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Disclaimer 
This presentation (the “Presentation”) has been prepared by Omani Qatari Telecommunications Company SAOG (the “Company” or “Ooredoo”) solely for use with 
professional or  institutional investors. This Presentation is strictly confidential and is furnished to you solely for your information. It should not be treated as giving 
investment advice and may not be copied, reproduced, distributed or otherwise made available (in whole or in part) to any other person (including any member of the 
press) and it may not be published, in whole or in part, by any medium for any purpose. No specific investment objectives, financial situation or particular needs of any 
recipient have been taken into consideration in connection with the preparation of this Presentation. 
This Presentation does not constitute or form part of an offer or invitation to sell or issue securities of the Company (“Securities”) or any other securities, or the 
solicitation of an offer to purchase or subscribe for Securities, or an offer to underwrite or otherwise acquire Securities or any other securities. Neither the Presentation 
nor any part of it may be relied on in connection with any contract, commitment or investment decision in relation to the Securities. The information included in this 
Presentation is given as of the date hereof and is subject to change without notice. No representation or warranty, express or implied, is made as to, and no reliance 
should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained in this Presentation. None of the Company, its 
advisors or any of their respective representatives or affiliates undertakes to update, complete, revise or amend the information contained in this Presentation 
subsequent to the date hereof. Furthermore, none of the Company, its advisors or any of their respective representatives or affiliates shall have any liability whatsoever 
(in negligence or otherwise) for any loss, whether direct or indirect, howsoever arising from any use of this Presentation or its contents or otherwise arising in connection 
with this Presentation.  
This Presentation contains certain “forward-looking statements” that speak only as of the date of this Presentation. Forward-looking statements involve all matters that 
are not historical fact and generally can be identified by words or phrases such as “aim”, “anticipate”, “believe”, “expect”, “estimate”, “goal”, “intend”, “objective”, “plan”, 
“predict”, “project”, “shall”, “will”, “will continue”, “will pursue” or other words or phrases of similar import. Similarly, statements that describe Ooredoo’ strategies, 
objectives, plans or goals are also forward-looking statements. Such statements are made on the basis of assumptions and expectations that the Company currently 
believes are reasonable, but could in the future prove to be wrong. All forward-looking statements are subject to risks, uncertainties and assumptions that could cause 
actual outcomes to differ materially from those contemplated by the relevant forward-looking statement. Important factors that could cause actual results to differ 
materially from Ooredoo’ assumptions and expectations include, among others: the inability to estimate future performance; technological changes; regulatory changes 
in the telecommunications sector; the monetary and interest policies of the Sultanate of Oman, local and international inflation and local and international interest rates; 
the ability to obtain adequate capital; general economic and business conditions in the Sultanate of Oman which have an impact on Ooredoo’ business activities; and 
increasing competition. By their nature, certain market risk disclosures are only estimates and could be materially different from what actually occurs in the future. As a 
result, actual future gains or losses could be materially different from those that have been estimated. Ooredoo, and each of its directors, officers, employees and 
advisors expressly disclaim any obligation to update, complete, amend or otherwise revise any forward-looking statements in this Presentation to reflect circumstances 
arising after the date of this Presentation, or to reflect the occurrence of underlying events, even if the underlying events do not come to fruition or differ from actuality, 
except as required by applicable law or regulation. 
In member states of the European Economic Area (“EEA Member State”), this Presentation is directed at persons who are “qualified investors” within the meaning of 
Article 2(1)(e) of the Prospectus Directive (2003/71/EC) (together with any applicable implementing measures in any EEA Member State, the “Prospectus Directive”). In 
addition, this Presentation is directed at (i) persons outside the United Kingdom, (ii) investment professionals falling within Article 19(5) of the Financial Services and 
Markets Act 2000 (Financial Promotion) Order 2005 (the “Order”), (iii) high net-worth entities, and other persons falling within Article 49(2)(a) to (d) of the Order to whom 
they may lawfully be communicated (such persons together with qualified investors, “relevant persons”). Any investment discussed in this Presentation is only available 
to, and any invitation, offer or agreement to subscribe, purchase or otherwise acquire such investments will be engaged in only with, relevant persons. Any person who 
is not a relevant person should not act or rely on this Presentation. 
These materials must not be sent, transmitted or otherwise distributed in, into or from, the United States, Australia, Canada or Japan. This Presentation is not an offer of 
Securities for sale in the United States. Securities will not be registered under the US Securities Act of 1933 as amended (the “Securities Act”), and may not be offered 
or sold in the United States absent registration or an exemption from registration. There will be no public offer of Securities in the United States. No Securities will be 
registered under the applicable securities laws of any state or jurisdiction of Australia, Canada or Japan.  
In relation to the Sultanate of Oman the information contained in this Presentation does not constitute a prospectus, or an offer document, relative to the offering of 
securities in the Sultanate of Oman as contemplated by the Commercial Companies Law of Oman (Royal Decree 4/74 as amended) or the Capital Market Law of Oman 
(Royal Decree 80/98 as amended) or the Executive Regulations of the Capital Market Law (issued pursuant to Decision No.1/2009). 
Neither the delivery of this Presentation nor any further discussions of the Company with any of the recipients of this Presentation shall, under any circumstances, create 
any implication that there has been no change in the affairs of the Company subsequent to the date hereof. 
By attending this Presentation or by accepting any copy of the materials presented, you agree to be bound by the foregoing, including the confidentiality obligation set 
forth above. Failure to comply with such confidentiality obligation may result in civil, administrative or criminal liabilities.  
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Q4 2015 – Full Year Financial Results 
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• Revenues for the year 2015 grew by 11.2% to OMR 252.1 million compared with OMR 226.7 million in 2014. The 

