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[ ASCOM GROUP ] ascom
Review H1 2006 (1)

* Incoming orders up by 6% to CHF 353.7m (CHF 333.1m in H1 2005)

» QOrder backlog grew strongly by 10% to CHF 264.7m (CHF 241.4m at
31.12.2005)

* Revenues almost stable with CHF 329.8m (CHF 334.0m in H1 2005)
» Gross margin at 30.7% (32.4% in H1 2005)

= Wireless Solutions net revenues yet stable with growing direct sales
revenue +7%, offsetting OEM business decline of more than anticipated
(30)%. Order generation and -backlog strong for H2 2006

»  Security Solutions improved EBIT and reached break-even goal almost
at H1, already

= EBIT of CHF 6.4m versus CHF 18.9m" in H1 2005
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[ ASCOM GROUP ] ascom
Review H1 2006 (2)

= Group Profit of CHF 4.8m in H1 2006
» Group Profit of CHF 50.6m in H1 2005 included:
» Profit from discontinued operations CHF 30.4m

» Higher special effects of CHF 12.0m from divestments previous
years and profits from sale of real estate

» Balance sheet remained strong, even after distributing cash to
shareholders in form of par value repayment (CHF 180m) and dividend
(CHF 10.1m)

= 40% Equity ratio as of 30 June 2006
* Net cash position of CHF 110.6m as of 30 June 2006
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[ ASCOM GROUP ] ascom
Profit and Loss Statement (1)

CHF million H1 2006 FY 2005 H2 2005 H1 2005 A H1
Incoming orders 353.7 701.3 368.2 333.1 20.6
Order backlog 264.7 241.4 241.4 226.9 37.8
Net revenue 329.8 688.6 354.6 334.0 (4.2)
Gross profit 101.3 222.3 114.0 108.3 (7.0)

Gross margin 30.7% 32.3% 32.1% 32.4% (1.7)%
Functional cost (97.5) (199.5) (97.9) (101.6) 4.1
Operating profit 3.8 22.8 16.1 6.7 (2.9)

Operating profit margin 1.2% 3.3% 4.5% 2.0% (0.8)%
Amortisation of intangible assets (0.8) (5.3) 0.6 (5.9) 5.1
Other income / (expenses), net 3.4 17.2 (0.9) 18.1 (14.7)
EBIT 6.4 34.7 15.8 18.9 (12.5)

Investor and Media Day 31 October 2006, © Ascom 5



[ ASCOM GROUP ] ascom
Profit and Loss Statement (2)

CHF million H1 2006 FY 2005 H2 2005 H1 2005 A H1
EBIT 6.4 34.7 15.8 18.9 (12.5)
Financial income/(expenses), net 0.9 (6.7) (4.6) (2.1) 3.0
Share in net income assoc. companies - 0.3 (0.1) 0.4 (0.4)
Income taxes (3.1) 1.2 (1.8) 3.0 (6.1)
Profit continuing operations 4.2 29.5 9.3 20.2 (16.0)
Profit discontinued operations 0.6 115.3 84.9 30.4 (29.8)
Group profit 4.8 144.8 94.2 50.6 (45.8)
Memo: EBITDA (continuing operations) 13.4 56.5 25.3 31.2 (17.8)

EPS diluted (CHF) 0.13 4.01 2.60 1.41 (1.28)

No. of employees 2,517 2,590 2,590 2,629 (112)
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[ ASCOM GROUP ] ascom
Balance Sheet

30 June 2006 31 Dec 2005 30 June 2005

CHF m % CHF m %
Fixed assets 103.9 13 117.1 16
Cash and securities 281.1 37 131.3 18
Inventories 70.0 9 78.8 11
Other current assets 217.5 29 2495 34
Assets held for sale 89.3 12 151.4 21
Total assets 761.8 100 728.1 100
Equity 385.3 51 287.8 39
Non-current liabilities 57.3 7 70.5 10
Current liabilities 252.4 33  298.1 41
Liabilities of assets held for sale 66.8 9 1.7 10

Total liabilities & equity 761.8 100 728.1 100
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[ ASCOM GROUP ] ascom
Current Financial Guidance — Confirmed

* Wireless Solutions
— 2006: Revenue growth ~ 5%; EBIT margin 8-10%
— Mid to long-term targets (excluding acquisitions)
« Annual Revenue growth 5-10%
« EBIT margin 9-11%

