OVERVIEW OF NASHUA MOBILE

W\elcome!

Over 650 000 customers

MNP — Slow uptake but good for all, starting to pick up in corporate market
Nashua ISP —now over 2500 customers

Nashua Insure launched on 15t July 2007. Below the line until October 2007

Move towards one stop service provider — Continues
Total Telecommunications Provider



- Voice and data— new tariffs all the time

— Rate of change (shortened life cycle)

Aggressive pricing (across products). Reduction in Data pricing, no increase in voice pricing for

over 3years.

Wder distribution network
— Continuously growing

Ongoing marketing and communications
— Al media advertising and promotion

Nashua Insure

— Partnership with Telesure

Corporate & Retail &
SME Franchise LER Broadband
* National * 150 Stores ¢ Cellular LCR Connectivity
« Over 160 staff 3G, HSDPA
5 Regional * National LCR * ADSL
Offices «Wholesale
agreement with
Telkom
« Focus — Voice  Multi product sale | « Intemnational * Sentech, iBurst
and basic data -voiceanddata, | LCR « Data - Telemetry
« Nowmovinginto | Pre-paid, ISP 1« pBx IsP
sd#mse"ing senices e &Ml | . voip/Direct | + Hosting and
w Setc Connect maintenance
* Switching / « \\eb development
Aggregator focus | / design
« e-mail application
Host of new and exciting products




SALES AND UPGRADE ANALYSIS

Analysis of Sales
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Averages for the period
Net Connections - 157 058 Gross Connections - 219 007
Upgrades - 139 365 Deactivations - 61949
Network Total Market Postpaid Network | Total Market Postpaid
Vodacom 20.4 Million 2.6 Million Vodacom 24.5 Million 3.2 Million
— — MTN 13.6 Million 2.2 Million
MTN 10.3 Million 1.5 Milion Cell C 3.4 Million L.1 Million
Cell C 2.8 Million 460 Thousand Virgin 0.2 Million ~06 Million
Total 33.5 Million 4.56 Million Total 41.7 Million 6.56 Million

NASHUA MOBILE CONTRACT BASE ANALYSIS

Network Total Market
Vodacom 274,395
MTN 367,424
Cell C 46,789
Total 688,608

Nashua Mobile base approximetely just above 11% of Total Postpaid subscribers



CELLULAR MARKET

CHURN
Network Contract Prepaid
\odacom + % + 32-34%
MTN + 12% + 65%
CelC + 22% + 95-100%
\irgin + 1% +- 45-50%

NOTE:

These are estimated figures only. It has not been confirmed in any Financial reports.

CELLULAR MARKET
ARPU

Network Contract Prepaid Blended
\odacom 488 58 116
MTN 435 87 149
CellC 120 256

Nashua Mobile 445 (Exduding
incoming calls)




BROADBAND

«  Snapshot of SAMarkel
2006 9%

2%

59%

52%

O Telkom (ADSL) 160 000
B Vodacom 65 000

B MTN 15 000

@ iBurst 24 000

B Sentech 6 500

Total : 275500

@ Telkom (ADSL) 300 000
B VVodacom 200 000

B MTN 25 000

EiBurst 45 000

B Sentech 7 000

Total: 600 000

BROADBAND

» Market Forecast :

» 800 000 end Dec 07, conservative 1 million by end 2008 (BMI-T 2005)
* Dial-up lines lost 122 000 in the last year — Now less than 1 million

« International trend towards broadband

« More converged products such as Orange and France Telecom
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MAIN PLAYERS

¢ Telkom/ADSL (Main player)
« Reliable, but overpriced despite 30% reduction in August 07 / deployment issues
e Targeting 1 million subscribers over next 3-5 years

*  Vodacom (2™ most popular)

e Aiming for Imby 2010, great marketing with HSDPA, 300% growth, HSUPA by
2008, Super 3G by 2009

¢ iBurst
e 39with 45 000,
¢ Rapid expansion of coverage
e Greater speed & coverage than Sentech, faster deployment than ADSL

MAIN PLAYERS

e MIN
« No dfficial figures, but info indicates over 25 000
»  35%hbase stations Edge enabled, 50% by end year
e Piloting MTN@xcess — targeting low end with cheap Internet access

¢  Sentech
«  Poor coverage, little drive, slow uptake over last year. Still got concerns
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NASHUA MOBILE & COMPETITORS

Nashua Mobile & Nashua ISP
» Positioned as offering CHOICE
o (HSDPA, Edge, ADSL through ISP, iBurst, Sentech)
e Current base + 2500 Broadband + over 49 000 Mobile (Jul 07)

Main competitors
«  MMED, Internet Solutions
*  ADSL-Telkom, @antic & Data Pro
* iBurst—iBurst direct, Tradepage, Sharedirect, (@lantic Internet Services)
»  Networks — Direct, Autopage (same as cellular)

TRENDS

BExponential growth in volume of data traffic continues

Increased download speeds — HSDPA with speeds up to 3,6 Mops and ADSL with 4
Mbps, Super 3G by 2009 with 100MB download speed!

Decreased prices R2 per Meg down to less than R 0-20 per Meg in just over a year,
resulting in accelerated penetration

Greater adoption of broadband due to aggressive pricing by wireless operators &
increased adoption by corporates

Triple Play (voice, video, data) & desire to have mutiple access by unique users



TRENDS

¢ Bad Debits increased
¢ Levels of saturation in the voice contract market

e Credit Consumer Act

POSITIONING

e Through broadband and ISP services, as well as strategic alliances with partner
companies such as Verizon, Nashua Mobile seeks to offer clients a comprehensive and
extensive business solution — multiple services, one invoice ...
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BEST OF BRANDS

LAN@Ofice WiMex@lunch
HSDPA
WLF inthe on the Move
Business
Dial @Remote W-H@hotspot
GPRS On the move
HSDPA@work
DSL@home
NASHUA MOBILE RETAIL

Afocused drive over the last two and a half years has seen Nashua Mobile transform
from being a predominantly business-to-business sales organisation focusing on
corporate and goverment accounts, to a grosng retail division with a national
franchised distribution approaching 150 outlets.

This distribution allows Nashua Mobile to be fully independent and able to offer
customers unbiased choice. It includes all the GSM options:

- iBurst
- Telkom
- And more recently the launch of Nashua ISP

This means that Nashua Mobile offers a one-stop-shop for these services
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WHY RETAIL?

Onset of Number Portability
Expand national footprint
Capture of the new and emerging markets

Improve service delivery

Expand on new technologies
o W-FH
* Mobile data

STRATEGIC PARTNERS
RMCS
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EXTERNAL CHANNEL — SEPTEMBER 07 INTERESTING FACTS

o 294 Selling partners consisting of:

-149 Traditional Franchised handset partners

- 10 New Franchised White Label ISP resellers

- 20 Mobile Solutions partners, some White Label
- 115 Franchised LCR partners

« Over 50 new Partners / Franchises already identified for Financial year 2008
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RETAIL B.EE STRATEGY

e Strong BEE focus

e Opened 9 “Black Owned’ outlets in 2007
— Total “Black Owned” outlets - 11

¢ 26 BEE owned outlets in total
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FUTUREVISION

FASA Exhibition —\We won second prize and received a Gold Award at the Show —at our first
participation

To become a dominant player in retail space in the next three to five years
To have stores in strategic mgjor centers country wide

Stores will all conform to the same look and feel

NEED FOR CONFORMANCE

Be part of a mgjor brand

Standardised customer experience

Brand extension

To become a preferred shopping destination

Standards throughout the group where personalised service, quality and presentation is considered
to be all important.
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