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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press) and it may not be published, in whole or in part, by any medium for any purpose.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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Q2 2015 Financial Results

- Three months ended 30 June Six months ended 30 June

2015 2014  Change% 2015 2014 Change%
Revenues (OMR m) 62.6 55.5 12.8% 121.9 108.3 12.6%

EBITDA (OMR m) 34.7 30.2 14.9% 68.4 57.5 19.0%
Net Profit (OMR m)* [IEEEEES 9.9 16.2% 22.2 18.7 18.7%

Mobile and fixed 2,753 2,472 11.4%
customers (‘000)

Key Messages

= Revenues for the first half of 2015 grew by 12.6% to OMR 121.9 million compared with OMR 108.3 million in
2014. The growth is driven by increases in both mobile and fixed data revenue.

= EBITDA for the first half of the year stood at OMR 68.4 million compared to OMR 57.5 million for the first six
months of 2014. EBITDA growth for the year is driven by higher revenue.

» Net profit for the first half of 2015 was OMR 22.2 million compared with OMR 18.7 million in the same period of
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 first half of 2015 also include an additional income tax
charge of OMR 0.9m (OMR 0.9m for the quarter) on account of tax years 2008 to 2013.

» Total number of customers grew by 11.4%, to be 2,753,140 at the end of the first half of 2015 compared to
2,472,497 for the same period of 2014.

» The fixed service customer base decreased by 2.8% to 62,410 customers in Q2 2015 compared to 64,192 in
same period 2014. This is due to the transition period to a new Home Broadband technology that will bring
improved services to our customers. However as the migration to new technology is coming to an end we have
seen the fixed customers growing by 8.2% Vs Q4 2014. The mobile post-paid customer base grew by 6.0% to
202,026 customers compared with 190,531 customers in Q2 2014. The mobile pre-paid customer base for Q2
2015 increased by 12.2% to 2,488,704 compared to 2,217,774 for the same period last year
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Mobile customer base and ARPU

= The mobile pre-paid customer
base by end of Q2 2015
increased by 12.2% to
2,488,704 compared to
2,217,774 at the end of Q2
2014.

End of period (EoP) mobile customers breakdown
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" The mobile post-paid

customer base by end of Q1
2015 grew by 6.0% to

) ) 202,026 customers compared
Monthly ARPU — Post-paid, prepaid and blended _
with 190,531 customers by

(OMR) : end of Q2 2014.
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» Q2 2015 ARPU is lower than Q2
2014 due to reduction in voice
revenue being off set by growth
in data revenue.
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Ooredoo broadband customers

Broadband ( Mobile and Fixed)
_<'@—\
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Il Ooredoo Mobile Broadband

633,356

64,287
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57,654

1,279,853
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,460,846

62,41

2012

2013

|:| Ooredoo Home Broadband

2014

Q2-2014 Q2-2015

Fixed service
customers decrease
by 3% Q-Q resulting
from the constraints
during the transition
period and migration
to a new fixed
broadband technology
(WIMAX to TDD LTE).
However, it increase
by 7% from Q1 to Q2
2015.

Mobile broadband
customers grew by
28% Y-Y, supported
by growth in data
products as well as
modernization
network

Smart device
penetration across
mobile base now at
71%
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Q2 2015 Consumer Focus

* Very strong revenue generation * Revamped Loyalty Program (Nojoom)
« Main drivers of the performance were: « Join & Win Shahry Offer
— Prepaid and data revenues « Half price Shahry Offer

- Nu_mber of mobile customers in our base consistently - International Calling offers for popular
using data equal to 70%

— Number of customers in our base now having a destinations
smartphone equal to 71% * Welcome pack and reactivation Offers

— International segment and High Value base

» 4G usage in areas where 4G is available has
grown by 125% (v Q1)

« Shahry Plans (bundle of voice and data)
customer base represents 23% of the total
postpaid base

Rebranding Revenue Evolution

» Blended mobile data revenues now represent
42% of total mobile revenue. This is as a result
of a focus upon smartphone adoption and
using our expertise in base management to get
customers into data bundles

» Our rebrand to Ooredoo brings us in line with
the global Group and emphasises our
commitment to our customers as we work to
take the company and communications to the
next level in Oman.

