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This presentation contains forward-looking statements within the meaning of the U.S. Private Securities Litigation Reform Act of 1995 and the
applicable Brazilian regulations. Statements that are not historical facts, including statements regarding the beliefs and expectations of Oi
S.A. – under Judicial Reorganization (“Oi” or “Company”), business strategies, future synergies, cost savings, future costs and future liquidity
are forward-looking statements.

The words “anticipates”, “intends”, “believes”, “estimates”, “expects”, “forecasts", “plans,” “aims” and similar expressions, as they relate to
the Company or its management, are intended to identify forward-looking statements. There is no guarantee that the expected events,
tendencies or expected results will actually occur. Such statements reflect the current views of the Company’s management and are subject
to a number of risks and uncertainties. These statements are based on many assumptions and factors, including general economic and
market conditions, industry conditions, corporate approvals, operational factors and other factors. Any changes in such assumptions or
factors could cause actual results to differ materially from current expectations. All forward-looking statements attributable to the Company
or its affiliates, or persons acting on their behalf, are expressly qualified in their entirety by the cautionary statements set forth in this notice.
Undue reliance should not be placed on such statements. Forward-looking statements speak only as of the date they are made.

Except as required under the Brazilian and U.S. federal securities laws and the rules and regulations of the CVM, the SEC or other regulatory
authorities in other applicable jurisdictions, the Company and its affiliates do not have any intention or obligation to update, revise or disclose
any changes to any of the forward-looking statements herein in order to reflect current or future events or their developments, changes in
assumptions or changes in other factors affecting the forward-looking statements herein. You are advised, however, to consult any further
disclosures the Company makes on related subjects in reports and communications that the Company files with the CVM and the SEC.

IMPORTANT  NOTICE
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HIGHLIGHTS – OI CONTINUED  TO  DEMONSTRATE  SOLID  EXECUTION  OF  ITS  PLAN  AT  THE  BEGINNING  
OF  2020, ALLOWING the  company  TO  MOVE  FORWARD  WITH  ITS  LONG  TERM  STRATEGIC  VISION

Operational

Million Ftth
customers REACHED1 
Thousand New ftth
homes connected 
only in April

97
% of annual Fiber 
revenue growth701

% annual growth in 
Postpaid revenue12
% annual growth in 
it corporate 
revenue

38

funding

Billion dollars 
from unitel in 
January

1 
Billion reais
bridge loan closed2.5

Efficiency and 
Simplification

SIMPLIFICATION INITIATIVES 
GENERATING SAVINGS IN LINE 
WITH THE TARGET FOR THE 
YEAR 

Strategic 
options

General Creditors Meeting 
(GCM) for Plan amendments 
and Company flexibility 
expected for AUGUST 2020

STRUCTURAL SEPARATION for 
value maximization: INFRA 
CO and CLIENT CO

Market process for mobile 
sale in progress

Full regulatory campaign 
in place for future PLC 
impact
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Homes connected with fiber
Thousand

Homes passed with fiber
Thousand

fiber ARPU
R$

FTTH  revenues BREAKDOWN
R$ million

April 4Q20E1Q19 4Q19 1Q20

1,657

4,603
5,625 5,986

8.3-8.6
+3,968
(239%)

+361

Take-up %

8.7% 14.7%

11
984

4Q19

632
134

1Q19

42
55 57

889

1Q20 April 4Q20E

145

1.6-1.8

675
944 1,041

+799
(551%)

+97

17.4%

72,3
82,3 84,5

4Q191Q19 1Q20

+16,8%

FIBER REVENUE
R$ million

1Q19 4Q19 1Q20

26

132

205

+179
(701%)

1Q19

2
24

1Q20

11

194

26

205

8.0 x

B2B

Residential

FIBER  PROJECT  IMPLEMENTATION  CONTINUES  AT  VERY STRONG PACE AND  REACHED 1  MILLION  FTTH
CLIENTS

16.8%

B2B Residential

19%-
21%
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FTTH STRATEGY  ON  TRACK: FTTH  CITIES  KEEP  POSTING  EXPRESSIVE  RESULTS
APRIL  REGISTERED  THE  MONTHLY  RECORD  FOR  HOMES  CONNECTED

175
98

59

209
269

US
player 2

OiUS
player 1

Local
player 1

Local
player 2

54% 175% 356% 29%

First 81 cities with FTTH continue to record consistent growth in broadband revenue

Broadband (%) voice + broadband (%)

101

94

86

100

105 106 108
112

77

1Q19 2Q19 3Q19 4Q19 1Q20

96
90

83
77

100

99 97 96 96

3Q191Q19 1Q202Q19 4Q19

Fixed voice (%)

94
88

82
77

100

95
91

88 86

4Q191Q19 2Q19 3Q19 1Q20

Brazil 81 Cities

8.7

3.3

M1

6.6
7.4

15,6
12,9

M3 M5

18.2

M15M7

20.5

17.3

M9 M11 M13

18.9

Jan-20

Jan-19

Jul-19

Nov-19

FttH penetration per cohort (%)

