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Disclaimer

Various statements contained in this document constitute “forward-looking statements”. Words like “believe,”
“anticipate,” “should,” “intend,” “plan,” “will,” “expects,” “estimates,” “projects,” “positioned,”
“strategy,” “budget,” and similar expressions identify these forward-looking statements, which involve known
and unknown risks, uncertainties and other factors that may cause our actual results, performance
or achievements or industry results to be materially different from those contemplated, projected,
forecasted, estimated or budgeted whether expressed or implied, by these forward-looking
statements. These factors include: potential adverse developments with respect to our liquidity or
results of operations; our significant debt payments and other contractual commitments; our ability
to fund and execute our business plan; our ability to generate cash sufficient to service our debt;
interest rate and currency exchange rate fluctuations; the impact of new business opportunities requiring 
significant up-front investments; our ability to attract and retain customers; our ability to
compete against other communications businesses; our ability to maintain
contracts that are critical to our operations; our ability to respond adequately to technological
developments; our ability to develop and maintain back-up for our critical systems; our ability to
design networks, obtain and maintain any required (governmental)
licenses or approvals and finance construction and development, in a timely manner at reasonable
costs and on satisfactory terms and conditions; our ability to have an impact upon, or to respond
effectively to, new or modified laws or regulations. We assume no obligation to update these
forward-looking statements contained herein to reflect actual results, changes in assumptions or
changes in factors affecting these statements
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Mission Statement

Some people live in a world where security has a pre-eminent 

meaning. It is about staying alive. These people cannot rely on 

means of communication that ‘almost always’ work. They deserve 

the best possible solution for the circumstances they encounter.

These people are police officers, fire brigade men, security 

officers, nurses and doctors, prison-guards, and all the other men 

and women who rely on the best security means available.

These people are our clients. It is for them we are doing our 

utmost. We work to help them make that one vital call.”
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116.951

125.038

2004 2005

Growth in top line in difficult 2005

+6,9%

356

-1.800
2004 2005

Total turnover

EUR Thousands EUR Thousands

Recurrent EBITDA

2005 in a nutshell

Introduction
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The objectives of our February 2005 capital increase
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Realize some quick-wins

Implement a limited number of restructurings in line 
with our focused strategy

Improve our balance sheet/liquidity position

Allow us to finance our growth

Allow us to execute a number of new projects

2005 in a nutshell

Introduction
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These objectives translated into actions taken in 2005

Rationalize and integrate headquarters

Restructure (&Rebuild) France

Restructure WS Norway, Marine Sweden, CSS UK, WS Finland, 

DEC Project

Conclude and/or deliver difficult projects

Pay outstanding creditors

Revision of our Balance sheet

Gain market share in the Netherlands/Belgium

Integrate the company

Build and operate our own TETRA networks

Develop our new VoIP product

2005 in a nutshell

Introduction
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Zenitel integrated

2001 2006

Stento

Sait
Zenitel

WS
CSS

Zenitel 
integrated

External drives
Customers
Technologies

Internal drives
Capabilities
Efficiencies

2005

2005 in a nutshell

Introduction
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Zenitel on one page

Focus

Assets

“more unit sales” “only profitable projects”

Critical Communications

Installed base
- Users
- Distribution network

Brands Licenses & 
Networks

Voice quality 
technology

“operator role”Goals

System Integration
• Metro communication
• Confined areas
• Network design and build
• Coastal stations
• Airports
• Command & Control centers

stable market

3rd party
• Portables
• Accessories
• Service and 

maintenance

Own products
• Intercom
• Tetra repeater
• Radio transmitter

Products & Distribution
• MCCN (Netherlands)
• Chuchubi (Caribbean)

growing market

Networks

stable markets

Offer

2005 in a nutshell

Introduction

Our people
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Zenitel’s new organization

Products and  
Innovation
Erik Hoving

Zenitel group

Logistics & 
sourcing

Liselott Kilaas

Finance & 
Admin

Rika Coppens

Nordics/Asia/USA
Kenneth Dåstøl

Mainly own products
• Intercom
• Tetra repeater

Europe 1
Wim van den Berg

Mainly networks
• Network
• System integration

Europe 2
Hugo Ketels

Mainly system 
integration
• Belgium, France
• International projects

2005 in a nutshell

Introduction
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Profitable Growth opportunities

Focus

Assets

“more unit sales” “only profitable projects”

