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OVERVIEW

o Let’smakeit quick
e Iknow allofyouhavealreadylooked into the deck

e Ithink, overall,I couldsay,wehave shownavery disciplined execution on what we have showed at the
Capital Markets Day; and overall, we delivered a quite solid quarter with the good momentum on the
customer propositions and we even are able to confirm our guidance

Earnings Summary

¢ Financially, we delivered a strong set ofresults, and we are well on track to re ach the full-year guidance
e First, we delivered organicrevenue growth of4.7%for total group
e The headline revenue growth was even stronger at 13%here, benefiting from the strong U.S. dollar
e (2 adjusted EBITDA grew 11%to €4.6B
o Organicyear-on-year growth was 5.6%
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e Our adjusted netincome grew77%to €1B
e Pleasenotethatboth our adjusted EBITDA and the netincome benefited from €175mm one-timer
e On the FCF level, we delivered €0.9B, well ontrack for our full-year target ofaround €4.3B

FY Guidance

e Qur full-year guidance for around €18.3BEBITDA and around €4.3BFCF remain unchanged
e Again,ourguidanceisbased onlastyear’s averageexchangerate
o Andforthisyear, we will translate thatinto €19.3Badjusted EBITDA at today’s dollar spotrate
e Pleasenotethatourunchanged2015adjusted EBITDA and FCF target excludes the €175mm one-timer, I
already mentioned

SEGMENT RESULTS

Germany

e To thesegments, in Germany, I think, overall, I'd like to say that we are showing a very strong customer
momentum, both onmobileand on fixed
o But forme, especially the performanceonbroadband, net adds on MagentaEINS was stunning

e We areexecutingonourintegrated network strategy,increasing our LTEcoverageto 82%of POPs and
our fiber coverageto 46%ofall households, whichis anincrease ofeight percentage points, year-on-year

BROADBAND NET ADDS

e Our broadband netadds werethe strongest inyears, and the numbers of customers on our fibernetwork
increased by almost 0.5mm justin this quarter, which is doublethe growth of the prior-year
o We further accelerated our total IP migrations to 1.1mm, only this quarter, taking the total to close to
seven million IP-basedlines, or 29%ofthe total, up from 14%ayear-ago
o So,evenhere,wellontrackfor ourtargetsto migrate the wholenetworkby 2018

MAGENTAEINS

e Our MagentaEINS, convergent proposition, which we launched last September, continued to prove very
popular here in Germany

e We added 400,000 new Magenta One customers in the quarter taking the total of 906,000 customers
hereinthebase

e Andweareableto achieve growthintotalhousehold ARPU, which is even something we appreciate

MOBILE BUSINESS

e Inmobile, ourfocusonnetwork quality and upselling is clearly paying off
e We furtherincreased our service revenue market share in a market that hasnow returned to overall
growth

US

e Comingtothe U.S,, after the announcementofour U.S. team, the share price improved nicely to $34.6
due to the great development

e Theteaminthe U.S. is doinga greatjobinall regards
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CUSTOMER ACQUISITIONS

e We had another outstanding quarterof customeracquisitions, while achieving record-low churn

e The postpaid phone churn was downto 1.3%in the quarter, so down from almost 1.5%a year -ago, which
is the best ever at T-Mobile US

e Our LTE networknow covers 275mm POPs, and we will reach 300mm people by year-end
INTEGRATION OF METROPCS NETWORK

o The integration ofthe MetroPCSnetworkis way ahead ofplan, and the new7 00 megahertzfrequencies
covering 60%ofthe U.S. population, they are beginning to go live

e With 1.8mm netadds, we delivered the eighth consecutive quarter with morethan one million net adds
and we're able to raise the full-yearguidance for branded postpaid net adds

¢ We nowexpect3mm to 3.5mm net additions, up from 2.2mm to 3.2mm from our original guidance
REVENUES AND ADJUSTED EBITDA

e Our U.S.revenuesgrew 12%inthe quarter, and our adjusted EBITDA by 18%

e Despite the substantial increase in our subscriber growth guidance, we remain committed to our EBITDA
and CapEx guidance for the U.S. business

Europe
IP MIGRATION

e Now,letme cometo Europe

e Ourindustry-leading IP migration continues at rapid pace, and we willnowreach 40%ofhomes
e Our LTE networkalready covers 53%ofthe population in our footprint

MAGENTAEINS PLANS

e We continue to innovate the customerexperience, for instance, through the launch of convergent
MagentaEINS plans in Slovakia or fully flexible mobile plans in the Netherlands

e Positively, the European business was able to moderaterevenue declines to only minus 0.6%and the
EBITDA decline to only 2%in this quarter

T-SYSTEMS

o AtT-Systems, the masterplan, our restructuring program is well on its way
e We are seeing encouraging progress, especially in the market unit
e Revenue momentum is stabilizing accompanied by a meaningful improvement on profitability

FINANCIAL SUMMARY

Sales and EBITDA

e So,to quickly summarize our Q1 headlinefinancials:
o First, strong headlineand organic sales growth driven in particular by the excellent momentum of
our U.S. operation and our German mobile business, both in terms of servicerevenues and
handsetsales
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o Second, adjusted EBITDA growth of11%continues to reflectstrong U.S. momentum and cost -
cutting efforts
e  While this performance benefitedfrom a one-timerrelated to a settlement, we believe it isimportant to
appreciate ouraccelerated investments into ourinfrastructure, the IP migration and the upselling ofour
customers towards higher-value services

Net Profit and FCF

e Adjusted net profit grew strongly as well also benefiting from the mention ed settlement, but also, the
reclassification of EE as an asset held-for-sale
o Meanwhile, ourreported netincomedecline is explained by last year’s successful disposal of
Scout24
e Our FCF of€0.9Breflects ameaningful increase in cash CapEx

e The settlement I already mentioned did not contribute to FCF in this quarter, this comingin the
remainder ofthisyear
e Theincreaseinournetdebtisprimarily driven by the acquisition of spectrum in the U.S., and the strong
U.S. dollar
o Youshould knowthisis a translation risk with our self-funding strategy
o The mainpart ofthe obligation is always getting repaid in the U.S

SUMMARY COMMENTS

e Insummary, we were allhappy with this quarterin operational terms

e We are ableto accommodate major long-term investments, while achieving somevery strong customer
metrics and confirming our full-year financial guidance

e We seethattheinvestmentsinto broadbands are paying off
o Customersare really taking the offers

Thomas Dannenfeldt
Chief Financial Officer

OPERATION AND FINANCIAL RESULTS
Germany

e Let’'smovetothe operation and financial details ofthe quarter

e Andasalways,let’s start with Germany

e Ithink we’rereally happy with our performancein the first — in Germany in the quarter

e Germanrevenuesgrewby1.9%year-on-year,driven by particular —by good momentum in mobile
e Positively, the German marketas a whole is growing

MOBILE SERVICE AND CORE FIXED LINE REVENUES

e Our mobile service revenues grew by 2.8%year-on-year; again, fasterthan the peers, and a further
improvement compared to an already strong last quarter
o While these numbers should not be extrapolatedinto the coming quarters due to more difficult
comps and Magenta One discounts, we are confident for the rest ofthe year, and I think we
certainly will outperform the marketin 2015here again
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e Our mobilerevenues further benefited from very strong growth in equipment sales, mainly due to
retention activities, but also an exceptionally high volume ofspot handset deals
e Corefixedlinerevenuesdeclined by 2%, continuing the steady improvement ofthe previous quarters