New homes passed recorded a take-up rate over 13% 
three months after construction

Benchmark: ftth 1q hC net adds
Thousand

Internet com ultra velocidade e 
modem WiFi UP para conectar

a casa inteira

POR

R$ 99 ,90
/Mês

Eu quero

Valor do plano Smart com
débito em Conta Digital

April hC net 
adds
Thousand

97

Oi

In April alone, Oi 
had a net addition 

of 97 thousand 
fiber customers
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FTTH  revenue  growth  remained  strong,  reaching  11.7%  share  of  total  residential  net  
revenue. Decline  in  residential  revenue  reflects  copper's  divestment  strategy  

DTH TV Revenue
R$ million

Copper Voice Revenue
R$ million

Copper Broadband Revenue
R$ million

Residential revenues
R$ million

FTTH REVENUE
R$ million

194

429

402

529
408

899
651

1Q19

24

1Q20

1,880

1,654

-12.0%

Copper voice

Copper BB

DTH TV

FTTH

1.3%

22.8%

28.1%

47.8%

11.7%

24.3%

24.7%

39.3%

Revenue mix

+712%

-23%

-6%

-28%

899
732 651

1Q201Q19 4Q19

-248
(-27.6%)

429 419 402

1Q19 4Q19 1Q20

-27
(-6.4%)

529
449 408

4Q191Q19 1Q20

-121
(-22.9%)

24

124

194

4Q191Q19 1Q20

+170
(+711.8%)

Year-over-year FTTH revenue growth (170 M) more 
than offsets the decline in copper broadband (-121 
M) and DTH TV (-27 M) revenues combined (-148 M).
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Postpaid  maintains  strong  results  in  the  main  operational  and  financial  indicators,  
offsetting  the  decline  in  prepaid  revenue

1 – Involuntary churn | 2 - Excludes interconnection revenues and handset sales. | 3 – Ex – M2M

Churn ¹ 
%

Customer Revenue ²
R$  Million

Market Share 
%

27.3

25.3

1Q19

21.0

25.6 27.1

21.1

4Q19

23.5

27.3

1Q20

Player 3

Oi Player 2

Player 1

market share ³
%

POSTPAID PREPAID

Even in a scenario of contraction 
in the prepaid market and with 

the first impacts of the COVID-19 
pandemic, Oi managed to 

marginally grow its market share 
in the segment.

40.3

10.8

1Q204Q191Q19

25.6

22.6

38.5

12.1

27.5

20.7

Oi

Player 1

Player 2

Player 3

Customer Revenues ² 
R$ million

ARPU
R$

781 681

829 930

12

1Q20

14

1Q19

1,624 1,623

0%

OthersPostpaid Prepaid

1Q19 1Q20

+1%

+12%

-13%

Mobility 

Customer Base 
Thousand

1Q19

8,114

1Q20

9,784

+20.6%

Revenue mix
%

829 907 930

1Q201Q19 4Q19

+12.2% +2.6%

1Q19 1Q20

-12.5%

51%

49%

1Q19

58%

42%

1Q20

Pós

Pré
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Corporate  strategy  positioning  as  a  solutions  integrator  has been  boosting  ITC  
revenue.  focus  on  leveraging  the Wholesale  infrastructure  has  started  to generate  
positive  results. B2b  revenues  impacted  by  confinement  with  reduced  voice  traffic

corporate wholesale B2b revenues
R$ million

Oi solutions

Smart office 4.0
Cloud connectivity and collaboration solution, 
ideal for companies with a home office system.

Security
Clients protected by a highly experienced 
security solutions team.

CLOUD & DATA CENTER
Cloud-based dedicated servers, system 
hosting and file storage services.

revenue mix

1Q19

88%

12%

82%

18%

1Q20

Others IT

IT revenue
R$ million

300 267

862 777

1,043

1Q19 1Q20

1,162

-119
(-10.2%)

Corporate

Small

Fiber to the ISP
Focus on ISPs with better latency, IP infra and 
network resilience differentials.

Fiber to the Tower
Oi's fiber optic network as an important pillar to 
support 5G deployment

Fiber to the City
Monetize robust and non-replicable transport 
network in a high growth area

Franchise Project
Use recent pilot project with MOB Telecom for a 
larger Franchise rollout in H2 2020.

256 274

1Q19 1Q20

6.9%

Wholesale 
revenues
R$ million

Infra. rental 
revenues ¹
R$ million

100
138

1Q201Q19

38.0%

241 244

1Q19 1Q20

1.4%

496 518

1Q201Q19

4.3%

Total wholesale 
revenue
R$ million

1 - Infrastructure rental revenue is classified as an opex reducer, essentially because its nature is not that of a telecom service revenue

Opex reducer

256 274

1Q19 1Q20

+18
(+6.9%)

wholesale revenues
R$ million

-11.2%

-9.9%
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Operational  simplification  and  cost  reduction  actions  showing  major  developments  in  
the  metrics, IN LINE  WITH  EXPECTED  2020  TARGETS

Sales, Mktg
& Customer 
Service

→ Portfolio Simplification - Migration to Flat Rate Plans;

→ Reduction of legacy portfolio proactive selling actions;

→ Digital sales channel acceleration; 

→ Automation and optimization of customer service and call center operations. 

