaysia/Singapore):
Bronze (Tan Soil Bian)

— Cadll Centre Representative of the Year
Over 50 seats: Gold (Bek Pheng Nam)

— CadallCentre Champion of the Year Over 50 seats:
Finalist (Yeo Ai Ling)

1 StarHub was the main sponsor of
Singapore’s first locally produced
sci-fi film, Avatar

2 Call Centre of the Year Over 50 seatfs
StarHub - Silver

3 Call Centre Manager of the Year
Over 80 seats — Gold (Tan Soil Bian)

4 Call Centre Representative of the Year
Over 80 seats — Gold (Bek Peng Nam)




42 StarHub Ltd Annual Report 2005 Investor Relations

Investor Relations ‘Relationship building requires
total honesty and the delivery
of quality information in a
fimely manner —this is the
only way to build mutually
beneficial relationships with
analysts,investors and the
business/financial media.’

StarHub Share Performance 2005 $ Investor Relations (|R) Sirqfegy
The twin engines of communications and relationship
building drive StarHub’s IR strategy.

22
2.1
20
19
1.8
17

Communications involves a regular two-way flow of
information that gives analysts,investors and media
a basis for evaluating StarHub.

Relatfionship building requires total honesty and the
delivery of quality information in a timely manner — this

is the only way to build mutually beneficial relationships
with analysts, investors and the business/financial media.
Forinstance, we take advantage of the Company’s
BlackBerry (anytime, anywhere) mobile email service
to answer queries from analysts and fund managers

as quickly as possible, even at odd hours of the night,

as we recognise that providing quality information in a
timely fashion will assist the intfernational fund managers
in their decisions.

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

" We also organise late night conference calls to

FY2005 results briefing for media accommodate the time difference of these international
and analysts on 23 February 2006 fund mana gers

StarHub’s bedrock foundation in IR

StarHub had already embraced a strong spirit of
corporate governance and corporate fransparency
even before we were listed on the Main Board of SGX-ST
in October 2004.

Since StarHub’s official launch in April 2000, the Company
has made it a point fo meet with telecom analysts and
fund managers on a quarterly basis to update them on
the progress of the Company. We also made a consistent
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effort to update analysts by sending them our press
releases detailing the new products and services that
StarHub infroduced. Last but not least, we organised visits
to our cable TV and broadband operational centres
which gave analysts and fund managers a better
understanding and insight intfo StarHub’s business
operations.

StarHub’s IR activities

We continued these programmes after our listing on
the Mainboard of SGX-ST.We also arranged quarterly
meetings and briefing sessions, including conference
call-ins and webcasts, with local and regional analysts
and fund managers. Our senior management team
provides updates through one-on-one sessions with
fund managers or at larger-scale analyst briefing sessions.
When the management team is not available, the

IR tfeam will host the sessions.

On top of that,the Company goes on international
roadshows at least four times a year to Asia, Europe
and the USA,to meet with existing institutional
shareholders and potential ones to broaden our base
of shareholders. StarHub is also an active participant
in regional and international equity conferences
organised by bankers and the Singapore Exchange.

After the roadshows, we willengage a third-party
research firm to conduct extensive qualitative and
quantitative interviews with targeted and critical fund
managers and analysts. This gives us,in more definitive
terms,a better understanding of how our meetings with
these analysts and fund mangers are helping in overall IR
efforts. The research firm’s approach is to elicit open and
honest sharing with regards to respondents’ views,
comments,insights and criticism of the Company.

Online IR

In addition to the activities listed in the preceding section,
StarHub also maintains a dedicated IR section within our
corporate website. This is the easiest and most cost-
effective way to reach a wide audience and provide
investors and other interested parties with up-to-date
information. StarHub views online IR as part of a holistic
approach to our IR endeavours.

StarHub’s online IR ensures ease-of-use and accessibility
to content for its users. For stakeholders, it is the first and
primary area of contact with the Company.This is evident
as the site averages two million page view hits

each month.
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Achievements & Accolades
In 2005, StarHub was recognised for the following events:

— Business Times’ Corporate Transparency Index (CTI)
20065: StarHub ranked high in the Index throughout the
year.In fact, StarHub was the top new entrant in the CTI

— FTSE ASEAN Index — StarHub was included in this index
in September 2005

— SIAS 6th Investors” Choice Awards —
Most Transparent Company Award (Runner-Up) for
New Issue Category

— Business Times’ Singapore Corporate Awards —
Best Annual Report (Gold) for Newly Listed Companies

We also accomplished the following, after only slightly
over ayear of listing:

- StarHub’s share price appreciated over 110% since IPO
- Market capitalisation appreciated to over $4.3 billion

— Company putin place an investor-friendly quarterly
dividend payment policy

- Company is a growth and yield play; fastest
growing operator at about 4% - 5% yield

Conclusion

StarHub may only have been listed in October 2004 but
our overall IR programmes have paid off as our stock price
has appreciated by over 110% and we have been
nominated for a few IR awards within that short span of
time.The Company does not intend to rest on our laurels
but will continue to strive to do better. Engaging third-
party independent research firms to gather frank views
on our IR efforts will allow the Company fo improve our
overdll IR practices.
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A quick-guide to the regular activities spearheaded by the StarHub IR feam:

