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WHAT’S MATERIAL  
IN OUR MARKETS

Additional spectrum allocation

 In South Africa, the allocation of 2.6GHz and 800MHz spectrum 
remains unavailable to operators pending regulatory process. 
This impedes our ability to drive our business objectives and 
advance the goal of broadband access for all. 

 Although our efforts to optimise the use of existing spectrum to 
service the ongoing proliferation of connected devices, growing 
number of data users and rapid rise in data consumption have 
been successful; these efforts are unsustainable from a cost and 
capacity perspective.

 We continue to engage with policymakers and regulators in all 
our operations to facilitate spectrum allocation in a way that is 
conducive to investment and growth. 

 In South Africa, we continue to re-farm existing spectrum as a 
short-term solution to continue our LTE/4G roll out.

 In South Africa, we have completed our radio access network 
(‘RAN’) renewal project which enables us to accommodate 
2G, 3G and LTE/4G on the same network equipment. All our 
base stations are LTE/4G ready, to take advantage of additional 
spectrum when it becomes available.

Competition and the weaker macroeconomic environment

 Macroeconomic conditions have remained tough and 
competition has intensified in all our markets. 

 In South Africa, consumer spending has slowed down and the 
sustained weakness of the rand is driving up the cost of imported 
equipment, handsets and IT services. 

 Prolonged or intensified load shedding schedules could impact 
network coverage. Stages 1 and 2 load shedding with one 
blackout per day has a minimal impact on our network. However, 
the impact of power cuts increases with stage 3A and stage 3B 
load shedding, where an area could have more than one 
disruption a day. This can affect our network coverage as the 
batteries on the sites will not have enough time to recharge to 
full capacity.

 In Tanzania, we experienced increased pricing pressure. 
 Our growth in the DRC was impacted by pricing pressure as some 

operators failed to comply with the regulated price floor. 

 In South Africa, our bundle strategy in the prepaid market helped 
us maintain market share and our integrated packages for the 
postpaid segment have reduced churn and secured average 
revenue per user (‘ARPU’). 

 In all our operations we continue to drive data growth.
 We continue to invest in back-up equipment at our sites and have 

emergency plans in place to deploy additional mobile generators 
if needed. 

 All core elements and important hub sites have permanent 
back-up diesel generators. Batteries at most base stations can 
last around four hours or more if fully charged in a day.

 In cases of extended disruptions mobile generators will be 
deployed and ultimately, phased service degradation will be 
implemented.

 In Tanzania, pricing repair has led to more stable pricing.
 In the DRC, a new price floor has been agreed with all operators. 

Managing regulatory challenges

 In September 2014, a new mobile termination rate (‘MTR’) regime 
was finalised in South Africa. The current rates are an 
improvement on the initially proposed rates, however, the level 
of asymmetry still remains a concern. The reduction in MTRs 
reduced EBITDA by R1.2 billion for the year. 

 MTRs will continue to decline in all our markets which will impact 
on revenue, margins and profitability.

 In South Africa, the risk of attaining a Level 4 or higher BBBEE 
status, which is required for additional spectrum or other licences, 
depends on whether the information and communication 
technology (‘ICT’) Sector Code, which has been extended to 31 
October 2015, is aligned to the DTI Revised Codes.

 In Tanzania, under the Electronic and Postal Communication Act 
2010, the Minister of Communications, Science and Technology 
is obliged to issue regulations on the procedure for transferring 
shares and listing licensed companies on the local stock 
exchange. The Ministry issued draft regulations for consultation 
in June 2014, which made listing mandatory.

 We continue working with the regulators in all our operations to 
establish transparent and factbased MTR regulations. The MTR 
glide path in South Africa has been finalised.

 To help offset the impact of lower MTRs in South Africa, we have 
introduced new cost management programmes. 

 We continue to focus on our growth strategy to diversify revenue 
and deliver growth.

 We are proactively managing BBBEE as part of our overarching 
business strategy. Our verification of a level 2 BBBEE status 
applies until 28 April 2016.

