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Amelia Lee: Good evening, everybody. Thank you for joining StarHub's TH2023 results update call. My

name is Amelia and | take care of investor relations for StarHub. This evening, we have with us our Chief
Executive Nikhil Eapen; Dennis Chia our CFO; Johan Buse, Chief of Consumer and Tan Kit Yong, our Head
of Enterprise Business Group. Let's start off with opening remarks and an overview of our performance

from Nikhil, followed by Dennis on financials. And then Johan, and Kit on business highlights. We will

then open the floor to Q&A thereafter. Nikhil over to you.

Presentation

Nikhil Eapen: Okay. Thanks, Amelia. And good evening to everyone and welcome to our Q2 and 1H2023

earnings. It's a pleasure to have you as always. So I'll start with the financial highlights, and let's start

right with Service Revenue. So we grew across every business segment YoY — despite the competition
that we're all aware of in the market; in particular on mobile. So overall Service Revenue, as you can see

from these numbers grew 7.8% YoY for TH2023. And in fact, about 3.2% QoQ from 1Q23 to 2Q23. Now

Service EBITDA reflected our DARE+ investment costs, and elevated our tax levels as a result.

But notwithstanding that, we did see net profit trending very positively, at $77 million for the full year,
or $39 million for 2Q23. So for TH2023, we registered 26% YoY growth, which was if you recall, the

similar growth trend that we saw in 1Q23. So not on this page, but | should also note that our continuing
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trend on Free Cash Flow remains strong. And our net Debt to EBITDA remain low and healthy at 1.57

times. Well south of the regional telco average.

So moving on to segmented revenue on the next page. So as | mentioned, we saw YoY growth across all
segments for TH2023. Mobile first — Mobile grew substantially YoY by 13%. With some growth in
subscribers but more important, growth in ARPU. Now most of this ARPU uplift has come because we
have been able to capture and not devalue, the return of roaming, but we have also not devalued our
base ARPU which we have in fact increased despite market competition. So emphasis on this last point
- intense market competition; against which we have focused on delivering customer experience
differentiation, allowing us to monetise. So proof positive of this is the strong growth contrasts with the
recent disclosure of the number three operator with reported ongoing contraction in consumer revenue

whilst adding to subscriber account. And we believe our revenue market share leads to the number three

operators is now in the hundreds of base points.

Broadband continued to grow with a solid number one position together with subsidiary MyRepublic
Broadband. Again, despite intensifying competition and reduced promotion from us. So we are working
on leveraging our joint position to execute on revenue and cost enhancement together with MyRepublic
Broadband. Entertainment as you can see, continue to register strong growth YoY and QoQ lifted by
Premier League, but as well as the pull through by Premier League of other high value packages and

Entertainment. And here in Entertainment, we are a very significant market leader as you know, with a

differentiated offering.

Now overall for Consumer, we saw as | mentioned YoY, ARPU, stable or growing across the board. Due
to differentiation with our focused on increasing customer lifetime value through Infinity Play strategy.
Now on Enterprise, we saw sustained YoY growth from all lines of business except for Regional ICT and
specifically JOS Singapore. Network Solutions has continued its turnaround with 4.6% YoY growth in
1H2023 driven by 21% growth in Managed Services. Ensign, Cybersecurity - and in particular Ensign grew
strongly, Cybersecurity grew 42% QoQ and 7% YoY in the TH2023. That is the business as always where

the projects are lumpy. But the continuing growth trend is strong; with strong pipeline and we continue

to invest in Ensign's growth which is high quality growth.

STARHUB

» StarHub Green, 408942, Singapore

67 Ubi Avenue

@STARHUB f Q



Next page, please. So reviewing our performance versus guidance and our guidance revisions. For
1H2023, we have performed versus our guidance. We were in line with Service Revenue at 8% YoY. We

were above on Service EBITDA margin coming in for TH2023 at almost 23% versus 20% guidance. And
then for Capex, we came in for TH2023 at 5.5% of total revenue including investments relative to the

13% to 15% guidance that we had provided. So taking into account 1H2023, as well as our outlook for

the year, we are improving on our overall FY2023 guidance.

Now on Service Revenue, we are reducing our guidance on growth to 3% to 5%. Now this is as a result
of D'Crypt and JOS Singapore. D'Crypt is experiencing project delays and on JOS Singapore, we are
rationalising their pipeline as we integrate our Regional ICT businesses more closely into StarHub.
However, | should state there is minimal impact on EBITDA from this revision of our Service Revenue
guidance. Now on Service EBITDA on the other hand, we are increasing our guidance from 20% to 22%.
Hence, you should expect to see an increase in Service EBITDA versus our original expectation. So when
you put together the revisions and guidance for Service EBITDA as well as Capex, you should expect

overall an increase in EBITDA and Free Cash Flow versus our original expectations for the year. And with

that, | will pass on as always to our esteemed CFO.

Dennis Chia: Thanks Nikhil and good evening, and thanks for joining us on this call on this Thursday

evening. Some key financial metrics. Total Revenue reported for TH2023 is $1.106 billion. That translates
into 4.5% YoY growth. Service Revenue of $938 million, representing 8% growth. EBITDA for the
TH2023 was to $229.8 million. And our Service EBITDA margin was 22.7% for 1H2023. Net Profit

Attributable to Shareholders $76.7 million, translating to 4.1 cents on an earnings per share basis.