Activities

Remarks

Analyst and Investor Meetings

Met over 250 analysts and investors

Investor Conferences

Presented company’s results in four conferences
in 2005

IR Welbsite and Electronic Communications

The easiest and most cost-effective way of reaching
out to a wide audience and providing investors and
other interested parties with up-to-date information

Materials available on our IR website
(www.starhub.com/ir) include earnings releases and
other press announcements, results presentations,
SGXNET announcements, archived web casts and
conference calls, amongst others

Quarterly Results Announcement

We have,since our listing, undertaken five quarterly
results reporting: 3Q2004 results on 8 November 2004,
FY2004 results on 23 February 2005, 1Q2005 results
announcement on 12 May 2005,2Q2005 results on

3 August 2005 and 32005 results on 27 October 2005

Conference calls were held for the 1Q — 3Q2005
results announcement

Webcast and face-to-face analyst/media briefings
were held for the FY2004 and FY2005 results

Analyst/Media Briefings

Held quarterly to keep them updated on our
business plans

Annual Report

Hard and soft copies made available to alll

Annual General Meeting

Shareholders have the opportunity to interact
with the Board of Directors and Senior
Management tfeam

Data Compilation

We engage third-party vendors to regularly
analyse our share registry and conduct research
to evaluate our IR efforts

We have also signed up for third-party online
resources which allow us to view the various
analyst reports that are published
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IR calendar of events for 2005

Date

Investor Relations

Activities
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First Quarter

FY2004 results announcement

CSFB Asian Investment Conference — Hong Kong
Europe & USA Investor Roadshows

Singapore Investor Luncheons

Second Quarter

1Q2005 results announcement

Citigroup: Singapore Corporate Day —Tokyo
Europe Investor Roadshows

Singapore Investor Luncheons

UBS ASEAN Telecom Conference - Singapore

Third Quarter

2Q2005 results announcement

CLSA Investor Forum —Hong Kong

Europe & USA Investor Roadshows

Nomura Asia Equity Forum - Singapore

2nd ASEAN Finance Minister Investor Seminars —
Europe & USA

Fourth Quarter

3Q2005 results announcement
Morgan Stanley Asia Pacific Summit — Singapore
Singapore Investor Luncheons

Financial calendar for 2006 *

Date Activities
23 February —  Webcast of FY2005 results for analysts and media
26 April — 8th Annual General Meeting

May — 1Q2006 results announcement

August — 1H2006 results announcement

November - 32006 results announcement

February 2007 — FY2006 results announcement

*Subject to change. Please check www.starhub.com/ir for the latest updates



46 StarHub Ltd Annual Report 2005

Group Financial Review

Good
financial
performance

Group Financial Review

'In 2005, the Group’s total
operatfing revenue increased
16% to $1.57 billion and net profit
after tax reached $221.4 million

from aloss of $54.7 million in 2004.

1.1 Operating Revenue

7

Operating revenue 20525: 200750 2%0; moa?, Changez
Mobile revenue 821.6 523 7127 52.6 15.3
Cable TV revenue 262.4 16.7 2237 16.5 17.3
Broadband revenue 177.2 11.3 1259 9.3 40.8
Fixed Network services

revenue 221.7 14.1 2246 16.6 (1.3)
Total service revenue 1,483.0 94.4 1286.9 95.0 15.2
Sale of equipment 87.8 5.6 68.3 5.0 28.5
Total 1,570.7 100.0 1,355.2 100.0 15.9

For the year,the Group’s total operating revenue grew
16% to $1,570.7 million with all lines of business, except
Fixed Network services, achieving double-digit growth.
Total service revenue increased 15% year-on-year to
$1,483.0 million.

Mobile revenue increased 15% to $821.6 million, with
post-paid mobile services revenue accounting for 81%
and pre-paid mobile services revenue at 19% of the
revenue mix. The increase in Mobile revenue is driven
by the enlarged mobile subscribers’ base and increased
usage by pre-paid customers during the year.

Cable TV revenue increased 17% to $262.4 million for
2005.The increase in revenue was attributable to a larger
customer base and higher ARPU as more customers
subscribed fo the digital tiers in 2005.

For the year,Broadband revenue increased 41%
year-on-year to $177.2 milion.The increase in revenue
was primarily due to a larger base of customers and
higher ARPU.
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Revenue from Fixed Network services registered
amarginal 1% decrease for the year to close at $221.7
million.Data & Internet services increased 11% during
the year to $145.6 million. This increase was offset by

a decrease in Voice services revenue, which fell 19%
to §76.1 million.

Revenue from sale of equipment was $19.5 million higher
for the year at $87.8 million.The higher revenue was
attributed to higher volume of handsets and mobile
accessories sold as a result of our larger customer base.

On a revenue-mix basis, the Mobile business continues
to contribute to the largest share at 52% for the year.
Broadband being the fastest growing line of business
has increased its contribution to the revenue mix from
9% in 2004 10 11% in 2005. Cable TV revenue share
remained relatively stable at 17%, while Fixed Network
services share of the revenue mix decreased from 17%
in 2004 to 14% in 2005.

