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Safe Harbour

These presentations contain statements that constitute forward-looking statements within the meaning of the 

Private Securities Litigation Reform Act of 1995. These statements appear in a number of places in this 

presentation and include statements regarding the intent, belief or current expectations of the customer base, 

estimates regarding future growth in the different business lines and the global business, market share, financial 

results and other aspects of the activities and situation relating to the Company. 

Such forward looking statements are not guarantees of future performance and involve risks and uncertainties, 

and actual results may differ materially from those in the forward looking statements as a result of various factors. 

Analysts are cautioned not to place undue reliance on those forward looking statements, which speak only as of 

the date of this presentation. Telecom Italia Spa undertakes no obligation to release publicly the results of any 

revisions to these forward looking statements which may be made to reflect events and circumstances after the 

date of this presentation, including, without limitation, changes in Telecom Italia Spa business or acquisition 

strategy or to reflect the occurrence of unanticipated events. Analysts and investors are encouraged to consult the 

Company's Annual Report on Form 20-F as well as periodic filings made on Form 6-K, which are on file with the 

United States Securities and Exchange Commission.
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Key Objectives and Commitments – 2009-2011 

Group Operating Free Cash Flow 

Domestic Cash Cost Efficiency Plan 

Domestic Headcount Reduction 

Non-Core Asset Disposals

~€22.0 Bn
cumulative ’09 – ‘11

~ - €2.0 Bn ’11 vs. ‘08

9,000 vs 2007 YE(1)

Up to €3.0 Bn

Strong Focus on Deleveraging Net Debt/Ebitda 2011 ~ 2.3X

(1) Including 5,000 announced in June 08
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Customer-Centric Approach

Breakdown of 2008 Domestic Retail 
Revenues

A New Convergent 
Customer-Centric 

Approach

21%

60%

Top Client

(F-M-ICT)

Business

(F-M-ICT) 

Consumer

(F-M-IPTV)

19%

Segmentation

Offering 
Services

/Packages

Capabilities
Caring

Systems
Sales 

Channels

Key Operating 
Drivers

1Q09 Progress

Fully exploit the benefit of integrated caring on    

business segment

Leverage on convergent offering mainly on 

Business and Top Clients.

Further push on cross-selling & up-selling

Sales Channel segment turnaround:

Traditional Retail channel: focus and reward 

based on high-value acquisition and post- sales 

services; 

GDO/Multibrand: focus on MNP and Product 

Sales.

New Handsets Strategy

Rationalisation of Dealer Networks

Brand Platform

40%
Number of POS Business weight

Elite
Platinum

Gold

40% 80%
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Reduce Domestic Cash Costs Through A Lean Organization

Lean Company

64.1

~ - 15% ’07YE ’11YE

Headcount TLC domestic 
(’000)

55.1

Opex(*)/Sales

’08E ‘11

Capex/Sales

~54%

~ 56%

>15%

>13%

Cash Cost/Sales >67%

~72%

Long-Term 
Target ~65%Infrastructure 

streamlining and 
rationalization

E2E “customer-centric”
process reengineering

Organization streamlining 
and rightsizing 

* Organic data

60.4
64.1

- 3.7

Jan 1, 08 April 30, 09

~70% target 
08-09

1Q09 Progress

1Q08

-1.8 p.p.
69.9%

68.1%

- 0.1 p.p.
52.6% 52.5%

- 1.7 p.p.
17.3%

15.6%



MARCO PATUANO 6

TELECOM ITALIA GROUP
London - 2 June 2009

Open Access & TI Undertakings: a Best Practice for Europe

Light regulation at retail level & regulation focus on access bottlenecks at 
wholesale level 

223 undertakings to be implemented by April 2010
66% of undertakings already in place by April 2009

Strong commitment on equal treatment through SLA
More benefits for final customers

