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Fit for Growth strategy resulting in .
growth for our Domestic operations, in Q) Lo
spite of higher regulatory and Cﬂ:o[]c’o[] /@
competitive headwinds.

2017 vs 2016

Domestic Revenue Variation
(2017 vs 2016, M€)

ICT 4
4,458 Mobile Terminals 31
4,410 TV 26

Fixed Data / Internet 1
Mobile Postpaid 1

Wholesale services

Domestic Revenue (M€)

w

Advanced business services
Mobile Prepaid

Fixed Voice

2015 2016 2017



We grew our Internet
and TV customer base,
and increased our
market shares.

Broadband Park (K)

Market share (%) a

‘ ) | TV Park (k)

dTV Market share (%

* Upgraded Fixed Network
» Customers on latest technology.
» Scarlet thriving in low-cost market x



Rich content offer, bringing customers the content they want

MUSIC SPORTS ENTERTAINMENT
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We managed the value creation on Mobile postpaid,
with service revenue up 1.3%, in spite of RLAH

Postpaid Revenue (M€) National Mobile Data usage Smartphone Penetration
(average/user/month)
O[] o @GB Ol] o @ GB 3
(0]
Blended 4G 2 Yo
+47% YoY +34% YoY +6 pp YoY
Mobile Postpaid Voice Managing Postpaid Churn
Customer base (00OQ’s) in competitive,
Market share % ’no-contract’ market.
14.5% 15.2% 15.6%
2015 2016 2017 YE 2015 YE 2016 YE 2017 2015 2016 2017

m Consumer ™ Enterprise x



RLAH accelerated the increase in .
Data roaming traffic % @} @} tTrC;tf?ilcdata roaming
o

FY17 vs FY16

@ Roaming Data users in ‘O00 @ Data per roamer (MB/month)

[ ]
Y
L ]
[ ]
Q415 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 Q415 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

(Roaming out, both EU + non-EU) x



Successful dual brand strategy
and convergent offers in the

Consumer segment

x Strong uptake of all-in offers,

increasing 4-Play HH/SO

Tuttimus/Bizz All-in
subscribers in ‘O00

360

Jan1l7/  Marl/ Junl/ Sep'l/ Decl/

Scarlet successful in
price sensitive market

Scarlet BB
5 8 @/ share in the
consumer
o O

market

scarlet

4-Play
8 2 Bg Households
in 2017

Average revenue per Household

Solid increase in number of
HH/SO taking 4 Plays x

2,952 2,937 m 2016 m201/

YE 2016 YE 2017 4-PLAY 3-PLAY TOTAL



We keep a solid position in the Enterprise

market with growing importance of ICT, 3 8%
convergence and innovation

VS total Enterprise
revenue FY17

Leveraging TELCO connectivity expertise Sustained growth in the enterprise revenue
with targeted ICT integration with a shift in product mix
Tailor Mag, +1.8%
Security

1352 1,376 1,399

mICT
380/0 m Telco

*|ICT and
Advanced
Business Services
(BeMobile, Big
data)

P

Data
connectivity

Voice

2015 2016 2017



Enterprise benefitting from Proximus’ investments in the

growth areas of the future

FttB in 72 industrial
zonings launched,
and continuing

P

respond

‘:ompliance

Security loT Data Analytics Fiber




Enterprise segment maintaining a strong position in Mobile...

Mobile voice M2M # Users of
cards Mobile data
l = —

+ High-quality mobile network @ o88
* Provide best E2E experience @ 939
* Managed mobile services
» Simplified offers
* Developing mobile

application integration

competences

2015 2016 2017 2015 2016 2017 2015 2016 2017

A



...while containing the erosion of legacy services by bringing our
customers to future proof technologies

Fixed Voice lines Revenue share of out-phased
('000) Fixed data solutions

2015 2016 2017 2015 2016 2017

* Dynamically guide + Migrate customers to future proof Fix
customers in their data solutions: VDSL and FIBER
Voice & UC journey - Improve customer experience

» Convergent voice solutions * Achieve network simplification



t‘ /

Underlying Domestic EBITDA Dol
i o +6,5% =i

roaming loss

Domestic EBIIQA"(M(%)

€ -41M DM pressure
net Roaming more than -
DM loss driven offset by solid >~ o
2015 2016 2017 by RLAH reduction in

regulation - cost base.

Net Roaming DM refers to loss in RO DM, partly offset by ‘ﬁ{;,: o x

increase in RI DM - total for Proximus and Tango. ey , 14



Our ongoing company transformation keeps us well on track
to meet our cost ambition of € -150M net by 2019

Domestic expenses decreased by Including the benefit from a lower
€ 114M vs end-2015 Domestic headcount

1,766

‘; 215M Domestic FTE
ross savings 1 652 13 627
12,644

2015 2017 2015 2016 2017 2018 2019E 2020E

13,095

~100M

Opex
investments

* Compared to 2015 -




Part of the cost reduction Is reinvested in the company

Supporting growing

vol

Capacity driven
maintenance costs
Spectrum licenses
ICT workforce
supporting growth

Improving Customer

» Migrations to latest
technology
* Happy House visits

* Fiber roll-out
* Hiring of new skills

Driving innovation

Inflation-based cost

iIncreases |

« Salary indexation
» Electricity prices




Proximus’ cost base benefits from the simplification of its
Network

1st wave nearly completed, with all 2" wave starting in 2018,
switches long-term project transforming
powered down end '17 the network
n° of @ , * outphasing legacy products
i saving:
switches € -30?n i, + consolidate > 400 local networks enabling
the sale of > 300 smaller technical buildings

957 buildings
sold ‘
574 =
364 : :
v I
done =y

End 13 End 14 End 15 End 16 End'l/ 2012 2013 2014 2015 2016 2017 2018 2019

B Repair ®Power & Airco ®Maintenance © Other



And from the simplification of its distribution channel
' -
q

More efficient physld/al‘ N
distribution ne / #, A%

1Shops “’! o
L
\ LR

YE2015 YE2016  YE2017

,_A




We increase e-interactions with customers

MyProximus active users Chatbot Titus Av. monthly traffic

First results after recent launch on commeraal web5|te

22 @ @/ of page visitors @
@ interact with Titus

@ of conversations with 2016 2017
3 /@ Titus, lead to Pack
Composer page (e-shop) e-share of Sales

Mobilus L

0471173813 - 2016 2017
A Push
i notiﬁcations Av. monthly sales
Surf national and EU o Choose your bill delivery method fo r Sale S - B ts
and servicing
2016 2017




We grew our customer
base at lower cost
through a more efficient
use of marketing &
advertising means

Marketing/Adve
cost 12% belo

v" One brand for
Fixed & Mobile: Proximus
v" Less & more focussed carm
v Better use of our
marketing channels

4

v" Digitisation of -
- advertising
- shop magazines
- hardware guides




After 2 years of important savings, we

see continued gross cost
our company-wide tra
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Transforming the company to further improve our customer
experience while bringing some cost opportunities
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Digital customer tools and new IT systems will support call
deflation and productivity in contact centers

Decrease call center volumes Strong increase for digital Proximus Forum

! N

monthly visits to Proximus Forum

Jan’l6 Dec'l/

<

Reduce ‘waste’ volumes in contact centers

—3
Improve
v~ More digital customer interactions catisfaction
v Finish IT transformation

v" Reduce churn

v Lower costs

Increase productivity

v Applications with 360° view on customers
2017 2018 2019 2020 V" Synergies between call centers x




Creating future value through more advanced analytics

Data management De-averaging Machine Learning Deep Learning
_ F.nd. | |.fnc|:.‘r:'.'..'|."rl | Trust P o
SN O C / )
3 = e @ -
EECTTE BT T | \ / . CRipuLlaies

Capture input layer
hidden layer 1 hidden layer 2

GDPR as a constraint but also Richer data models for Predictive and prescriptive Starting to use Artificial
as opportunity to invest in optimized return on network analytics for churn prevention, Neural Networks techniques
data management and ease investments and return on personalized cross and upsell for operational efficiency and
data discovery marketing and sales spending offers, customer experience CRM use cases

improvements, fraud
prevention, predictive

maintenance, etc. x




Network transformation to further enhance customer

experience and cope with steep traffic growth

a FttH and FttB a Further upgrading a Scalable & robust

in'the access network the mobile network transport network @

Upgrading interfaces
from 10 to 100 Gbps to cope
with steep traffic growth

Bringing fiber to
Belgian cities and
communes!

expected peak traffic
growth on core network

y 4

Invest in sites and si;ectrumto Suppéft steep| © @ © > D P P P © 4 @ O
X A S & ¥
growth in mobile data usage R R S S S
Roll-out 4.5G on thousands of 8 @ @ \T\fhc!le:lteoaz?n;pt%r:c:gre
sites in coming years, bringin . '
o e efficient cost base:

even faster and better mobile.