R$ 150 –
200 M

Process and 
Organization 

→ Ongoing process simplification project;

→ Dedicated focus on Transformation and Digital; Wholesale and Franchises

→ Thorough review of company’s processes and implementation of  
centralized Automation initiative

R$ 100 –
150 M

Business 
Support

→ Implementation of CSC for common support functions across all companies

→ Holistic procurement program;

→ Back-office reduction through automation and BPO extension;

→ Energy Efficiency Initiatives with own generation.

R$ 150 –
300 M

IT
→ Interruption of IT legacy projects;

→ Development of New IT Stack for Fiber Operations;

→ Elevating Digital Initiative to company wide effort.

R$ 100 –
200 M

Network and 
Operations

→ Optimization and decommissioning of Legacy Networks (copper, DTH);

→ Accelerated costumer migration to fiber;

→ Capex and Opex readjustment as a consequence of  reduction of legacy 
sales efforts.

R$ 150 –
200 M

+54 pp

-17% +14 pp

%  of digital invoices

% Fiber in broadband 
activations 

-2 pp -9%

+37 pp -2.5 pp

Estimated 
Impact 2020

Targets per selected metrics

% of residential base 
in flat rate

Bad debt as % of revenues Energy cost per MWh

% of repeated technical calls

3Q19

+26 pp -1 pp

% of Agile IT  projects % of repairs by FTTH 
customer base

Call Volume in Human 
Customer Service

95% 25%

30%

1Q20 4Q20

90% 100%

50% 5%

+23 pp
75% 45%

0%

% of fiber technical support 
through digital channels

% Progress



10

Cost  efficiency  and  simplification  initiatives  ALREADY GENERATING  results  on  almost  
all  expense  lines,  improving  company's  ebitda margin

Routine EBITDA
R$ million – Brazilian operations

Ebitda ex-IFRS16

1,056 1,0461,239

Network maintenance
R$ million

275
234

1Q19 1Q20

-40
(-14.7%)

Third party services
R$ million

Rent & Insurance
R$ million

661
581

1Q201Q19

-80
(-12.1%)

Opex
R$ million

1Q19 1Q20

3,2183,470

-252
(-7.3%)

1,414

1Q201Q19

1,487

-74
(-4.9%)

139

1Q19

594

183

137

71

245

597

70

1Q20

1,048 989

-58
(-5.6%)

Bad Debt

Personnel Marketing

Others

+3

+2

-1

-62

Savings are the result of:

• Decommissioning of 
legacy networks;

• Acceleration of 
customer migration to 
Fiber

• Reduction of public 
telephone plant.

Impacts are related to:

• Digital sales channel 
acceleration; 

• Automation and 
optimization of 
customer service and 
call center operations;

• Reduction of IT 
projects linked to 
legacy products.

A review of the 

procurement operations, 

made it possible to 

renegotiate contracts, in 

particular those related 

to the rental of transport 

infrastructure network.

The continuous project 
to simplify processes 
and improve service 
quality were crucial in 
the reduction of:

 R$ 35 million in 
contingency expenses

 R$ 27 million in 
expenses with the sale 
of handsets.

31.5%

1,481

1Q19

31.8% 29.9%

4Q19 1Q20

1,616 1,452

-8.3% +2.0%

Ebitda Margin
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capex  in  line  with  strategic  plan, keeping  focus  on  deploying  fiber  (hp’s and  HC’s),  
refarming of  1.8GHz  sites  to  4G and  4.5G  and  reducing  legacy  investments

CAPEX
R$ million | Brazilian operations

33%

30%

45%

1Q19 4Q19

5%

22%

19%

12%

3%

19%

11%

60%

15%

1%

15%

9%

1Q20

1,718

1,979

1,781

Fiber B2BCopper DTH Mobile

1- FTTH + Wholesale 

Oi's capillarity allows leveraging fiber strategy in all regions of the country

North
10 cities

656k HPs
Northeast
21 cities

1,204k HPs

Midwest
11 cities

613k HPs

South
29 cities

1,004k HPs

Southeast
41 cities

2,148k HPs

Presence in 112 cities by the end of 1Q20 
(26 added in the quarter), with plans to 
enter in more than 18 cities and all states 
(except SP) in 2020.

With “Reuse” model, it is 
possible to accelerate “Time-
to-Market” for new cities.

2.2k 
cities

Total cities with existing 
Oi Fiber transmission

388k KM
of Fiber

Oi Fiber Network 
Extension in Brazil

54.9MM 
homes

Total homes in these 
cities

20 days 
time-

to-mkt

20 days to start FTTH 
commercial activities 

in a non planned 
city - Divinopolis
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+214 +34

Judicial
Deposits 
+ Taxes

Working
Capital

RJ
Creditors

-1,781

+2,475

-563

Capex

-807

+3,393

Non Core 
Asset Sale

-435

Financial
Operations

Bridge
Loan

6,310

IFRS16Cash
Dec/19

+1,481

Routine
EBITDA

2,300

Cash
Mar/20

+4,010 million

IMPROVED  short  term  cash  position  for  the  execution  of  the  strategic  plan 

Cash Flow
R$ million

Debt (fair value)
R$ million

+468

+243

Interest 
Amortiz.