Telecom Italia Undertakings – Key Highlights

Promoting a new regulatory approach at retail … … and wholesale level

No designation as SMP operator for Telecom 
Italia in the retail markets, excluded from the 
EC Recommendations on relevant markets
Increased price flexibility allowed at retail level 
through:

review of price tests
withdrawal of ex-ante communication 
and approval of price packages and 
bundle offers by AGCOM
withdrawal of price caps for both 
residential and business monthly rentals

No designation as SMP operator for Telecom Italia 
in the wholesale markets, excluded from the EC 
Recommendation on relevant markets
Review of price controls methodologies at 
wholesale level through:

orientation to LRAIC of access service prices 
for the legacy network (ULL, bitstream)
increase of the fixed access network WACC 
geographical differentiation of bitstream
obligations (wholesale broadband access)
no price regulation for the access to the new 
fiber infrastructures
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Strong Focus on Profitability and Cash Flow Generation

TI Group 1Q09 – Priorities and Actions

Continuous reduction of Cash 
Cost both at Group & Domestic 
level

Group Cash Cost on Revs. 
down 2.9pp YoY

Domestic Cash Cost on 
Revs. down 1.8pp YoY

Cash Cost reduction program 
fully on track for FY Target.

Acceleration of cash cost savings 
leveraging on new sales channel 
organization

Headcount reduction plan: 
already completed 76%

Cash Cost Control

Net Debt trend impacted mainly 
by non-monetary items

Debt fully hedged and further 
diversified with the recent 
Sterling Bond

Euro 3.5 bln refinancing 
completed  since beginning ‘09 
keeping cost of debt at around 
6%

Strong Liquidity position post 
dividend payments: Euro 4.6 bln

Disposal process started

Financial DisciplineOperating Performance 
on Core Markets

Domestic

Short-term impact of sales 
channels restructuring delaying 
the re-investment of consumer 
re-pricing in Mobile 

Strong wireline performance 
driven by BB and ICT

TIM Brasil

Revenue trend reflecting 
transition quarter

Efficiencies re-invested for a 
stronger positioning: sharp 
improvement on KPIs in April / 
May.
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Euro mln, %

TI Group & Domestic – Organic Results vs. 2008

TI Group: rapidly changing the revenue mix to protect EBITDA 
& Cash Flow

Domestic: slowdown expected, due to the short-term impact 
of sales channel restructuring and calendar effect.

Mobile performance reflects:
lower usage of VAS content;
lower handsets sales vs 1Q08 due to stronger focus on 

high-margin revenue stream.

Improving fixed revenue trend through the positive impact of 
regulated price increases, steady BB growth and ICT.

TI Group: EBITDA margin up for the third consecutive quarter 
confirms TI as the industry benchmark for profitability.

Cost containment result of a true cultural change.

Domestic: significant OPEX reduction (-134 mln euro YoY) 
through a selective approach: “rigorous” on fixed costs and 
“selective” on customer growth related investments.

First positive & tangible impact of sales channel re-structuring

Fully on track to deliver 2009 cash-cost reduction despite the 
challenging economic scenario.

EBITDA

1Q08 1Q09

2,8352,905 -70
-2.4%

41.1% 41.7%+0.6 p.p.
% on 
Revenues

Domestic

Group

2,658

47.4% 47.5%+0.1p.p.

-116
-4.4%

2,542

Revenues

1Q08 1Q09

6,7937,063 -270
-3.8%

Domestic

Group

5,607

-250
-4.5%

Fixed -2.0%

Mobile -7.1%
5,357
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Domestic Fixed – TI Access Performance & Focus on Alice Casa

TI Accesses: Consumer Churn Rate Trend

Alice Casa Penetration

‘000 access

Alice Casa: a Competitive Pricing(*)