-40% OPEX

- Est. 2022 vs. 2017
SO Getting ready for 56 IR = =

25
2017 2019 2022




IT transformation

aNew, fully convergent

IT foundation enabling
consistent customer experience
across channels

From separate selling, ordering and
billing systems for fix and mobile, to

convergent IT system

New greenfield IT system

for enterprise customers
Enabling end-to-end orchestration
from sales to delivery

Process automation
and machine learning
to improve customer experience

a 80% of Proximus

services platforms virtualized
by 2023

Starting in 2018:
* Mobile data core (VEPC),
« Convergent Voice core (vIMS)

+ Content Delivery Network (vVCDN)

Upon renewal and capacity upgrades

-14% OPEX
Est. 2022 vs. 2017

2017 2019 2022
26

a Flexible & automated

datacenter operations
by 2020

Starting in 2018 with gradual
migration to Software-Defined
Networks.

-36% OPEX
Est. 2022 vs. 2017

2017 2019 2022



Future value from automation & cognitive technologies

Robotic Process Natural-language Augmented Reali
Automation processing- -
e JINTENANCE AUGMENTED REALITY
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Scaling up after Scaling up chatbots. Application of drones in Testing for support
successful pilots Exploring voice-based IVRs, different domains under for field technicians
virtual assistants analysis
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9,
BICS, astrong =

player in the Bcnnne @
|CS market |

[

4G



Direct margin of BICS mainly driven by

growing contribution of non-Voice D
(

Share of Voice Share of Voice \
DM (2011) DM (2017) \

BICS Direct Margin
Evolution (M€)

L

\

)
\~

325

N A0
W o oo
'L.?\eas 3(\\)0“2 '
e,
275
225
Inflection &
point,
non-vorijqe Non-Voice
outweighing .
e legacy voice * High Growth .
* High Synergies potential
* Eroding but ...
* High Cash-flow generation

75

2011 2012 2013 2014 2015 2016 2017

e==B|CS DM esw\/pice DM «==Non Voice DM



Solid increase in

non-Voice volumes
(in M messages)

BICS benefiting from the boosting Q
mobile data volumes...

Non-Voice revenue growing

& Direct margin A2P
/- (in M€) (e TeleSign
o 8.6% 317
8.4% 292 @ 4,828
269
3,558
REV 3,002
= DM

2015 2016 2017

2015 2016 2017

International
Sbmn s
(P2P & A2P, 2017)




...While managing the decline High cash
in legacy Voice generator

thanks to scale
& operating
leverage

Declining
voice volumes
/‘ Volume decline, destination mix and MTR : :
f' . . (in M minutes)
*  (inME) downwards trend negatively impact revenue,

though limited on DM
1347

1,169
@ 1,003
REV
=DM
133 120 123

2015 2016 2017

26,313 26,224 @
24,385

2015 2016 2017

BICS maintaining its top-5 world
position in a Voice market showing
structural decline



Product mix puts pressure on EBITDA,
but margins have improved,
and cash conversion remains high

BICS segment result and margin EBELIBJ'L_?;C(&E)GX

9.9% 10.2% 10.8%

margin margin margin

2015 2016 2017




TeleSign contributing to all 3 growth
dimensions for BICS

O loT

[Q Cloud Com ] (o TeleSign
CU\Roaming

O Mybile IP

Africa/& ME

Asia-Pac

Core business

(3 TeleSign

Latin America

@ Geographies

Americas ' W), Internet companie

W, Enterprises

Customers

Customers
Address new customer segments
(MVNO, Internet companies, Enterprises)

TeleSign complementary customer
base of >500 digital companies
(mainly B2C), including 20 of the top
25 Internet brands

Solutions
Extend portfolio with new generation
services

TeleSign expertise in authentication/
security and in APlIs

3
. Geographies
i GTeIeS|gn Increase market shares in Asia and
Americas
oo TeleSign strong presence in North
ag America

€



(e TeleSign has the customers and the platforms

Connectivity

Communications

Platforms
& Expertise

The first end-to-end CPaa$S provider

ax’&)ics brings the mobile and worldwide reach

Using BICS

Worldwide network...

00

to reach directly >700 mobile operators
worldwide and improve sourcing of:

Direct SMS and

Voice Terminations
) )

Mobile End-User Data
\{

c)) Voice APIs (e.g. Anonymous calling)







We delivered our
guidance 2017

Guidance Actuals
metrics 2017
Domestic

underlying +1.1%
revenue
Group

underlying +1.5%
EBITDA

CAPEX €1,092m*

*Football broadcasting rights included.




Outlook for 2018

Guidance Actuals Outlook
metrics 2017 2018

Domestic
underlying 4,458m Nearly stable
revenue

Group
underlying 1,823m Slight growth
EBITDA

CAPEX €1,092m* Around € 1Bn** L‘

*Football broadcasting rights included.
**Excl. potential capex for Spectrum.

Stable gross dividend
per share 2017-2019

Proximus expects to return

€ 1,50




Regulatory measures on EU Roaming and Fixed Termination rates are
impacting Proximus’ revenue and direct margin

(EUR million)
Regulation impact on YoY
variance

Regulated price impact on
Roaming-Out

Overall net impact on

Roaming (price and volume

impact of roaming-out &
ing-in)

Fixed Termination Rates

2017

Direct
Margin

Revenue

2018 Estimate

Roam-like-at-Home pricing impact annualizing mid-June, explaining the
lower price impact for 2018 vs 2017. However, the overall net Direct

margin loss for Roaming could be fairly similar as for 2017,
depending on volume related costs, visitor roaming volume
elasticity and ongoing erosion of the paying Roaming Options.

The new, lower Fixed Termination Rates are expected to be introduced
around mid-2018 and will lower revenue and direct margin, whereas the
2017 variance was positively impacted following a court ruling.




Proximus Group
Q4 2017 results

progfimus



Q4’17 Group Highlights - Domestic revenue up O.9% In spite of roaming

pressure and increased competitive intensity. Group EBITDA up 1%

€1,47/M

Domestic revenue
of €1,137M, +0.9% YoY

+ Sustained Fixed Internet
and TV revenue

+ ICT revenue growth

+ Postpaid services growth

— Fixed Voice erosion

— Mobile Prepaid revenue
loss

BICS revenue of EUR
339M, -6.6% YoY

+ Increase non-Voice
revenue on A2P2volumes

+ TeleSign contribution

- Voice erosion

1 Underlying basis

€445M

Domestic EBITDA
of € 408M, +0.8% YoY

+ Direct marginup 0.5%
YoY

Maintaining stable
expenses (+0.2%) after
strong reduction YTD
Sept.

BICS EBITDA of € 37M,
+3.0 % YoY

+ Higher direct margin,
+5.1% on organic basis

— Higher expenses, incl.
TeleSign

2 Application to Person messages

Capex FY’17 of €1,092M

» Jupiler League and UEFA
Champions League
soccer broadcasting
rights for 3 seasons

»  Simplification and
transformation

*= Enhancing Mobile and
Fixed networks

= Fiber roll-out

= Improved TV content

or €-187M when
incl. TeleSign

YTD FCF of €292M, or
€511M when excluding
TeleSign acquisition (€ -
219M)

+ Higher underlying
EBITDA

+ Lower interest payment
on LT debt

— Higher income tax
prepayments

— More cash for Capex

— Higher cash for Early
leave plan ahead of
retirement

+ 18,000
TV Households
(unigue customers)

+17,000

Fixed Internet Lines

+22,000

Mobile Postpaid cards

- 8,000

Mobile Prepaid cards

- 21,000

Fixed Voice lines

+ 13,000
3 & 4-Play, i.e. 48.7% of
total base

56.8% Convergent
Fixed/Mobile; +1.9p.p.



