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VIL: An Overview
®

Spectrum holding Unique Locations

= dero00 | 78

Enhanced coverage
Across towns & villages

L900
%) Sub-GHz 4G & ~ 74,800
= ° experiencein 14 TDD sites

circles

#1
((( I ))) India’s largest 4G massive

MIMO radio deployment
(~13,800)

12,100 [

Broadband sites

Subscriber base

A Edge cloud o

“ One of India’s largest :

—— edgecloud O
deployment

~293,700Kms' [REDY

Fibre

1 billion+ ’7s

4G coverage

O Digital Assets and
O Partnerships

R

\_!
% Best Voice quality for 25 out of 29 months }

% TRAI MyCall dashboard?

With our strong assets, digital focus and 5G ready architecture, we are well positioned to compete

Note: 1. Includes own fibre of ~165k kms and IRU fibre; excluding overlap 2. Based on TRAI MyCall dashboard between Nov 2020 and Mar 2023
Source - Company disclosures as of Mar 2023



Competitive Spectrum Portfolio

Spectrum Holding per mn subs - unpaired basis (MHz)

6.4
I ]

Spectrum excl 5G per mn subs

7.9

All spectrum which can be
utilised towards 4G*

Spectrum (MHz)' 1,7752 2,480  1,892.0
Subscribers (Mn)2 225.9 335.4 439.3

M Bharti Airtel B Jio

13.0
1.6
I 109

Spectrum excl mmWave per mn subs

All spectrum except
26 GHz*

2,625.2 14,3480 14,7720
225.9 335.4 439.3

9.8
6.9 I ]

5G spectrum per mn 4G subs

700MHz and 3300 MHz to
offer 5G services™

850.0 2,200.0 2,880.0
122.6 2241 439.3

VIL has highest 4G spectrum per mn subs which is expected to drive near term growth;

Sufficient spectrum to support migration of entire 4G subs to 5G

*excludes non-liberalised spectrum as well as 700 MHz, 3300 MHz and 26GHz spectrum
# excludes non-liberalised spectrum and 26GHz given the use cases are still developing "I
~ calculated on the basis of 4G subs for respective operator

1. Source: Department of Telecommunications 2. Reported Subs/4G Subs as on Mar 31, 2023, in case of Airtel, this represents Mobile Services India segment and in case of Jio, reported subs are considered as 4G subs



Strong Brand, Extensive Reach and Array of Digital Assets

One of the most trusted
Indian brands

i

Together For Tomorrow

* Over 2 decades of operations
backed by strong brand recall and
management with global expertise

* Strong unified brand brings
together the power of two
networks — Vodafone and Idea into
one

* Trusted by ~226 million Indians

* Large Enterprise customer base
with long standing relationships

Source - Company information as of Mar 2023

. Extensive reach

e :

* Ability to communicate effectively
with ~226 million users

* +90% district coverage, serving
customer across ~865k retailers
and ~2.5k branded urban stores

» Strong data and analytics enabling
hyper personalization at large scale

. Digital Assets

83
@D @
S
EI-

» 24x7 connectivity with Distributors
and Retailors; real time market
information

« Customer servicing and acquisition

» Competitive content offering
through partnerships with several
global & regional content providers

*Viapp - in the process of creating a
Digital Ecosystem through
collaboration with several partners

Vi



Strong Promoters and Support from GOI

B Vi has strong parentage with the promoters Aditya Birla Group and Vodafone Group

B Post the conversion of debt representing NPV of interest arising from deferment of AGR and Spectrum instalments into equity, Government of India owns 33.1%!? stake
in addition to being the policy maker and debt provider

B Both Vodafone and the Aditya Birla Group have invested significant capital in the business (~ Rs. 1,680 bn [~$20.5 bn] since start of operations)
— VIL raised Rs. 250 bn (~$3.0 bn) in May 2019 through a rights issue, including Rs. 180 bn (~$2.2 bn) contributed by the promoters
— Promoters invested a further ~Rs. 50 bn (~$610 mn) in 2022

Shareholding Post Government Conversion?

e = -~ Promoter
-7 RN Shareholding
7 o >50%
/ \
/ \
/ \
ADITYA BIRLA GROUP / Vodafone. \ vodafone
I} Group, 32.3% . . \
| Aditya Birla 1
B Global conglomerate with a rich I Group, 18.1% B |eading British multinational
legacy of 70+ years and operations y ¢ technology communications
across 36 countries company in Europe and Africa
Public
B Dominant presence in various Shareholders, B Largest mobile and fixed network
sectors including metals, pulp and 16.5% operator in Europe

fibre, chemicals, textiles, carbon
black, telecom, cement, financial
services, fashion retail and
renewable energy

B Europe’s biggest and fastest-
growing 5G network

Note: FX 1USD=82 INR.