WHOLESALE REVENUES

e Our wholesalerevenues declinedby 1.9%year-on-year, similarto Q4 performance,impacted by the
decline in unbundling fees and regulatory effects, while demand for fiber is cont ributing positively

ADJUSTED EBITDA OPEX

e The adjusted EBITDA declined by just under1%year-on-year in the quarter
e Thisis in line with our expectations and should be seen in the contextofstrong upselling activities, strong
growthinfiber, and also, an accelerated all-IP migration
¢ The adjusted OpEx in Germany increased by 3.6%year-on-year, driven by these investments and the
mentioned higherhandsetsales
o Importantly,indirectcosts declined year-on-year

MOBILE MARRKET

e Turningto mobile, we estimatethat the market,as a whole, grew more than 1%this quarter
e  Within this growing market, we continue to increase ourrevenue share, based on peer-leading service
revenuegrowth of2.8%in the quarter
e Due toflat rate packages, itisincreasingly difficult to allocate revenues to individual categories
o But ourdatagrowthremained strong, while declines in SMS text continue to weigh on results

MOBILE CONTRACT SUBSCRIBER COUNT

e Operationally, we continued our strong performance in the quarter, while mobile contract subscriber
countincreased by 289,000
o Moreover, the split between own branded and service provider customers was impactedby the
reclassification 0f349,000 Turkcell customers, which are nowincluded in the own branded
category
e Underourown Telekom and congstar brands, we added 134,000 contractnet adds, slightly below
previous quarter’s performance
o But this, again, wasimpacted by the derecognition 0of61,000 internal cards

SMARTPHONE PENETRATION

e Beyondthese superficial adjustments,our momentum remains p ositive,absolutely in line with our
expectations

e The smartphone penetration in our own branded retail customer base continued to grow to now 78%, up
from 7 6%atthe end ofthe year, driven by another quarter of very strong smartphone sales

e Also positively, the number of LTE customers on our networkin Germany, again grew strongly to 6.4mm,
almost double the numberone year ago

BROADBAND MARKET PERFORMANCE

e Our performance in the German broadband market was outstanding
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e Drivenby strongest quarterly broadband growth since Q1 2012, our line losses improved again to only
131,000, ourbest performancein more thanadecade
e Our fiber growth continues to accelerate with 463,000 net adds in the quarter, double the intake ofone
year-ago
o Of this, almost two-thirds came from our retail business
e Intotal, we already have almost 3mm fiber customers on our German network, reflecting growth of more
than one millionin thelast 12 months

¢ We added 76,000 broadband customers in the quarter, benefiting from a strong demand for fiber and the
success of our new convergent proposition, while it’s too early to communicate a new target
o We believe we are likely to exceed our guidance 0f100,000 broadband net additions in Germany
thisyear
e Our TV product, Entertain, alsohad a good quarter with 74,000 net adds

e Encouragingly, in our fiber areas, our take rate hasbeen 40%
FIXED NETWORK REVENUE

e The overall fixed networkrevenuedeclinedby 2%year-on-year while the fixed revenue fixed line, as per
our back-up definition, declined by 2% year-on-year
e  Within these fixed revenues, we saw fairly stable year-on-yeardecline in voice revenues of minus 6.9%
e Broadbandrevenuesare alsostill declining, butimprovedslightly to minus 2.5%
o And meanwhile, our TV revenues grew by 10.4%, similar to the run rate we’ve seen in Q4

OTHER FIXED NETWORK REVENUES

e Intheotherfixed networkrevenues, we saw the following trends

e The decline of7.9%year-on-yearin our variablerevenues was in line with the trend ofthe previous
quarters and is mainly driven by price, as well as volume decreases attributable to flat-rate components

e Fixedlineadd-onoptionsdeclined by 5.4%, again, similar to Q4
OTHER REVENUES

e Otherrevenues, mainly from IT services and devices,grew by a similar 3.1%in the whole of2014,but
slowed compared to the previous quarter

e Asmentioned, our wholesale revenues declined by 1.9%year-on-year, similarto Q4 performance,
impacted by the decline in unbundling fees and regulatory effects, while demandfor fiber and network
services are contributing positively

e Aswediscussed at our recent Capital Markets Day, we're accelerating our investments in high -speed
infrastructure

o By theendofthe quarter, we achieved 46%fiber household and 82% LTE coverage
e We added 0.7mm homesto our fiber footprintinthe quarter, extending the coverage to 19.4mm homes
e VDSL is now available to 3.5mm homes

SUMMARY

e  With this, we’'re wellontracktowards ourstatedtargets
e Inthequarter, we migrated almost 1.1mm retail and wholesale lines to ourall-IP footprint

¢ We nowalready have 6.9mm retail customers on this platform in Germany, corresponding to 29%ofour
totallines
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o This is double the numberofone year ago, and we are well on tracktowards our 2018 targets
T-Mobile US Results
CUSTOMER ACQUISITION

e Letme nowsummarize the highlights ofthe quarterfor T-Mobile USas all relevant numbers were already
reported and discussed by our TMUS colleagues two weeks ago

e We had another outstanding quarterofcustomeracquisition, while achieving record low churn

e Postpaid churnwasdownto 1.3%inthe quarter, down from almost 1.5%ayear ago, and the best ever at
T-Mobile US

PORTING RATIOS

e Portingratiosremain favorableand have improved since the end ofthe quarter
e Our LTE networknow covers 27 5mm POPs, and we will reach 300mm people by the end ofthe year

BRANDED POSTPAID NET ADDS

e The integration of MetroPCSnetworkis way ahead of plan and the new 7 00 megahertz frequencies
covering 60%ofthe U.S. population are beginning to go live

e With 1.8mm netadds, we deliveredthe eighth consecutive quarter with morethan one million net adds,
and we’re able to raise the full-yearguidance for branded postpaid net adds

¢ We nowexpect 3mmto 3.5mm branded postpaid net adds,up from 2.2mm to 3.2mm

REVENUES AND EBITDA

e Our U.S.revenues grewby12%in the quarter, servicerevenues grew by 9%, despite a one-offaccrual
related to thelaunch ofour Data Stash proposition

o Withoutthisaccrual service revenues would have grown 11%year-on-year

e Despite the strong growth, T-Mobile USwas able to grow EBITDA by 18%year-on-year

e Importantly, while TMUS has substantially raised its postpaid subscriber growth guidance, we maintain
our stated EBITDA and CapEx guidance for the U.S. business

European Results
REVENUES

e Backacrossthe Atlantic,our European segment was able to moderate revenue declines to only minus
0.6%, after a decline 0f3.4%in the previous quarter
o This, again, benefited from last summer’s first time consolidation of GTS, but also reflected the
planned unwind ofour hubbing business, which we announced at the recent Capital Markets Day
and which negatively impacted revenues by €35mm in the quarter and ongoing regulatory
pressures
e Only adjusting for the GTS acquisition, organic revenues declined by 2.9%year -on-year; furtheradjusting
for the unwind of the hubbing business, revenues declined by 1.6 % year-on-year