Q417 Domestic revenue grew by 0.9% YoY. Enterprise and Wholesale posted
higher revenue, while revenue decline of BICS was mitigated by TeleSign.

Group revenue by quarter (M€ & YoY %)

-31% -3.0% -14% -0.8% 0.7% -29%  -32% -0.9%

%
1433 1460 1487 1490 1443 1417 1441 1,477

Qlle QzZl6 Q316 Q416 Q117 Q217 Q317 Q4’17/

I Domestic . B(CS

Domestic

Group revenue by segment (M€)

1,490

—

Underlying Consumer Enterprise  Wholesale Other BICS Undertying/

Q416

-4 12
I

Domestic +0.9%

5 -3 -24

1,477

<€

Group -0.9% >

T T T

T

T T

Q417

%\E}ics

[
8& Consumer: -0.5% YoY

+ Continued growth for TV, Internet, + GrowthinICT and
and Mobile Postpaid Advanced Business
— Less Mobile devices sales (at low Services
margin) _ + Mobile devices sales
— Fixed Voice revenue erosion — Lower Mobile services
— Loss in Mobile Prepaid revenue revenue, though further
prompted by the identification stabilized
legislation. — Erosion legacy Fixed

Voice and Data

* Application to Person

@ Enterprise: +3.5% YoY 1% Wholesale: +10.3%

YoY

+ Increase in roaming-in

+ Q4’16 included €-4m

revenue

FTR impact
Decline in traditional
wholesale products

Q4’17 revenue -6.6%YoY

+ Strongincrease in A2P*
volumes, leading to non-
Voice revenue growth,
accelerated by TeleSign

- Further erosion in Voice
traffic, combined with a less
favorable destination mix,
and negative USD currency

effect
.



Q4 & FY Group underlying revenue evolution per product group

(inM€)

10 -3 -2
]
Fixed Voice -11 Postpaid+5
Fixed Data +6 Prepaid -8
TV +4
Fixed Termin. -1
ICT +12
€
<€
Fixed Mobile Mobile
services devices
36 -23 31
I ]
Fixed Voice -40 Postpaid+16
Fixed Data +17 Prepaid -38
TV +26
Fixed Termin. +O
ICT +34
€
<€
Fixed Mobile Mobile
services devices

* Advanced Business Services groups new solutions offered aside from traditional Telecom and ICT, such as smart mobility solutions (BeMobile), Road User Charging, Converging Solutions, Big data.

Domestic +0.9%

Group -0.9%

Domestic +1.1%

Group -1.6%




(Growing customer base for Mobile postpaid, BB and TV

Mobile Postpaid customer base up 3.9% YoY, driving stable

growth in Mobile services, incl. significant RLAH impact

Mobile cards (ex- M2Min O0OQ’s)

YoY:

+  +145,000
4924 4919 4915 4918 4897 4900 4825 4,838
W

Postpaid;
+3.9%

- -225,000
Prepaid,;
-19.1%

[ = - *——o

Stabilizing after the
decrease resulting
from Prepaid

Ql'16 Q2'16 Q3'16 Q4'16 Ql1'17 Q2'17 Q3'17 authentication

Q4'17

BN Postpaid M Prepaid  ==@=Mobile park excl. M2M Llegislation
Mobile service revenue
==Postpaid ==Prepaid =#—Blended
49%
\1_% 08% 08% 03% 17% 17% 16%
—— e, — —
7% 02— > — e T T ‘
-11% -1.8% -21% -31% -16% -12% -1.0%
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
Lrem -19.1%
: -203% - —
S 2w 26.8% 26.4%
- 0 -26. -26.4%
-20.8% 27 2% o

Accelerated decline fueled by Prepaid
identification legislation

TV customer base grew by 4.8% YoY and Internet base by 3.2% in

spite of increased competition

TV customers

16 1,533 1,543 1,560

15
1440 1458 1472 L

Q116 Q216 Q316 Q416 Q117 Q217 Q317

Q417

Fixed Internet

4 ’

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

43




Q4 Group direct margin up by 1.6% YoY, with both Domestic and BICS direct

margin up YoY

Group direct margin by quarter (M€ & YoY variance)

14% -05% 0.2% 01% -04% -11% -19% 1.6%
h———h—a h—h—p—p—A

897 912

Qlle Q216 Q316 Q416 Q117 Q217 Q317 Q417 /

Group direct margin by segment (M€)

Domestic Q4 direct margin +0.5% to € 834m:

Stronger ICT margin for the Enterprise segment

Wholesale Direct Margin up on low comparable base and
benefitting from higher Visitor roaming

Mobile services margin pressured following the EU roaming
regulation, triggering an increase in roaming wholesale costs
Unfavorable revenue mix effect, with Fixed Voice decreasing
Domestic direct margin as % of revenue at /3.3%

BICS Q4 direct margin of € 78m, +5.1% on organic basis.
Including TeleSign, direct margin up 15.5% YoY

Q4

10 912
-3 1 b4 2 I

M o
< Domestic +0.5 /o>

Group +1.6%
>

3,628 -16
-8 6 -4 5 3,612

Domestic -O.7°/o>
Group -0.5%
>

<€

DMUnderlying  Consumer Enterprise Wholesale Other BICS DM Underlying DM Underlying  Consumer Enterprise Wholesale Other BICS DM Underlying
Q416 Q417 FY'16 FY 17

= o B




Q4717 underlying expenses fairly stable for Domestic operations. Group up 2.2%,
mainly attributable to BICS  acquisition of TeleSign™

Group expenses (M€) Group expenses (M€)
workforce vs non-workforce Domestic vs. BICS
Qs . 24%
| | |
478 484
448 444 456 449 435 437 OO -55 12
]

------------------------------------------------------------ +4.3%

WF -19 Incl. TeleSign
Non WF -37
Q415 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 Domestic BICS FY'1/
B Workforce expenses B Non-Workforce expenses

Q4’17 operating expenses up 2.2% YoY FTE’s
14,090
* Domestic expenses +0.2% YoY or € +1m. 463 [EELECHNAN Domestic workforce costs

538 TeleSign

benefitting from lower

* BICS expenses up €9 YoY, of which two-thirds
headcount

reflecting the acquisition of TeleSign. 13627

509 M BICS (excl. TeleSign)

13,095

B Domestic

12,644

* Unfavorable currency impact.

YE15  YE16  YE17 45
*TeleSign is consolidated since November 2017. Group



Q417 Group EBITDA, +1.0% YoY. Domestic EBITDA +0.8% YoY

441

15

Group +1.0%

>

<€

Underlying EBITDA
Q416

FY

1,796

<€

Direct Margin

Worforce cost

13

Non Workforce cost

30

Group +1.5% >

T

Underlying EBITDA
FY'16

Direct Margin

Worforce cost

Non Workforce cost

Underlying EBITDA
Q417

1,823

Underlying EBITDA
FY'17

*Total direct margin from roaming-out and roaming-in (visitor roaming) from Proximus and Tango, covering price and volume impacts

Domestic Q4 EBITDA up 0.8% to € 408m on higher direct
margin, in spite of € -8m net loss in Roaming DM

BICS Q4 EBITDA +3.0% YoY to € 3/m, including small
TeleSign contribution. Organic EBITDA fairly stable YoY.