growth is driven by increases in both mobile and fixed data revenue. 

 

• EBITDA for the year 2015 stood at OMR 137.5 million compared to OMR 117.7 million for the year 2014. EBITDA 

growth for the year is driven by higher revenue.  

 

• Net profit for 2015 was OMR 41.6 million compared with OMR 37.9 million in 2014. Increase in net profit for the 

year is driven by higher EBITDA partially offset by higher depreciation cost due to investment in network 

modernisation. Net profit for the year 2015 was also impacted by OMR 4.1 million due to provision for swapped 

out assets as part of network modernisation.  

 

• Total number of customers grew by 7.1%, in 2015 from 2,601,704 to 2,787,999. 

 

• The fixed service customer base increased by 22.8% to 70,771 in 2015 compared to 57,654 in 2014. The mobile 

post-paid customer base grew by 5.2% to 206,259 customers in 2015 compared with 196,142 customers in 2014. 

The mobile pre-paid customer base for 2015 increased by 6.9% to 2,510,969 compared to 2,347,908 of last year. 
 

  Full year ended 31 December 

  

Three months ended 31 

December 

2015 2014 Change% 2015 2014 Change% 

Revenues (OMR m) 252.1 226.7 11.2% 65.2 57.9 7.8% 

EBITDA (OMR m) 137.5 117.7 16.8% 33.2 31.1 13.7% 

Net Profit (OMR m)* 41.6 37.9 9.8% 9.2 10.8 10.8% 

Mobile and fixed 

customers (‘000) 
 2,788  2,602  7.1% 



Mobile customer base and ARPU  

 

• End of period (EoP) moile customers breakdown 

• Monthly ARPU – Post-paid, prepaid and blended  
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 The mobile pre-paid customer base by end 

of 2015 increased by 6.9% to 2,510,969 

compared to 2,347,908 at the end of 2014. 

 

 The mobile post-paid customer base by end 

of 2015 grew by 6.5% to 206,259 customers 

compared with 196,142 customers by end of 

2014. 

 Q4  2015 postpaid ARPU is higher than Q4 2014 

driven by data revenue. 
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Mobile Penetration 

Resellers 

Mobile Market Customers ’000 

OTL 

OO 

• Stable OO market share , resellers improving 



Ooredoo MBB and HBB customers  
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• Fixed service 

customers increased by 

23% Y-Y.  

• WiMax technology for 

HBB converted to LTE 

TDD completed  

• Mobile broadband 
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Y-Y, supported by 

growth in data products 
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Q4 2015 – FY  Operational Focus 

Customer Experience 

 

Network Modernization /Turbocharging 

 
• 2nd Leg of fiber infrastructure connecting Muscat to Salalah 

has been completed 

 

• All backbone traffic is running now on own OO own fiber 

network with no dependency on competition 

 

• Back Bone rollout obligation of 5335 Km has been endorsed 

by TRA 

 

• 2nd International POP for Ooredoo Oman has been 

established in Frankfurt 

 

• All Fast HBB customers have been migrated to 4G (LTE 

TDD) network & WiMAX network was shutdown 

 

• 50% increase in Muscat HBB 4G (LTE TDD) network capacity 

by increasing bandwidth from 20 to 30 Mhz 

 

• Additional 70 4G (LTE TDD) collocated sites integration 

completed 

 

 

 

Customer Service : 

 
• Customer service  team have launched the new 

call back feature for the High value customers, 

which will allow our High Value customer to set 

their preferred  time to be called back during the 

peak time. 

• Our Next best action (upselling and cross selling) 

revenue generated by the CS team (IVR& 

Champion ) for Q4 was 80,000 OMR  
 

Customer Experience : 

 
• Ooredoo continued to roll-out the ResponseTek 

‘Voice of the Customer’ by introducing 2 new touch 

points (Products & Promotions) 
 

Billing & Collection : 
• Ooredoo Oman has launched a new structure for 

its bills which is designed to be clearer to 

understand.  

• Postpaid E-Bill Penetration reached to 78% in 2015 

compared to 43% in 2014. 