1.2 Operating Expenses

2005 2005 2004 2004 Change
$m % m % %
Operating expenses (Restated)
Cost of sales 495.4 37.7 460.1 33.5 (77)
Ofther operating
expenses 819.0 623 9128 66.5 10.3
Total 1,314.4 100.0 1,372.9 100.0 4.3

Total operating expenses for the year amounted to
$1.314.4 million,a decrease of 4%. Cost of sales
component in total operating expenses increased 8%

for the year as business volume and revenue increased
during the year.This increase was offset by a year-on-year
decrease in other operating expenses which was mainly
due to lower depreciation and amortisation expenses.

2005 2005 2004 2004 Change
% $m % %

Cost of sales $m

Cost of equipmentsold  173.4 35.0 1557 33.8 (11.4)
Cost of services 143.4 28.9 131.6 28.6 (20)
Traffic expenses 178.6 36.1 1729 37.6 33)
Total 495.4 100.0 460.1 100.0 (7.7)

For the year, total cost of sales at $495.4 million was 8%
higher than a year ago.The year-on-year increase were
mainly due to increases in the cost of equipment sold
and cost of services components in total cost of sales.

For the year, cost of equipment sold amounted to $173.4
million. Compared to last year, this was a year-on-year
increase of 11% due to the higher volume of handsets sold.
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Cost of services increased 9% to $143.4 million for
the year. The increase was primarily due to higher
programming costs as the Cable TV subscriber base
increased. There were also additional content costs
on the mobile data platform.

2005 2005 2004 2004 Change
$m % $m % %
Other operating expenses ( d)
Sfaff costs 217.0 265 194.5 21.3  (11.5)
Operating lease 116.2 14.1 1204 13.2 4.3
Marketing and promotion 151.2 185 121.6 13.3 (243)
Allowance for doubtful
debfts 7.6 0.9 19.4 2.1 60.7
Repair and maintenance  61.9 7.6 52.9 58 (17.0)
Other expenses 62.3 7.6 64.3 7.0 3.0
Sub total 615.2 75.1 5732 62.8 7.3)
Depreciation and
amortisation 203.8 249 339.6 37.2 40.0
Total 819.0 1000 9128 1000 10.3

The Group’s other operating expenses were 10% lower
at $819.0 million for the year.

Depreciation and amortisation

Year-on-year, depreciation and amortisation expenses
decreased 40% to $203.8 million. The Group revised

the useful lives of certain of its network assets from five

to eight years during the year.In addition,the new
accounting standard for goodwill acquired in business
combination no longer allow for goodwill to be amortised.
The combined impact of these changes on depreciation
and amortisation expenses was a total impact of $96.6
million for the year. During the year, there were also certain
fixed assets that became fully depreciated at the end

of first quarter, which resulted in a further reduction in the
depreciation expenses for the year.

Staff costs

Staff costs for the year increased 12% to $217.0 million.
Higher headcount to support the increased business
volume, higher provisions for bonuses and sales commissions,
and higher share-based expenses contributed mainly

to the increase. However, the ratio of staff costs as a
percentage of operafing revenue was an improvement
at 13.8% in 2005 compared to 14.4% in 2004.
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‘EBITDA increased 43% to
$460.1 million and EBITDA
margin expanded to 31.0%;
free cash flow generated
was 118% higher than in 2004

Group Financial Review

Marketing and promotion

Compared to last year, marketing and promotion
expenses for the year at $151.2 million was 24% higher.
Higher customer acquisition and retention activities over
an enlarged customer base, additional one-off expenses
for the i-mode launch and the pre-paid mobile registration
exercise that began in November were the main
contributing factors for the increased marketing

and promotion expenses this year.

Allowance for doubtful debts

For the year ended 31 December 2005, allowance for
doubftful debts comprised 0.5% of our service revenue
as compared to 1.5% in 2004. The lower provision was
possible as the aging of our customer receivables
improved through various measures taken which
included better credit control,increased collection
efforts,and the availability of a wide choice of payment
modes to facilitate customers payments of their bills.

Repair and maintenance

Repair and maintenance expenses for the year increased
$9.0 million to $61.9 million. This was due to higher repair
and maintenance required for our network, operational
support infrastructure and IT systems.

Other expenses

Other expenses for the year amounted to $62.3 million.
Included in other expenses for 2005 were higher provision
made for stock obsolescence, while there was a write-off
of certain plant and equipment in 2004.

1.3 Profitability

2005 2004 Change
Profitability o (Resiuie'g) *
Profit/(Loss) from operations 256.3 (16.7) nm
Profit/(Loss) affer taxation 221.4 (54.7) nm
Net profit/(loss) 221.4 (B4.7) nm
EBITDA 460.1 3229 42.5
EBITDA as a % of service revenue 31.0% 251% 59%pts

nm - Not meaningful

Profit from operations amounted to $256.3 million for the
year.This is the first year that the Group recorded a profit
for all four quarters, compared to aloss of $16.7 million
in 2004.The strong profit performance for the year was
driven mainly by the increase in EBITDA and lower
depreciation expenses.



StarHub Ltd Annual Report 2005

EBITDA increased 43% year-on-year to $460.1 million

for the year, driven mainly by the increase in subscriber
bases and the strong ARPUs recorded in Mobile, Cable TV
and Broadband. EBITDA margin on service revenue
expanded 5.9 percentage points from 25.1% in 2004

to 31.0% this year.