TI Line Loss Evolution

+43

Total fixed
mkt -37

-423

1Q08

-79

-659

2Q08

-136

-355

3Q08

-75

-424

4Q08

+19

-380

1Q09

+44

2008
2009 AprFebJan

Increase in 
residential

monthly fee

Mar

Traditional
RTG lines

Alice casa

Nov’08

63.8%

Dic’08

62.5%

Jan’09

49.1%

Oct’08

22.8%

Feb’09

38.3%

Apr’09

58.9%% Alice casa
on total

Price 
€/month

Timing Timing 
PromoPromo

Special Special OfferOffer
(modem (modem notnot

includedincluded))

X 4 monthsX 4 X 4 monthsmonths

45.00

Alice Casa Maxi
Plus

35.00

Until
03/11/09 
(7months)

Until
03/11/09 
(7months)

44.80

Naviga e Italia
senza limiti

16.08

Until
30/09/09
(6months)

UntilUntil
30/09/09
(6months)

39.95

Libero Tutto
Incluso 8 Mega

19.98

Until
Dec. ‘09
UntilUntil

DecDec. . ‘‘0909

38.90

Tutto Compreso

24.30

x 4 monthsx 4 x 4 monthsmonths

39.95

Tutto Incluso

Free

10 h/day 
mobile BB 

for free, until
Dec. ‘09

10 h/day 10 h/day 
mobile BB mobile BB 

forfor free, free, untiluntil
DecDec. . ‘‘0909

39.00

39.00

Tutto Flat

(* ) Offers’ details as of 26 May 2009
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BB portfolio (‘000 access) ARPU (€/month)

Domestic Fixed - Focus on BB & ICT

Broadband  Portfolio Broadband  ARPU

233k Alice Casa, 
+115K vs. ’08YE

ICT Revenues: offering & results
Euro mln

services

product +15%

+18%

Business segment

Strong leverage on “Impresa Semplice” brand to define TI distinctive position 
in the SME segment

Extension of the 3Play concept to the SME segment bundling voice (F&M), 
broadband and browsing in mobility

Top / Large Account segment

Commercial focus on “core” ICT services and launch of new canvass of ICT 
2.0 services

Regional events to promote TI portfolio of ICT services

’000 access

Flat (%)

Free

+89

71%

+114

6,427

FY07

6,541

73%

1Q08

6,754

77%

FY08

79%

6,843

1Q09

+0.4
Euro/month

17.9 17.8 18.1 18.2 18.3

1Q08 2Q08 3Q08 4Q08 1Q09

56

151

51

100

1Q08

174

118

1Q09



MARCO PATUANO 12

TELECOM ITALIA GROUP
London - 2 June 2009

Δ incoming
-13.6% 

Δ Outgoing
-2.1% 

Δ handsets
-34.0% 

Sales/unit €

-1 pp net of 
calendar

discontinuity

Flat performance 
net of calendar 

discontinuity

Δ VAS
-8.9% 

contentmessaging browsing
-8%

Domestic Mobile - A Necessary Step to Improve Long Term Positioning

-2.1%

1Q 09

1,1541,179

1Q 08

€cent/minute

9.9 8.9
-10.8%

1Q 08 1Q 09

Mln minutes

3,512
3,394

-3.4%

1Q 08 1Q 09

-39%

1Q 08 1Q 09

261 239
124

76

1Q 08 1Q 09

+18%

133
157

1Q 08 1Q 09

Euro Mln

3G+ Laptops &
Internet keys

2G 47% 34%

66%53%

885 544-341

113 121

1Q 08 1Q 09

Slowdown in the replacement cycle, due to traditional 
handset volumes decrease, partially offset by the boost 
of smart-phones.

Efficiency in acquisition mirrored by the strong 
reduction of subsidy per handset (lock-in activations).

Lower usage of VAS content by the Youth segment 
reflecting changes in consumption behavior.

Strong browsing sales confirm success of 
complementary approach to mobile BB.

Structural migration of traffic volume due to F2M 
substitution and double-digit decline of interconnection 
rate.

Revenues loss significantly offset by lower 
interconnection expenses at EBITDA level.

Re-investment of consumer re-pricing delayed to 2Q09.