° ooredoo



Q2 2015 - Operational Focus

Network Modernization /Turbocharging

Customer Experience

* Ooredoo Oman 3G mobile population coverage exceeded

91% across the Sultanate

* Phase Il of the three years Network Modernisation

Programme achieved 75% of its target milestones one month

ahead of the plans

« LTE advanced demonstrated during COMEX (April 15) delivers

highest data download speed experience in Oman

* Qoredoo continued to roll-out the ResponseTek ‘Voice

of the Customer’ by introducing 6 new channels
(Billing, Network, Nojoom, Payment, Recharge and
Resurvey)

Rollout systematic Voice of the Customer Close Loop
Feedback to address customer dissatisfaction.

launch of new IVR feature to ensure our commitment
& determination to provide outstanding & exceptional
customer experience for our Customers.: The New
IVR feature includes the Latest cutting edge
technologies for the interactive voice response which
called (Avaya experience portal),and this technology
helped us to introduce the Call back feature which
allow the customer schedule a call back based on the
customer convenience time.
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Revenue
Best performance since launch

(OMR M) i
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= Postpaid " Prepaid = Other Fixed

* The increase in revenue is driven by fixed and mobile data revenues as well as

Source Ooredoo
Notes (1) Other revenue mainly includes inbound roaming and wholesale revenue from resellers




Key financial drivers

Operating expenses

(OMR M)
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» Stable operating expenses with a slight increase in repairs and maintenance.

Source Ooredoo
Note Totals may not add up to sum of parts in some cases due to rounding
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Key financial drivers

SG&A

(OMR M)
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= Slight increase in payroll expenses

Source Ooredoo
Note Totals may not add up to sum of parts in some cases due to rounding
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EBITDA

Adj. EBITDA®

42% (o 0
(OMR M) 45% 43% 39% 39%

0 - . i

2009 2010 2011 2012 2013 2014 Q22014 Q2 2015

Margin (%)

1

42% | 45% 46%
1
1

» EBITDA has improved due to increase in revenues and stable expenses.

Source Ooredoo
(1) Adj. EBITDA = Revenues — Operating Expenses — General and Administrative Expenses (including service fees) - royalty
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Key financial drivers

Capital expenditure

(OMR M)
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= Decrease in 2015 vs prior year related to time of capitalization.

Source Ooredoo
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Key financial drivers
steady cash flow

Operating cashflow before working capital

(OMR M)

84.8

2009 2010 2011 2012 2013 2014 Q2 2014 Q2 2015

B Operating Cashflow Bl Capex
» Improved operating cash flow generation mainly due to revenue increase.

Source Ooredoo
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Net debt

Improvement in leverage

Net debt®) Net debt / Adj. EBITDA

(OMR M)

2008 2009

47.0

46.7

r 4.0

2010 2011 2012 2013 2014 Q2 2014

[0 NetDebt === Net Debt/Adj. EBITDA

Note

Source Ooredoo

T

Q2 2015

= As on June 2015 we have
unutilized funds of OMR 44m

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

Market
= Q2 revenue and EBITDA growth of 12.8 % and 14.9 % respectively,
= Strong revenue growth is driven by increases in both mobile and fixed data revenue.
= 12.2% growth in total number of customers.

= Commercial and operational

= More than 42% of our revenue is coming directly from data.

= The growth in our customer base, both personal and business, shows that we are responding to the
diverse needs and wants of all sectors more effectively.

= Qur investment in modernising our network, commitment to delivering an unparalleled customer
experience and providing innovative products and services, is bearing fruit.

= 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
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