+3,401

OthersBridge
Loan

Interest

+2,475

-20

Gross Debt 
Mar/20

Net Debt 
Mar/20

Gross Debt 
Dec/19

Fx Variation Fair Value 
amortiz.

-352

24,441

18,13118,227

+6,214 million Hedge Policy: With 99% of the debt maturing in the long 
term, the Company adopted a hedge policy for short-term 
payments. In 2020 specifically, it is using part of the 
proceeds from the sale of Unitel as natural cash flow hedge.

Gross Debt Profile

99%

1%

36%

64%

Local currency
exposure

Foreign currency
exposure

Long

Short

Funding processes

US$ 1.0 billion for Unitel deal.

R$ 3.1 billion in PIS/COFINS tax credits.

R$ 669 million in pension fund surplus.

R$ 2.5 billion in bridge loan.

R$ 121 million in real estate sales

Mobile Towers and Data Centers: will be sold 
as UPIs after the GCM, to maximize value.

Other real estates. 

2H/20

2H/20
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Employees

 11 thousand employees working remotely.

 400 thousand masks and 25 thousand liters of alcohol gel.

 App to monitor employee health, ensuring remote assistance 
to doctors and psychologists.

 Virtual attendant to clarify doubts about benefits, speed up 
remote processing of documents, such as health certificates.

 Remote team training.

SUPPORT FOR GOVERNMENTS

 Free navigation on official information sources.

 Sending free SMS with information from health authorities.

 A 0800 number and with three digits to serve the population.

 A heat map, in partnership with other operators.

 Zero rating applied to Government’s emergency social 
income distribution program.

Oi adopts  measures  to  support  governments  and  society  in  coronavirus  containment  
initiatives

Customers

 Reinforcement of technical assistance for maintenance.

 Prepaid : different data bonus packages.

 Postpaid: the reduced speed is four times greater than that 
offered previously.

 Oi TV, Oi Livre, Oi Play channels content released.

 Corporate - access to Oi Smart Office 4.0  with no charge for 90 
days.

Corporate social responsibility

 Training - development of online mentoring for social 
entrepreneurship.

 Participation in the ZAP do bem initiative – Social Digital Wallet .

 Culture - digital programming.

 Online Museum - Launch of MUSEHUM - Museum of 
Communications and Humanities on a digital platform.

13
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prepaid  top  ups  were  impacted  by  covid-19, but  the  impact  was  reduced  after  emergency  
relief  funds  were  distributed  by  the  government.  Fiber  activations  continued  to  grow.

s

PREPAID Top up / Business Day

The volume of top 
ups decreased in the 
first weeks of April 
recovering in mid-
April after distribution 
of emergency relief 
funds

W5W1 W2 W3 W4

-18.0%

-14.6%
-8.3%

-1.7% +2.5%

Jan Apr

31%

48%

mix of top ups in digital channels 
in April, compared to 17% in 
January.

increase in digital top ups in April 
compared to January

postpaid
Restriction of 
commercial activity 
caused a 
deceleration in gross 
adds, offset by the 
reduction in voluntary 
churn.  Jan AprMarFeb

-45.7%

Gross adds ¹
(ex-M2M)

Churn ¹
Voluntary(ex-M2M)

AprJan MarFeb

-45.8%

b2b
 Late payment by some state 

governments.
 Increase in bad debt from 

small. Businesses.
 Voice revenue impacted by 

lower traffic during the 
confinement.

fiber

Fiber was not 
impacted by the 
pandemic. Gross 
adds grew and churn 
remained under 
control.

Gross adds
Thousand

Jan Feb Mar Apr

-25.0%

churn
Voluntary %

104 100 116 118

FebJan AprMar

+13,5%

Collection (From March-18 to April-30)

Until the end of April, we estimate that 
COVID-19 negatively impacted our 
collection by 6% to 7%.

Expected
Before COVID-19

Actual
After COVID-19

-6% to -7%

Collection (From May-1 to May-18)

May already presents collections slightly 
above the expectation pre COVID-19. 

Expected
Before COVID-19

Actual
After COVID-19

+3% to +4%Network resilience

38%

Increase in data traffic 
consumption in our 
network since the 
beginning of the 
confinement

Digital top ups increasing

1- Pure Postpaid

Weekly top up per 
business day variation
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In  summary,  Oi  continues  to  execute on  its  strategic  plan, working  on  multiple  fronts  
of  the  company’s  transformation,  looking  to  become  the  main  fiber  infrastructure 
provider  in  the  country, serving  all  business  segments (b2C, B2B and wholesale)

Shareholder / Debt Holder Value Creation

DELIVERED
 Bridge Loan
 Unitel
 Polidoro Property Sale
 PIS/COFINS Tax Credit
 Pension Fund Surplus

Funding

One million fiber customers in less 
than 2 years of project.