= Security Solutions
— 2006: Revenue stable; EBIT margin positive
— Mid to long-term targets (excluding acquisitions)
« Annual Revenue growth ~ 5%
« EBIT margin 5-7%
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[ ASCOM GROUP ] ascom
Business Focussing — Substantially Completed

= All essential divestments successfully completed
— Network Integration Germany sold in February 2006
— Powerline Communication sold in February 2006

— Real Estate portfolio CH sold in two transactions during June and
July 2006

— Manufacturing France (Ascodi S.A.) sold in September 2006

— Network Integration Italy sale announced in October 2006 (closing
expected by the end of November 20006)

= Payphones and Toll to be sold until mid 2007
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[ ASCOM GROUP ] ascom
Ascom Strategy

Mission-Critical Communication — solutions tailored to meet individual
communication requirements in particularly challenging environments

* Organic Growth — innovative products and solutions as well as
geographic expansion as growth drivers

= Acquisitions as accelerated growth drivers for Wireless Solutions and
Security Solutions

» Increased operational efficiency and consistent cost management
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[ ASCOM GROUP ] ascom

Mission-Critical Communication

=  Ascom concentrates on Mission-Critical Communication in work place
wireless telephony and security applications

= Company operates under the single brand of Ascom across Wireless
Solutions and Security Solutions with Mission-Critical Communication

= Ascom has a strong technical and/or market position in interesting
niche markets

= Trend to IP opens global market opportunities
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[ ASCOM GROUP ] ascom
Ascom’'s Way to Reach Substantial Growth

= Ascom operates in interesting market niches with underlying mega
trends (Work place mobility, Security) leading to growth opportunities

= Ascom will accelerate the growth beyond existing organic growth plans
through acquisitions and alliances to strengthen its competitive position

= Ascom will use its financial resources to pursue acquisition and alliance
projects in Wireless Solutions and Security Solutions

= Ascom has several opportunities to complement own core
competences with acquisitions in order to create market leadership
positions in growing markets

Investor and Media Day 31 October 2006, © Ascom 12



[ ASCOM GROUP ] ascom
Accelerated Growth — Acquisition Criteria

= All acquisitions to fully comply with strict financial, value enhancing
criteria

= Mission-Critical Communication compliance

= Business enabling higher growth than market growth
» Profitable track record

» Experienced management team

» Expansion of addressable markets & geographies

* Proven own technology and/or customer base (reference installations)
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[ ASCOM GROUP |

Ascom Organisation

Board of Directors

CEO

CFO
IR & Special Products

Wireless Solutions

Head of Wireless Solutions
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General Secretary /
Communication

Security Solutions

Head of Security Solutions
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[ ASCOM GROUP ] ascom
Management Team

Rudolf Hadorn

Chief Executive Officer of the Ascom Group and General Manager Security Solutions Division
Swiss nationality. Rudolf Hadorn joined the Ascom Group as CFO in 2002. Since 1 June 2004 he is
CEO of the Ascom Group and Chairman of the Executive Board.

Alberto Romaneschi
Chief Financial Officer of the Ascom Group
Swiss nationality. Alberto Romaneschi joined the Ascom Group as CFO in 2006.

Fritz Mumenthaler
General Manager Wireless Solutions Division of the Ascom Group
Swiss nationality. Fritz Mumenthaler joined the Ascom Group in 2005.
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ascom

WIRELESS SOLUTIONS
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[ WIRELESS SOLUTIONS ] ascom
Wireless Solutions — Mission and Strategic Targets

Establish Wireless Solutions as
a European & North American

leader in Mission-Critical
Communication

Mission
= To create value for our direct and indirect customers by providing them with on-

site wireless communication solutions to support and optimize their business
processes for which such communication is mission critical

Strategic Targets

» Offering is focussed on customers requirements and marketed in three distinct
channels (Direct Sales, Indirect Sales and OEM)

» Offering includes the full value chain. For OEM we are a supplier, for the direct
and indirect business we are also a solution provider based on our USP’s and
proprietary offering
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[ WIRELESS SOLUTIONS ] ascom

Offering and Positioning

Offering

— Products, Systems, Solutions and Services for Mission-Critical On-site
Wireless Communication in commercial environments

* Wireless voice- and message transmission systems
» Specific applications, customized to the customers needs
* Integration of our systems into the customer’s (system-) environment

Positioning
— Customer specific solution provider for selected market segments.
Mainly: Hospital, Elderly Care, Industry, Secure Est., Retail, Hotels