Group underlying EBITDA (M€) & YoY variance

25% 17% 47% 55% 75%  o4% 220, 1.0%

Q117 Q217 Q317 Q417
BN B|CS /

418

Q316 Q416

Q116
I Domestic

Q216

46




CAPEX reflects our continued investment in the future value of the company

Quarterly (M€) FY (M€)
m Football m Football 1,092 Capex 2017 increase YoY
* Renewal of 3-year contracts for football
broadcasting rights
237 215 183 221 205 - The start of Proximus’ Fiber for Belgium
. - 2018 & 2019 around € 1bn

Q116 Q216 Q316 Q416 Q11/ Q217 Q317 Q417 2016 2017 Spectrum capex excluded

g Attractive x) Fiber build g IT
N2 content

4G pop coverage 94% F;tgo/ ?(3300/;4 ‘éectoring Jupiler Pro League Roll-out launched Renewed and
> S o .0
outdoor 99.8% - indoor 98.1% o i UEFA Champions League FttH 7 cities Slmpllfled IT

Av speed 4G(+) MbpS Av. VDSL Speed i MbpS StU.dio 100 FttB |n 72 industrlal Zonings syStems

Proximus customers a.o. new Mass Market IT
chain encompassing sales to

32 38
- . . 52 63 72 9 ) 3 ordering to billing

2015 2016 2017 STUDIO 'IOO‘ Q f‘

+ Mobile sites to support 2015 2016 2017 . ‘_
traffic increase @ Group




Stable Net income (Group share)

FY'17 net income (Group share) of €522m, fairly stable compared to 2016.
Higher underlying Group EBITDA and lower finance costs, partly offset by higher depreciation and
amortization and an increase in tax expenses.

YoY Net income (FY, M€)

27 12 -46 31 -19
523 -6 522
I
Netincome Underlying EBITDA  Incidentals (*) D&A Net Finance result Tax expense Others** Netincome
FY'16 variance Fy'17

* Incidentals for an amount of € 63m in 2016 . Incidentals 2017 of € 51m, mainly related to the voluntary early leave plan prior to retirement, and partially offset by a
capital gain on building sales.

** Includes Non-Controlling interests and Share of loss from associates

;



YTD'1/ FCF of € 292M, or € 511m when excluding TeleSign acquisition

YoY FCF (v, mg)
-8.5% like-for-like

29 -27

559 27 -14 -50 .
-20 7 511 219
292
FCF Higher Lower Higher cash  Accounts Higher Payment for Other Normalized Acquisiton  FCF FY17
FY16 underlying interest paid for Payable/  Income Tax ELP FCF 17 TeleSign
EBITDA payment on Capex Receivable, prepayments beneficiaries
LT debt Inventory

*Including cost of transaction-related hedginginstrument

49

Lower normalized Free Cash Flow
YoY mainly driven by:

» Higher prepayments of corporate
income taxes (increased legal
prepayment percentage to 59%)

» Higher Cash paid for Capex

» Higher Cash paid for the ongoing Early
Leave Plan (ELP) ahead of retirement

 Slightly higher working capital needs

 Partially offset by the higher
underlying Ebitda and lower interest
payments on LT debt

Acquisition of TeleSign was
completed in November 2017.
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We keep a sound financial position

Net Debt (vTD, M€)

Net Debt DEC
2016 Normalized FCF

FCF TeleSign

Dividends to
non-controlling Net Debt DEC
interests 2017

511

-1,861

Debt maturity schedule (M€)

B Commercial Paper B |nstitutional Eurobonds

¥ private placement

500 500
405
164
- - B

2018 2018 2022 2023 2024 2025 2026 2027 2028

-29088

» (Credit ratings: Standard & Poor’s A,
Moody’s Al, both stable outlook

* Proximus issued a €500m 5y Eurobond
at 0.5% in March 2017/
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We keep a sound financial position (continued)

5 Yrs 0.96%

Average debt duration Weighted average coupon
Liquidity at end-December 2017
405M EUR Jyerre 7 February 2018 3875% BE6215434620 Cash and cash equivalents
« EMTN Programme: 3.500m
500M EUR 5 years 22 March 2022 0.500% BEOOOZ2273424 .
EMTN ’ (2,255m outstanding)
bonds 100M EUR 10 years 22 May 2023 2256% BE6252911977 « Committed credit line
600M EUR 10 e 4 April 2024 2375% BE6265262327 (bilaterals/club/syndicate):
€700m
500M EUR 10 years 1 October 2025 1875% BEOO02237064

o CPProgramme: € 1.000m
150M EUR 15 years 20 March 2028 3190% BE6251142749 (164m outstanding)
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Underlying revenue slightly down, including lower mobile devices revenue for Q4.
Direct margin impacted by cost increase linked to higher roaming volumes

Consumer underlyingrevenue (M€) & YoY

+O 70/0
-0.3% -1.1% 1.9% 1.3% 1.9% 1.7% -0.1% -0.5%

Trend prior quarters confirmed in Q4’17 for main

e ——— — e——

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17

Consumer underlying COGS (M€) & YoY

-6.4%

-6.3%

7.1%

51%

9.8%

8.5%

51%

-0.4%

——

N — -

—e

—
QI16 Q216 Q316 Q416  Ql17 Q217 Q317 Q417 FY16 FY17
Consumer underlying DM (M€) & YoY

-0.7%
17%  05% 04% 00% -03% -02% -17% -0.6%
e & * * —
QL6 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17

product lines

Q4’17 Mobile devices revenue (at low margin) lower
YoY, on a high 2016 comparable base

Mobile Postpaid revenue positive trend continued, in
spite of substantial roaming regulation headwinds,

Direct margin further impacted by EU RLAH
regulation, with increasing wholesale costs

Stable underlying direct margin at 73.6% of revenue

Consumer
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Consumer revenue by
product group

Note
In line with Proximus’ strategy, most products are sold through multi-play bundles. Therefore, the revenue and ARPU of standalone products
are largely the result of the allocation of revenue and discounts to the respective products included in the Packs, as required by IFRS rules.
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Consumer revenue 0.5% lower, mpacted by lower mobile device revenue and

roaming regulation

& others Q417

9 2,910

‘

5 -8
4 N 1 -
737 6 6 7
l -0.5%
. <€ >
Underlying F|><edV0|ce Fixed Data v Mobile Mobile TANGO  Terminals Underlying
Q416 Postpaid ~ Prepaid
22 -38
26 |
2889 -22 7 - I
. +0.7%
g-lll.“
Underlying F|xedV0|ce Fixed Data v Mobile Mobile TANGO Termmals Underlying
FY 16 Postpaid ~ Prepaid & others

FY'17

Enlarging customer base with continued revenue growth in Q4’17 for
TV (+4.6%) and Internet (+4.1%), partly offset by lower Fixed Voice
revenue (-4.6%)

Q417 Mobile devices revenue (at low margin) lower YoY, on a high
comparable base

Continued positive trend for Mobile Postpaid up by 2.4%, despite
regulation headwinds

Prepaid revenue repeated steep loss, impacted by the significant YoY
reduction the customer base triggered by the legal identification
process, with a limited Q4’17 loss of -8,000

In a highly commercial and competitive quarter, Proximus attracted a
solid number of customers, closing 2017 with 360,000 all-in
Tuttimus and Bizz All-In subscribers

Scarlet confirmed its solid position in the low-end of the market,
achieving once more a solid growth in its no-frills offers TRIO and

Poco/Loco
Consumer >



Fixed Data revenue up on larger Internet customer base; improving net adds in Q41/,

and growing by +65,000 YoY

Fixed datarevenue (M€) & YoY

90% 100%  559%  49% 40% 20%  37%

———

151

Q116 Q216 Q316 Q416 Q117 Q217 Q317

Broadband growth & EOP (000,

1,741 1,754 1767 1,781 1,806 1,821 1,829

a ™~ e o e

41% +3.4%

— ’ — =1
157 599 619
Q417 FY'16 FY'17
1,847

* g 4 ¢ \g ¢ 4

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17
Broadband ARPU (€) & YoY variance
23%  45% 07% 08% 05% -17% 0.0% 05% [ 02%
—lrf. >  ———
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17

In a highly competitive quarter, Proximus achieved
higher net adds in comparison to the Q3’17 and to
the same period in 2016, supported by the year-end
campaign, and the success of Scarlet.