HUNGARY AND AUSTRIA

e On a country basis, we are particularly pleased by our performancein Hungary and Austria
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e Despite the challenging macro environment, we were able to generate stable revenues and slight EBITDA
growth
o Meanwhile, our Dutch businessisimpacted by intense competition and the rolloverofthe split
contractlaunch

e We areresponding to this challenge through innovative product offers and for what we believe is a
superior mobile network proposition

e On areportedbasis, the adjusted EBITDA on the segmentdeclined by 1.9%

e Organically,the adjusted EBITDA declined by 3.8%year-on-year, after a decline of4.7%in Q4

o Morethanhalfofthe decline was the result ofregulation

e We areontrackforour full-year targets here

e We made good progress towards the targets we presentedat the Capital Markets Day, 40%of the lines are
nowonan IP platform, up 11%within the year

e AndourLTE networknow covers 53%ofthe population, up from 38 %one year-ago

e OurTV,as wellas broadband customerbase are continuously growing, while our mobile contract
customer base show a stable y-over-y development

e Moreover, our share offixed revenues from connectedhome grew by 3%to 25%, especially driven by
Hungary and Greece

Systems Solutions

e Turningto Systems Solutions, our result reflects ourongoing restructuring at the market unit, as well as
continued costsavings delivered by Tel IT

e Grossrevenuesdeclined by 2.5%, substantiallyimproved from minus 7.1%in the last quarter

e Positive exchange rateeffects contributed two percentage points in that quarter

o Positively, ourmarket unit achieved 1% revenue growth,corresponding to a declineofonly 1%
without exchange ratetailwinds

e Systems Solutions EBITDA grew by 11.6%year-on-year or 8.7% organically, reflected a positive
performance from the market unit, which posted a 44%year-on-year increase, benefiting from an
improving product mix, efficiency measures, but also somewhat easier 2014 comparisons

GROUP FINANCIAL RESULTS

FCF

e Let’smovetoourgroup financials for the quarter
e Turningto FCF first
e GroupFCF wasdown12%to €865mm in the quarter, while quarterly cash flows can be seasonal and
volatile
o The mostimportant message is that we thinkwe are absolutely ontrack for our full-year guidance
ofaround €4.3B
e Main drivers were a€428mm increase in cash generated from operations, mainly due to ourstrong
EBITDA growth
o This was offset by €464mm higher cash CapEx driven by investments in Germany and the U.S.
€82mm higher other effects, mainly reflecting higher interest payments

e And,importantly, this quarter’s FCFdoes notinclude the €175mm we booked in our adjusted EBITDA
dueto a legal settlement
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Net Debt and Net Income

e Groupnetdebtincreased as anticipated to over €46Bat the end of Q1, with the biggest moving parts
being the €1.9Bspectrum cost for the AWSspectrum in the U.S. and foreign exchange effectof€1.9Bdue
to the strength ofthe U.S. dollar

e Our adjusted netincome increased by 77%year-on-year in the quarter, was mainly driven by two effects:

o The contribution of€175mm from the settlement we already mentioned

o Anda€259mm year-on-year impact related to the reclassification of EE as an asset, which isnow
held-for-sale

Balance Sheet Highlights

e Finally, weturnto ourbalance sheetratios

e We arecurrentlyat 2.6 innetdebt over adjusted EBITDA

e Thisreflectsour investment,butit’s also the result of currency and especially the effect oftranslating the
balance sheet at spotrate and the P&L at averagerates

o Ifweweretousethe same exchange rates, then the ratio would be below 2.5times

e While we expect to stay over 2.5times for Q2 asa result ofour example, given dividend paymentfor 2014,
we clearly expect to return back to our communicated corridorin H2

e QOur ratingremains stable at BBB+ and are well within our comfort zonewith ranges from BBB to A -

e Our equity ratiodecreased slightly y -over-y, but improved sequentially

e Based ontheseratios, we believe we will continuously get excellentfunding conditions in the debt capital
markets

Timotheus Hotiges
Chairman-Management Board & CEO

CLOSING REMARKS

e Look, guys,Ithinkthis quartershowsthat we are well executing in a disciplined collaboration on our
strategy within the group
o Andwewereableto present a quite solid numberset here in the session
e Ithink all thingsare onplan
e Andfor me,the mostimportantthingisthatthe customers are really taking up the new propositions,
even at the highbroadband investments which we have taken
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QUESTION AND ANSWER SECTION

Stephan Eger

Investor Relations, Senior Executive Vice President

Asalways, ifyoulike to aska question, pleasepress starone onyour touchtonetelephone, or hand it in via
Twitter, e-mail or via the webcast. I'll announce your name when it’s your turn to ask a question. Should you
require to cancel your question, pleasethen press star two.

AndIthink we will be getting started with Emmet Kelly from Morgan Stanley, who asked a question via e -mail.
Emmet, you knowvarious modern technology outthereas well. So, Twitter and webcast can be used as well.

The first question was on Germany service revenue growth. At the Capital Markets Day, you mentioned broadly
flat service revenues for 2014 to 2018. Is this still the expectation given the nice start?

The second question ishow much have MagentaEINS discounts impacted the German servicerevenues in Q1
2015?And I thinkI'll justhand over, for the first part ofthe question,to Thomas.

Thomas Dannenfeldt

Chief Financial Officer

Yeah. Thanks, Stephan. I thinkon the German service revenue growth, at the CMD, I think what we’ve said is we
mentioned that A, we expect a CAGR of roughly 1% on the mobile service revenuefrom 2014to 2018, and that we
are convinced that we can, as we did last years, outperform the market in our performance.

What we’ve seen basicallyin Q1 is that market is doing better than we have anticipated. So, market developmentis
better and we still, as we said, outperforming the market. I thinkthere’s an awesomedevelopment we’re seeing
here onour numbers with the 2.8%. And as we also mentioned in the Capital Markets Day, itis obviously avery
conservative view, so there might be someupside.

On the Magenta One discounts, I thinkwhat we — stillit’s an early phase, but what we cansay is, it’savery
successful proposition, number one. Numbertwo, we mentioned in Capital Markets Day that after transaction,
we’ve seena €4 increase, not adecrease. So, we see overcompensation of the discounts. Andwhat I cantellyouis
that the trends we are seeing are improving, which is good to see here.

Tim D. Boddy

Goldman Sachs International

Yes. Thanks for the question. I wanted to just focus a little bit on two things. First ofall, y ourbroadband net adds,
youmentioned that there could be upside to the 100,000 guidancein ayear. Do you know, at this point, how
much ofthat weakness can be attributed to the significant jump in churn at Unitymedia? And, obviously, they've
given guidancefor asharp improvement for the remainder ofthe year, so is this atemporary thing? Or are there
some more structural factors?