1. Source: Shareholding as on March 31, 2023 6



Growth
Opportunities




Enormous growth potential in the Indian telecom sector (1/2)

Huge market potential underpinned by a large and growing population

Stable and easing inflationary environment

Real GDP growth YoY (%)! and Population growth YoY (%)2
—o— Real GDP Growth [l Population Growth

83 68 65 37 87 68 61 68 68 65

0—0—0‘;\-26/0—4—0—0—0—0

12 1.2 11 0 o
_ 08 0g 99 09 o9
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2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

Urban Teledensity® to remain high

Average Consumer price index (%) 1

3.6% 3.4%

5.5% 5.1%

4.4%

41%  4.0%

2017 2018 2019 2020 2021 2022 2023 2024E2025E2026E

Untapped rural population with low teledensity?

Closure of multiple SIM consolidation
telecom operators impact

FY13-FY19 increase of 2.5% every year

143.1%
140.7% ° 137.1%
128.5%

Mar13 Mar1s  Mar17 Mar'1® Mar2l Mar'23

~65% of India’s population is rural

FY13-FY19 increase of 2.8% every year

+

SIM consolidation
impact

——
56.5% 57.1%

40,29 47.8%

Mar13 Mar1s  Mar1t7  Mar'19

1. Source: IMF World Economic Outlook Database, Oct 2022 2. Source: United Nations - World Population Prospects 3. TRAI Subscription Report

60.1%

Mar'21

57.5%

W Y |



Enormous growth potential in the Indian telecom sector (2/2)

Mobile broadband is the primary medium
to access the internetin India...

...and is well placed to continue its
strong growth trajectory...

..given a large proportion of 2G/3G
subscribers to still migrate to 4G...

..and low broadband penetration
relative to global peers

Broadband Subscribers! (mn) (Mar’23) 4G wireless penetration and smartphone

adoption2in India (% of population) (Sep end)

B Smartphone penetration (%)

4G Penetration (%)

~813
58%
~ 56%
25.x 53%

more wireless

broadband 47% 48%

subscribers

1% 41%
37%
28%
16%
~33
Wireline Wireless 2017 2018 2019 2020 2021

VIL is among the tOp 10 cellular operators gIobaIIy (by subscribers in single country of operations) and

Penetration by access technology? (% of
subscribers) (Sep 2021)

H2G 3G F4G 5G @ Total subscriber base
(mn)

@@0@@@

56%
70%
1%

oy -
UK Brazil Russia India

> ]

4G/5G wireless penetration? (% of population)

Sep-21  Sep-25
135%

J15%
% 110%
(0i08% 106%
S 98%

89% 86%

76%

56%

China US UK  Brazil Russia India

O =

'

is 374 largest in India - the 2"9 largest wireless market in the world
2. Source: GSMA Intelligence database, Sep’21

i

1. Source: TRAI Subscription Report Mar’23.



Digital Revolution in India offers unlimited growth opportunities

Key trends and enablers

Rapid digitalization of Indian market on the back of increasing smartphone usage

Key Trends

Digital India vision
* Digital infrastructure to every
citizen
» Governance and services on

demand
* Digital empowerment of every

citizen

Govt Push for India’s Digital
Revolution:
* Open Network for Digital
Commerce
* Drive to provide quality internet
* Reforms in Digital Payments
* Push towards Data Centres

6
@

Explosion of data usage

* Led by one of the world’s lowest
data tariffs

* COVID-19 has been a catalystin
rapidly accelerating India’s digital
economy

» Data usage per sub increased by
17x since Mar 2017 and now is at
~17GB per sub®

Note: FX 1USD=82 INR.

Key Enablers / Opportunities

people in world’s largest
unique identity program with
authentication by mobile!

2. Source: TRAI Subscription Report Mar 2023.

UPI monthly transaction amount (USD bn)? Indian E-Commerce Market (USD bn)®

188

158.4

1.3bn
4.1x

~535 x

46.2

CY2020

0.3

Mar-17 Jan-23 CY2025

~1bn

active wireless phone
subscribers?

Total smartphone subscribers (mn)®

+223mn
1,030

~813mn

wireless broadband subs?

+518mn
807

289

38.9%

rural internet penetration 8

showing strong growth Sep-25

Sep-16 Sep-21

Vi

3. Source: TRAI Performance Indicator Report Dec22. Internet subscribers includes wireless and wireline subscribers.

1. Source: Unique Identification Authority of India.
4. Source: NPCI Database. A Unified Payment Interface (UPI) is an instant real-time payment system developed by National Payments Corporation of India (“NPCI”) facilitating inter-bank transaction via a smartphone application..
10