Migration of customers under new Public 
Administration agreement (CONSIP).

Calendar effect due to the undisputable leadership in 
the business segment.

Euro mln
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ARPU*

*TIM average = 1X

% CB Prices
YoY

Volume
YoY

TO
P 

/ 
LA

CO
N

SU
M

ER
B

U
SI

N
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S

Domestic Mobile  - Focus On Customer Segment

10%

17%

73%

% on service 
revenues

8%

8%

84%

1.3X

1.9X

0.8X

Strict cost control to eliminate non--core 
business services  (i.e. VAS content and 
WAP)
Exploitation of price flexibility to defend 
undisputable leadership in the segment 
given the current economic scenario

Launch of integrated offers to secure 
market share and total customer value (i.e. 
“Impresa Semplice” bundling Mobile + 
Fixed)

Short-term impact of  sales channel 
restructuring:
launch of new offers, aimed at reinvesting 
repricing “goodwill” to increase customer 
loyalty and regain the Youth segment, 
postponed to 2Q09

Market 
share

=
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*TIM average = 1X

Domestic Consumer Mobile Action Plan - Customer Segment

2.0Novità

2.0COMING 

SOON
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a
Fa

m
ig

lia
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M
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M
ax
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R
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a

Novità

M
N

P

Few mobile tariffs

Simple but effective concept

“Carte servizi” compatible with all tariff profiles

Lower investment in service creation

Greater focus on advertising

Push win-back and lock-in

Successful launch + 41% vs Target

TIM Premia

Target

Target
~1 mln

30 days

Push win-back on Youth segment 
boosting on-net traffic and enlarging 

social networks, opening to MSN  
Facebook

One-to-One actions on selected Tribu’
customers highlighting offer appeal: 

redemption was almost double than expected

Launched May 25th

New MNP offer: acquiring 
valuable clients through a double 

mechanism of lock-in (handset discount 
related to voice minutes loyalty bonus) 

M
ax

xi
in

te
rn

et

Novità
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Domestic Mobile Action Plan - Business Segment

Proteggi

Condividi

Archivia

Negozio

Professionisti

Ufficio

Azienda

1-Care

… …
… …

Fisso Mobile

Impresa Semplice
Industry Solutions

ICT/VAS Solutions Mobile Solutions
Billing/Caring 
Integrated 
Solutions

1-Bill

1-Sales force

Fixed and Mobile offering under the brand “Impresa
Semplice”
Customized modular packages
Tailor-made solutions (Store, Professional, Office, 
Enterprise)

Fixed-mobile integration of go-to-market, caring, billing
Broad communication campaign

~ 200k

~ 2050k

Customer Portfolio Control

SalesCustomer 
Base

From Volume to Value

Commissioning aimed at improving 
product quality:

• SAC/ARPU improvement
• Churn reduction
• Silent customer reduction
• Late payment reduction
• Cancellation reduction

Push on innovative services

• ICT services
• Advertising
• Convergent BB
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* adjusted for additional bad debt levels stemming from one-off write-off in 3Q07 and telesales-related bad debt in 1Q-3Q08

*Excluding Visitors and others

TIM Brasil – Revenues & OPEX Review

Revenues  - mln R$

3,183 3,205 +0.7%

Handsets

VAS

Voice 2,643 2,563

176

315

211

-3.0%

+28.6%

+19.9%

YoY Organic 

Visitors & others

1Q08 1Q09

IAS/IFRS

EBITDA  - mln R$

Additional bad debt

Organic Mg.

Adj. Mg.*

4Q08

27.0%

1,018

1Q08

19.8%

22.8%

~95 

631

1Q09

23.8%

761

+20.7%

+

-

Top-line performance reflecting a transitional quarter
VAS revenues (+28.6% YoY): steady innovative VAS growth 

(~80% of total VAS) with TIM Web and TIM Fixo outperforming 
vs. expectations in the mass market

Handsets portfolio: ~1 mln handsets sold in recent dealer 
convention with massive mix improvement towards high end

Price repositioning completed: gained flexibility for next 
quarters

Postpaid mix decline of -3.7 p.p.