Operations

Several initiatives being implemented, 
impacting all areas of the company 
and producing the first results.

Efficiency and 
Simplification

New General Creditors Meeting (GCM): Expectation to hold GCM in 60 days (call notice + legal period). Proposed plan amendments to bring 
company flexibility in order to accelerate the execution of its strategic plan and maximize value creation.

Market Process for Mobile Business sale in progress; Non-core assets sale in final stages 

Structural Separation (Infra Co and Client Co) for Value Maximization: to accelerate fiber deployment and allow Oi’s sustainable growth

Strategic Options

TO COME
 Mobile Towers
 Data Centers
 Additional Real Estate Portfolio Sales

Postpaid starts 2020 at the same pace 
as 2019, with significant customer 
base and revenue growth.

With a more active operating strategy, 
Wholesale has been showing solid 
revenue growth.

De-averaging to reduce copper burden.
Estimated annualized impact in 2020 
between R$ 650 million and R$ 1 billion.

 Simplification
 Organization and processes
 Business support
 Network, Operations and IT
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June, 2020

GCM Plan
Oi 
Transformation
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OUR 
TRANSFORMATION 
IS BEING BUILT IN 
3 PHASES

phase 1

2016-2018
EXECUTION OF THE RJ 
PLAN

● Judicial debt restructuring and cash 
protection

● Capital increase

● New governance

● Operational stability and recovery, 
with gradual resumption of 
investments

phase 2
2019-2020

● Asset sales, funding and cash

● Strategic transition of the model

● Simplification and operational 
efficiency

phase 3
2020-2021

● Future vision

● Reconfiguration of Oi for 
sustainability and value 
creation

● Consolidation of the new 
strategic model

● Preparing the company for 
return to growth

STRATEGIC 
TRANSFORMATION PLAN
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PHASE 1 (2016-2018) OI OVERCAME IMPORTANT CHALLENGES IN  
THE CONTEXT OF JUDICIAL RECOVERY

Period was of great 
challenges for the 
company ...

● Survival

● Short Term Financial Feasibility

● Operational Continuity

● Governance Change

● Change of Capital Structure

... BUT they were ALL addressed, 
allowing us to start building 
A NEW VISION FOR THE FUTURE!

 Judicial restructuring of debts and cash 
protection, with debt reduction of R$ 35.5 
billion (from R$ 49.7Bn ► R$14.2 Bn(1))

 R$ 4.0 billion Capital increase 

 New governance

 Preparing to sell non-core assets

 Operational stability and recovery with 
gradual resumption of investments

SIGNIFICANT CHANGES IN THE TECHNOLOGICAL AND CONSUMER ENVIRONMENT, COMBINED 
WITH THE DELAY IN UPDATING THE REGULATION, LED TO THE NEED TO EVOLVE THE 

STRATEGIC TRANSFORMATION PLAN
(1) Debt at fair value

4.8 5.6 6.1

+28% +8%

2016 2017 2018

6.3 6.2 5.9

-8% -5%

EBITDA (R$ BN) 

CAPEX (R$ bN) 

20182016 2017
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PHASE 2
(2019-2020) THE STRATEGIC PLAN IS BEING SUCCESSFULLY  
EXECUTED IN ITS 3 CURRENT DIMENSIONS

 Medium and Long Term Sustainability

 Short and Medium Term Execution

 Funding and Cash for Investments

 Transformation of the Strategic Model

OBJECTIVES

ASSET SALES, FUNDING AND CASH STRATEGIC TRANSITION OF THE MODEL SIMPLIFICATION AND OPERATIONAL EFFICIENCY

● Unitel: USD 920 million already 
received (1)

● Bridge Loan: R$ 2.5 billion

● Real Estate: Sale of ~R$ 200 million (2)

● PIS/COFINS: R$ 3.1 billion, with an 
estimated realization of R$ 100 
million/month, in progress

● Sistel: R$ 669 million of surplus 
distribution in 36 installments of R$ 19 
million. Since December 2019

(1) Remaining 2 installments of USD 40 million each; (2): 
Real Estate in RJ and SC

FTTH/Fiber

Wholesale acceleration Mobile Sustainability

DTH reduction Copper Reduction 

B2B  Oi Solutions

 New Structure

 Business Support

 IT Simplification

 Processes

 Copper Cost Reduction (Deaveraging Project)
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Phase 3
(2020-2021) WITH THE EXECUTION ADJUSTED TO THE CHALLENGES OF THE  
ENVIRONMENT, OI’S TRANSFORMATION CAN CONTINUE TOWARDS ITS LONG  
TERM VISION

● Regulatory changes still in progress

● Acceleration of technological and consumption changes -
decline in fixed telephony, copper broadband and DTH

● Accelerated demand for high-speed broadband, and 
increased competition with large telcos and ISPs

● Need for massive investments in fiber infrastructure and 
preparation for 5G

● Covid-19 impacting economic environment, but with 
potential opportunities in the recovery