5. IBEF 6. GSMA Intelligence database, Sep’21.



Optimal market structure providing clear runway for market repair

Optimal structure that encourages healthy competition

Aircel Sistema

i 7.8% 0.4%
I:;::r:: BSNL+MTNL Vodafone Idea
7.1% 9.3% 20‘7%
Vodafone
17.9%
BSNL+MTNL
8.9%
CMS Mar 20171 CMS Mar 2023
Tata Idea .
4.2% 7 16.7% >10 operators 3 private operators + 1
TZ'.Z’!;” Bhart government operator
. . Airtel
Bharti P
Airtel 32.4%
23.4%
Significant growth potential for Telecom Revenue
Telecom revenues increasing with increasing
Gross Revenue (Rs Bn)? _
(;I(?a ';Ygi/ demand and subscriber base
FY13 to FY23 - CAGR +5.2% 5 501 F9.9%
’ Entry of Jio in FY17 led to unsustainable tariffs
2006 FY16-FY19 forei it of itiol q
; CAGR -6.4% orcing exit of multiple operators and sector
1,512 1,645 consolidation
FY19-FY23 Stable period followed by regular price increases
CAGR +11% and customer upgrade from 2G to 4G
5 5 FY24 Onwards Revenue expected to increase driven by regular
FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22FY23 pr]ce increase and subscriber additions

Vi

1. Source: Customer Market Share (CMS) as per TRAI Subscription Report (EOP subs) 2. Source: TRAI Financial Reports 3. BSNL included non-telecom revenues; hence, normalized Q4FY22 and Q2FY23 by
keeping it same as previous quarter and viability gap funding of Rs. 87.9 bn and Rs. 36 bn in Q3FY23 and Q4FY23 respectively has been removed from reported revenue
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Vodafone Idea Strategy

Focused network
investments for superior
customer experience

* Investment focus in 17 circles to
improve competitiveness in
priority markets

* 4G coverage and capacity
expansion to enhance customer
experience and 5G Introduction

* Deploying 5G technologies like
Cloudification of Core, DSR, Open
RAN etc.

 Sufficient mid band and mmWave
5G spectrum for foreseeable
future

Digital Transformation, Enhanced Customer Experience and Partnerships to Drive Cash Generation

Market initiatives

to drive ARPU improvement

* Build consumer preference for
the new Brand & messaging
architecture

* Drive extractionin new 4G
geographies as we expand our
coverage

 Scale up share of primary SIM in
covered geographies by
delivering best in class experience
& differentiated propositions

* Drive higher share of 4G/5G
devices on network through
partnerships

n Focus on Business services
through Telco-to-Techco

transformation

* Protect & Grow connectivity
business through superior
customer experience & Vodafone
Group Global expertise

» Strengthen SME/SOHO
relationship through digital
propositions

* Focus on fast growing integrated
loT segment by offering End2End
services

* Multi-Cloud Services central to
growth strategy

Driving partnerships and
digital revenue streams

* Deep integration to deliver
differentiated Telco + experience
& value for partners and
customers

* Create data monetization
opportunities using platform
capabilities

* Partner the Digital India agenda via
Access, Data & Affordability

Vi



EFocused investments to drive coverage & capacity expansion

Focused network investment in 17 priority circles

..driving 4G coverage expansion...

Applicable Gross revenue market share Q4FY23 (%)!

% of Industry Applicable gross
revenue (ApGR) as of Q4FY23

Pre-Merger

Mar 20232

O

vodafone

\
\
\
\
p!

1billion+

4G Coverage
(population)

654mn

...as well as continuous capacity expansion since merger

Kerala I 37% €
Mumbai I 32%
Gujarat 30% L 6.1%
” Haryana I 28% <>
% Maharashtra FE - 23%
5 Delhi I 22%
i Kolkata I 22% " 2.2% 3
-‘cé; UP-W I 22% " 5.2% J
T Tamil Nadu I 20% L 7.1%
o
N~ | WestBengal I 19%
i Punjab I 18% 3.4%
> |Madhya Pradesh I 17% ( 5.7%
UP-E I 17% ( 7.4%
Rajasthan I 15%  5.2%
= AndhraPradesh I 1%  7.5% J
Karnataka I 10%  6.5%
Bihar I 6%
Assam L 6% 2.0%
North East I 6% 1.1%
Himachal Pradesh [y 5% 0.8%
Orissa [ 4% 2.5%
18K 29 = #1operator (%RMS) = #3 operator (%RMS) 1.0%

#2 operator (%RMS) #4 operator (5RMS)

Q4 FY20232

Q2FY2019

(PB)

\
\
p!