*+ 418,000 Internet lines in Q4’17

+ +65,000 or +3.7% YoY to total 1,847,000

* Annualized Internet customer churn improved
from somewhat higher Q3’17, 1pp lower YoY.

« Stable Q4’17 ARPU of EUR 28.4, up 0.5% YoY.
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Proximus continues to attract customers on its TV platform, a good improvement
from the prior quarter and somewhat higher compared to the year before

Increasing customer base, an important revenue

TV revenue (M€) & YoY variance driver, strengthened by successful year-end
— +7.1% campaign for the Proximus brand, solid customer
105% 7.6% 10.8% 112% 92% 88%  61% 6% growth for Scarlet.
———e — ——
= -. « 471,000 TV households YoY, or +4.8%,

Q6  QZ16 Q316 Q416  Ql17 Q217 Q317 Q417 P16 P including +18,000 TV households in Q4’17
+ 1,560,000 unique TV households end-"17

Unique TV - customers (000)
« Q417 TV ARPU fairly stable at € 21

1,440 1,458 1,472 1,489 1,516 1,533 1,543 1,560

. o N ° o
¢ ¢ ¢ A g ¢ + 4

n ..and more extensive TV content.
n * Renewed Belgian professional football

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17 . . . .
broadcasting rights on a non-exclusive basis
Fixed TVARPU(€) & YoY variance + Exclusive coverage of the UEFA Champions
League extended to the next three seasons
18% 04% 38% 51% 38% 33%  1.0% 04/ [ +19%
*>- —— - ‘ — —e- * Asof 1 January 2018, strategic partnership with
211 . Studio 100, a very well-known Flemish kids
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17 content prOducer
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Contained Fixed Voice line erosion and lower traffic driving continued revenue

decline

Fixed voice revenue (M€) & YoY variance

-3.5% -4.5% -5.1% -6.3% -3.1%

-33% -559% ~46%

. = O

128

o

122

Q116 Q216 Q316 Q416 Q117

Voice lineloss/gain & EOP (000)

2,096 2,078 2,058 2,060 2,066

©&— o o

Q217 Q317 Q417

2,063 2,048 2,036

4 4

A4 \ g g ag ag

ag 24

2

Q116 Q216 Q316 Q416 Q117

Fixed voice ARPU (€) & YoY variance

-2.2% -2.2% -2.3% -3.5% -1.0%

2 Er

Q217 Q317 Q417

-2.3% -5.0% -3.9%

L GEm—

—

Q116 Q216 Q316 Q416 Q117

Q217 Q317 Q417

— “41% —

FY16 FY17

L

FY'16 Fy17

r— -31% _'I

FY'16 FY17

Total Fixed Voice customer base at
2,036,000. Proximus’ and Scarlet’s multi-
play offers continue to support the Fixed
Voice line.

« FY 2017 line loss significantly improved vs.
FY2016: -24,000 YoY, incl. -12,000 in
Q417

 Fixed Voice customer base of 2,036,000,
or -1.1% YoY

 ARPU Q4’17 EUR 19.9, reflecting the

ongoing decline in the use of Voice traffic
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Mitigated decline in Moblile service revenue
Stable Mobile customer base with Postpaid offsetting the more limited Prepaid decline

In spite of substantial roaming regulation headwinds, Mobile Postpaid revenue up by 2.4% in Q4'1/, driven by expanding Postpaid customer

base, improved customer tiering and reviewed mobile offers since mid-August.

Revenue from Prepaid repeated a steep loss, resulting from significant YoY reduction in the Prepaid customer base triggered by the legal
identification process. The last quarter of 201/ showed a radical change, with the decline limited to -8,000.

Mobileservicerevenue (M€) & YoY variance

l_ -1.7%
0.7% -1.6% -16% -16% -26% -16% -1.3% 2%
— ¢ e >
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY'17
Blended net mobile ARPU (€) & YoY
1.2% -07% -0.4% -01% -0.7% 0.6% 1.8% 2. 5% +1.0% —l
= < < G >
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY'17

Mobile Net Adds (O0Q's)
9 8
-8
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
Prepaid B Postpaid
Mobile Park (O0Q's)
3,717 3,704 3,689 3,679 3,646 3,631 3,552 3,552

s | 20 [l zon [ oo H 26 | 260 [| 265

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
Prepaid B Postpaid

Consumer
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Consumer — Postpaid and Prepaid

Postpaidrevenue (M€) & YoY variance

4.9%  24%  21% 25% 23% 3.0% 26%  2.4% — +2.6% —— Q4 Postpaid revenue increased by 2.4%, in spite of
—e * ¢ ¢ ¢ M M the Roam-Like-At-Home (RLAH) headwinds, driven
215 221 856 B78 by :
Q16 Q216 Q316 Q416 Q17 Q217 Q317 Q417 FY16 FY17 * Expanding Postpaid customer base
Postpaid ARPU (€) & YoY variance - Improved price tiering
-05% -23% -25% -22% -29% -2.8% -31% -2.0% "27% ——
— * < + + * r * Reviewed mobile offers since mid-August
27.8
Q116 Q216 Q316 Q4'16 Q117 Q217 Q317 Q4'17 FY'16 FY17
Prepaid revenue (M€) & YoY variance
Revenue from Prepaid repeated a steep loss.
-17.8% -19.1% -203% -234% -298% -272% -268% -264% -27.6% . iANiE -on- ion i
— -— o e . . — 1 Significant year-on-year reduction in the
m "2 | M Prepaid customer base triggered by the legal
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 Fy17 identification process
Prepaid ARPU (€) & YoY variance , . .
o e * Q417 showed however a radical change in
-8.6% -97% -9.9% -118% _1g79 -11.0% 66% -67% — " 1 ) ) )
=0 e the Prepaid customer dynamics, with the

Q116 Q216 Q316 Q416 Q117 Q217

Q317

Q417

FY'16

>

FY'17

decline limited to -8,000




Tango Luxembourg— Consumer segment

Tangorevenue (M€) & YoY variance

I +3.4% 1

9.6%
‘_VMA

Tango Q417 Consumer revenue up by 2.8%
YoY, in spite of aggressive competitive market
conditions, the Prepaid card identification
legislation and the application of the RLAH
legislation from 15 June 2017

- Commercial success of the revamped
Smart portfolio

- Success in executing a convergence
strategy on Fixed services (Voice,
Internet and TV)

Consumer




X-Play view




Consumer increasingly generates revenue from the households it services,
+2.2% for Q4, driven by uptake of 4-Play offers

Revenue in M€

Q4

4 -11

-5

\‘ l
W
N

W

HH/SO +2.2%

Total Consumer -0.5%

5 733

<€
<€

|

Underlying  4-Play 3-Play 2-Play 1-Play  Prepaid Terminal Tango
Q416 sales

L

Other  Underlying
Q4'17

132 -40
-19
-19 :
-38 31 4 -29
: 2,910
2,889 :
HH/SO +2.3% -
- < >
Total Consumer +0.7%
‘ < ° > ‘
Underlying 4-Play  3-Play  2-Play 1-Play  Prepaid Terminal Tango Other  Underlying
FY'16 sales FY'17

737 733
34 28
29 30
60

+2.2%

&
BN E

Q416 Q417
B Revenues X-Play Prepaid
B Terminals sales B Tango
B QOther
2,889 2,910
137 108
111 115
169 201

+2.3%

|
| i

FY'16 FYy17

H Revenues X-Play Prepaid
B Terminals sales B Tango
® Other

Proximus’ strategy to focus on
attractive multi-play offers,
supported by Tuttimus and Bizz
All-in, resulted in continued
uptiering to 4-Play, leading to
17.1% 4-Play revenue increase in
Q4’17 and a more valuable and
loyal customer base
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Proximus all-in offers accelerate revenue increase for 4-Play to € 236m, making up
32.1 % of total Consumer revenue