Taxation for the year amounted to a charge of $26.9
million.The lower effective tax rate of 10.8% for the year
was a result of a $21.9 million deferred tax credit being
recorded by a subsidiary which commenced accounting
for deferred tax benefit with effect from this year.

Consequently,the Group achieved a profit after tax
of $221.4 million for the year compared to the loss
of $54.7 million in 2004.

1.4 Capital Expenditure and Commitments

For the year,the Group'’s capital expenditures amounted
to $247.7 million, 12% higher than last year. This included
$52.3 million of 3G network equipment payments during
the year. As a percentage of operating revenue,
however,the Group’s capital expenditures at 15.8%

were lower than that of last year of 16.3%.

As at 31 December 2005, the Group has outstanding
capital expenditure commitments amounting to $107.9
million, which relate mainly to capacity expansion of its
various networks and IT systems.

1.5 Liquidity and Resources

2005 2004 Change
$m $m %
Liquidity and R (Restated)
Profit/(Loss) before tax 248.3 (30.3) nm
Non-cash items & net interest
expense adjustments 226.7 3758 (397)
Net change in working capital 29.6 7.1 nm
Net cash provided by
operating activities 504.6 338.5 49.1
Net cash used in investing activities (243.5) (219.9 (10.7)
Net cash used in financing activities (213.3) (65.7) (224.5)
Net change in cash and
cash equivalents 47.8 52.8 9.5)
Cash and cash equivalents
at beginning of the year 126.7 73.8 71.6
Cash and cash equivalents
at end of the year 1745 126.7 37.8
Free Cash Flow M 256.9 117.9 1179

@ Free cash flow refers to net cash flow from operating activities less purchase
of fixed assets in the cash flow statement
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For the year, cash flow generated from operations before
working capital changes amounted to $475.0 million,an
increase of $129.5 million or 37% higher than that in 2004,
mainly due to the higher EBITDA in 2005.

Working capital change in 2005 was a net positive
change of $29.6 million compared to a negative change
of §7.1 million in 2004.The net positive working capital
change was due to anincrease in trade payables and
accruals in 2005,

Consequently, the Group generated 49% higher net
operating cash flow amounting to $504.6 million for the
year,which was an increase of $166.1 milion year-on-year.

The strong cash flow generated from operations was
sufficient to fund the capital expenditure of $247.7 million
for the year. With that, the free cash flow for the year

at $256.9 million was 118% higher than the $117.9 million
in 2004.

For the year,net cash used for financing activities
amounted to $213.3 million mainly due to a total of $138.7
million made for interim dividend payments for FY2005
and a total net loans repayment of $76.5 million during
the year.Year-on-year, the increased net cash used for
financing activities in 2005 was mainly attributable to
dividend payments starting FY2005.

Consequently for the year, the Group had a positive
net change in cash and cash equivalent of $47.8 million;
resulting in a closing cash balance of $174.5 million

as at 31 December 2005, up from $126.7 million as

at 31 December 2004.

1.6 Gearing

The Group’s net debt to equity ratio was 0.07 as at
31 December 2005, compared to 0.22 a year ago.
The ratio has reduced significantly as a result of strong
cash flow generated from operations this year.
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Transparent
practices

Corporafe Governance

‘In developing our corporate
governance policies and
practices,the Company has
adopted a balanced approach
by observing the spirit,and
noft just the letter of the Code!

Corporate Governance Statement

The Company is committed in our continuing efforts

to achieve and uphold high standards of corporate
governance and business conduct so as to increase
sustainable long-term shareholder value and to ensure
greater tfransparency, accountability and protection

of stakeholders’ interests. Our corporate governance
framework lays a strong foundation for building a trusted,
respected and competitive organisation that is supported
by a sound system of practices and processes by which
the business and affairs of the Company are directed
and managed.

The key elements underpinning our corporate
governance are timely and transparent disclosure;

a balanced Board of Directors with an appropriate mix
of independent Directors; a Management feam with
strong values and a comprehensive risk management
and compliance culture.

Corporate Governance Report 2005

This Report describes the Company’s corporate
governance framework with specific reference to

the principles of the Code of Corporate Governance
(Code") issued by the Council on Corporate Disclosure
and Governance ((CCDG’) on 21 March 2001.1n
developing our corporate governance policies and
practices, the Company has adopted a balanced
approach by observing the spirit,and not just the letter
of the Code. This approach is in alignment with the
objective and approach recommmended by the CCDG.
The Company has also adopted the Best Practices Guide
as issued by the Singapore Exchange Securities Trading
Limited ('SGX-ST").The Company is committed to
achieving and maintaining a high standard of corporate
conduct,and has substantially complied with the Code.
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1 Board Matters

Principle 1. Board’s Conduct of its Affairs

The Board’s principal roles are to review and guide the
overall corporate strategy and direction of the Group.
The Board oversees the management of the Company’s
business and affairs, monitors and reviews financial and
operating performance of the Group, approves key
operational initiatives, major funding and investment
proposals, formulates major corporate policies and
corporate governance practices,and ensures effective
management leadership of the highest quality and
integrity. Every Director is required to act in good faith and
in the best interest of the Company and all shareholders.

The Board is supported by Board committees which
are delegated specific responsibilities, as described
under "Principle 4: Board Membership’ of this Report.