Daily Data Traffic

17 priority circles account for ~98% of VIL revenue (~93% of industry revenue)’

1. Based on TRAI Financial Report Quarter ended Mar 2023 and company estimates 2. Source: VIL Q4FY2023 quarterly report.

14



EFocused investments in 17 priority circles

Pan India 4G population coverage (bn) Pan India network build capacity (PB/day) Focus areas

* Focus on improving 4G population
coverage and capacity in 17 priority

circles
3.1x
03 * Re-farming 900 MHz towards 4G
10 100 : - leading to better consumer experience
O X
21x « Re-farming 2100 MHz towards 4G with
0.65 phased 3G shutdown
0.53
% » Small cell deployment in hot-spot
locations of metros / large cities for
better experience
I I * Creating 5G ready architecture to
Sep-18 Mar-20 Mar-21 Mar-23 Sep-18 Mar-20 Mar-21 Mar-23 support the 5G rollout

vodafone

Focused investments to improve competitiveness in priority circles




RADIO

5G ready radio
deployments

90% of TDD radios are
5G ready

All new basebands are
5@G capable

5@G trials in Pune &
Gandhinagar - 1.5 Gbps
in C-Band & 4.2 Gbps
speeds on mmwave

Backhaul E-band MW
throughput - 9.8 Gbps

India’s largest 4G
deployment of Massive
MIMO

Dynamic spectrum
refarming to 4G/5G

900 and 2100 MHz
spectrum refarm to 4G

Open RAN trial
deployments

Disaggregated RAN bringing cost efficiency & new
capabilities

Scalable & agile business model enabling network
automation

CORE

Edge cloud
deployment

Multi-tenant shared .
cloud : Voice, Data,

Business Services, IT
applications in one

common shared cloud

Cloud native
deployments

60+ distributed cloud locations with potential to scale up

to ~150

Platform to Edge (Video
analytics at Edge, Al
based analytics,
Industrial IOT & slices)

Lean Operating model
(Lean CS Core, 50G lean
edge core,
Orchestration &
Automation)

Architecture to optimise latency and better customer
experience

R/
A X4

Benefiting from technology advancement as relatively recent 4G rollout leading to cost efficiencies and 5G readiness

{ Cll Industrial Innovations Awards 2021 3

For Innovative digital solutions in 5 categories

DSCI Excellence Awards 2021

Bl Existing award winning network built on 5G-ready architecture

TRANSMISSION
Hyper Scale

Hyperscale architecture
in transport

Transmission embedded
with advanced
intelligence

White Box Routers -
Disaggregation of H/W
& S/W driving cost
efficiencies

IP intensification in
maijor cities (advanced
software deployment)

Robust system with
flexibly memory,
networking and storage
capabilities

Unified network
transportation

Increased ability to carry data traffic, reduced latency
and on demand bandwidth expansion

Cost efficient and agile model enabling scalability from
data centre networks to enterprise networks

e
%L « For best security operations in 2 categories

),

i




Hinitiatives to drive ARPU improvement & customer acquisition

Build Consumer
Preference & Trust

Drive a Strong
ARPU Agenda

Market Wide Tariff

Hikes

1. Source: Q4 FY23 company filings. 2. Source: Company information 3. Source: GSMA Intelligence database, Sep’21. 4. TRAI Performance Indicator Report

Build consumer confidence around the integrated
network that delivers a superior experience backed by
strong claims - India’s Fastest 4G network

Drive aggressive Communication to dial up a suite of
propositions to help drive differentiation and
consideration for Vi

Create a strong position for the brand in the minds of
the consumer - Vi helps me thrive
Focus on expanding 4G footprintin rural and semi

urban growth markets.

Enhance proportion of high ARPU subs through
superior network experience in existing markets

Strong segment focus on building propositions in
conjunction with partners to target share growth

Focus on driving higher share of broadband devices
through focused programs with OEMs and NBFC

2G subs presents a strong opportunity to upgrade

Despite tariff hikes announced in Nov 2021, Indian ARPU
remains amongst the lowest in the world while having
amongst the highest data usage per sub

Significant headroom relative to historic ARPU as
customer ability to pay higher is already established

Prices still need further uptick to generate reasonable
returns and support future investments

Brand initiatives - Active communication to improve customer perception

#SpeedSeBadho with
India's fastest 4G

verified by OOKLA

\= ™
Baba Jackson. Internet star. “\
Va -~

growing with ' 3 ®

catch the biggest T20 league live
Disney+ Hotstar VIP on Vi* recharges

Upsell initiatives supported by structural growth in digitalization and data

ARPU upsell opportunity?

of subscribers can
potentially upgrade
to 4G network!

1.0x

Prepaid Non UL

Prepaid UL

Significant runway for ARPU growth

Blended mobile ARPU (USD)34 Average wireless data per data

subscriber per month (GB)*
~D10,
‘ 23% 1 ~17x
2.18

1.67 405
min

Sep-16 Sep-22 Mar-17 Sep-22 Mar-17 Sep-22

i

Voice minutes of usage per
subscriber per month (min)4

4~ 2x

17.2 894




HSupported by digitalisation of customer servicing & distribution

Digitally enabled customer service Digital tools for sales and distribution

* Intuitive Dynamic IVR resulting in industry best resolution of queries + Digital connect with retailers, promotors and distributors through apps
like m-Power and Smart-Connect which sport some Industry 15t
* Humanoid Bot - Industry first deployment of Conversation Bot features
+ Transition to Digital enabled platforms, providing multiple options for » These apps provide real time information on various KPI’s which help
Digital customers to engage with VIL. Use of latest technology like Robotic the team be on top of the business and drive efficiency at outlet level
Initiatives Process Automation, email Bot etc to increase efficiency

* Builtin attendance and market working tracking mechanism helps in

for « Enabling Customer retention with instant connect at the time of monitoring performance
Customer potential disengagement.

