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Disclaimer. 

This presentation contains forward-looking statements that reflect the current views of the Deutsche Telekom management with respect to 
future events. Forward-looking statements are based on current plans, estimates and projections, and therefore too much reliance should 
not be placed on them. Such statements are subject to risks and uncertainties, most of which are difficult to predict and are generally 
beyond Deutsche Telekom’s control, including those described in the sections “Forward-Looking Statements” and “Risk Factors” of the 
Form 20-F submitted to the U.S. Securities and Exchange Commission. If these or other risks and uncertainties materialize, or if the 
assumptions underlying any of these statements prove incorrect, Deutsche Telekom’s actual results may be materially different from those 
expressed or implied by such statements. Deutsche Telekom does not assume any obligation to update forward-looking statements to take 
new information or future events into account. In addition to the figures shown in accordance with IFRS, Deutsche Telekom also shows so-
called pro-forma figures, e.g., EBITDA, adjusted EBITDA, net debt, and free cash flow. These pro-forma financial measures should be 
considered in addition to, but not as a substitute for, the information prepared in accordance with IFRS. For a definition of these pro-forma 
figures, please refer to the explanations under “Reconciliation to pro-forma figures” on Deutsche Telekom’s Investor Relations website at 
www.deutschetelekom.com. With respect to our 2006 -2007 outlook statements, please refer to page 40 in our interim report , January 1 to 
September 30, 2005 for cautionary information.

This presentation contains financial information that has been prepared in accordance with International Financial Reporting Standards, 
or “IFRS,” and on the basis of the new strategic business areas. The IFRS financial information contained in this report was prepared on 
the basis of the assumption that, with the exceptions of IAS 39 “Financial Instruments: Recognition and Measurement” and IFRIC 3
“Emission Rights,” all existing standards and interpretations that have been issued by the International Accounting Standards Board 
(IASB) and the International Financial Reporting Interpretations Committee (IFRIC) will be fully endorsed by the EU. The accounting policy 
for financial instruments takes into account the proposed EU revisions to IAS 39 and complies with the amended IAS 39. IFRIC 3 is not 
relevant for Deutsche Telekom. Subject to EU endorsement of outstanding standards and no further changes from the IASB, the 
information presented here is expected to form the basis for reporting Deutsche Telekom’s financial results for 2005, and for subsequent 
reporting periods. However, Deutsche Telekom cannot assure you that there will not be material changes in IFRS between the date of this 
Interim Report and the first date on which Deutsche Telekom is required to publish financial statements for 2005, 2004 or 2003 under 
IFRS.
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T-Systems – Focus on growth. 
Financial performance – in line with our strategy.

Top 60+ customers1 – Revenue (€ billion) SE/ME/LE2 – Revenue (yoy change)

Q1-Q3 2004 Q1-Q3 2005

6.2+1.9%
6.0

-7.3%
-4.2%

-2.3%

Q1 
2005 vs. 2004

Q2 
2005 vs. 2004

Q3 
2005 vs. 2004

1 Enterprise Services
2 Business Services

T-Systems – EBITDA (adjusted)

Q1 2005 Q2 2005 Q3 2005

396 410
446

T-Systems – Revenue (€ billion)

Q1-Q3 2004 Q1-Q3 2005

9.5
- 0.5%

9.5
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T-Systems – Focus on growth.
Leveraging the unique IT and TC strengths.

Strategy Enlarge the TC core business
Top 60+ customers:

Cross-selling in existing customer base 

Small,medium and large customers:
Enlarge customer base 

Growing with IT Services
Top 60+ customers:

Growing in the IT Outsourcing business 
Roll-Out of Business Process 
Outsourcing

Small,medium and large customers:
IT Push targeting medium and large 
Enterprises

Business Process 
Outsourcing

IT Push
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Small,medium and 
large customers Top 60+ customers

Business Services Enterprise Services

Growth through
IT Services

Enlarge the Telecommunications
core business
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Small, medium and large customers1– Focus on growth. 
Enlarge the Telecommunications core business.

2005 2006 2007

11.0

12.0

13.0

14.0

35 %

36 %

37 %

38 %

Market-Share T-Systems

13.7 14.0 14.3€ billion

TC services – SE/ME/LE segment Germany*

Market size

Stabilize market share in 
Business Voice and Legacy data

Churn Prevention

Competitive pricing 

Growing the overall TC market share 
through

Product bundles incl. Mobile solutions

IP Solutions/LAN Services

1 Business Services
2 Source: Gartner, IDC
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Small, medium and large customers1 – Focus on growth. 
Pushing IT services into the medium and large 
customers segment.

Position Business Services among 
the Top IT service providers for the 
German “Mittelstand”

Leveraging the Group’s IT expertise and 
scale effects in cross-selling IT to Small, 
medium and large customers

Differentiate from Competition through 
IT/TC product bundles

Push IT

200

270+36 %

Q1-Q3 2004 Q1-Q3 2005

approx. € 1 bn. 

2007

1 Business Services

IT revenues (€ million) 
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Top 60+ customers – Focus on growth.
IT and business outsourcing as a profitable 
growth engine.

Growth

Efficiency

USP Leveraging our unique selling proposition
T-Systems is the only provider able to offer full ITC services incl. mobile

Increasing the share of wallet in our existing customer base
Further cross-selling of our entire TC and IT services portfolio

Acquiring new customers through big ICT deals in Western Europe
3 big deals targeted in 2006, 4 big deals in 2007

Business Process Outsourcing
Leveraging our captive billing & collections capabilities in the external market
Clear focus on the most promising areas with the highest growth rates

Enhancing the efficiency
Near- and Off- shoring to optimize cost structure in Systems Integration
€ 500 million cost savings until 2007 through IT platform consolidation
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T-Systems – Focus on growth. 
Revenue CAGR expected of  > 5%.

€ 12.8 – 12.9
billion 

2005

€ 13.4 – 13.6
billion

2006

€ 14.1 -14.4
billion

2007

- +
SE/ME/LE

Business 
Voice
Legacy 
Data

Top 60+
Big deals
Increase 
share of wallet 
BPO

SE/ME/LE
IT Push to SME
IP-/LAN-/Mobile 
Solutions

Execute on same 
program as 2006
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T-Systems – Focus on growth. 
EBITDA is expected to increase to € 1.6 - 1.7 billion.

* Company Guidance for 2005

€ 1.45 - 1.55
billion *

€ 1.5 - 1.6
billion

€ 1.6 -1.7
billion

-
+

SE/ME/LE
Tariff 
reductions 
in TC 
Services

SE/ME/LE
TC platform 
consolidation

Top 60+
Near-/
Off shoring
IT platform 
consolidation
Procurement

Execute on same 
program as 2006

2005 2006 2007