The Board has adopted a set of internal controls, which
sets out authority and approval limits for capital and
operating expenditure, investments and divestments,
bank borrowings and cheque signatories arrangements
at the Board level. Authority and approval sub-limits are
also provided at Management levels to facilitate
operational efficiency.

The Board meets regularly, with at least four scheduled
Board meetings within each financial year. The Board
reviews key operational activities and business strategies
of the Group, annual budget, performance of the Group’s
business and approves the release of the quarterly and
year-end results. Additional meetings are conducted as
may be required by any particular or significant
circumstances as deemed appropriate by the Board.

A total of five Board meetings were held in the financial
year ended 31 December 2005, one of which was a
special meeting to specifically review business strategies
of the Group.The matrix of the Board members’
attendance at the aforesaid Board meetings and in the
various Board committees is set out in Annex 1 (page 57)
of this Report. The Company’s Arficles of Association
provide for meetings to be held via tele-conference
and video conference.
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All newly-appointed Directors are given briefings by
Management on the business activities and performance
of the Group and our strategic directions, as well as their
statutory and other duties and responsibilities as Directors.
The Board is updated regularly on key legal, regulatory
and accounting changes, which have an important
bearing on the obligations of the Group and/or Directors.

The Group has put in place a policy on dealings in the
securities of the Company by all Directors and employees
of the Group,based on the SGX-ST Best Practices Guide
(as revised in December 2003). All Directors and
employees of the Group are prohibited from dealing

in the securities of the Company two weeks before the
respective announcements of our first three quarters
results,and one month before the announcement of
our full year results. Restrictions are lifted immediately
affer the announcement of the respective results.

An email nofification is also circulated to Directors,
Management and all employees every quarter before
the commencement of the trading blackout periods.
All Directors and employees of the Group are also
required to observe the insider frading laws at all times.

Principle 2. Board Composition and Balance

The Board of Directors comprises 12 Directors, 11 of
whom are hon-executive Directors and independent
of Management.The executive Director is Mr Steven
Terrell Clontz, who is the President & CEO. Of the 11 non-
executive Directors, five are independent of the principal
shareholder.These five independent Directors are

Mr Kua Hong Pak,Mr Teo Ek Tor, Mr Nihal Vijaya Devadas
Kaviratne, Mr Liu Chee Ming and Mr Robert J. Sachs.

The Nomination Committee ('NC’) reviews and assesses
the size and composition of the Board, o ensure that the
Board: (a) is of an appropriate size to meet the objective
of bringing a balance of expertise, skills and experience
to the deliberations of the various Board committees that
the Directors sit on; and (o) comprises suitable directors
who can address the relevant industry and business
needs of the Company.The Board comprises business
leaders with broad and diverse experience (both
domestically and internationally) and professionals with
financial,banking, accounting, regulatory,industry,legal
and management expertise. Each Director with his special
contributions brings to the Board an independent and
objective perspective that enables balanced and well-
considered decisions to be made,and a robust exchange
of ideas and views to help shape strategic directions.
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This, fogether with a clear separation of roles between
the Chairman and the President & CEO, provide a healthy
professional relationship between the Board and
Management, with clarity of roles and robust oversight.

The profiles of each Director and other relevant information
are found on pages 16 to 19 of the Annual Report.

Principle 3. Chairman and Chief Executive Officer
There is a clear separation of roles and responsibilities
between the Chairman, Mr Tan Guong Ching,and the
President & CEO, Mr Steven Terrell Clontz, to maintain an
effective balance of power, authority and responsibility,
and to increase accountability.

The Chairman leads the Board and ensures that the
members of the Board work together with Management
and engage Management in constructive debate on
various matters,including strategic issues and business
planning processes.

The President & CEO is charged with full executive
responsibility for the day-to-day running of the Group’s
businesses, making operational decisions for the Group
and implementing the Group’s business directions,
strategies and policies.

Principle 4. Board Membership

Board renewal is an ongoing process, to ensure good
governance,and maintain relevance to the changing
needs of the Company and business. Nomination and
election of Board memibers are the proper rights of alll
shareholders.The NC is responsible for identifying and
selecting new directors and ensuring there is equitable
distribution of responsibilities among Board members

to optimise the effectiveness of the Board. It reviews
and assesses the nominations for the appointment,
re-appointment or re-election of directors before making
recommendations to the Board on the same. Consideration
is given fo diversity of experience and appropriate skills,
and also whether there are any conflicts of interest. The
NC also assesses whether a Director is able to and has
been adequately carrying out his duties as a director
of the Company.

Corporafe Governance

The Board is supported by the Audit Committee CAC’),
the Executive Resource and Compensation Committee
(CERCC") and the NC.These Board committees are made
up of independent and/or non-executive Directors. As
and when the need arises, the Board may form additional
Board committees to look into specific areas of oversight.
The NC comprises Mr Peter Seah Lim Huat as Chairman,
Mr Lee Theng Kiat and Mr Lim Ming Seong. All members
of the NC (including the Chairman) are non-executive
Directors independent of Management. A matrix of the
Directors’ participation and aftendance af the NC
meetings held during the financial year ended

31 December 2005 is set out in Annex 1 (page 57)

of this Report.