2 Upsel | Usecae _
and Upsell TG IEslE Use Case Select Tools Use Case

management ) @ m-Power app Entity for all key business KPI's
WhatsApp Bot -+ Real time retention offers and proactive engagement m-Power +  Real time information to aid the selling process

D Mobile App ° Mobile App for on-the-go for effortless account Trend Analysis and drill down available at each Sa
to improve customer loyalty

¥ * Conversation Bot for post paid collections - W @ o " ’ I(:‘::;S:gfgjjr? de;f;gir CE e N L ORI =
Q Humanoid Bot Resulted in increased collection performance, y. § Smarttonnec }

les

reduced customer barring, and lower service cost o app 2 U SEIR 2 A ElE I SC AR Ll
Digitalization of Prepaid Recharge Distribution
Digital * Free of cost door step delivery and digital KYC currently available in 100+ cities for both prepaid and postpaid customers
Customer * Customers can choose number of their choice, track orders, reschedule their appointment or modify their orders providing a true ecommerce type
Acquisition experience
4 N 04 2 4 A 4 X
% CX Today Awards 2023 )} % Brandon Hall Excellence Awards } % LearnX Award 2022 } % Google Accolades }
Best Customer Experience Team of Best deployment of strategies, systems & Best Learning & Talent Global accolade from Google
the Year - Google My Business tools in field of Training & Learning Technology Innovation on Vi’s VIC Chatbot

Initiatives driving new customer acquisitions, supporting upsell and improving retention

i
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ElFocus on business services through Telco to Techco Transformation

Enh d
Telco AAENCE Managed Services Digital Products End to_ End Partnersiipled
connectmty Solutions approach

Led by Connectivity Integrated & end to end

solutions
ENABLING OUR KEY GROWTH PILLARS

Grow SoHo / o

Protect and grow Cloud Central to

Accelerate loT

connectivity SME the theme
*  ViBusiness Plus Mobility with advanced N - o + Strengthen marketleadershipin loT * Create a multi-cloud Marketplace,
solutions like Google Workspace, * Driving/ enabling digital adoption in Connectivity across vehicle tracking, through own assets & strategic
location tracking, mobile security SMEs & SoHos utilities, Point of sales and automotive partners:hlps .
+ End to end managed Mobility services * Digital offerings such as Cloud + Industry first Integrated loT solutions * Colocation & laaS proposition to help
« Digital experiences viz.,Vi Business Telephony solution, Vi Website Builder across Smart mobility, Smart Infra and customers accelerate digital
Mobility, Vi Business Wireline & Vi app & other SaaS solutions « Smart Utility. transformation
«  ViSecure - business security solutions » ReadyForNext Digital Assessment for « Grow category by ecosystem * Deliver CX excellence through managed
« Industry first Managed SIP offering gauging digital maturity of MSMEs orchestration, R&D around new use services
»  Hybrid SD-WAN & Private Networks for | * Enabling Channel Partners with Digital cases enabled by loT Lab & loT
future ready networks skilling & hyper-local marketing Consultation
¥ Yy W . N ¢ . Y ¥ Y
% ClO Choice Awards 2023 } % Asian Telecom Awards 2023 } %Frost & Sullivan ICT Awards 2022} % ICMG Awards 2021 E
030 Telecom Carrier (Mobile Access) < A2P SMS Monetization of the Year (India) & SIP Trunk Technology Innovation < Enterprise Digital
%  CloudTelephony . ¥ 3 Leadership Award Platform (Vi
> Telecodean;eIr (International Access) %Voice & Data Telecom Leadership Awards 2022} %  loT Connectivity Service Provider Business Mobility)
% Managed Mobility

Company of Year Award
SIP Trunk Customer Experience Category (Customer Service)

Vi Business Hub (Enterprise Business Services)

0,
*
0,
*

Strategic focus of being the trusted and valued partner powering businesses in a digital economy "I




Bl Accelerating loT with end-to-end solutions

Opportunity to expand VIL’s presence in enterprise loT

VIL’s Integrated loT solutions — end to end solutions to capture future growth

loT Constituents

INTEGRATED

Applications, Data
Analytics & Consulting

Platforms i {53

Network & Managed <

Aol \
Communication E 6‘\0

— &
Hardware © e
O °Q
)
ot

Connectivity

O

First telco to have end-to-end Integrated loT offering, comprising of connectivity, hardware,
network, application, analytics, security and support