Critical Communications

Installed base
- Users
- Distribution network

Brands Licenses & 
Networks

Voice quality 
technology

“operator role”Goals

System IntegrationProducts & Distribution NetworksOffer

2005 in a nutshell

Introduction

Our people

Marketshare BE/NL

VoIP platform

Integration
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116.951

125.038

2004 2005

Growth in top line in difficult 2005

+6,9%

356

-1.800
2004 2005

Total turnover

EUR Thousands EUR Thousands

Recurrent EBITDA

Results

2005
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Consolidated income statement
Results

2005

Total turnover

Total other operating income

Total revenues
Depreciation and amortization
Amortization losses on current assets
Other operating charges

Total operating expenses

Profit/(Loss) from operating activities
Finance income/(cost) 

Profit/(losses) from ordinary operating 
activities before tax
Tax

Net result for the period 

EBITDA
One-time-items included in EBITDA
Restructuring France
Other restructurings
Start-up MCCN
French litigation 
Capital gain buildings
Sale Servoteknikk
Pension adjustment
Other

Recurrent EBITDA

125.038

2.203

127.241
2.336

588
132.825

135.749

(8.508)
(1.267)

(9.775)

(1.170)

(10.945)

(5.584)
3.784
1.131
2.964

282
785

-1.378
-
-
-

(1.800)

116.951

1.200

118.151
1.736

890
129.840

132.466

(14.315)
(1.562)

(15.877)

2.992

(12.885)

(11.689)
12.045
1.300

-
-
-

-580
-251

11.217
359

356 

31/12/200531/12/2004YTD

EUR Thousands
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Investments in network activities and VoIP platform
Consolidated balance sheet (1/2)

Results

2005

Non-current assets
Intangible assets
Tangible assets
Available for sale investments
Receivables
Deferred taxes

Total non-current assets

Current assets
Inventories
Contracts in progress
Trade debtors
Other amounts receivable
Deferred charges and accrued incomes
Cash and cash equivalent

Total current assets

TOTAL ASSETS

10.230
15.130

296
3.095
2.381

31.232

12.042
9.578

26.894
2.324
1.026
6.642

58.506

89.638

9.142
12.839

290
2.818
3.420

28.509

12.021
8.098

23.851
2.545

867
4.793

52.175

80.684

31/12/200531/12/2004ASSETS

EUR Thousands

Networks

Growth top line

Liquidity

VoIP
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Repayment

Networks

Restructure liabilities
Consolidated balance sheet (2/2)

Results

2005

Equity
Ordinary shares
Share premium account
Reserve for warrants
Consolidated reserves 
Translation differences (+) (-)
Treasury shares

Total equity

Minority interests

Non-current liabilities
Interest bearing loans and borrowings
Deferred tax liabilities
Retirement benefit obligation
Provisions
Other liabilities

Total non-current liabilities

Current liabilities
Trade payables
Other payables
Current tax liabilities
Borrowings
Provisions

Total current liabilities

TOTAL LIABILITIES AND EQUITY

14.850
6.795

121
731

2.244
-2.958

21.783

7.255
8

5.266
310
103

12.942

26.102
13.449
1.546
7.648
6.168

54.913

89.638

33.631
40.456

-
-54.976

1.893
-2.958

18.046

6.285
5

5.214
408
242

12.154

24.150
10.454
2.198
8.994
4.688

50.484

80.684

31/12/200531/12/2004EQUITY AND LIABILITIES

EUR Thousands

Equity position
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Key figures
Results

2005

Shareholder’s equity

Working capital/turnover

Net debt

Total debt/equity

31/12/2005

21.783

3,2%

8.261

44,4%

31/12/2004

18.046

4,4%

10.486

53,7%

Key figures

EUR Thousands
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Capital increase

Realize some Quick-Wins
- Integrate and rationalize headquarters

Implement a number of restructurings in line 
with our focused strategy

Improve our balance sheet/liquidity position

Allow us to finance our growth

Allow us to execute a number of new projects

Financial 
health

Growth 
Realization

Immediate actions taken

2005
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Integrate and rationalize headquarters

HQ and BU integrated

Outsourcing contracts 
renegotiated

Main actions

14
10

End of 2004

300KEUR in 
costs* in 2005

End of 2005

Outsourcing contracts 
renegotiated
- IT/Communications
- Bookkeeping – insourcing