● Need to optimize the company's financial model for the 
long term

Environment evolution...
... AND in OI’s role

LONG-TERM STRATEGIC VISION, COMPANY RECONFIGURATION, 

SUSTAINABILITY AND VALUE GENERATION

 New Business and Company Model

 New Governance Structure

 New Financial Structure

 New Operational Structure

 Focus on Fiber Optic Infrastructure

 Residential, Business, Corporate, 
Government + Wholesale Customers

 Structural Separation Model

 Consolidation of Mobile Operation

 Evaluation of partnerships for TV and Content

 Flexibility to Execute the Plan
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ENABLE THE CREATION OF THE LARGEST TELECOM INFRASTRUCTURE COMPANY IN THE 
COUNTRY, MASSIFYING FIBER OPTICS, ENABLING BROADBAND, 5G AND BUSINESS SERVICES

LIGHTER and AGILE
company focused 

on the future

Seeking market 
LEADERSHIP in FTTH, 
B2B and Wholesale

That MAKES SENSE 
in the lives of our 
customers and 

always innovates

With FOCUS on a 
more EFFECTIVE

performance

Leveraging and 
investing on the 

BEST NETWORK in 
Brazil

Company that generates VALUE AND trust for all STAKEHOLDERS

(customers, employees, shareholders, creditors, partners, suppliers and society)

LONG-TERM 
SUSTAINABILITY

New company model, 
reorganized, with investment 
capacity, revenue generation 
and long-term sustainability

OI  BRAND  FOCUS ON 
CUSTOMER EXPERIENCE

INFRA CO  STRUCTURAL 
SEPARATION AND NEUTRAL 

NETWORK

Innovation and excellence in 
solutions development and 

relationships with our 
customers

Comprehensive, robust, 
granular network, with better 

revenue predictability and 
access to the financial markets

OUR VISION, STRATEGY AND EXECUTION

execution

Vision

strategy
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Future Vision: Company Configuration with 
structural separation

 Retail and Business Clients
 Corporate / Government Clients
 Copper wholesale customers
 TV / content
 Value added services
 Copper and fiber infrastructure

 Field operation  Customer care operation
 Transport network (2)

 FTTH network
 Wholesale business

 Structural separation of the fiber infrastructure for a neutral network, 
unlocking value for Oi, the market and society

Notes: (1): Creation of an Associated Company to Oi Group; (2) IRU contract for the management and operation of the transport network of OI SA and Telemar;

SEREDE BTCC INFRA CO (1)
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@

Future vision: structural separation 
unlocking AND GENERATING value

New

INFRA CO OI CLIENT CO [2]

FTTH 
Network 
(6Mn+ 
HPs)

388,000 
km of 
fiber(1)

43,000 + 
km of 

ducts(1)

Fiber to 
more than 

2,300 
cities(1)

Wholesale business:

 White label FTTH
 Connectivity and transport 

for operators and ISP
 5G Enablement

 Robust and granular neutral and 
independent network structure

 Better Access to funding sources, due to the 
independence, predictability of revenues and 
greater exposure to other operators

 Anticipation of investment accelerating fiber 
network coverage

Customers:
 Oi (residential and 

business)
 Oi Solutions
 Copper wholesale

Activities:
 Sales
 Marketing
 Customer care
 Innovation/OiTo
 Oi Futuro

Infrastructure:
 DTH/IPTV
 Copper
 Backbone and 

backhaul (managed 
by InfraCo)(1)

 Service culture centered on customer experience 
and digital as the first option

 Focus on excellence in consumer experience and 
offer differentiation

 Less need for own investment, leveraging  on an 
even more comprehensive network

Notes: (1) IRU contract for the management and operation of the transport network of OI SA and Telemar, (2) Governance - Board with 11 independent members and a management team 
with long-term incentives aligned with the value creation for the shareholders.
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STRUCTURAL SEPARATION HAS ALREADY HAPPENED  
IN SEVERAL COUNTRIES IN THE WORLD ...

WHAT IS STRUCTURAL 
SEPARATION?

► It is the reorganization of the 
company, in 2 independent and 
complementary structures

Structure 1: An independent, neutral 
network company, focused on
infrastructure

Structure 2: A service Company focused 
on customers

Enables each party to focus on its 
segment, operating more efficiently

Enables market expansion and 
growth, with more effective use of 
investments

STRUCTURAL SEPARATION IS A REALITY IN 
DIFFERENT PARTS OF THE WORLD

Source: Accenture

Company E (2019)

Company F (2018)

Company G

(2019)

Company H (2016)

Company A (2006)

Company D (2015)

Company B (2011)

Company C (2011)

Company I (2018)

Company J (2011)

Company L (2015)

Company O (2016)

Company K (2017)

Company P (2016)

Company R (2020)

Company Q (2009)

Company S (2011)

Company N (2020)