Strong position in loT automotive opportunity, leveraging Vodafone Group loT expertise
Strong position in Vehicle tracking systems, Energy, Utilities, among others

Only telco with loT lab-as-a-service for device testing, standardization and certification
Expanding footprint in diverse use cases like- Battery monitoring, soundbox, transport
management, solar and water management, Smart street lighting & more

India’s first eSIM which is GSMA SAS-SM, DOT, ARAI, AlS140 compliant; widest loT connectivity
portfolio with GSMA certified e-UICC SIM

4\"‘0

-t
B

SL e

®

I:Q"T End-to-end loT Solution
Ol

Best Practices

loT Consultation
. Aglle Partner place Model
Connectivity management

1. loT Consulting, including
concept design & architecture

. platform
2. loTImplementation = - GSMA Certified eUICC & UICC
* |oT Gateway & Devices
eSIMs
* loT Managed
Connectivity .
« loT Platform Launchpad for Innovations &
+ loT Application Startups
* |oT Analytics * loTLab

* Help Scale nationwide
3. Dedicated loT service and * Integrated offering beyond
support * connectivity

Leveraging Vodafone Group’s leadership position in loT

Millions
of diverse
loT end-points

Global Practices
from Vodafone
Group

Deep Experience
Technology delivery
professionals

Diverse Learning due
to maximum deployed
loT use cases

loT market to expand exponentially, VIL well positioned to gain competitive share

Vodafone is recognised as global leader in loT Connectivity for 2022
in Gartner Magic Quadrant

Clear leadership in loT space connecting ~140 million loT devices globally

Vi
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Integrated multi cloud platform enabling public, private and edge cloud services

ElPartner of choice in provision of end to end cloud services

Key Strategic Focus Areas in Cloud services

€ Cloud provider

g g ecosystem

Ecosystem of
hyperscalers & Edg

Customer
ecosystem
Created across
large enterprises, SME,
startup ecosystem

Managed
Services

Ownership of end to
end customer
experience

Vi Multi Cloud Platform
& Marketplace

One stop shop for end
customers

/ In-H
-l n ouse

Solutions
Expertise across
SaaS, laaS, PaaS,

Colocation

Private Cloud

Public Cloud Universal/Edge Cloud

* Partnerships with hyperscalers/
Colocation providers
* Deeper alliance & engagement to Co-

Scale through create differentiated offerings

Partnerships

» Develop platform for seamless cloud
delivery & experience

» Build Edge locations & partner
ecosystem to build industry specific
use cases

Develop
Infrastructure

* Invest to build robust Managed
services capability & framework

* An efficient “born in cloud” sales/pre-
sales

Invest in Skills A strong operations support structure

and Knowledge

VIL'’s position as a top partner of choice creates significant opportunities for new revenue streams




BlVodafone Idea’s digital propositions & integrated platform

Consumer Business Business Services, SME, SoHo

e &

VIL mevies
tv . e . . —
CUSTOMER & Strong loT SMB Digitalisation Broadband Digital Engagement
: Vi Website Builder
OFFERINGS :ffe:ILrj‘g't Workforce Essentials Vib P.lath:Amb.I.t
service A mar | |y Cloud Telephony 1 business - Mobllity
PP Contentand OTT app REDX Experience Smart Mobility ReadyforNext Digital Assessment
Smart Infrastructure Vi Secure Portfolio
[ 1 e D
(]
DYNAMIC =L1o &5 ok g
PLATFORM . Edge Cloud ; [\
H ) Big Data B2B Services loT Connectivity &
WITH DEEP Cinema/ TV Shows i ) 60+ Distributed Cloud Locations Credit Score Security Platf
INTEGRATION . Machine Learning T4 [ETam [E0)Es o D) Bl . - ) ecurity Flatrorms
CAPABILITY Live TV : i i p Edg Location Tracking Solutions
Telco Credit 184K+ Site Locations for [oT reach Customer Targeting
Solutions

Global and regional Content Financial institutions and Major Network & IT
: Handset Manufacturers
Providers NBFCs Vendors

VIL
PARTNERS

Leading Ecommerce players Social Media Platforms Cloud & loT Platforms
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EViis creating a Digital ecosystem

Several collaboration projects to expand digital footprint — Vi app to be the go-to destination for movies, music, games, deals & rewards, news, jobs, learnings & more