Increasing 4-Play base is main revenue growth driver for Consumer
4.0% 28% 21% 17% 21% 33% 17% 2.2% * Tuttimus/Bizz All-in driving uptiering to 4-Play
X-Play ¢ —e ¢ e ¢
revenue me * Ongoing expansion of 4-Play base, +82,000 YoY incl. +14,000
& YoY variance
a 24 HH/SO in Q4’17
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 .
* Growing revenue from 4-Play partly offset by lower revenue
generated by the 1 - 2- and 3-Play HH/SO (incl. uptiering) /
-31% -39% -43% -46% -54% -76% -6.8%
4-Play 9.4% 77% 72% 8.4% 14.1% 183% 182% | 17.1% 2-Play r———¢ ¢ r——e—¢
— R
revenue e * revenue (M€)
& YoY variance 201 & YoY variance 77 72
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
-17% -2.4% -2.8% -29% -3.2% -22% -50% -4.4%
RIS EWAl  ©62% 43%  31% 09% -37% -51% -7.2% -6.1% 1-Play * * ————o—¢
revenue e ~— ————o—0o—o— revenue (M€
& YoY variance & YoY variance
181 170 120
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

Consumer
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Consumer HH/SO base at 2,937,000
56.8% of multiplay HH/SO combine Fixed with Mobile, +1.9pp YoY

662 673 687 _ - N A 9 413 409
555 564 574 605 040 7 - 2 Eg‘aE)gp . . o . . . . .
—_— B —
31 feieie) w3 5 B ~4
8
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 Q116 Q216 Q416 Q416 Q117 Q217 Q317 Q417
768 771 774 760 750 748 744 743 1177 1167 1158 1,150 1130 1,127 1,111 1,098
3 | g | =
13 | Z . 1
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

X-Play Households/Small offices totaled 2,937,000 end Q4'17; ie. down YoY by -0.5% or -15,000.

Customer mix improving with ongoing expansion of 4-Play base, +82,000 YoY, up by 13.5%,
incl. +14,000 HH/SO in Q471/, driven by the Tuttimus and Bizz All-in portfolio

Consumer
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Overall ARPH +2.6% YoY to € 6/.7, in spite of roaming regulation impact on Mobile

X-Play
ARPH (€)
&

YoY Variance

2.1%

Q216

The overall ARPH continues to grow on improved
customer mix with 4-Play ARPH up 1.0% YoY to €
115.7, driven by higher RGU'’s

3-Play ARPH down 3.0%, with Scarlet TRIO
customers increasing in the mix, at lower pricing

/

4-Play
ARPH (€)
&
YoY Variance

3-Play
ARPH (€)
&
YoY Variance

-0.9%

Q216

-1.0%

M

Q216

(o)
2-Play L7% 13% 4 1g 03% 0.3% 0.3%

ARPH (€)
&
YoY Variance

-0.8%

-0.8%

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

2.6% 1.3% o 9 1.7%
1_pl_ay S%  10% 09% 0.6% ) -0.1%

ARPH (€] — 4"\1:*//.
&
YoY Variance

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
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Annualized full churn rates

The annualized full-churn rate on average for all Plays was
13.3 %, down O.3pp from the previous year and quarter

full churn 13.5% 4-Play churn remaining low at 3.0%
rate
116 Q216 Q316 Q416 Q117 217 Q317 Q417 .
¢ ¢ “ ¢ “ “ “ “ 3 & 2-Play churn lower compared to the previous year and
quarter
4-Play 2-Play
Annualized full Annualized full
churnrate churnrate 11.6%
QL6 Q216 Q316 Q416 Q117 Q217 Q317 Q417 QL6 Q216 Q416 Q416 Q17 Q217 Q317 Q417
3-Play
Annualized full
churnrate 10.3% churnrate 21.9% .
QL6 Q216 Q316 Q416 Q117 Q217 Q317 Q417 QL6 Q216 Q316 Q416 Q117 Q217 Q317 Q417

Consumer
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Enterprise Results
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Q4’17 Enterprise revenue up by 3.5%, pressure on legacy lelecom services more
than compensated for by growth In [CT and Advanced Business services

Enterprise underlying revenue (M€) & YoY
1.7%
01% 57% 07% 09% 47%  -18% 04%  3.5% ,_ ’ ]
>———sy >r——e S ‘ .
* Q417 revenue supported by 9.5% growth in ICT
357 370 revenues, and by the continued progress in
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17 Advanced BuSIDeSS SerV|CeS
Enterpriseunderlying Cost of Sales (M€) & YoY + Q4’17 underlying direct margin of € 245m,
+0.5% YoVY: growth from ICT and Advanced
19% 151% 4% 17%  183% 554 50%  9.9% — +73% ™1 business services more than offset the pressure on
traditional telco services. Mobile services margin
116 216 316 416 117 217 317 417 FY16 FY17 . .
! ! . ! . . : . * Thedirect margin as a percentage of revenue
Enterpriseunderlying direct margin (M€) & YoY decreased to 66.4% due to less favorable product
Mix
0.9% 2.0% -0.6% 0.5% -0.6% -1.7% -1.6% 0.5% — -0.8% =
. ¢ ¢ ¢ ¢ o o
s6s | o956

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17

.
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\

Underlying  Fixed Voice  Fixed Data

ICT

34

Advanced Terminals & Underlying

Underlying  Fixed Voice  Fixed Data

ICT

Advanced Terminals & Underlying

Q4’17 revenue up by 3.5%, supported by ICT and Advanced Business Services

Operating in a competitive environment, Proximus’ Enterprise
segment achieved a 3.5% growth in Q4’17 revenue

Enterprise segment benefitted from a 9.5% growth in ICT
revenues, and from the continued progress in Advanced

Business Services

Q4 Mobile services revenue stable YoY

.



Lower Fixed Voice revenue on steady Fixed Voice customer base erosion and lower

usage

Fixed voice revenue (M€) & YoY variance

-4.4% -2.8% -4.9% -5.5% -5.6% -7.7%

—8 7%

9. 7% 9% « The Enterprise segment continues to face

. * . - ~——e

ongoing customers rationalization of their Fixed
- “ line connections, lower usage, technology
migrations to VolP and competitive pressure.

QL6 Q26 Q316 Q48 Qlly Qzl7 @37 Qal7 e Py However, the net Fixed line erosion remained
fairly stable with -9,000 lines in Q417
Voice lineloss/gain & EOP (000 . .
9 (000) +  Fixed Voice ARPU eroded to €29.8,
o -3.2% YoY on less traffic per line and a lower
637 630 . . .o .
— . . 520 609 599 589 580 average traffic price due to a rising penetration
of unlimited call options
BE DO
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417
FY'16 FY17
Fixed voice ARPU (EUR) & YoYvariance
1.1% 3.2% 1.0% 0.6% 0.2% -2.0% -2.5% -3. 2% o
Elem
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17

| Enterprise A



Ongoing migration of legacy Data products to new solutions at more attractive pricing

Fixed datarevenue (M€) & YoY variance

1.1% 11% 1.0% -1.0% -1.6%

* " g >—

et

Q116 Q216 Q316 Q416 Q117

Broadband growth & EOP (000,

137 137 138 138 137

& 4 o
g g

&
o — N

0] 0 1 0

L 2
L

Q116 Q216 Q316 Q416 Q117

Broadband ARPU (EUR) & YoY variance

-0.2% -0.5% -1.4% -0.8% -1.4%

— -0.8% —

* e el — et

Q116 Q216 Q316 Q416 Q117

Q4’17 revenue from Fixed Data, consisting of Fixed
Internet and, for a greater part, Data Connectivity,
totaled € 6Z2m, -1.0% YoY

National Data connectivity revenue grew in Q4 on
growing Explore park, benefitting from the further
roll-out of P2P fiber. Legacy products are outphased
and migrated in the context of simplification
programs, offering customers new solutions at more
attractive pricing

In a competitive and highly penetrated Internet
market, Proximus’ Enterprise segment reported a net
line loss of 3,000 in 2017, bringing its total Internet
base to 135,000 by end-December 2017, i.e.