AlsoIwantedto aska more long-term question. It seems like the pan-European consolidation idea is gaining
momentum, both at the regulatory and at the corporate level, and there's more companies talking aboutit. You
were very clear, at your Capital Markets Day, that you want to validate the IP strategy before doing anything. But,
at the same time, if possible opportunities could arise quicker, and ifthat was the case, would you be willing to
consider a cross-border transaction? Thankyou.
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Timotheus Hotiges

Chairman-Management Board & CEO

Hi, Tim. First question. Indeed, with regard to the weakness and churn ofthe cable operators. This might have
helped usto hit the almost 80,000 broadband net addsin Q1. But look, we are still conducting a detailed analysis
ofthereportings hereand the partingsin thisbroadband area. So, definitely, it might be the case.

The second is, we are not fighting on pricing here. That is, from our side, very importantto say. Itis about the
proposition. It’s about the additional functionality. Itis about the branding, and it is about even the convenience
for consumers and it’s even the way how our channels are performing these days. But, we have absolutely stick to
our rational pricing strategy we havelaid out.

The last topic, wehad 3,000 [ph]VOVe (30:26) net adds in Q1, so we cannot confirm taking overofthose
customersyet.But even here, we see some benefits.

Now, coming to the second part ofyour question on the Pan-European consolidationidea,is that gaining
momentum? Look, I thinkit was Deutsche who mentioned first that thereis more than just the inter -market
consolidation. It was always ourintention to proveto the market first how cross-bordersynergies aregoing to
work, and that was the reason that we, as the first player in this Europe environment, started this pan -IP network.
By the way, we are moving ahead quite quickly here. And so, things are moving.

That said, there is still some proofout where we are working on. I always say that I believethat at one pointin
time, the European market consolidation is taking place.I think we threw the first stone into the water with our
merger inthe UK and bringing a fixed mobile player together where we believe thatwe should stickto the
shareholdingin this company than rather buying it up.

And therefore, somethingisto come, but there’s no change to our strategy towards consolidation and acquisitions
hereinthis regard. We have traded optionalities with our minority shareholders. We have said we considerintra -
market consolidation. We are considering small acquisitions in this market, and we even consider smart buyouts
of minorities,but nothing has changed in our strategy.

Stephan Eger

Investor Relations, Senior Executive Vice President

Thanks, Tim. And asyou’vejust mentioned, Deutsche —thenI think it will be appropriate to hand over to Robert
Grindle from Deutsche Bank. Robert, please?

RobertJ. Grindle
Deutsche Bank AG (Broker UK)

Yeah. Hithere. Thanks very much. I'm a bit depressedto be using such alow tech, where I'm asking my question.
I'llimprovenext time. Andjust goingbackto the cross-border evidence of synergies, I thinksome ofyour

European countries were connected with IP since early March. Are there any early lessons for this exercise in the
cross-border cooperation?

And secondly, in Germany fixed, your voice revenue growth deteriorated quite hastily, the growth, atleast, in Q1.
And it pretty much offset the boost yougot from broadband. Is this just a MagentaEINS effect, abundling effect,
or is there something more significant going on with your voice revenues? Thankyou.
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Timotheus Hotiges

Chairman-Management Board & CEO

Look, Deutsche Telekom is striving very consequently that we —not developing things twice in the group, that we
are using the same applications, the same technologies and that we’re even developing services within our
footprint. I just could talkabout the partnering concept as well, but I think thisis moving ahead quite nicely. To
give anotherexample, we are launching MagentaEINSin a lot of markets, where we have fixed and mobile, as we
haveitin Germany.

Now, with regards to the cross-country synergies, it’s threemonths ago that we gave you a detailed overview
about, for instance, the Cloud VPN services, about the SDN, about, let’s say, applications, about the development
of our TV platform and the cloudification behind that one. We're still working on this. It’s an execution thing here.
AndIthink to add to what we have mentioned here, there’s still some more workto do.

Thomas Dannenfeldt

Chief Financial Officer

And may Ijustadd. The number we’ve mentioned at the Capital Markets Day interms ofthe synergies, we said
thereisa €500mm ticketon the OpEx in the steady stateon Europe, where 30%roughly is coming from cross -
country. So, I thinkthere isno news onthatone.

Stephan Eger

Investor Relations, Senior Executive Vice President

Maybe I'll take the second question as well. On the voice, there is basically no news compared to the quarters
before. So, there’sno otherdevelopment than what we have seen the quarters before.

Dominik Klarmann

HSBC Trinkaus & Burkhardt AG (Broker)

Yeah. Thankyou. Just on Liberty Global talking about potentially a significant new build outsideits footprintin
Germany, similar to what Virgin Media is doing in the UK. I guess, it suggests Liberty is very upbeat about the
churnin competitiveand regulatory environment, but just interested in yourthoughts on that news.

And then, a clarification really on the MagentaEINS and the bundled discount. My understanding from the Capital
Markets Day was that you were ableto grow ARPU per home by about €4 basically by adding new SIM cards, so
gaining new RTUs, but that with the existing mobile and fixed line subs you were only ableto offset about halfof
the €10 headline discount. So, you’rebasically accepting a €5 rev enue loss for those existing customers.I’'m just
checkingifthatis the right understanding and how you see these metrics now developing in Q1, asyou added
another around 0.5mm customers. Thankyou.

Thomas Dannenfeldt
Chief Financial Officer

Yeah, Dominik, This is Thomas. I'll start with the second question, I think, then, Tim comes back to the Liberty
Global question.

First of all, your takeaway ofhow MagentaEINSworks, that A, on the existing customers, we're giving discounts
and we are not able to completely fully compensate them per se, but the compensation and the better revenue
comes from adding SIM cards or adding fixedline products into the complete bundle is correct.
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I think at the Capital Markets Day, we said we can offset 50%, roughly, ofthe discountpurely with the add-ons
we’re selling. That hasimproved more to atwo -third of compensation. And as I said, the cross-selling elements of
selling new SIM cards into the household oreven also selling to mobile-only customers on fixed line, it has
improved as well. So, overall, that €4 hasimproved and the share of compensation has improved. But, you gotthe
math right at that time, yeah.

Dominik Klarmann

HSBC Trinkaus & Burkhardt AG (Broker)

And canIjustfollowon — I mean, giventhe pricing from cable and mobile competitors, is there discussions about
reducing that headline discount of€10 at all?

Thomas Dannenfeldt

Chief Financial Officer

Y eah.Ithink, basically, what we have done is that we were —from a competitive point of view, it was acceptable.
We reduced promotions. We stopped thosekind ofelements in the first instance rather than the discount being on
the fixed line side or at the mobile side.

Dominik Klarmann
HSBC Trinkaus & Burkhardt AG (Broker)

Thank you.

Timotheus Hottges

Chairman-Management Board & CEO

I’dlike to come backto this Liberty plans and the fiber-to-the-home issue,and I'd like to share some maybe
emotional moments with me, which I always witnessin Germany. In the summit of our Ministry of Infrastructure,
all carriers and operators were sitting there, including the cable operators, and they were asked, what is their
commitment towards the broadband build-outin Germany ? And there was anumber which was thrown into the
room and which added up to €8B.

And then the Minister asked the question, okay,who is committing to this number? And therewas only one guy in
the room who said, I'm investing around €4Binto infrastructure in Germany throughout 2015, which was
Deutsche. None ofthe others werereally clear on committing a number,becausethey always havethis kind of
prerequisites, which they have in their business case.