 



• Best ever quarter for revenue in consumer and 
business segments 

• Main drivers of the performance were: 
– Prepaid and postpaid segments both contributing 

– Mobile data revenues exceeding targets with a strong 
growth of customers using 4G (>550K and of Q4 
2015) 

– Home Boadband (HBB) revenues growing with 
customer base exceeding 70K  

• Focus on Postpaid 
– We launched our new Shahry Plans, with bundled 

subsciptions now representing 30% of our postpaid 
base 

– Started device sales in Ooredoo shops and 
franchisees 

• Focus on Home Broadband (HBB) 
– We launched Superfast Fibre using the OBC network 

 

 

 

 

• Our Brand Equity score more than doubled 
year on year (Q4 toQ4) from 1.7 to 3.8 

Consumer: 

– New Shahry Plans 

– New Superfast Fibre plans 

– Ooredoo eShop 

– Suhoola Plan 

– Friendly user trial Ooredoo TV (OTT) 

–  iPhone 6S 

– National Day offer 

 

Business: 

OO was awarded data backbone contract (single 

largest contract in OO history) 

 

 

 

 

 

• Continued strong growth in data usage and 

revenue. 

• Over 48% of mobile revenue come from data  

 

• Launches 

Q4 2015 - FY Consumer and B2B Focus 

• KPI’s 

• Revenue Evolution 
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• Ooredoo brand performance 



Financial highlights 
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Audited Income Statement for the year ended 31 Dec 2015 
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Actual 2015 Actual 2014 % Diff 

GROSS REVENUE    252.1   226.7 11.2% 

Other Income/(expenses)    (3.8) (0.2) 

  248.3  226.5 9.6% 

Operating Expenses  66.8 60.6 10.2% 

General and admin expenses   55.3 55.0   

EBITDA     137.5    117.7 16.8% 

Margin %    54.5%    51.9%   

Depreciation and amortization   57.3  49.8  15.1% 

EBIT   80.2   67.9 18.1% 

Margin %    31.8%    30.0%   

Royalty   17.8  15.3 16.3% 

NET PROFIT   41.6    37.9  9.8% 

Margin %    15.9%     16.1%   

    

Capex  77.3    84.8 - 8.8% 

Headcount 1026    1049 - 2.2% 



Revenue (Best performance since launch) 
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• The increase in revenue is driven by fixed and mobile data revenues as well as in 

roaming. 

Source Ooredoo 

Notes (1) Other revenue mainly includes inbound roaming and wholesale revenue from resellers  
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Key Financial Drivers 
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Equipment and Other Services Repairs and maintenance Rental and utilities Interconnection 

 Network maintenance increase is driven by manage service related cost due to network 

expansion and rentals as well as utilities increase driven by revised colocation rates. 

Operating expenses 

(OMR M) 



Key Financial Drivers 
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Others Legal and professional charges 

Rental and utilities-admin Sales and Marketing 

Service fees 

Payroll 

 SG&A expenses have reduced due to lower sales and marketing expenses offset 

by a slight increase in payroll expenses 

(OMR M)  

SG&A Expenses  



EBITDA 
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Adj. EBITDA(1)  

 EBITDA as a percentage of revenues has increased as data gained in significance versus other 

products. 

Source Ooredoo 

 (1) Adj. EBITDA = Revenues – Operating Expenses – General and Administrative Expenses (including service fees) - royalty 



Key Financial Drivers 
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Source Ooredoo 

 CAPEX spend has been lower in Q4 2015 and for the year 2015 as the network 

modernization is coming to it’s final phase. 

(OMR M) 

Capex/Revenue  
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Key Financial Drivers (Steady Cash Flow) 
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(OMR M)  

Operating cash flow before working capital  

 Improved operating cash flow generation mainly due to revenue increase. 

Source Ooredoo 
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Net Debt (Improvement in leverage) 
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 As on Dec 2015 we have 

unutilized funds of OMR 44m 

 In January new loan facility of 

OMR 68.1 m 

Source Ooredoo 

Note (1) Adj. EBITDA = Revenues – Operating Expenses – General and Administrative Expenses (including service fees) – royalty  

Net debt(1) Net debt / Adj. EBITDA 

(OMR M)  

----Net Debt / Adj. EBITDA 



 Market 

 Full year revenue and EBITDA growth of 11.2 % and 16.8 %  respectively, 

 Strong revenue growth is driven by increases in both mobile and fixed data revenue. 

 7.1% growth in total number of customers.  

 Commercial and operational  

 More than 48% of our mobile revenue is coming directly from data.  

 The completion of our fibre backbone will provide a second-to-none customer experience.  

 The investment in modernising and expanding our network is also a factor in customer growth and 
we will continue to provide the coverage and speed, with our expanding 4G footprint as well as our 
recently completed national fibre backbone 

 Future top line growth opportunities 

 Mobile, Home and Business broadband. 

 Full service provider for corporate services. 

 Future bottom line growth 

 Strong operating leverage of fixed line business. 

 Reduction in national transmission cost. 

 Overall cost reduction and quality improvement. 

 Strong cash flow generation 

 

Summary 
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Thank you 