Reduction in pre-paid MOU

Less incoming revenues -4%

EBITDA margin rebound combined with a selective  

approach on cost:
Double-digit decline in discretionary cost

Further improvement in ITX and network OPEX

Significant reduction in bad debt levels with new control 
rules/ stricter credit analysis

Strong effort on advertising leading to a massive increase in
brand awareness

Organic

245
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TIM Brasil – Latest Evidence on KPIs
P

os
t 

pa
id

Inverting the trend in post paid base

May: positive post paid net adds thanks to 
high value acquisition programs 

Lower churn thanks to more aggressive 
retention and loyalty offers Net 

adds

Apr May EQ1*

Gross
adds

Churn

- - +

M
ar

ke
t s

ha
re

Incremental market share, 2009

-198%
Clean-up:

~1Mln lines
AVG 2008:
17.4%

38%

-40%

-30%

-20%

-10%

0%

10%

20%

30%

40%

11%

29%

Jan Feb Mar Apr

March: market share erosion trend stopped 

April: leadership in net adds market share  
(+∼340k)

Back to Growth in Customer Base

M
N

P

Positive balance in the Consumer segment

Improving trend in post paid and corporate 
segment

Positive balance in the North East and 
Centre West regions

Post - paid %MNP-in/out

5%

Corporate
Post-paid

Consumer
Zero balance
+

-

Jan Feb Mar Apr May 
1st 2 weeks

25%

45%

65%

85%
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Back to Growth

Trend Reversal: 
Back to Growth

Efficiency Plan Intelig

0

50

100

150

200

250

300

350

400

450

1Q 2009 Apr-Dec 2009

- ~300k ~1 MM

+16%

SAC

Reversing customer growth trend

Gross

Churn

New Offering, Focus on Value Strong EBITDA and OFCF Protection

Acquisition

Management

Network and trasport efficienciesReinvesting important efficiencies

Total commercial spending

up

up

flat

0

1

6

2008 FY 2009 FY

...to finance growth

Optimization of collection 
& dunning processes

Rationalization& 
renegotiation of network 
OPEX (leased lines) and IT

Leaner organization
Make vs. Buy

Deep revision of 
G&A policy

..& improving positioning on LD & Top Clients

~300
~100

Business clients (‘000 CNPJ)

LD revenues (R$ Bln)

TIM & Intelig Complementary Assets

Leverage on Intelig Backbone (14,500 km fiber 

optic cable) and MAN (800 km in 18 cities)

Upselling and crosselling Intelig and Tim Brasil    

customers

New offers for long-distance services to TIM 

Brasil clients  

2008 2009 

TIM Brasil – Action Plan for 2009

1 +1
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Financial Priorities and Achievements

Refinancing

Euro 3.5 bln refinanced since beginning 2009 

through various sources, reaping 

opportunities from cost-efficient ones (EIB)

Appropriate balance of Bank Loans vs Bond 

Market

Taking opportunities from cost-efficient 

sources (EIB)

Keep risk profile under control:

no FX Risk

maintain Fixed/Variable mix (70/30)

no monetary volatility on Financial 

Expenses thanks to hedging policies

Keep Efficiency on Track

Overall TI Group Cash Cost reduced by

0.4 bln or 7.5% YoY (organic)

Cash Cost on Revenues improved by 3 p.p.