At each Annual General Meeting CAGM”), one-third
of the Directors (including the President & CEO who is
an executive Director) are required to retire from office
and subject themselves to re-election by shareholders
(‘one-third rotation rule”) pursuant to the Company’s
Arficles of Association.Hence,no Director can stay in
office beyond three years without being re-elected by
shareholders. Any Director who is more than 70 years of
age will be re-appointed by shareholders at the AGM
pursuant to the Companies Act, Cap. 50 of Singapore.
Any newly appointed Director is required to submit
himself for retirement and re-election at the AGM
immediately following his appointment, after which

he is subject to the one-third rotation rule.

Principle 5: Board Performance

The Company believes that Board performance is
ultimately reflected in the performance of the Group.

The Board, through the delegation of its authority to the
NC, ensures that Directors appointed to the Board possess
the background, experience,industry knowledge and
skills critical to the Company’s business so as fo enable
the Board to make sound and well-considered decisions.

Informal reviews of the Board'’s performance are
undertaken on a continual basis by the NC, with input
from other Board members and the President & CEO,
with a view to enhancing the overall effectiveness of
the Board.



StarHub Ltd Annual Report 2005

One of the factors of consideration when assessing

the Board’s performance is its ability to lend support

to Management especially in times of crisis and to steer
the Group in the right direction, including the sensitive but
important issue of the President & CEQ’s succession. Other
factors include the Board'’s performance in relation to its
principal functions, communication with Management
and the Board members’ standard of conduct and
compliance.The Board members should act in good
faith, with due diligence and care in the best inferests

of the Company and our shareholders.

Principle 6: Access to Information

Prior fo each Board meeting and as and when the

need arises, Management provides timely, relevant and
complete information to the Board pertaining to matters
to be brought before the Board for decision. Monthly
reports providing updates on key performance indicators
and financial analysis on the performance of the Group
and regular analysts’ reports on the Company and other
telecommunications companies are also circulated to
the Board for their information. This enables the Board

to make informed decisions and keep abreast of key
challenges and opportunities as well as developments
for the Group.

The Board has independent and direct access to Senior
Management and the Company Secretary at all times.
Frequent dialogue and interaction take place between
Management and the Board members,as encouraged
by the President & CEO.

The Board memibers may also take independent
professional advice where appropriate,in the
furtherance of their duties, af the Company’s cost,

2 Remuneration Matters
Principle 7: Procedures for Developing

Remuneration Policies
Principle 8. Level and Mix of Remuneration
Principle 9.  Disclosure on Remuneration
The Company believes that a framework of remuneration
for the Board and key executives should not be takenin
isolation. Instead, it should be linked to the development
of key executives to ensure there is continual development
of talent and renewal of strong and sound leadership for
the continued success of the Company and our business.
The ERCC oversees the compensation package for key
executives as well as Directors.
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The ERCC comprises Mr Peter Seah Lim Huat (Chairman),
Mr Lee Theng Kiat and Mr Lim Ming Seong. All members
of the ERCC are non-executive Directors,independent
of Management. From time to time,the Company
co-opfts an outside member into the ERCC to provide

a global perspective of talent management and
remuneration practices.

While the Chairman of the ERCC and NC may not

be regarded as independent within the context of
‘independence’ as provided in the Guidance Notes of
the Code, he is a non-executive Director independent
of Management with a clear separation of role from
Management in deliberations of the ERCC and the NC.
This enables him to exercise his independent judgment
with a view to the best interests of the Company.

The key responsibilities of the ERCC include:

- establishing, reviewing and approving competitive
compensation policies for the President & CEO,
key executives and Directors with focus on
long term sustainability of business and long term
shareholders’ return;

- reviewing and approving share incentives including
share options and conditional performance share
and restricted stock awards under the Company’s
approved share plans;

— conducting,on an annual basis, a succession planning
review of the President & CEO, all his direct reports,and
key officers such as the Chief Operating Officer and
the Chief Financial Officer. Potential internal and
external candidates for succession are reviewed for
different time horizons of immediate, medium and
long ferm needs;

— approving key appointments and reviewing
succession plans for key positions; and

— overseeing the development of Management
and reviewing succession plans for key positions
in the Group.
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The ERCC meets among its members without the
presence of Management, at least once a year.The
ERCC held three meetings during 2005. A matrix of the
Directors’ participation and aftendance af the ERCC
meetings held during the year is set out in Annex 1
(page 57) of this Report.

In its deliberations, the ERCC takes into consideration
industry practices and norms in compensation.The
President & CEO is not present at any ERCC discussions
relating to his own compensation, the terms and
conditions of service,and the review of his performance.
However, he is in attendance when the ERCC discusses
the compensation and incentive policies of key staff,
such as share options,share awards, framework for
bonus,salary and other incentive schemes.

All decisions at any ERCC meeting will be decided

by a majority of votes of the ERCC members who are
present and voting (the decision of the ERCC shall at all
times exclude the vote, approval or recommendation of
any member who has a conflict of interest in the subject
matter under consideration). The ERCC has access to
expert professional advice from appropriate external
advisers as and when it deems necessary.