What I learned nowis that people are starting to understand thatwe are serious on what we have said. Andyou
have seen that even with the uptake in Germany up to €9o8mm justin Q1 goinginto infrastructure herein the
German environment, we stand to our commitments and we deliveron the targets which we havein mind.

So, we want to achieve 80 %fiber coverage by 2018, and we are well on our way in thisregard. Andby the end of
thisyear —sorry, by 2016, we will have fiber coveragein most ofthe cable footprint. So, we are catching up on that
one.

Now, if now Liberty and some others are coming up with the idea on building their own fiber, look, I'm a big
supporter ofbroadband infrastructure investments in Germany. So, therefore, ’'m not afraid about that one.

Second, I'm just coming back from ajourney to Israel, where I've met 48 venture capital companies, start -ups and
eventechnologyleaders, and I could tell you there’s more money thesedays going into the upgrading ofcopper
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than money is going into fiber development. The last things which I saw in these line cards, which you put into the
street cabinets, which are enabling G.fast immediately, offering broadband coverage of 500 megabit per second.

And by the way, with 96 line cards, so with everything is possible in thisregard, so I couldtell you there are a lot of
opportunity to upgrading our infrastructure in the street cabinets quite soon. So, therefore,I’m more convinced
that our strategy is totally right now accelerating the broadband build -out across Germany rapidly, first to
vectoring —sorry, VDSLwith 50 megabit then to vectoring with 150 megabit then to supervector with 250
megabit and then with G.fast, we might achieve more than 500 megabit. And I could tell you what I seeis coming
quicker than we expect.

On top ofthat, we combine it with our hybrid router and the bandwidth we have in the mobile networ k already
achieving something around 250 megabit. And then I think — even the cable operators might then start thinking
about whethertheir huge advantage, which they’re always trying to claim, on broadband is still valid.

So, I thinkwe have aclear strategy going forward. I thinkitisevenfrom acommercial perspective and from a
time-to-market perspective, the rightthing to do. We are not going into the Reggefiber failure examplethat we’re
goingnow and trying to reduce ourtariffs just, you know, because we are trying to invest into the infrastructure,
upgradingit, and what we see is uptake 12,000 on the hybrid router, more than 560,000 on the broadband side
and net adds side. So, we see there is a huge uptake on our promotion thesedays.

Roshan Ranjit

Nomura International Plc

Justone quickone going backto the domesticmobile service revenue growth. Now, we’veseen essentially two
step-changes over the last two quarters from flatto 1.8%to 2.8% growth. Could you just detail the main drivers
behind that? Clearly, there’s an element of offset in there. Some dynamics around the upselling would be good.
And also,Isawa couple of weeks ago, you had increased the speeds on offer at the mobile Stariff. Is that to
protect against somechurn at the lower end ofthe market that you could be seeing? Thankyou.

Timotheus Hottges

Chairman-Management Board & CEO

Look, the first thingis, I'm quite happy with the developmentwhich we had on service revenues. Not reducing the
LTE offers and the prices just because high-speed prices werelooking cheaper. We just were trying to sell our
quality into the markets. We have this MagentaMobil,easy and simple, tariffgrid in the marketplaceand this is
paying off. The service revenues increased by 2.8%, the voice-only revenues are almostflat. The SMS revenues are,
as youmight know shrinking, by the way, by 18.9%. Our datarevenues —so people using LTE and the bandwidth
isincreasing by 9.2%and the visitors are increasing by 18%as well.

On top ofthat, we had huge terminal equipment. Thomas mentioned that in his speech, whichis not the service
revenuepart,but which includes the mobilerevenues as total, which was at the peakvolumein this quarter. We
have sold moresmartphonesthan all ofthem, and we have ahuge amount of customers now on the LTE network.
I think more than 6.8mm, just from my head here, was the number.

So,yousee that these enabling customers with the right handsets into this high -bandwidth infrastructure, you do
nothave to reduce the prices to the lowest in the market. You see even the uptake. The only worry which I have
had over thelast years was the SMS side, which is due to the over-the-top cannibalization,but I think that is
something we have anticipated in our model as well, and it’s getting rebalanced by the data revenues.
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Thomas Dannenfeldt

Chief Financial Officer

Andto add here onthe second part ofthe question, is there any —whether that changein S tariff scheme was
related to churn? There is no churnissue. There isno change in terms of churn development. Basically, I think
what we’ve done is, we’veremoved some promotional pricing elements at that time, added some more valueinto
the schemes because we removed the promotional pricing.

I think, overall,what you always should expect is driven by technology that year-by-year for the same price points,
youwill get more volume and more speed. That’s the kind of nature ofour business, I think. But backto your
question, there’s no churnissue behind it.

Stephan Eger

Investor Relations, Senior Executive Vice President

Thanks, Thomas. Let’s move on with Peter Kurt Nielsen from Kepler Cheuvreux. Peter Kurt, please?

Peter Kurt Nielsen

Kepler Capital Markets SA (UK)

Thank you very much. Two questions pleaseon Germany, one on mobile service revenues. As has already been
discussed, the revenue growth is accelerating. Can you talkabit about — give us any data points on what you’re
seeinginterms ofthe upliftona 4G uservs. a3Gin terms ofusage or spend? And assuming that growth here in
the mobile service revenues will indeed be higher than you have, perhaps, expected, could y ou envisagey ourself
accelerating the rollout targets for 4GPOP coverage,which you gaveus at the Capital Markets Day ?

And secondly, just on overall revenues in Germany, obviously strong plus 2%in Q1.1 appreciate that the year -on-
year comps become more challenging in H2 and, probably, the handset sales in this quarter are unlikely to be
replicated in the coming quarters. But, do you now considerrealisticto achieve your target for revenue
stabilization already this year, ayear aheadofyourtarget for stabilizationin 2016? Thankyou.

Thomas Dannenfeldt

Chief Financial Officer

I think I'm going to start with the last part ofyour question whether we see already revenue stabilization in this
year. Aswe’ve said after the Capital Markets Day, we’vebeen obviously quite conservativeon the mobile side. But
onthe otherhand, don’t forgetthe —let’s say, the guidancewas given on the broadband revenuesin, I would say,
aggressive and demanding and challenging. So, overall, I think there is more likelihood that we can get there
significantly earlier,I don’t think so.

Timotheus Hottges

Chairman-Management Board & CEO

Peter-Kurt, coming backto yourquestion on the data usage, on the consumer contracts, we see 405 megabit per
customer per month. On the business contracts, we see 260 megabit per customer permonth.The B2C contract
customers with LTE devices have 59% more data usage than customers without LTEdevices. And thatis one of
the part of our subsidy policy, because we have the best LTEinfrastructure. We have attractive handsets. That is
one ofthe reasons that we'reeven trying to push higher valuablehandsets into the base. And then, we even see the
uptake and the satisfaction ofthe consumers.
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I could even further go into the Android and the Apple OSand the Blackberry and Windows stuff, but honestly,I
would guess that thisis something where my team could give you alittle bit more insight ofthe development of
this particular element.