Domestic Cash Cost reduced by 0.3 bln or 
6.9% YoY (organic) with percentage on 
Revenues down to 68% (70% in 1Q08)

Domestic Efficiency on track

(25% of Full Year ’09 program achieved)

Group Operating Free Cash Flow at ~13% on 
Revenues and broadly in line with 1Q08 
despite Top Line decline

Net Income at 6.8% of Revenues

(+0.1 p.p. vs 1Q08) 
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Focus On Domestic Opex Evolution

Euro Mln
Change
vs 1Q08

1Q09

2,949

(18)
2,815

1Q08 Growth Efficiency 

fee

1Q09
before efficiency 

2,931

(116)

-134

1Q09 Efficiency on OpexFY09 Efficiency 
Program

% 1Q09 on FY Target

Organic OPEX 1Q09

29%23% 25%

102116 218
1Q09 YoY Absolute Change

opex

0.5

0.4

capex Total

0.9

Total 2,815

Industrial -1273

Personnel +17863

Marketing 
& Sales -93624

Interconnection -70803

Other 
(*)

+2320

G&A -10232

-134

(*) Other Operating income and expenses
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Euro mln

2Q 2H
Bonds 1,884
Loans 103 193

103 2,077

11,503

29,516

1,500

1,500 3,000

587

744

301

997

2,956

7,123

Within 2009 FY 2010 FY 2011 FY 2012 FY 2013 Beyond 2014 Total M/L 
Term Debt

2,180

5,255

4,840

3,551

4,500

15,959 39,639(1)

Bonds Loans (of which long-term rent, financial and operating lease payable € 1,935) Drawn bank facility

FY 2014

1,242

2,112
3,354

3,503

Average Maturity: 7.84 yrs

3,250

4,253

3,011
1,884

296

(1) € 39,639 mln is the nominal amount of outstanding medium-long term debt. By adding IAS adjustments (€ 2,513 mln) and current liabilities (€ 756 mln), a gross debt figure of € 42,908 
mln is reached.

N.B. Debt maturities are net of repurchased own bonds of which: € 180 mln TI Spa € 850 mln 5.25 % Notes due 2055, € 77 mln TI Spa € 750 mln 4.75 % Notes due 2014, € 326 mln TIF €
2,210 mln 5.575 % Notes due 2009, € 17 mln TIF € 139 mln 4.629 % Notes due 2010 and € 35 mln TIF € 1,050 mln 7.75 % Notes due 2033.

Matched by:

€ bln 5.6 + 6.5 = 12.1
Liquidity Position Liquidity

Margin€ 4.9 bln Cash & Cash Equivalents
Undrawn Portion of

€ 0.7 bln Marketable Securities
€ 8.0 bln Revolving Facility
Maturing in August 2014

Even and Back-Loaded Maturities
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2009 Domestic Outlook

1Q08A 1Q09A

2.6 2.5

Domestic: FY09 EBITDA Guidance Domestic: 1Q09 EBITDA
Euro Bln Euro Bln

Full Year Domestic 
Ebitda Guidance:

9.9-10.0
confirmed

1Q DOMESTIC EBITDA in low range of FY Guidance despite:
- Calendar discontinuity in 1Q affecting Mobile business (1 p.p. recovery 
in YoY change)
- Retail Market Operations re-organization and resizing (progressive 
positive contribution to revenues and margins during 2009).

Further flexibility and savings on cost available:
- to secure margins (reduced SAC/gross, revenues mix improvement)…
- … and support commercial activities (advertising, caring, win-back)

FY08A

10.3

FY09E

9.9-10.0

-3/-4% -4%
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2009 Brazil Outlook

FY08A FY09E

Brazil: FY09 EBITDA Guidance Brazil: 1Q09 EBITDA
Reais Bln Reais Mln

Full Year Ebitda
Guidance:
3.6 bln R$
confirmed

1Q Brazil EBITDA in line with YoY expected Growth:
- excluding one-off impact of Embratel agreement 1Q09 is +21% vs
2008
- strong commercial effort to boost growth in 2H09

Further flexibility and savings on cost available:
- commercial programs, multi-channels & re-negotiation of outsourcing 
agreement for Customer Care

3.3 ~3.6

+10%

1Q08A

631

761

1Q09A

697 Reported

Organic
+21%
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