4 )
Musu_:_Serwce . * Music streaming is a high growth market in India with rapidly expanding OTT music user base
Et:g/reeaﬁmlty amongst youth & win + In Dec’21, VIL launched a music streaming proposition in partnership with Hungama, a leading media company
- J
4 )
. * Gaming is a high potential market, which is expected to grow exponentially
(4 ) G_ammg & ‘eSports * In Mar’22, Vi launched a casual gaming proposition for its consumers and added multi-player features to it
Pl claaper elgie) sneegament \- In Feb’23, Vi forayed into e-sports segment in partnership with Gameriji, an e-sports start up )
. (. Differentiated & custom offerings for focus on key consumer segments like urban youth, urban blue-collared, home- )
&Pﬁ Curated Experience makers & farmers to build consideration and drive market share
MR Customised proposition for target + “ViJobs & Education” offering to search for jobs, improve spoken English skills and excel in Govt. employment exams,
2 \_ in partnership ‘Apna’, ‘Enguru’ and ‘Pariksha’ )
4 )
| Digital Advertising * Leveraging telco data and digital assets to create end to end integrated ad tech platform with self-serve capabilities
S Ad-tech platform to monetize * InJun’22, launched “Vi Ads” and are empaneled with almost all the top media agencies and are part of the media plan
~ telco assets L for some of the big brands )

» Leveraging telco data and access capabilities to create a Digital marketplace as a core monetization agenda

Digital Marketplace - Partnerships with leading players across categories like OTTs, financial services, lifestyle, device protection, ed-tech,
Monetize Digital traffic Health etc.

Digital partnerships to drive brand differentiation, engagement & monetization "I




ElMonetization through Digital initiatives & partnership opportunities

Digital apps with advance billing systems for dynamic charging OFFERINGS OPPORTUNITY
Digital
Apps ; ; e
Real estatc-? mc]udmg ~2.5k qwned stores — INTEGRATED «  Large market with significant
Physical for a physical in-shop experience IOT SOLUTIONS potential to grow
SR * VIL has taken some initiatives and
few are in pipeline, primarily
PARTNERSHIPS through partnerships, to
Big Data & Machine Learning IN CONTENT participate in these growth
Data & i ’ tuniti
. . . Capabilities GAMES. etc opportunities
Digital & Analytics s CL0-
other
operating
assets Strong
Cloud / loT . , END TO END «  Several use cases across
Position arge edge cloud deploymentin logisti I .
; . ) CLOUD ogistics, health, education,
India and a pioneer in loT fintech amona others
connectivity SOLUTIONS 9
. . *  Possibility of exponential growth
Digital
Payments o POTENTIAL
~100mn consumers making digital OPPORTUNITIES
Merchant payments VIA DEEP
Touchpoints INTEGRATION
~865k merchant touchpoints serviced daily
Significant monetization opportunity on the back of digital offerings "I

24



Q4FY23

Update




Financial & Operating KPIs = Many KPIs Showing Improving Trends

Financials & Operating KPIs AL AL
Q4 Q1 Q2 Q3 Q4

ARPU (Rs) 124 128 131 135 135
Subscriber (Mn)
EOP 243.8 240.4 234.4 228.6 225.9
Net Adds (3.4) (3.4) (6.0) (5.8) (2.8)
4G Subs 118.1 119.0 120.6 121.6 122.6
Market Share (%)
VILCMS - EOP 22.8% 22.4% 21.7% 21.1% 20.7%
VILRMS - GR 19.5%'  19.2%  18.6% 18.4%°  18.1%"
Financial (Rs Bn)
Revenue 102.4 104.1 106.1 106.2 105.3
EBITDA (pre IndAS 116) 21.2 21.1 21.2 20.0 20.7
EBITDA (Reported) 46.5 43.3 41.0 41.8 42.1
Debt (Rs Bn)
Gross Debt (incl. accrued int.) 1,979 1,991 2,203 2,229 2,093
-Govt. of India Dues 1,798 1,839 2,052 2,097 1,963
-Banks & Financial Inst. incl OCD 181 152 151 132 130

ARPU improvement driven by Price increase and customer
upgrades, which in turn has supported revenue growth despite
subscriber churn

* 4G subscriber base continues to grow as Vi offers superior

experience where 4G network is available, however overall base
declined primarily due to SIM consolidation, lower 4G coverage
vs competition as well as perception related issues

Gross adds share for VIL is higher than its Customer Market
Share (CMS) indicating its ability to effectively compete in market

Annual revenues grew by 9.5% first time post-merger

FY23 EBITDA increased from Rs. 66.8 billion in FY22 to Rs. 83
billion registering strong growth of 24.1%

FY23 EBITDA margin at 19.7% is the highest post-merger

In Feb’23, Gol converted loan of Rs. 161.33 billion representing
NPV of interest arising due to deferment of spectrum instalments
and AGR dues into equity

Debt from banks and financial institutions has reduced by Rs. 120
billion over the last 2 years

OCD issuance of Rs. 16 billion to ATC during Q4FY23 "I

1. BSNL reported revenue included non-telecom revenue; hence, normalized by keeping it same as previous quarter; 2. BSNL revenue excludes receipt towards viability gap funding of Rs. 87.9 bn and Rs. 36 bn

in Q3FY23 and Q4FY23 respectively

26



Key Operating and Financial Trends

Consistent Growth in 4G Subscribers (Million)

Growing Data Volume (Billion MB)

VIL continues to add 4G subscribers despite decline in overall subscribers

S

[ Overall subs [ 4G subs

244 240 234 229 226

Q4FY22 QIFY23 Q2FY23 Q3FY23 Q4FY23

Improving ARPU (Rs)

Growth aided by improvement in subscriber mix, tariff hikes and migration
of subscribers to unlimited plans

135 135
131
128
: . .