— Integral supplier of work place telephony, nurse call and paging (best-fit-
technology)

— Global player work place telephony (DECT, IP DECT and VoWiFi)
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[ WIRELESS SOLUTIONS ] ascom
Market Trends

» The market is currently moving to VolP (fixed net). This is an opportunity for IP
enabled DECT (mobility)

= At the same time WLAN penetration will increase rapidly in North America and
gradually in Europe. This is our opportunity for VoWiFi

= DECT growth is moderate and in the US has just started

= |P will open the wireless communication market for new players like traditional
ICT (Information/Communication/Technology) companies and WLAN providers

= Decision making for communication solutions is moving from the technical
department to the IT department, new contact people, different rational

=  Key competitive advantage is the ability to integrate with existing IT and
communication infrastructure as well with other systems and applications

= Move to use existing and emerging standard protocols
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[ WIRELESS SOLUTIONS ] ascom
Europe — Ascom Key Market with Further Growth Opportunities

» Penetration for wireless communication solutions is high. On-site paging is still
commonly in use - in Health Care as well as in other Segments. For work place
telephony the dominant standard is clearly DECT. High functionality is
requested

=  Competition is fragmented as we compete in 3 different fields: paging, nurse
call and work place telephony. We are the only integral supplier providing all 3

» The spread of IP technology for voice will enlarge the number of players to
include traditional IT companies which add wireless voice technologies as a
complementary offering (e.g. CISCO)

» Given the large installed base of DECT and given the current replacement of
traditional PABX by IPPBX (VolIP in the fixed net) a substantial migration
potential (IP enabled DECT) is expected to materialize in the coming 2 to 3
years

= Ascom’s market share in Europe is currently at > 20% * within the primary
segments which make Ascom an important player in this market

* Source: Ascom own estimates
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[ WIRELESS SOLUTIONS ] ascom
North America — A Key Growth Area

» North American penetration for on-site wireless voice solutions is lower than in Europe.
This is because a local standard — PWT — made wireless infrastructure artificially
expensive

» This, and the trend for Wireless LAN technology helped to kick-start the spread of
VoWiFi, the penetration of which is in the US much more advanced than in Europe

*» One year ago the Federal regulatory board admitted the DECT standard (slightly different
frequency than EU ) also for the US

» Given the low penetration and given the high potential, the North American market is
projected to become the largest and fastest growing for on-site wireless communication
infrastructures. Main driver for this market growth is booming investments in the Health
Care industry and the penetration of VoWiFi

» Ascom US is focusing on work place telephony. 3 main competitors exist. SpectralLink,
and Cisco are market leaders today, Vocera is a successful niche player in Health Care

» Ascom’s current market share is at around 5%*. With the new product portfolio for VoWiFi
and DECT, Ascom is well positioned to benefit from the expected market growth

* Source: Ascom own estimates
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[ WIRELESS SOLUTIONS ] ascom

Business Models for 3 Channels

Direct Channel (Solutions and Service Business)

Products, Systems, Customized Solutions (e.g. Integrations, Applications),
Project Management and Execution, Commissioning and Services

- managed by our fully owned subsidiaries

Indirect Channel (Products and Standard Systems Business)
Products and Standard Systems through local distributors
- managed out of the supply organisation

OEM Channel (Terminal Business)

DECT Terminals, IP DECT (incl. fixed radio equipment), VoWiFi Handheld Terminals
for work place telephony (“Enterprise’)

- managed out of the supply organisation
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[ WIRELESS SOLUTIONS ] ascom
Direct Channel: Market Opportunity

Goal: Growth by improving sales productivity, selling systems, solutions and services

= Work place communication systems go IP, Voice and Data networks converge
= Market needs specific customized communication systems that flawlessly integrate into
their existing system infrastructure

. = Paging, DECT and wired Nurse Call: mature, refurbishment, DECT
Maturity
Position new prpducts replace old product§ - P /(\\Qigi"/g
= |P paging, IP nurse call and VoWiFi: new, expected to grow
= |nvestments into work place communication systems, workflow efficiency and
Parameters/ work place safety
Drivers = Need for mobility in the working environment and need for access to mission critical
data
= Total addressable market CHF 1,250m / CAGR: 5% p.a.
Addressable - US Hospital Industry CHF 250m /CAGR: >20 % p.a.
Market * - Europe primary segments CHF 700m /CAGR: 3-5% p.a.
- Secondary segments CHF 300m/CAGR: 3-4% p.a.