Thomas Dannenfeldt

Chief Financial Officer

And basically,I think we see also agood progress when it comes to the monetization of mobiledata, because
there’sactually two parts how we do that. First ofall, viathe migration to highertariffs with bigger data
allowances where we see good uptake, especially when it comes to retaining customers as upselling customers,
Magenta One actually helps quitealotin that. Secondly, full data options like SpeedOn where we actually now
sold until Q1 2015, 3.7mm packages which is basically almost doubling y-over-y vs. Q1 2014.

Polo Tang

UBS Ltd. (Broker)

Yeah. Hi. I just have one question which is just on German EBITDA margins, because ifyoulook at EBITDA
margins, it seems to have decreased marginally year-on-year. So, I'm just trying to wonder how much ofthisis
impacted by the all-IP migration orwas a case ofjust basically a high level offive and six handsets being sold in
the quarter, and how should we think about evolution ofthe German EBITDA margin going forward?

So, I specificallylook at yourmobilebusiness in Germany,it seems that potentially,you’ll focus more on retention
rather than acquisition. So, therefore, can we expect lower mobile SACgoing forward and therefore, maybe higher
margins that flow through? So, maybejust a question on German EBITDA margins. Thanks.

Timotheus Hotiges

Chairman-Management Board & CEO

Yeah. Polo, I thinkI’'m goingto start. First ofall, youreright. We are focusing very much on the retention partand
the upselling part ofthe business. That’s why you'veseen also on the numbers an uptickyear-on-year on the SRC,
so the retention costs. And for us, interms ofthe steering, we are focused on getting a better payback for
customers. So not, per se, getting the SACs and SRCs up or down, but getting a better payback.

So, as the customerpays moreper month, we are willing to spend moreaslong as the paybackis declining. And
that’s what we basically see. We’re spending more in absolute terms, butwe’re getting the payback periodsin a
better shape.That’s one element which was somehow alittle bit pressing on the EBITDA margin in the German
environment in Q1, which would give us a good momentum on the revenue spend looking forward.

AndIthink the second element is IP migration volumes.I mentioned that. We’ve doubled the volumes. We are
ahead ofwhat we originally plannedin terms ofthe volumes for this year.It’s alittle bitlike in Germany, ifyou —
sometimes, it takes some time to get the machinerun. But once the machine is running, you can’t stop it. And
that’s the situation we’re having right now. But obviously, that comes with some costs as well here.

Polo Tang
UBS Ltd. (Broker)

Isit possible to give abit colorin terms ofhow much the cost was in terms of all-IP migration in the quarter?
Thanks.

Thomas Dannenfeldt
Chief Financial Officer
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Polo, we have to come backto you because we usually don’t give that out on a quarterly basis. It also doesn’t make
sense. But, we’ll try to lookitup and I'm sure we’ll get backto you on that.

Polo Tang
UBS Ltd. (Broker)

Thanks.

Thomas Dannenfeldt
Chief Financial Officer

Tim, I think you wanted to add something onthe OpEx?

Timotheus Hotiges

Chairman-Management Board & CEO

No, I just wanted to change roles with Thomas. He made the general question and I'm now playing the CFO. I love
that. We had an OpEx increase by €19omm inthat quarter, of which €186mm coming from higher directcost,
mainly driven by €64mm from mobile SRCs driven by MagentaEINS and volumes and €111mm driven by mobile
devices. AsThomas managed, there is the responding or the —apart from the high volume spotmarket deals,
which we have drivenin this market. And then,we had a decrease on the lower indirect costs. Interesting, we had
€69mm higher personnel cost, and this is the part that where you referto which is mainly coming from the IP
migration volumes and the MagentaEINSorders.

On top ofthat, we have evenincreased our technical field force and the customerservice people, because 2014, we
had some servicingissues, asyou could recall. This thing is healed and handled now properly. All service levels are
green. That is due to additional temporary trainees and temporarily workforces, which we have on top ofthe
workforce, whichwe handled. Now, this €69gmm were overcompensated by savings in IT and savings on G&A. So,
therefore, the indirect costs went down by €33mm.

Simon H. Weeden

Citigroup Global Markets Ltd.

Yeah. Thankyou for taking the question. I wondered ifyou wouldn’t mind ifgoing backto the sort of German
broadband market and whether youcould give us some morecolor on the different —the sort of proportionate
differences between ARPUs for fiber customer, ordinary ADSLretail customer, maybe a wholesale customer, and
add some more color on whetheryou’re seeing fiber customers tending to take more RGUs in terms oftriple or
quad-play.

And the other question was whether you thought the United Internet bids were part of Drillisch, could lead to a
change inthe dynamic in the industry longerterm as you may have anotherintegrated operator sortofemerging
after thatlonger term. Thankyou.

Timotheus Hottges
Chairman-Management Board & CEO

Look, Ilike to start with the United Internet question and the Drillisch part here. It's interesting, by the way, what
is happening now. Honestly,you should ask Ralph Dommermuth on the subject orthe Choulidis brothers here,
what thisdeal is about and you might get different answers on that one.

Now, I could answer it offensively by saying the complementary nature oftheir businesses, thereare likely to be
some operational and commercial synergies overtime between these two companies. Drillischis acompany,
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whichisacting offline. Drillisch is a company at the lowerend with their market and branding proposition. And
historically, they werealways on the SIM-only business. United Internet is the opposite. They are an online player.
They are at the higher end ofthe market, and they are handset-based. So, this could be, let’s say a complementary
combination ofthese two businesses.

IfIlookatthis more defensively,I thinkit could be even a hedging strategy for United Internet for its mobile
business, becauselooking to what’s going on there, itisvery hard for them to get a 4G proposition. Deutsche
Telekom is not offering LTE for wholesale providers. We’re even not offering it to congstar. And I do not know
what Vodafone is going to do. But so far, I haven’t seen that 4Gaccess were given. And therefore, the only
remainder player in the marketis O2. And if they are not getting this opportunity,it might be that with Drillisch,
they could get something offthe 30% ofthe total volumes which were imposed as remedies on the merger of E-
Plus and Drillisch recently.

So, therefore,thereare different answers to the same situation. I cannot believe that United Internet might be a
minority playerforever. But, thisis my privateand personal view on that one,atleast, I haveseenthem acting in
the part. But please askthe respective managers on the subject in their companies.

Thomas Dannenfeldt

Chief Financial Officer

I take the part onthe question ofnew customers comingin onthe broadband side. So, what aboutthe quality and
the [ph] part (57:00) they have.

First of all, I think there are two basis drivers for the net adds we're seeing right now. And that’s what we already
said last year that we expectthat to kickin during the courseofthisyear. Thatis the infrastructure build -out, and
it is Magenta One. On the infrastructure build-out, there is an upselling element in the proposition per se, because
ifyouget more speed, you pay €5 more permonth.So, that’s the first upselling element in the whole game.

Then the second upselling elementis the take rate on TV proposition. We have a take rate of — as we said 40%,
50%,last quarter about 40%. So, it’sbouncing on thatlevel. And, obviously, thatis very much driven here. You've
seenthat7 4,000 net adds on entertain very much driven by the new customers we’re adding via the new
infrastructure.