-300KEUR
-100KEUR

FTE’s

Immediate actions taken

2005

* Of which 50 KEUR included in recurrent EBITDA and 250 KEUR included in one-time-items
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Capital increase

Realize some Quick-Wins

Implement a number of restructurings in line 
with our focused strategy
- Stabilize WS France
- Other reorganizations

• WS Norway, Marine Sweden, CSS UK, 
WS Finland

- DEC-project
Improve our balance sheet/liquidity position

Allow us to finance our growth

Allow us to execute a number of new projects

Financial 
health

Growth 
Realization

Immediate actions taken

2005
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0,1
-0,5

-1,5

Recurrent EBITDA
EUR Millions

2004 2005 B2006

-2,0

Stabilize WS France

Budget 2005

Number of FTEs

43

16

Jan 2005 Feb 2006

Cost of 
restructuring*:
-2.500 KEUR

Immediate actions taken

2005

* Including 1.300 KEUR provision included in 2004 accounts

Backlog
EUR Millions

Jan 2005 Jan 2006

7

8
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Other reorganizations resulted in a decrease of 23 FTE

WS Norway from 22,0 to 13,5 FTE

Marine Sweden from 20 to 10 FTE

CSS U.K. from 9,5 to 7,0 FTE

WS Finland from 12 to 10 FTE

Immediate actions taken

2005
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292

147

151

147

176

192

175

295

3182004

2005

2006

Result of reorganizations

Total WS

Immediate actions taken

2005

Total CSS

Intercom

Colsys

2004

2005

2006
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DEC Project
Immediate actions taken

2005

Sub-
projects

Focus

Objectives

Timing

Purchasing & 
Logistics Redesign Assembly & 

Engineering

Group-wide Stentofon MarineMarine

Establish procurement 
organization 
Formalize group 
procurement strategy
Negotiate key supplier 
contracts
Reduce supplier base
Optimizing warehousing 
and inventory 
management 
across/within regions

Optimize designs
Standardize parts
Improve products
Reduce components
Implement modular 
approach

Internal benchmarking
Lower-cost production
Standardize product 
specifications

Multi-disciplinary project teams 
(including purchasing, finance, engineering, legal)

Majority of savings expected to realize as of 2007 financial year

1 2 3
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Capital increase

Realize some Quick-Wins

Implement a number of restructurings in line 
with our focused strategy

Improve our balance sheet/liquidity position
- Conclude on and/or deliver (long term) difficult 

projects former WS
- Pay outstanding creditors
- Revision balance sheet

Financial position

2005

Allow us to finance our growth

Allow us to execute a number of new projects

Financial 
health

Growth 
Realization
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Conclude on and/or deliver (long term) difficult projects former WS
P&L impact in 2005

-0,8

-0,5

P.M. 
(EBITDA France -2,0)

Projects in NL

Projects in DK

Reorganization France

Included in recurrent EBITDA

-0,7Litigation WS France

Included in one-time-items

Financial position

2005

EUR Millions
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Pay outstanding creditors

2,5

2,0

2,0

6,5

Repayment of borrowings

Total long term creditors outstanding

Suppliers long overdue

TOTAL

Financial position

2005

EUR Millions
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Revision balance sheet
P&L impact in 2005

1,1

0,4

Write-off deferred tax asset

Impair goodwill on WS Norway

Not included in recurrent EBITDA

Financial position

2005

EUR Millions
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Total backlog

Related to 
2006 revenue

Related to 
2005 revenue

Towards a stable backlog…
Backlog

What is Zenitel now

60,5 58,6
63,5

52,2
44,4 43,6

End 2004 End 2005 Feb 2006

EUR Millions

This backlog constitutes the orders received by 
Zenitel at the respective dates mentioned. Since we 
are running a different portfolio (longer time orders for 
networks), these numbers are difficult to compare.
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Zenitel on one page

Focus

Assets

“more unit sales” “only profitable projects”

Critical Communications

Installed base
- Users
- Distribution network

Brands Licenses & 
Networks

Voice quality 
technology

“operator role”Goals

System Integration
• People intensive
• Close to the end customer
• Medium working capital
• Risk management through 
procedure and expertise

stable market

3rd party
• Recurring
• Low initial margins
• Higher after sales 

margins

Own products
• Recurring
• High working capital 

requirements
• Attractive gross margins
• Development intensive

Products & Distribution
• Close to the end customer
• Low working capital
• Long term contracts
• Recurring revenue and 
cash inflows