* Source : Ascom own estimates
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[ WIRELESS SOLUTIONS ] ascom
Indirect Channel: Market Opportunity

Goal: Create growth momentum with standardized offering and exposure to selected new markets

= Work place communication systems go IP, Voice and Data networks converge

Trends = Market needs specific customized communication systems that flawlessly integrate into
their existing system infrastructure
. = Paging, DECT and wired Nurse Call: mature, refurbishment DECT
Maturity
Position new products replace old products IP Paging
= |P paging, IP nurse call and VoWiFi: new, expected to grow

= |nvestments into work place communication systems, workflow efficiency and
work place safety
= Need for mobility in the working environment and need for access to mission critical data

Parameters/
Drivers

= Total addressable market estimated to amount to CHF 200m (06) / CAGR: 10% p.a.*
Addressable - Southern and Eastern European markets not covered today or with limited sales effort
Market * (e.g. ltaly and Spain)

- New markets outside Europe and US

* Note: Ascom own estimates
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[ WIRELESS SOLUTIONS ] ascom
Indirect Channel: Customers / Competitive Positioning

= Telecommunication players

Customer = System houses with multinational presence (NextiraOne, Kapsch, others)
Groups = Local system integrators (VAR’s)

= Cisco partners

= Fast and cost efficient way to build up a distribution channel into a new market with

Business limited cost exposure

Logic = Build up a distribution network of 3-8 partners per country depending on market size

= Access to distributor’s customers database

= Partner managed from central team plus small local support organization (1-3) in the
markets with biggest potential (e.g. Italy, Spain, Eastern Europe)

Target

Position = Become top 3 handset supplier (WW)

= Handset manufacturers like SpectraLink/Kirk, Siemens, DeTeWe

Competitors

Comprehensive handset portfolio, good system components, competitive pricing
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[ WIRELESS SOLUTIONS ] ascom
OEM Business: Market Opportunity

Goal: Strengthen EU OEM position and build US OEM position in WiFi and DECT

Enterprise Market is migrating from trad. PABX to VolP thus removing market limitations
Most established Telco Players renew their current DECT ranges from OEM partners
Partners for VoWiFi and IP DECT ranges are currently being evaluated

DECT Eurc_)pe is matur_e, rela’give share gains possible DECT
DECT US is an emerging option

WIiFi US is rapidly growing from low levels -

WiFi adoption in Europe is in an early stage WiFi

= DECT /IP-DECT Migration: PABX replacements
= OEM Customer MoB decisions for cost reasons
= WiFi: Penetration of WLAN (voice capable) fast growing in the US

Maturity
Position

Parameters/
Drivers

= DECT Europe: 2006 = ~ CHF 400m / CAGR 07-09 : 3% - 5%
LGS = DECT US: 2006 =~ CHF 5m/CAGR 07-09 : > 50%
Market * = PWT /WiFi US: 2006 = ~ CHF 300m / CAGR 07-09 : >10%
= WiFi Europe: 2006 =~CHF 5m/CAGR 07-09 : >50%

* Source: MZA and Ascom own estimates
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[ WIRELESS SOLUTIONS ] ascom

Summary — Plan to win

Develop Solutions Business
Grow the Service Business
Grow the OEM Business

Expand into New Geographies through Indirect Channels

Strive for Operational Excellence
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[ Coffee Break ]

Product Presentations

NIS Rail® OpenTAS®  Qvoice”
Interactive ECS Symphony

Helppoint Safety -

M. Stockli R. Furst B. Gerber
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PULSE

A. Dietrich

ascom

Professional
Messaging

F. Mumenthaler
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ascom

SECURITY SOLUTIONS
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[ SECURITY SOLUTIONS ] ascom
Security Solutions — Mission and Strategic Targets

Establish Security Solutions as

a European supplier in Mission-
Critical Communication

Mission

Energically develop Security Solutions as a leading European preferred

supplier for Mission-Critical Communication in Homeland Security, Traffic
Security and Telecom Operations

Strategic Targets

* Focus on ®so|utions gased own platforms and products (openAccess®,
openTAS , QVoice )

Attractive profitability across all segments by strengthening the project and
management competencies
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[ SECURITY SOLUTIONS ] ascom
4 Customer Segments

