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ENEA

Customer Opportunitie
1n Key Markets



I Which Markets We Serve

Telecom Operators

EINEA | CMD Customer Opportunities in Key Markets Public Information

49



Business Focus Areas Segments

CUSTOMER CHURN
& ACQUISITION

Incompatible pricing
models

Quality issues

Price & Lucrative plans
from competition

REVENUE LOSS &
INCREASED SPEND

Network Infrastructure
& Connectivity costs

Revenue Loss VolP
bypass

SMS termination fees

Zero Rate Fraud

SECURITY THREATS &
FRAUD

Tracking, Tracing Subscriber
Location

Intercept Calls & Messages

SMS Spam, Smishing,
Phishing
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ENEA

<Customer Case Omantel >



Value Driven Solutions - Telecom Egypt

SECURITY THREATS &
FRAUD

Enea Voice
Firewall

® [ssue
identified,
Enea had
solutionin
network within
6 weeks.

Intercept Calls & Messages
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Another Customer Case Middle-East

SECURITY THREATS &

Voice FRAUD

e Over 150k potential

threats block il i i i
reats blocked daily Tracking, Tracing Subscriber

Location
SS7, GTP-
Diameter

Intercept Calls & Messages

stowing Business

e Over 11 million
Potential threats
blocked monthly

e [dentifying Targeted
attacks through our

Threat Intelligence
Unit (TIV)

e Extended same
solution across
Group operators

e Zero Trust Signalling
Protection
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Business Focus Areas Segments

CUSTOMER CHURN
& ACQUISITION

Incompatible pricing
models

Quality issues

Price & Lucrative plans
from competition

REVENUE LOSS &
INCREASED SPEND

Network Infrastructure
& Connectivity costs

Revenue Loss VolP
bypass

SMS termination fees

Zero Rate Fraud

SECURITY THREATS &
FRAUD

Tracking, Tracing Subscriber
Location

Intercept Calls & Messages

SMS Spam, Smishing,
Phishing
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Large Optimization & DPI Customer Case in Q324

MODULAR SOLUTION TO PROVIDE VALUE

Coston ISP between $25-
$35 per MBincreasing OPEX

Projected savings of
approximately $3M yearly
with improved QoE

5 QoE visibility across network
Looking

Forward Prevent Fraud on data plane

(Zero Rated Fraud, Resellers)

5yeardealforEnea and
part of Group OpCo with
upside expected
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REVENUE LOSS &
INCREASED SPEND

Network Infrastructure &
Connectivity costs
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Added Values from same platform

Customerhas been fastest
networkin country for years
Focus on contributed to Enea’s platform,
QoE which reduces chum &
increases customer base
To ensure connectivity forallin
all areas, customer to work
with StarLink to ensure
connectivity
Satellite connectivity is still high
in cost which becomes
Prohibitive
Create
Enea in testing phase to use Affordable
existing platform to create i
specific Starlink packages for packaging
messaging and critical apps for Must
only Have
applications
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I Take off 2025!

4 ]
Land and
4 ]

expand. . !
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ENEA

Don’t be Surprised.
Be Ready.

WWW.enea.com



NDL Win in North America October 2024

STRATUM - THE WORLD'S ONLY MULTI-VENDOR UDR

ENEA | Capital Markets Day 2024

Telecom Operators

* Enea signed a contract renewal for Stratum Network
Data Layer with a Tier 1 network operator in North
America, for the period 2025 to 2027 for 4G and 5G
networks.

* The totalvalue of up to USD 27 million. The main part
are recognized from the first quarter 2025 till the last

quarter 2027.

 With a committed contract value of USD 21 million.
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