The details of the remuneration of the Directors (executive
and non-executive) of the Company are set out in Annex 2
(pages 58 to 59) of this Report. The President & CEO as
executive Director does not receive Director’s fees. His
compensation consists of salaries, bonuses, benefits-in-
kind,share options and conditional performance share
awards. Non-executive Directors’ remuneration consists
of a Directors’ fee component based on the approved
Directors’ Fee policy and a share options component
granted pursuant to the Company’s share option plans
2000 and 2004 (*StarHub Share Option Plans”).The
Directors’ Fee policy is based on a scale of fees divided
intfo basic retainer fees as Director and additional fees

for serving on Board committees. Directors’ fees for
non-executive Directors are subject to the shareholders’
approval at each AGM.
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The remuneration of the President & CEO and the top
five key executives of the Company who are not also
directors of the Company is set out within bands of
$250,000 in Annex 2 (page 60) of this Report. Moving
forward,the Company has decided to discontinue further
grants under the StarHub Share Option Plans and adopt
the StarHub Performance Share Plan and the StarHub
Restricted Stock Plan as long-term incentive plans to
motivate senior executives 1o strive for superior
performance and sustained long-term growth and
profitability for the Group. With the StarHub Performance
Share Plan,share awards will correlate with corporate
performance,and the interests of senior executives

will be aligned with the interests of shareholders.

During the year,none of the employees was an
immediate family member of a Director or the President
& CEO whose remuneration exceeded $150,000 a year.

3 Accountability and Audit

Principle 10: Accountability

The Board has overall accountability to shareholders for
the Group’s performance and in ensuring that the Group
is wellmanaged and guided by its strategic objectives.
Each quarter,the Board releases timely announcements
of the Group’s operating and financial performance via
SGXNET in an effort to provide shareholders with a
balanced and accurate assessment of the Group’s
performance, position and prospects. The Company
believes that prompt compliance of statutory reporting
requirements is a way to maintain shareholder
confidence and trust in our capability and infegrity.

Management provides the Board members with monthly
business and financial reports which compare actual
performance with budget and highlight the Company’s
performance, position and prospects. Other business
reports are also provided on a timely and regular basis,
to give up-to-date information and facilitate effective
decision making.

Principle 11: Audit Committee

The AC comprises Mr Kua Hong Pak (Chairman),

Mr Lim Ming Seong, Mr Nihal Vijaya Devadas Kaviratne
and Mr Teo Ek Tor. Allmembers of the AC are non-
executive Directors,the majority of whom,including
the Chairman, are independent Directors. The AC
members have invaluable accounting and financial
management expertise.
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The AC’s key roles as defined in ifs Terms of Reference
include:

- thereview of the annual audit plan,internal audit
process, adequacy of infernal controls,and Interested
Person Transactions for which there is a Shareholders’
Mandate that is renewable annually;

- thereview and approval of quarterly, half-yearly and
annual financial statements, and the appointment
and re-appointment of auditors, before
recommending to the Board for approval;

- thereview of the nature, extent and cost of non-audit
services provided by the external auditors during the
year to assess the external auditors’ independence;
and

— the commission and review of findings of infernal
investigations info matters where there is suspected
fraud, irregularity, failure of intfernal controls or violation
of any law likely to have a material impact on the
Group’s operating results.

The AC also has explicit authority to investigate any
matter within its Terms of Reference with full access
to and co-operation of Management. The AC has full
discretion to invite any Director or executive officer
to attend its meetings, and has reasonable resources
to enable it to discharge its functions properly.

The AC held four meetings during the year. The matrix
of the Directors’ participation and attendance at the
AC meetings held during the year can be found in
Annex 1 (page 57) of this Report.

The AC met with the external and internal auditors,
without the presence of Management, at least once
during the year to discuss matters it believes should be
raised privately. The AC has reviewed and is satisfied that
the independence of the external auditors has not been
impaired by the provision of non-audit services. The AC
has recommended to the Board that KPMG be
nominated for re-appointment as external auditors

of the Company and our subsidiaries at the next AGM.

As approved by the AC,the Group has put in place
a whistle-blowing policy and procedures, providing
employees with well-defined and accessible channels
within the Group,including a direct channel to the AC,
for reporting suspected fraud, corruption, dishonest
practices or other similar matters. This policy aims to
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encourage the reporting of such matters in good faith,
with the confidence that employees making such reports
will be tfreated fairly and to the extent possible,be
protected from reprisal. The policy and procedures are
available on the Company’s intranet that is accessible
by all employees.

Principle 12: Internal Controls

Principle 13: Infernal Audit

The AC is delegated the full responsibility to review,
together with the Company’s external auditors, at least
once ayear,the external auditors’ evaluation of the
effectiveness and adequacy of the system of internal
accounting controls of the Group.The AC also monitors
Management’s responses to their findings and actions
taken to correct any noted deficiencies. The key internal
controls covered under such a review include:

— identification of risks and implementation of risk
management measures;

— establishment of policies and approval limits for key
financial and operational matters,and the rules
relating to the delegation of authorities;

— documentation of key processes and procedures;

— ensuring the integrity, confidentiality and availability
of critical information;

— maintenance of proper accounting records;

— ensuring the effectiveness and efficiency of
operations;

- safeguarding of assets; and

— ensuring compliance with applicable laws
and regulations.

The Company has also put in place policies on proper
employee behaviour and conduct which includes the
observance of confidentiality obligations on information
relafing to the Company and customers,and the
safeguarding of system integrity.