Homeland Security Traffic Securit Telecom
Defence Public Safety 4 Operation

WIT " g 2 2 e
i =0 | | el
' : -0 W A - - ' -y i ke 3

Communication = Alarming m Emergency call = Quality of

|

m Recognition = Mobilisation m Passenger info measurement
m |dentification m Surveillance = Tunnel tools

= Monitoring communication ® Telco services

m SW solutions
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[ SECURITY SOLUTIONS ] ascom
Traffic: Market Opportunity

Goal: Become European leader for rail/road communication, passenger information & securit

= |ncreasing investment in public and private traffic (to handle mobility more effectively)
= |[nvestment in passenger safety and information (initiated by crime, rationalisation)
= Move from proprietary systems to standardised and cost effective IP solutions

* Rail: Expanding phase -> investment in new rolling stock _
Maturity and station upgrading as well as refurbishing Rail Road
Position = Road: W-EU: Investment to use motorways more efficiently /
more secure (tunnels). E-EU: new motorways under construction

Investment in new trains and in refurbishment

Railway operators -> staff reduction (cost pressure)

System renewal > new EU-regulations (GSM-R)

Service offensive to win/maintain customers (entertainment, info, security) -> vs. airlines

Parameters/
Drivers

= Total addressable market CHF 1,080m (06) / CAGR: 5% p.a.
‘:n:f;:ffab'e - Rail Rolling Stock: CHF 500m / CAGR: 5-6 % p.a.
- Rail Infrastructure: CHF 400m /CAGR: 4-5% p.a.
- Road Infrastructure: CHF 180m/CAGR: 3-4% p.a.

* Source: SCI Market Study 2006
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[ SECURITY SOLUTIONS ]

Public Safety: Market Opportunity

ascom

Goal: Become the leading player for IP alarming / mobilisation solutions in European market

Maturity
Position

Parameters/
Drivers

Addressable
Market *

Investment in public and private safety (initiated by crime, migration, terrorism..)
EU is financing various projects in new EU member countries (border protection)
Move from proprietary systems to standardised and cost effective IP solutions

Command/Control/Alarming/Mobilisation: renewal/upgrading c&c
-> migration from analogue to digital technology _sd“’V’ 1P a/m proprietary
Surveillance/ldentification: Increasing investment in aen systems

applications for prevention and identification

Investments to protect areas and people
Authorities -> forced to automate processes (costs)
Pressure to migrate legacy applications (life cycle)
IP based products/web services are saving costs

Addressable today CHF 400m / CAGR: 5-7% p.a.
Potential addressable market CHF 1,000-1,500m / CAGR: 5-7% p.a.
Command/Control/Alarm CHF 300m / CAGR: 4-5% p.a.
Video/ldentification CHF 500m / ~ CAGR: 6-8% pa.

* Source: Siemens / Frost&Sullivan/McKinsey
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[ SECURITY SOLUTIONS ] ascom
Telecom Operations: Mobile Test Solutions

Goal: Nr.1 worldwide supplier for drive and walk test measurement equipment & services

= US CDMA technology spreading in Africa / Asia / E-Europe; operators drive 2 networks

Trends = Growing importance of mobile services

= Operators under cost pressure

= GSM / CDMA and their extensions remain THE radio networks Test QoS
Maturity for coming years (new radio technology unlikely)
Position = New services (e.g. video telephony) request permanent new

testing procedures

SEIEINCEICIETA = Competition between operators increasing -> differentiator: network quality / services
Drivers = Enhancement towards multimedia services (other new technologies/services)

= Addressable today CHF 135m / CAGR: 4-6% p.a.
* Potential addressable market (incl. network optimisation measurement/services):
> CHF 400m / CAGR: 5-7% p.a.

Addressable
Market *

* Source: Ascom own estimates
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[ SECURITY SOLUTIONS ] ascom

Summary — Plan to win

Organic and

e

: Operational Improvement
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ascom

Ascom Brand

>
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ascom
The Ascom Brand

-
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ascom
WE ARE...

.... RESPONSIBLE
AND COMPETENT
AND TALENTED
AND AMBITIOUS
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ascom

The Ascom Brand

= Ascom is a strong brand
recognized by its customers

= Ascom operates under a
SINGLE BRAND
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ascom

Conclusion

= Develop the company much faster based on Mission-Critical
Communication offering and acquisitions

» Accelerate Wireless Solutions growth across all 3 Channels (Direct,
Indirect, OEM)

» Significantly strengthen Security Solutions Business Units

= Develop a much more attractive investment profile
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Thank you!
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