-2.4%

| Enterprise [IES



Solid fourth quarter for ICT, with record high revenue, up YOY by 9.5%

Underlying ICT revenue (M€) & YoY

11%  142% 119 21%  161% 139  53% 9.5%
— > ——— 40

129

7.2%

Benefitting from the company’s strategic focus
on ICT, EBU posted solid revenue growth for
Security, Unified Commmunication and
Outsourcing services, was supported by higher
one-time revenue and a small revenue
contribution from Davinsi Labs and Unbrace™

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17
Advanced Business Services (M€) € 9m revenue from Advanced Business Services
— *552% in Q4'17, mainly driven by BeMobile, occupying a

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

Converging Solutions, Big data.

FY'16

Fy17

unique market position in the field of Smart
Mobility. Further supported by growth for
Proximus’ convergent business solutions

Advanced Business Services groups new solutions offered aside from traditional Telecom and ICT, such as smart mobility solutions (BeMobile), Road User Charging, /

* Davinsi Labs is an Antwerp-based cyber security company with a strong position on the Benelux cybersecurity market (FY’16 revenue of €3.4m), and integrated in Proximus since May
2017. Unbrace, consolidated as of October 2017, is a young Belgian application development company, supporting companies in their digital transformation journey.

| Enterprise [EE




Firm growth in Mobile park and increased usage nearly offsetting roaming regulation

Impact

Q4’17 Mobile service revenue -0.4% YoY, improving sequentially
* Further growth of Mobile customer base, +13,000 Mobile cards in Q4'17/, in spite of the competitive setting, bringing the base to 988,000

cards, +5.2% YoY

« Growth in customer base supported by low Mobile churn of 10.4%.

Mobile service revenue (M€) & YoY variance

-1.9%

5.0% 03%  -27% -35% -49% -16% -08% -0.4% I 1
— >—. >—s * *
“
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 Fy17
Postpaid ARPU (EUR) & YoY variance
1.7% -3.8% -6.4% -8.0% -9.6% -6.8% -6.4% -5.2% -7.0%
——————— === & | l
Elen
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17

Postpaid exL M2M growth & EOP (000)
903 911 926 939 952 965 975 988
* ~—e ~— * —
Q16 Q216 Q316 Q416 QL7 Q217 Q317 Q417
M2M growth & EOP (000)
o978 1094 1158 1169 1,180 1190 1198 1,209
——t——t o o N o >
10 12 9 8 11
QI16 Q216 Q316 Q416 Q117 Q217 Q317 Q417

.



Wholesale benefitting from higher roaming-in revenue, partially offset by

decline in traditional wholesale products

Wholesale underlyingrevenue (M€) & YoY

4.9% 7.3% 1.1% -3.3% 8.0% 1.6% 9.5% 10.3%
C— e e —

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

Wholesale underlying direct margin(M€) &YoY

17% -5.4% 0.4% -36% 5.6% 4.0% 37%  9.4%
—————— . ———

Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417

+6.5%

FY16

— +3. 596

FY'16

-M

FY17

m EBEE3

FY17

* Q417 Financials of Wholesale segment compare to

low Q4 2016, with the regulated decrease in Fixed
Termination Rates™ since November 2016 lowering

the Q4’16 revenue and direct margin by respectively
€4mand €3m

This aside, Wholesale revenues & direct margin
remained somewhat above 2016, following higher
roaming-in data volumes, partially offset by a decline
in traditional wholesale products (fixed/mobile voice,
data connectivity and broadband access)

*Was reversed back in Q1 2017 to the former higher FTR rates following the annulment by the Brussels Appeal Court in March 2017 on procedural

grounds.
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BICS Results
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BICS core business in full transition from Voice to Data.

Strategy to grow In AZP accelerated thanks to TeleSign

BICS Underlying Revenue (M€) & YoY variance

-5.6% -6.6%

-10.9% _1279, ~91% -12.9%

363

-12.1%

-6.6% —-96%=—/

QI16 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY'16 FY17
BICS Direct Margin (M€)
o 15.5% 1.9%
3.5% 4329, -01% 39%  359% 04% 4 39, 123 °
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17
BICS underlying segment result (M€) & YoY variance
8.0% 0 | 4. 2%
-10.0% -3.1% ' 6.4% . 5 0% 3.0%
: -19.3% 4% -8.4%
- M
QI16 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 Py

For Q4'1/, BICS posted revenue of € 339m, incl. 2

months of TeleSign revenue.

* BICS Organic Q417 -11.3%, reflecting the ongoing
transition within the International Carrier market,
with usage moving from Voice to Data

Higher Direct Margin with positive evolution in Voice

and non-Voice.

* Q4’17 direct margin of €78m, + 15.5% YoY,
strengthened by TeleSign. On organic basis, BICS
+5.1%

BICS" underlying segment result Q4'1/ € 3/m,

+3 0% YoY
Higher direct margin partly offset by € 9m expenses,
of which two-thirds from TeleSign

* Organic Q4 EBITDA fairly stable, i.e. strong
sequential improvement

* Q4’17 contained higher settlement agreements, and
negative currency impact

+ The Q4’17 segment margin as percent of revenue
was 11.0%, up 1.0pp YoY

* Consolidated since November 2017
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BICS non-Voice showing firm growth on increase in SMS AZP volumes and solid '?%Pics
performance in Mobile Data driven by Roaming and Mobile |IP businesses

BICS - NonVaice Revenue (M€) 25.3% revenue growth for non-Voice to
25.3% € 90m for Q4’17 with Messaging volumes

81% 104%  75%  76% ... w 8.6% +109.2% YQOYV.
e — ~ 1
- I m M * Astrongincrease in A2P volumes, including a

o o6 os1e ose o N . | solid contribution of TeleSign, accelerating BICS’
. . . . . . e o strategic ambitions in this growing market
* Organic non-Voice revenue up by 5.6%

BICS - Non Voice Direct Margin (M€)

o, ° o, o, 13% . . h h
85% ozy 54% 114% 17%  -21% 115% ~ 1 Q4 Non Voice Direct Margin benefitted from

-5.8%
G :
. m the strong growth in SMS A2P volumes and
39 . . . .
Mobile data, driven by Roaming and Mobile
Q116 Q216 Q316 Q416 Q117 Q217 Q317 Q417 FY16 FY17 ||D businesses.

* The strategy to grow in the A2P area was
accelerated by TeleSign, resulting in an overall
non-Voice margin growth by 11.5% compared
to the prior year. TeleSign aside, the non-Voice
margin was kept fairly stable YoY

BICS - Non Voice Volumes (in mio messages)

26.9% 280% 1519

7.3% 5.6% 3.3%

Q116 Q216 Q316 Q416 Q117 Q217
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BICS Voice direct margin growing in spite of revenue pressure

g:’il?ics

BICS - VoiceRevenue (M€)

- o,
-12.6% 8.4%

291

-14.6% -17.0% -16.2% -17.4%

-8.4%

-14.5% -141% -

-
1,169

Q116 Q216 Q316 Q416

BICS - Voice Direct Margin (M€)

-23% 5309, -6.4% -4.6%

Q117 Q217 Q317 Q417 FY16 FY17

0,
06% -1.0% .73, 208% — 27% =

¢ ——0

Q116 Q216 Q316 Q416

0,
8.6% 1.8%

Q117 Q217 Q317 Q417 FY16 FY17

BICS - Voice Volumes (in mio minutes)

-7.0%

1.4% r
-10.1% -102% -8.2%

6.667

*‘\“74‘

Q116 Q216 Q316 Q416

Q117 Q217 Q317 Q417 FY16 Fy17

Ongoing transition within the International
Carrier market, with usage moving from
Voice to Data.