During the financial year up until 31 December 2009,
the Company engaged the services of Ethos Advisory
Pte.Ltd.,an external internal audit service provider
Cinternal auditors”) to achieve the objectives of the
internal audit function.The internal auditors are guided
by the Standard for the Professional Practice in Internal
Auditing set by the Institute of Internal Auditors,and
they report directly to the AC.
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The internal auditors planned their internal audit
schedules in consultation with, but independent of
Management and submifted the intfernal audit plan to
the AC for approval af the beginning of the 2005 financiall
year.The AC reviewed and approved the infernal audit
plan and the scope and results of the internal audit
procedures,and was satisfied with the adequacy

of the internal audit function.

Based on the work performed by the internal auditors
during the financial year and the review undertaken by
external auditors,the AC is of the opinion that there are
adequate internal controls within the Group and nothing
has come to the Board’s aftention to cause the Board
to believe that the system of internal controls and risk
management are inadequate in meeting the needs

of the Company in our business environment.The AC

is also satisfied that problems were identified on a timely
basis and processes were put in place to facilitate prompt
follow-up actions to minimise unnecessary lapses.

4 Communication with Shareholders

Principle 14: Communication with Shareholders
Principle 15: Greater Shareholder Participation

The Company’s Investor Relations team, together with
the President & CEO and other members of the Senior
Management, play a key role in keeping the market
and investors appraised of the Group’s corporate
developments and financial performance through
regular media releases, briefings and meetings with
the media, analysts and fund managers. Senior
Management also conducts periodic international
road shows and participates in conferences organised
by major brokerage firms.
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In addition, the public can access the Group’s media
releases, financial results, presentation materials used

at briefings, archived webcasts and conference calls,
annual reports, announcements and other corporate
information, on the Company’s regularly updated
website at www.starhub.com/ir. The Company’s website
allows users to sign up for e-mail alert service, which keeps
them up-to-date with all the latest announcements from
the Company.To date, the website averages two million
page view hits each month.

The contact details of the Company’s Investor Relations
team are also available on the corporate website, which
allow shareholders to contact the Company easily,

if necessary.

To ensure there is fair and non-selective disclosure of
information to investors, the Company discloses any
new material or price sensitive information (such as
the quarterly and year-end results) to the SGX-ST first
via SGXNET announcement before conducting any
media or analyst conferences.

Shareholders are given the opportunity to participate
actively af the Company’s AGMs and other general
meetings, where they can ask questions and
communicate their views. Shareholders can vote

in person or by proxy at such general meetings.

The respective Chairman of the AC,ERCC,NC and

the Senior Management team are present at general
meetings to address any queries regarding resolutions
to be passed or the Group in general. External auditors
are also invited to aftend the AGM to assist the Board in
answering questions from shareholders relating to the
conduct of the audit and the preparation and content
of the auditors’ report.
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Attendance of Directors in Board and Commitiee
Meetings held in financial year 2005

Board of Directors

The Board held five meetings during the financial year
ended 31 December 2005. Details of the attendance
of the Directors are as follows:

Meeting Altendance (in %)

Tan Guong Ching 100
Steven Terrell Clontz 100
Kua Hong Pak 60
Peter Seah Lim Huat 80
Lee Theng Kiat 100
Lim Ming Seong 100
Lim Chin Beng 100
Osamu Inoue @ 100
Teo Ek Tor 100
Nihal Vijaya Devadas Kaviratne 100
Liu Chee Ming 80
Robert J.Sachs @ 100
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Annex 1

Executive Resource & Compensation Committee

The ERCC held three meetings during the financial year
ended 31 December 2005. Details of the attendance
of the ERCC members are as follows:

Meeting Attendance (in %)

Peter Seah Lim Huat 100
Lee Theng Kiat 100
Lim Ming Seong 33

Nominating Committee

The NC held one meeting during the financial year
ended 31 December 2005. Details of the attendance of
the NC members are as follows:

Meeting Altendance (in %)

Peter Seah Lim Huat 100
Lee Theng Kiat 100
Lim Ming Seong 100

@ Includes meetings attended by Alternate Director on Director’s behalf.
@ Appointed as Director with effect from 29 April 2005.

Audit Commiftee

The AC held four meetings during the financial year
ended 31 December 2005. Details of the aftendance
of the AC members are as follows:

Meeting Attendance (in %)

Kua Hong Pak 100
Lim Ming Seong 100
Teo Ek Tor 100
Nihal Vijaya Devadas Kaviratne 100
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Corporate Governance Annex 2

1. Directors’ Remuneration
The following information relates to the annual remuneration of the non-executive Directors of the Company
for the financial year ended 31 December 2005:

Number of the Non-Executive Directors in Remuneration Bands 2005 2004
$500,000 and above - -
$250,000 to $499,999 - _
Below $250,000 11 10
Total 11 10

Mr Steven Terrell Clontz, the sole executive Director does not receive any Director’s fees for his Board directorship

with the Company.
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Annex 2
The summary compensation table in respect of the non-executive Directors for the financial year ended
31 December 2005 is as follows. The table does not include Directors’ share options. Details of the Directors’
share options are disclosed in the Directors’ Report.
Name Position Held 