Our Free Cash Flow for TH2023 was flat at zero. Do note that we expect a significantly higher Free Cash
Flow for the 2H23 translating to significant and meaningful Free Cash Flow for FY2023. Our Free Cash
Flow for the TH2023 was flat at zero due to certain working capital changes, as well as timing of capital

payment. Our cash and cash equivalents at the end of 2Q23, and 1H2023 was $490 million on our

balance sheet. And our Net Debt to EBITDA ratio was 1.57 times.

And on the next slide, we'd like to provide an update on our DARE+ trajectory and our investments. We

are now 1.5 years into the DARE+ investments and initiatives which we started at the start of 2022. At
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that time, and we subsequently had guided that we will be incurring $310 million over a three-year
period. Halfway into the program, we have now incurred $106 million last year, or 34% in FY2022. For
this year, for FY2023, we expect to incur about 40% or $120 million. The Capex-to-Opex ratio of that

investment is about 60% : 40%. And the rest of the investments, we expect to incur in FY2024.

Now just want to note that we are in the process of rationalising all our initiatives as always, as well as
the total investments that we would be making. And we expect the total investments to be lower than
the $310 million not because of the reduction initiatives, but because of the rationalisation and

optimisation initiatives as we go along. We will provide an update on the total spend of that initiative as

we go into FY2024. And on that note, we'll pass on to Johan to update on Consumer.

Johan Buse: Hey, very good evening, everyone. Hope everyone is fine. And thanks for those who wished
me "Get Well" after the last call when I really wasn't very well. So let's start with Mobile today. You can
see that both in Postpaid as well as Prepaid, we gained 60k subs each, which is sort of totalling 6% of
the base increase YoY. ARPU is steady on Postpaid, is actually up YoY, if you see by $3. That is a
combination of roaming as well as local subscription revenue, which almost sounds counterintuitive, if

you look at the competitive intensity. That | think is a good display of rational behaviour in the market

and managing both the subscriber base as well as the ARPU. Well, so in summary, what you see here is

an almost 30% Service Revenue increase in combination with a 6% base increase.

For those of you who follow the results, you'll probably have noticed that it's quite different from some
of the others in the market. So we're very proud of that. The churn monthly rate is at 0.8% and | think
also that is a splendid performance in this market. So it's slightly up compared to last year by 0.1%. But
in overall context, that's a really good churn number. So we're proud of that. So we're closing off $302.7
million for TH2023. So we're on a good start off with [inaudible] it's continuously increasing, so we're

close to 17Gb (average data usage) across the board. So that's good, because we've got two networks for

5C.

Moving to Broadband. Broadband, we saw a marginal dip in the base - 1K, we are down to 577K
customers. ARPU $34, stable. We do see more and more customers actually taking higher speed plans,

which is good, and the churn remains very low 0.6%. So the revenue increases, mainly driven by what
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you can see speed upgrades, and that results in high subscription revenue. And of course, we included
MyRepublic Broadband there as well. That's a good performance on Broadband. And those of you who
haven't seen, we actually launched last quarter, the first and only 10G-XGS-PON on offer in the market.

So if you're really keen on getting great speeds and fantastic zoom experience at your home, StarHub is

the one to go for.

Entertainment on the next page. Entertainment, well, very high ARPU $45, we clocked $2 incremental
ARPU on the back of a Premier League, but linked to Premier League - also, we see more customers
taking more content passes, which is very encouraging. The base went down to 355K. Just remind
everyone at the end of 1Q2023, we started measuring Entertainment as active base, so these are real
active customers before that. Some customers are entitled, but certain passes or the key solutions we
have, not necessarily using it. And then of course, we have at this point in time, what we call the mid-
season Premier League dip, which we actually already see coming back into the base. Market churn that
was slightly higher than it was before but still, | would say quite in line at 1%. So that's good now that
delivered a good revenue uplift 18.2% We closed 1TH2023 close to $114 million and that's driven across
the board by the way. So the both in commercial TV revenue as well as in subscription revenue for
consumers, and advertising revenue, and lastly driven by the Premier League. So that brings me to the

end of my section, I'm handing you over to Kit for the Enterprise update. Thanks very much.

Tan Kit Yong: Thank you, Johan. Now coming to Enterprise, as Nikhil has mentioned, for Enterprise

Services, Service Revenue grew 1.8%. If you look at the bottom left, the revenue mix, it is well distributed

within Data & Internet, Cybersecurity, Regional ICT Services and Managed Services.

Coming to Network Solutions, right, we have a higher revenue thanks to contribution of data and
internet products that we have. Managed services grew significantly for us for more project completions.

But our growth has been offset by the lower Voice Services Revenue due to lower domestic and
international traffic.

When it comes to the Cybersecurity Services, it registered a 7% growth in revenue. But we also note that
there's an operating loss of $8.9 million for TH2023, due to the lower income and continued investment

in the talent to support growth. Regional ICT Services you can see a decline of 10% of revenue due to
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lower hardware sales, but the operating profit remains stable YoY at $900k. On the next slide. And over

to Nikhil.

Nikhil Eapen: Thank you. So I'd like to make a few comments by business line on what we're focused on
for the residual of FY2023. And also by way of that what we expect. So for Mobile, we expect continued
growth. Our target is for ARPU to remain stable. And as | had mentioned, we are continuing to focus on

excellence in differentiation and monetisation of our core mobile product. As well as Infinity Play

strategies around cross-sell and up-sell.

Now for Broadband, we are looking forward to and are _
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