* Erosion in Voice traffic, with Q4’17 volume -
8.2% YoY, combined with a less favorable
destination mix, and a negative USD currency
effect, led to -14.5% decline in Voice revenue

* BICS achieved +20.8% growth in Voice Direct
margin , resulting from a higher-margin
destination mix in BICS’ core business, and the
contribution by TeleSign’s authentication
services. TeleSign excluded, BICS’ Voice margin
was up by 13.2%
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Additional info

IFRS 15

Spectrum

Shareholder structure
Pricing

CSR - some realisations
Contact details




N
IFRS 15- new revenue recognition accounting standard

* UnderIFRS 15, as of 1 January 2018, revenue arising from customer contracts, is recognized at an amount that reflects the
consideration to which an entity expects to be entitled in exchange for transferring goods or services to a customer

Main implications for 2018 reporting ~ Estimated
Proximus approach financial impact

1. Revenue from bundles, incl. 1. Financial review
. e . . . 1 2017 P&L (pro-forma)
subsidized devices and services, i.e. Group and Segment variance commentary
mainly related to mobile joint-offers under IAS 18 for the 4 quarterly reports of

2018 *Device revenue:

Under IFRS 15, the revenue allocation to . . *Service revenue:
Service revenue and Device revenue will M' Consumer X-Play repo'rtlng *Commissions:
be based on the relative stand-alone - provided under IFRS 15 as of Q1'18 ‘EBITDA:

. . . . - 2017 pro-forma comparison
0 fthed d
seiing price of the device and services As of 2019, the X-Play reporting will fully

P replace the product view for the Consumer
segment

* Morerevenue will be allocated to the
device, at the expense of Service
revenue

« Higher upfront revenue related to

the device
1. Balance sheet at
.. . . . 1/1/2018 (excl. deferred
2. Timing of the recognition of 2. Financial statements (excl. deferred taxes)
commissions yvhich are incremental IFRS 15 as from 1 January 2018 with
costs to acquire customer contracts cumulative impact through equity and *Equity: € +203m*
Under IAS 18. the G h disclosing 2 sets of financials for 2018 in its o Commissions: € +120 m
naer d" t f rﬁf’tp exzenT;.'Fsa; lesse Financial Statements: one under IAS 18 and one o Contract asset from bundles:
costs immediately while under ’ under IFRS15, without restating 2017 financials € +83m

these costs are deferred. (3yrs for
Consumer, 5yrs Business)

81
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Spectrum auctions to come through
end 2018 / early 2019

Expiry dates

Proximus
29/11/33 800 MHz 510
15/03/21 P UG

2x12.4
Proximus
15/03/21 1800 MHz 2% 248
15/03/21 AL ACEITE 1x54
2x15
Proximus

30/06/27 2600 MHz 2520

Proposed
Expiry dates

Renewal

700 MHz

All around

2040
3.4-38
GHz




Shareholder structure

31 Number of % % Number of Number of

December shares Shares Dividend shares with shares with
2017 rights voting rights dividend rights

thealt":’elan 180,887,569 53.5% 56.1% 55.9% 180,887,569 180,887,569
15,386,146 4.6% 0.0% 0.3% o 858,433

Free-float 141,751,420 41.9% 43.9% 43.8% 141,751,420 141,751,420

Total 338,025,135 100.0% 100.0% 100.0% 322,638,989 323,497,422

The voting rights of the treasury shares are suspended by law. The dividend rights of the treasury shares acquired in 2004 are also suspended,
whereas the dividend rights for shares acquired as from 2005 are cancelled
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MA4M pricing strategy increasing value for converged customers with boosting data
usage. Move from packs discounts to enhanced product features for convergent packs.

Our mobile offer addresses the steep increase in mobile data consumption

Mobile only Mobilus S Mobilus M Mobilus L
- , 120 min N 300 min N Unlt min h
ﬂE& Q Unlt sms €1500 Unlt sms €25,00 Unlt sms €£|*0799
R 7 16B1.5GB : 36B 5 GB 8GB 10 GB
iA (\9) = | e Fav. app €15.99 Fav. app Eeaes Fav. app €42.99
AvE6.8 | AvEE.E@ BYEG2O
€90.94 €101.94" €115.947
([ 120min+CUG ko0 Untt min e Unlt min e
Unlt sms I Unlt sms I Unlt sms I
26B3GB €15.99 5G6B 10 GB €26.99 1o6B20GB  €40.99
9 Fav. app J Fav. app J Fav. app
s N
* 100Mbps/15Mbps =10 GB cloud = Wi-Fi extender
— L " Unlt volume = Modem incl. (only forL) J
e N
E = Decoder = Proximus TV app * TV bundle @ choice
——) | =TVreplay =1 Blockbuster/ month (eg. Sports, Netflix ..) )
s 2
g » National & International free * Free family calls
L calls to Fix & Mob in EV & WE

Prices as of 1 August’l7 p rox I m U S

" Pricesas of 1 Aug 17, including favourite TV option. If no Fav. TV option: €82.99 / €93.99/€107.99 84
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scarletl

Postpaid

€28

Unlt min
Unlt SMS
4GB

€ 0.16 / minute
€ 0.07/SMS
€0.05/MB

€8 €18
150 min 500 min
1000 SMS 2000 SMS
500 MB 2GB
€ 0.16 / minute € 016 / minute
€ 0.07/SMS €0.07/SMS
€0.05/MB €0.05/MB
NEW

Boost internet!
Ajoutez 1 GB™ pour 5 € par mois

€15

O min
Unlt SMS
5GB

€ 0.20 / minute
€ 0.07/SMS
€005/MB

E 90 min

Positioning Scarlet as no frills brand, with very attractive pricing
for ‘price seekers'

'ﬁ} € 23 / month
; ¥ Internet: 50 GB
Internet POCO Extra € 3 per block of 50 GB
Down 30 Mbps
\ Up 2 Mbps )
CcO € 35/ month
_  Internet: Unlimited volume
Internet Loco Down 50 Mops
Up 4 Mbps
e N

. % €39/ month
scarlet Trio
TV: ~30 channels

+

Fixed Voice line: Free calls to fix Off
Peak
+
Internet: Unlimited volume
Down 50 Mbps

L Up 4 Mbps
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Leading in Corporate Social Responsibility
Some of our realizations

Education

Safe use of internet for children

Young people teaching the older
generation (www.webexperts.be)
Supporting technology-training for job
seekers (www.proximusdigitalent.com)

B,

~cop IS o
o UTRAL
CLIMATE e

2016
SCIENCE CSR Rating
| BASED e RE
" TARGETS .

FTSEAGood R MHTIOUS CORPORATE L LT T ecovadis i SE

12,000

children educated on a safe use of
internet

Environment

Reduce our CO, footprint

« -70% (2007-2015).

« -30% (2015-2025)
Climate neutral for our own activities
Help customers reducing CO, footprint
Collect & recycle for schools and
customers
Green business products

kTonne CO,e

Carbon footprint

Energy consumption

-22%

-72%
548 vs. 2007
vs. 2007
316 441 T
8%
w
vs. 2015 K3
65 3 3 ] °°° 1443 1392
47 4t £
K
2015 2017 2007 2015 2017

2007
BScopel MWScope 2 (marketbased)

H Electricity ®Heating ™ Vehicle fuel

Communities

Read more in the annual CSR report on Proximus.com

School-videoconferencing for long-termiill
children (www.bednet.be/www.takeoff-asbl.be )
Accessible smartphones and tablets for disabled
people

Support local communities (homeless, refugees,
disabled people...)

* Calculated according to the guidelines of the Greenhouse Gas Protocol

800

Long-termiill children connected
with school in 2017

Progiimus


http://www.bednet.be/
http://www.takeoff-asbl.be/

For further information

Investor relations

Sarah Franklin

+3222027711
Investor Relations Manager J

Nancy Goossens

+32 220282 41
Director Investor Relations J

‘:” E-mail: investor.relations@ proximus.com

@ Proximus investor relations website: www.proximus.com/en/investors

87


mailto:investor.relations@proximus.com
http://www.proximus.com/en/investors

Cautionary statement

“This communication might include some forward-looking statements, without limitation,
regarding Proximus’ financial or operational results, certain strategic plans or objectives,
macro-economic trends, regulation, future market conditions and other risk factors. These
forward-looking statements rely on a number of assumptions concerning future events and
are subject to uncertainties and other factors, many of which are outside Proximus’ control.
Therefore the actual future results may differ materially from those expressed in or implied
by the statements.

Readers are cautioned not to put undue reliance on forward-looking statements, which
speak only of the date of this communication.

Proximus disclaims any intention or obligation to update and revise any forward-looking
statements, whether as a result of new information, future events or otherwise”.

88