• CAPEX

growing market

Networks

stable markets

Offer

Our people

Zenitel on one page

From now on
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Analysis of 2005 results – INDICATIVE 

Turnover 
2005 
EUR millions

Estimated 
Gross 
margins
EUR millions

Critical Communications

Zenitel on one page

From now on

3rd party products

Own products

System integration

Colsys

Networks

Main areas of 
investment in 2006

* Gross margin is including material cost, direct execution cost and excluding OPEX
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Capital increase

Realize some Quick-Wins

Implement a number of restructurings in line 
with our focused strategy

Improve our balance sheet/liquidity position

Allow us to finance our growth
- Gain market share in NL/BL

Allow us to execute a number of new projects
- Invest in Networks Caribbean and MCCN
- Invest in New core platform for intercom 

business
- Integrate the company to leverage existing 

positions

Financial 
health

Growth 
Realization

Our current 
business 
model

Zenitel on one page

From now on
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Gain market share in BE & NL

23,8
19,1

2004 2005

BE NL5.200

22.000

BE

NL

(still approx. 
3.000 to deliver) 
(40% market 
share)

(still at least 
10.000 to 
deliver)(60% 
market share)

Total growth in number of 
customers – TETRA users 

Total growth in Turnover

24,0
18,6

2004 2005

Market share NL/BE

From now on

3rd party
• Portables
• Accessories
• Service and maintenance

Products & Distribution

LARA
ASTRID
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Focus on aftermarket service revenues

Installed base I Brandsassets

18.000 Police men*
6.000 Fire men*
3.200 other*

27.200 new customers
(13.000 to deliver)

2004/2005 Future

Replacement
Service
After sales (accessories)
Applications
Back-up facilities

30 million Euro (handsets)
Low gross margin**

Market share NL/BE

From now on

* Indicative numbers
** Gross margin is including material cost, direct execution cost and excluding OPEX

3rd party
• Portables
• Accessories
• Service and maintenance

Products & Distribution
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Approach market step by step
New product

From now on

Backwards compatible
Open interface (SIP) 
and networking
Increased capacity and 
multiservice platform

Develop 1 VoIP
platform

Revamp product 
portfolio

Reduce DEC

Phase out old 
platforms

Reposition
Software and license 
fees
Applications

Own products
• Intercom
• Tetra repeater
• Radio transmitter

Products & Distribution
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Develop VoIP platform

Installed base I Brands I Voice quality technologyassets

Brandenburg 
Police
Sanef France
…

New product

From now on

Already 120 
new systems 
sold

Own products
• Intercom
• Tetra repeater
• Radio transmitter

Products & Distribution

Total investment 2005: 
1.210KEUR

Total investment 2006: 
600KEUR
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Integrate the company to leverage existing positions
Integration

From now on

System Integration
• Metro communication
• Confined areas
• Network design and build
• Coastal stations
• Airports
• Command and control 

centers
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4 … realizing 
indoor coverage 
(confined area) 
…

Profitable growth through a more integrated approach

Critical Communications

Installed base
- Users
- Distribution network

Brands Licenses & 
Networks

Voice quality 
technology

Our people

Integration

From now on

3 … preferring 
Motorola 
terminal …

… preferring 
Motorola 
terminal …

7 years 
contract to 
use MCCN 
network …

2

5 … using 
Zenitel’s
Tetra 
Repeaters

… using 
Zenitel’s
Tetra 
Repeaters

Our customer 
requests an in-
and outside 
communication 
solution of 
premium quality

1
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Invest in networks in NL and Caribbean (1/2)

* Financed locally on a non-recourse basis
** Additional investments will depend on users to be connected on the network already in 2006

9.377

5.623

1.918

Total 
Cumulative 
investments
KEUR

2004 2005 B2006

*

Total number of 
TETRA users
RGU

10.000

20.000

1.950
500

2004 2005 2006
Plan

2007
Ambition

Chuchubi

& MCCN

Integration

From now on

Networks
• MCCN 

(Netherlands)
• Chuchubi

(Caribbean)

**
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Concentrate on operational cash flows and profitable growth
Conclusions

Stable revenue with seasonality

Substantial improvement on EBITDA

No significant one-time items

Expect 10.000 RGU’s in 2006

Outlook

2005 not satisfactory

Concentrate on profitable activities

Invest in profitable growth

Focus on networks & VoIP product 
launch

Conclusions
2005 … a year of paradox
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