Company M (2013)
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... Bringing  a  set  of  benefits  to  the  newly  
created  companies  and  ITS  shareholders

advantages of 
structural separation

Ability to attract more investors

Accelerate capex and network 
coverage

Serve multiple carriers

Establish a lighter customer 
structure, customer centric and 
digital first

Shareholder value generation
(example COMPANY L     )

Company L Market Capitalization CZK Billions

Pre 
separation

Company L Return on invested capital  % (including goodwill and intangibles)

10 17

37 34 32

20182012 2015 2016 2017

89%

Pre 
separation

Post 
separation

Post 
separation

(1) NetCo post-separation with private management. Therefore, 
there is no market valuation available  |  Source: Mckinsey

72

69 69 69 69 69

30
67 83 77 67

June
2016

June
2015

June
2017

Jan 
2015

June
2019

June
2018

99

136
152 146 136

97%

ServCo NetCo (1)
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STRUCTURAL SEPARATION ALLOWS for ACCELERATION 
OF FIBER NETWORK DEPLOYMENT BY INFRA CO

3,7

4,8 2,9
6,0 5,7

3,1

6,0

2024

1,2

2020 2021 2023

0,0

2022

0,0

6,0 6,0 5,7

8

13 16 16 16

4
10

16

32

14
1

20

26

Accumulated HPs (1)

Million

Build out HPs

InfraCo As Is

COVERAGE OF ALL 
ADDRESSABLE HPS UNTIL 2024

+100% 
Accumulated 

HPs in 2024

+140%
Built HPs

until 2024

 Initial investment period with high network 
expansion CAPEX, financed by an efficient 
capital structure

 Followed by a high return phase, with 
reduced CAPEX and increasing EBITDA

1 2

+ EBITDA+ Capex

1

2

Cash Flow

Note (1): Projected Evolution I Source: Business Model under discussion within
the scope of the Strategic Transformation Plan
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THE  NEW  OI  WILL  GROW  FASTER  IN  A  
SUSTAINABLE  WAY ...

BUSINESS METRICS
2025

REVENUE
(CAGR Revenue 

ex-copper and DTH)

EBITDA MARGIN
(2025)

FIBER OPERATING 
CASHFLOW

(EBITDA-CAPEX @ 2025)

CLIENT CO (ex. copper and DTH) INFRA CO

> 7 Million Homes Connected 
> 30 Million Homes Passed and 
> 10 Million Homes Connected

> 20% > 60%

> R$ 1.5 Bn > R$ 3 Bn

Note: Projected Evolution I Source: Business Model under discussion within the scope of the Strategic Transformation Plan

2021 2025

21%

2021 2025

23%
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... GENERATING BENEFITS FOR EVERYONE

CUSTOMERS

SECTOR

EMPLOYEES AND
SUPPLIERS

SOCIETY

CREDITORS AND
SHAREHOLDERS

Residential, business and corporate customers will benefit from the best quality 
of infrastructure, in geographic markets not yet served by fiber, and from the 
best experience of using the services

Large and small operators will have access to the robust and capilar
infrastructure in an isonomic way, avoiding redundancy of investments, 
generating greater profitability and competitiveness

Employees and suppliers will have companies that are financially stronger and 
more focused on their specific area of expertise

Sustainable and growing company, increasing safety for all creditors and return 
to shareholders and investors

Economic and social development through digital inclusion and greater 
economic efficiency of investment in infrastructure
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 CONTINUITY OF JR PLAN EXECUTION - SUSTAINABILITY AND VALUE GENERATION

 EXECUTION FLEXIBILITY AND FUTURE OPTIONS FOR THE COMPANY

 ANTICIPATION OF DEBT PAYMENTS, REDUCING RISK FOR CREDITORS AND IN EXCHANGE 
BENEFITING THE COMPANY WITH BETTER PAYMENT CONDITIONS

 PROPOSES ALTERNATIVES FOR VARIOUS CREDITORS, INCLUDING SMALL ONES

 OPTIMIZES CAPITAL STRUCTURE

 REDUCES OPERATIONAL RISK AFTER TRANSACTIONS ARE COMPLETED

In order to implement this evolution of the business model, 

amendments to the JUDICIAL REORGANIZATION Plan and a new 

general creditors meeting will be necessary



30

CONCEPTS OF THE AMENDMENT proposal TO THE JR PLAN -

CREATION OF 4 isolated production units (UPIs) (1)

Scope  657 mobile towers and 225 
indoor sites (passive 
infrastructure in shopping malls, 
hotels and others),

 Revenue from other operators 
and Oi.

 5 data centers 

 Revenue/contracts for the 
colocation/hosting business with 
B2B and Oi customers

 Complete mobile operation, 
including active network, clients 
and spectrum

 Elements of the active or 
passive transmission network 
not included 

 FTTH network, including 
equipment and operation.

 Wholesale contracts, with Oi 
being its main customer for fiber 
broadband and Oi Soluções
operations

 IRUs with Oi SA and Telemar
backbone and backhaul 
transport network 

Sale  Minimum price of R$ 1Bn for 
100% of the shares;

 Sale at the highest price

 M&A process being conducted 
by Oi

 Minimum price of R$ 325Mn for 
100% of the shares (2); 

 Right to match for the biggest 
binding proposal, already 
received during the M&A process 
conducted by Oi

 Minimum price of R$ 15Bn for 
100% of the shares.