Andthen, the secondelement, as I've said, is Magenta One, where there is adiscountelement, and thereisa — as
Dominik asked already, there is roughly now two-thirds of compensation on the core products ofthat discount by
additional products we’re selling. So, basically,threelevels ofupselling. First oneis more bandwidth, €5. Second
oneis television, €5. And the third one is, ifit comes to Magenta One, other additional products we’reselling in
there.

Stephan Eger

Investor Relations, Senior Executive Vice President

Thanks, Thomas. We’ll move on with another question coming in via webcast from David Str auch from Oddo.
Questionis doesyour expectation ofbringing back the net-debt-to-EBITDA ratio in yourcomfort zone by end of
2015 including an assumption on cash payment for spectrum auction in Germany.Thomas?

Thomas Dannenfeldt
Chief Financial Officer

Y eah. Thanks, Stephan. First ofall, the very simple way to answer is, yes. Maybe some additional explanation
around that. First ofall, on the spectrum, you need to understand. We all need to understand thereis one part, the
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7 00 part, which will not be cash payment-relevantin 2015, atleast part ofit, because there’s clearanceelement in
there, et cetera. But, that’s only aminor element.

I think, asI said, itis included. You neverknow whetheryou’re right orwrongin the level you’re expecting, but
perse,it’sincluded. I'm quite relaxed on the whole debate. I've seen alot of noise in the background on —today
around that discussion here,and I'm quite relaxed on that one basically because there is no surprise. I'tis like we
mentioned and I mentioned that on the Capital Markets Day, development is exactly like anticipated here. We see
and facingin Q1 those effects ofthe U.S. dollar kicking in at spot rate in — on the balance sheetand only an
averagerate on the P&L. That’s one element.

The second element ofthe whole equation is that we will hold growth, so to say, the 2.6 backinto the range of2 to
2.5 during the course ofthe year, by the growth profile we will show thisyear. And I thinknumberthree, as1
mentioned also on the Capital Markets Day, is our comfort zone in terms ofrating is and was BBB to A -,and I
think we are well positionedin there.

Ulrich W. Rathe

Jefferies International Ltd.

Mobile servicerevenue growth of3%, there were already several questions onit. What I’'m wondering is, you’re
saying this — in the quarter, this already contains market share gains. Y ou’re saying there will likely be market
share gains also inthe year 2015. IfI remember correctly, yourfour-yearplan presented at the Capital Markets
Day also included guided sharegain. So, given that setup, I'm just wondering at what point do you see ariskofa
more violent competitive reaction? Isit not maybe betterto simply reduce that sharegain elementofthe growth?

My second questionis on the policy announcements fromthe European Commission. I realizethese arevery
general statements so far, but I'm wondering whether you have any comments eithersupporting or having
additional demands to these indicative policy statements on the commission that came out recently. Thankyou.

Thomas Dannenfeldt

Chief Financial Officer

Ulrich, just to the first question on the mobile service revenue, first ofall, our steering isnot towards a share gain.
Our steeringistowards anincrease ofthe total revenues. That’s number one. And number twois, I think what
we're still seeing here in the market is that we outperform the market, because there are twobig very well -
positionedreasons to chooseour brand and our propositions, that is the outperfo rmance we see on the network
quality side. And that’s an integrated proposition like we see it with Magenta One. And people obviously like it.

So, the whole development so farisnot driven by aview on how to steal share, buta good and well positioned
propositionin the marketplace. So, I guessthat the right way to putitisto askthe competitors what they’re
intendingto do to catch up. That’s one part ofthe equation, I think.

I think the other oneis, asI mentioned, onthe marketinvest,be it new customers orretaining customers, we are
keen onimprovingthe efficiency, so getting the paybacks down and working actively towards that. We’ve seen that
in Q1 as well. So, that’sthe second part, I think, ofthe answer.

And thirdly, I thinkwhat we've seen,and it’s good to see, that’sthe most important element ofthe whole debateis
the German mobile market, as a whole, is growing again. That’s important to see, because that gives all the market
playersthe roomto invest into quality. And by the way, that’s what we like, competition on quality.
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Timotheus Hotiges

Chairman-Management Board & CEO

There is this question on the statement from our Commissioner Oettinger and the commission here. I think the
commission’s priorities here for the new telecom framework review are all, let’s say,in the currentreview process
with the different states. On the spectrum policyand management and on tackling regulatory fragmentation to
allow economies ofscale for operators has been addressed. The ensuring ofth e level playing field for all market
players, so maybe our over-the-top and telecommunication operators under review. And the incentivization of
investmentin high-speed broadband and the revisions ofthe institutional framework for telecomregulationisas
well part of the statements we have seen —heard from the commission recently.

Allthese priorities address relevantissues for our sector. So, therefore, this digital single market idea is fairly
addressingthe topics. Butit's even fairly general in substance so far, which shows me that the commission is still
seeking the right answer on these pressing issues. But what they do isthey,atleast, address them openly. And
they havean opinion onthat one. I'm positively encouraged about the discussions I 've had with these guys, and
that they see that they should improvethe environment, that the telecom sectoris promotedfor more
investments,especially in the broadband networks.

Deregulation and simplification offixed -linewholesaleand these asymmetric ex-ante regulation, which we still
haveinalot ofmarkets, and you know that it was historically right, but today, alot of question marks around it.
And eventhe harmonization of spectrum policy across Europe is definitely needed. So, therefore, I think these are
good discussions which are taking place.

Now, whatis going to happen?I think the EU comm will start, let’s say, first, with the single market package is
lyingonthe table and they get atleast you know this issue ofroaming and net neutrality addressed during this
year or during the summer. And then our suggestion would have been to say,thereiskind of fast -tracklegislation
focusing on the topics which I just mentioned.

So, we will do everything to bring our thinking to the tables as well. In this fast-changing telecom market, it is
evenneededthat we need a fast-changinglegislation, because we cannotwait for too long before thingsare
becoming effective. So, therefore, good discussion, good headlines, still the position’s not been defined in all
detail.

Frederic Boulan

Merrill Lynch International

Firstly, going backto Germany fixed, it’s still declining, about 2%. When you think the take up of [ph]
entertainment (67:01) fiber will be able to get youbackto growth and any thoughts on contentownershipasa
differentiating factor?

And secondly, I just wanted to have your thoughts on the competitive developments right now in mobile, in
consolidated markets, in particular, how are you seeing Vod and O2 behaving in consumer, but probably more
importantly in corporate segment? And do you thinkthe currentprice structure in no -frills segment, so take
congstar, for instance, aresustainable? Thankyou very much.

Timotheus Hottges
Chairman-Management Board & CEO

I'll start again with the second part ofthe question,and the question, mobile in a consolidated market, howI
believeVodafone and O2 might be behaving, and is the current price structure in no -frills segments sustainable?
Look, I thinkthe primary idea is that everybody is focusing on high quality on the infrastructure. So, thisis
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something where we always said, thisis more valuefor money and notjust a price competition here. So, I even
expectthatthey're trying to offer theirlatest services on the infrastructure side and on bandwidth at reasonable
pricesto better amortize the infrastructure.