Q4FY22 Q1FY23 Q2FY23 Q3FY23 Q4FY23

S

Strong data volume growth aided by accelerated digital adoption

A
N

5,718 5,762 5.802
5,425
5237 . l
Q4FY22 QIFY23 Q2FY23 Q3FY23 Q4FY23

Improving Revenue & EBITDA (Rs Bn)

Consecutive quarters of improving daily revenues and stable EBITDA

N

Jr——

[ Revenue [l EBITDA (pre-IndAS 116)
102.4 104.1 106.1 106.2 105.3

Q4FY22 QIFY23 Q2FY23 Q3FY23 Q4FY23
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Disclaimer

This presentation and accompanying slides (the “Presentation”) has been prepared by Vodafone India Limited (“Company”) and is not for release, distribution or publication, whether directly or indirectly, in whole or
part, into or in any jurisdiction in which such release, distribution or publication would be unlawful, without the prior consent of the Company. Neither the Company nor any of its directors, affiliates, advisers or
representatives accepts any liability whatsoever for any actual or consequential loss or damages howsoever arising from the provision or use of any information contained in this Presentation.

This Presentation does not purport to be a complete description of the markets, conditions or developments referred to herein. This Presentation is for general information purposes only, without regard to any specific
objectives, financial situations or informational needs of any particular person and does not constitute, and is not intended by the Company to be construed as, legal, accounting or tax advice. This Presentation is not a
prospectus, a statement in lieu of a prospectus, an offering circular, an offering memorandum, a private placement offer letter, an advertisement or an offer document under the Companies Act, 2013, as amended, the
Securities and Exchange Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2018, as amended, or any other applicable law in India. This Presentation has not been and will not be reviewed or
approved by any regulatory authority in India or any other jurisdiction or by any stock exchange in India or any other jurisdiction.

No representation, warranty, guarantee or undertaking, express or implied, is or will be made or any assurance given as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of
any information, estimates, projections or opinions contained in this Presentation. You must make your own assessment of the relevance, accuracy and adequacy of the information contained in this Presentation and
must make such independent investigation as you may consider necessary or appropriate for any purpose. The statements contained in this Presentation speak only as at the date as of which they are made, and the
Company expressly disclaims any obligation or undertaking to supplement, amend or disseminate any updates or revisions to any statements contained herein to reflect any change in events, conditions or
circumstances on which any such statements are based. Neither the Company nor any of its affiliates and associates, including its promoters, promoter group, group companies, shareholders, board of directors or
management or any of their agents, advisers, bankers or representatives, shall have any responsibility or liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this Presentation
or its contents or otherwise arising in connection with this Presentation.

The Company may alter, modify or otherwise change in any manner the contents of this Presentation, without obligation to notify any person of such revision or changes. This Presentation contains statements that
constitute forward-looking statements. The Company assumes no responsibility to amend, modify or revise any forward-looking statements, on the basis of any subsequent developments, information or events, or
otherwise. These statements include descriptions regarding the intent, belief or current expectations of the Company and/or its management, directors and officers with respect to the consolidated results of
operations, financial condition, cash flows and prospects of the Company. These statements can be recognized by the use of words such as “expects,” "plans,” "will,” “estimates,” “projects,” “intends,” or any other
words with similar meaning or intent. Such forward-looking statements are not guarantees of future performance and involve risks and uncertainties, and actual results may differ materially from those express or
implied in the forward-looking statements as a result of various factors and assumptions including but not limited to price fluctuations, actual demand, exchange rate fluctuations, competition, environmental risks,
change in legal, financial and regulatory frameworks, political risks and other factors beyond the Company’s control.

The securities of the Company have not been and will not be registered under the U.S. Securities Act of 1933 (the "Securities Act”). This Presentation does not constitute or form a part of any offer to sell or solicitation
of any offer to buy securities in the United States or elsewhere. No securities of the Company may be offered or sold in the United States absent registration or an applicable exemption from registration requirements
under the Securities Act. The Company does not intend to make any public offering of securities in the United States.

This Presentation has not been independently verified and any person intending to invest in the Company shall do so only after seeking their own professional advice and carrying out their own due diligence procedure
to ensure that they are making an informed decision and not on the basis of this Presentation. Certain numbers in this Presentation have been rounded for ease of representation. Certain financial data included in this
Presentation may be “Non-GAAP financial measures”. The disclosure of such Non-GAAP financial measures in the manner included in this Presentation would not be permissible in a registration statement under the
Securities Act and you are cautioned not to place undue reliance on any Non-GAAP financial measures included in this Presentation.

Vi
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