 Sale at the highest price, or, at 
Oi's discretion, for the second 
best bid if the risk of execution is 
lower, with a maximum price 
difference of 5% (3)

 Sale of 25% to 51% of economic 
capital (51% of the voting capital)

 Minimum secondary of R$ 6.5Bn for 
Oi, followed by primary of up to R$ 
5Bn and guarantee of dividends for Oi

 Guarantee of the execution of the 
investment plan

UPI Towers UPI Data Center UPI Mobile Assets UPI Infra Co

(1) Units provided for in the LRF, not associated with RJ's obligations. (2) Possibility of financing up to R $ 75 million with Oi itself.
(3) Minimum price resolution mechanisms provided for in the plan
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Concepts of the amendment proposal to the JR Plan –

PROPOSAL TO CREDITORS

Non-Financial 

Creditors

Labor (Class I):
 Payment within 30 days after approved by the 

court, (limited to R$ 50K per creditor);
 Remaining balance paid under current terms.

Small Business (Class IV):
 Linear payment of up to R$ 35K (and waiver of any 

additional claim) within 90 days after approval;
 Other creditors paid under current terms. 

Financial 

Creditors

Secured Creditors (Class II):
 Oi Mobile Credits: Creditor has the prerogative to keep credits at 

UPI Mobile Assets or to be prepaid in the financial settlement of 
the UPI Mobile Assets auction.

 Oi SA Credits: Creditor has the prerogative to maintain its 
exposure either in Oi SA or associated companies, or to be 
prepaid in the settlement of the UPI Mobile Assets auction.

Banks and ECAs (Class III):
 Early settlement of credits, with a 60% discount, 

payment in 3 installments (2022-24). Linked to 
asset sales and minimum volume of resources 
through the auctions;

 Differentiated option for creditors who provide a 
new credit line.

Additional

creditors

Anatel:
 Migration to a new legal rule for 

addressing credits (adherence to 
Law 13,988 and / or subsequent 
legal provisions).

Contingencies:
 Payment of up to R$ 3K 

(waiver of any additional 
claim) within 90 days.

Suppliers, Bondholders, General Offering (Class III):
 Possibility of prepayment through the introduction 

of an optional mechanism for reverse auction of 
repurchase with discount.

Bridge

Operations

 Possibility of partially anticipating the proceeds from the sale of UPI Mobile Assets
 Flexibility for additional leverage guaranteed by the shares of Infra Co

Jr CLOSURE
 Upon closing of UPI Mobile Assets
 Or before, if required by Oi and confirmed by the Judicial Reorganization Court
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What happens now 
- EXPECTED timeline

1T21

Note:Timeline dependent on judicial, regulatory and competitive approvals

Filing of 
Judicial 

Recovery Plan 
Amendment

JUN 20 AUG 20

General 
Creditors 
Meeting

OCT 20

Towers and 
Data Centers 
UPIs auctions

4Q20

Mobile 
Assets UPI 

auction

Closing UPIs 
Towers and 

Data Centers

1Q21

UPI Infra Co 
auction

3Q21

Closing UPI 
Infra Co

4Q21

Closing UPI 
Mobile Assets
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Conclusion

 UP TO HERE, OI HAS BEEN STABILIZING ITS OPERATIONS, REDEFINING ITS STRATEGIC MODEL AND WAS 
ABLE TO SECURE RESOURCES FOR A STRONG ACCELERATION OF ITS FIBER OPTICS BUSINESS

 WE ARE PROPOSING AN AMBITIOUS MODEL TO ACCELERATE GROWTH, ENABLING THE CREATION OF THE 
LARGEST INFRASTRUCTURE COMPANY IN BRAZIL IN A SUSTAINABLE WAY.

 CUSTOMERS WILL BENEFIT FROM MORE QUALITY AND FIBER COVERAGE

 A NEUTRAL NETWORK CARRIER WILL EFFICIENTLY ACCELERATE FIBER INVESTMENT FOR THE 
SECTOR

 THIS MODEL ALLOWS FOR CONCILIATING STRONG GROWTH AND FINANCIAL SUSTAINABILITY FOR OI 
AND INFRA CO

 IN ADDITION TO BENEFITS FOR CUSTOMERS AND THE INDUSTRY, THIS PLAN WILL GENERATE VALUE AND 
TRUST FOR EMPLOYEES, CREDITORS, SHAREHOLDERS, SUPPLIERS, AND FOR SOCIETY IN GENERAL

 THE MANAGEMENT TEAM AND THE BOARD OF DIRECTORS ARE COMMITTED TO EXECUTING THE NEW 
STRATEGIC MODEL WITH RIGOR AND SPEED.
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Additional Information

Summary chart of the main financial 
and operational indicators 
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Main financial  indicators

1 - Excludes handset and interconnection revenues;

R$ million
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In thousands of RGUs

Main  operational indicators
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