Second, on 02, thereisa lot offocus onthe integration, from the network perspective, headquarters and from the
sales organization. So, I thinkwe expect that [ph] TIF (68:48) will over time reduce the sub-brandsin the same
segments as the two brands are operating, when it comes to Tiirk Telekom and Ay Yildiz, for instance, and that
they’re going to focus their portfolio maybe to atop brand and alower brand, O2 and Brent, Blau.de, or something
like that.

So, this is something which, I would say, I'm expecting from Telefénica. I even ex pect that they might tacklethe
SME market and the business customer market with morefocus and they will definitely, let’s say, trying to keep
their base stable. So, focusing on the churn ofthis merged entity.

With regard to Vodafone,look, these guys are trying to play the quality game, investing heavily into infrastructure
as well. So, overall, I even expect more reasonablebehavior even from these guysin the market. Thisis a quality
market and consumers are willing to pay abit more ifthey have an outstanding service and outstanding coverage.
These are the two main drivers for customer satisfaction,as we know, and th ey both have understood that. So, I
expect no price battle cominginto this market.

Thomas Dannenfeldt

Chief Financial Officer

Yeah. And maybe somewords, Fred,on fixed line as well. I think, first ofall, the trend is our friend in fixed line.
And I think all the key elements we mentioned a year and two years ago, where we thought improvement needs to
be done are nowmovingin the right direction in terms oflooking at the trends. So, one element wasline losses. I't
was clear that we need to improve the line losses. There will not be azero number,but we need to get it smaller,
that number that we can compensate by broadband on one hand.

The second oneisonthe broadband, so, double-play and television. I remember last year, we had a development
in this, as we call them connected homerevenues of minus 0.6%driven by —B2B was always stable, but slight
declinesstillin B2C and a decline in wholesale, which was a big issue two years ago and last year a smaller one.
Andnow, what we’re facing here is a stabilization in that complete revenues. So, we are now from minus 0.6 %last
year inthe double, triple-play revenues acrossall segments towards zero. Line losses areimproving.

So, I thinkit’s fair to say the trend is our friend. We’re doing better than originally expectedin those areas,and
obviously, getting a little bit faster than expected, also, closer to stabilization here.

Frederic Boulan

Merrill Lynch International

Thanks. I mean, if I may, a quick follow-up on previous question on the EC. What concrete implications do you
expect for Deutschein the medium term, ifyou talkabout OTT, a level playing field or relaxed regulation on fiber?
What'’s the kind of ideal scenario for youin athree-year to four-year view?

Timotheus Hottges
Chairman-Management Board & CEO

Look, the ideal scenario which we are looking at is that we get incentive for broadbandbuild -out, so no further ex-
anteregulation and a kind of more stable environment in which we are able to operate from a wholesaleand
pricing perspective. Andthereare some encouraging moves already active. Just take the German example, we
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have now 15 cities here in Germany,where we are able withoutregulation to offer our promotions and our prices
here. So, they are going outofregulations and market, whereno dominanceis existing anymore. So, thisis one of
the pieces.

The second one is, with regard to the over-the-top players, I'm alwaysstressing this issue ofinteroperability with
over-the-top services.Just take the Sky pe service, the WhatsApp services and other services, they are totally
operating as telecommunication services, but without all the rules which we have. We have emergency call, rights;
we have the numberportability; we have this interoperability to all carriers. We have the termination rates, and all
of thiskind of stuff. So, I think I'm expecting that they’re creating alevel playing field.

Do I want moreregulation? Certainly not. But, I'm a pragmatist here, and I think Brussels and the European
environment is always trying to organize things by regulation. So, therefore, I'm hoping that we getina lot of
areas alevel playing field where we could operate with the same rules and as the over-the-top industries.

Thirdly, I'm expecting areasonableroaming regime for Europe.It’s not heavily affecting our P&L, but it should be
roaming like at home offer so that we could include our tariffs and use them even abroad within Europe. But ifwe
are creating then a single market, where no roaming is existing anymore. Then I even expect that the anti-trust
authorities are notlooking on a access anymore that they’re even trying to deal the marketfrom a holistic
perspective, so that welook at Europe, not from 28 perspective, but really from another relevant market
definition.

So, therefore,I think thisis something which is not coming overnight, butI see the tendency thatpeople in
Brussels and eventhelocal regulators and politicians are willing to considerthis thoughtand step -by-step in this
kind of adimension fast-trackregulation. This might help us to improve overall the sentiment that notonly the
consumerprices and the focus, but even the reinvestment capabilities.

Mathieu Robilliard

Barclays Capital Securties Ltd.

Two questions. First, with regard to spectrum in the U.S.,howhasyour view evolved in terms of the chances of
revenuereserve spectrum for the next auction?

And the second question has to do with costs. I thinkI understand well the dynamics ofhow costs have moved this
quarter. It makes all the sense to investin market growth, but I was wondering if, for the rest ofthe year, there are
some elements that could lead to lower growth in costs oreven a declinein costs, ignoring the costs that are linked
torevenuetrends? Thankyou.

Timotheus Hotiges

Chairman-Management Board & CEO

Let me say we have always said that we intend to be a participant in the broadcast incentive auction. Low-band
spectrum remains a high priority for usin the U.S. On the timing of the broadcast incentive auction, we want to
seeit happen assoonaspossible,since thisisan eventto level playing field here, 75% ofthe low-band spectrum is
in the hands of the big two.

Ithink Chairman Wheeler seems to be focusedon driving thisto asuccessin Q1 2016. Andwe thinkthatisthe
likely timeframe we could expect.

We believe that arobust spectrum setis very important for the incentiveauction in order to avoid a situation,
where the auction is dominatedjust two carriers. And, therefore, we would like to see ar eserve ofatleast 40
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megahertzwith no one person getting morethan 20 megahertzin this auction. So, thisis just to say, what we are
working onin the U.S., and I hope thatis possible to happen.

Thomas Dannenfeldt
Chief Financial Officer

Yeah. And from my side, onthe costs, I think, looking at the costdevelopment Q1, there is one very obvious
element whichisvery much driven by seasonality and seasonal effectthat is relatively high -cost basis on the
development onthe GHS, onthe headquartershere. I thinkyou should expectthat this willnormalize during the
course ofthe year and, obviously, will reduce thatlevel. I thinkthereis — on EU, 2014 was astrong decrease vs.
2013, becauseofalotof extraordinary programs we started. We will not see the same rate ofdecline in 2015 like
in 2014, butthere will still be arelevant one.

AndIthink on T-Systems, you should expect, what we see in the market unit already a decline. We should expect
thatto go on as a part ofthe master plan. So, I think the main and key element, Mathieu, is really on GHS that you
should expect that to —notto happenagain, so to say, in Q2 to Q4, but change during the courseofthe year.

Mathieu Robilliard

Barclays Capital Securties Ltd.

Sorry.IfIcan follow-up,withregardsto Germany, would you add any comment there?

Thomas Dannenfeldt
Chief Financial Officer

Germany, as Tim mentioned, as it was for a minute again taking over the CFOrole, the indirectcost, they have
beenreducedin Q1. So, there was indirect cost reduction on Germany already. But the directcost, I thinkthat was
the partofincrease. And that was not only driven by marketinvest, butalso by avery high level of handset sales
and spotdeals. And I guess, we will not see thatlevel again.So, there willbe decrease hereas well, yeah.
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