 We have participated in the Ministry consultation on the draft 
regulations, working in conjunction with other telecoms 
licensees. 
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Maintaining investment in our networks

 Differentiating our services by providing the best quality, 
coverage and capacity provides a competitive advantage. 
Poor network quality can result in action from regulators, drive 
customers away and damage our reputation. 

 Despite the tough economic and competitive environment, we 
continue to invest in our network to improve our customers’ 
experience and maintain and gain a competitive edge.

 Data is growing rapidly in all our operations. Our investment in 
new technologies and fibre to carry additional data traffic will 
help us meet the increasing demand for data services.

 We are maintaining a high level of capex on our networks across 
all our operations. 

 We have continued to deploy LTE/4G technology to our base 
stations to meet demand for data and will expand the reach of 
our fibre networks to our customers.

 If it is approved, the acquisition of Neotel will enable us to roll out 
fixed and next-generation mobile services faster. 

 We continue to invest in operational efficiencies to free up capital 
to continue investing in our networks. 

Broadening our service offering

 The telecommunications industry is changing rapidly. Advances 
in smartphone technology places more focus on applications, 
operating systems and devices, instead of the services provided 
by operators, which could erode revenues.

 We are facing new competition in our traditional service offerings, 
for example from Over The Top players who provide instant 
messaging applications, Voice over Internet Protocol (‘VOIP’) 
services and virtual operators. 

 As we move into new growth areas like financial services, we are 
competing with players in other industries such as banking.

 To remain competitive we need to invest effectively in the 
strength of a broader range of service offerings.

 We continue to drive data growth by making available more 
affordable data devices, increasing coverage and stimulating data 
bundle adoption. Data now makes up 26.7% of Group service 
revenue.

 Contribution from our enterprise business is growing with an 
18.4% contribution to Group service revenue in FY2015.

 We have also accelerated the introduction of integrated price 
plans to reduce customers’ out-of-bundle usage through 
substitution.

 In April 2014, we increased our equity holding in Vodacom 
Tanzania from 65% to 82.2%.  

 In South Africa, we soft-launched m-pesa, and we continue to 
expand our financial services offering in all our markets as a 
diversified source of revenue. 

 We continue to invest in services such as insurance and providing 
connectivity for M2M communication.

Attracting and retaining the best people

 As the mobile industry shifts to providing more converged 
solutions, we need to attract skills from outside our traditional 
business areas to unlock new opportunities for growth.

 To maintain network leadership requires that we attract, retain 
and develop technical skills, and to provide the best customer 
service we need diverse employees who bring different skills and 
local knowledge to our business. 

 In our International operations we have experienced difficulty in 
sourcing the talent we need due to the shortage of local skills.

 In line with our growth strategy, we are investing in the skills 
needed to resource our new market opportunities, diversify our 
service offering and build skills beyond the mobile business. 

 We continue our international assignee programme with Vodafone 
to impart global knowledge and help develop our people. 

 In our International operations, we increased the number of 
assignees in critical roles and continue to engage with talent 
search firms to acquire the right local skills.

 We are dedicated to driving transformation and building a 
pipeline of talented women through our Female Leaders in 
Waiting programme. 

 We use our graduate programmes to develop and grow young 
talent into the business.

 We continue to invest in providing training opportunities to our 
employees.

Information security

 New technology such as next generation networks and new 
services such as m-commerce and cloud computing mean that 
the security threats we face are constantly evolving. In particular, 
mobile apps that share customers’ financial and personal 
information over our networks demand a high level of security.

 The Protection of Personal Information Act (‘POPI’), was signed 
into law in South Africa in December 2013. POPI impacts almost 
all business areas of our South African operation and requires 
significant changes in the way in which we use and process 
personal information, including network usage information, 
call data records and the manner in which we collect and use 
electronic and paper records. We may be subject to regulatory 
intervention and reputational harm if we fail to comply with POPI.

 We continuously deploy enhanced network security protocols on 
our network.

 We have recently implemented the network traffic and 
management policy standard. Network traffic is also monitored 
and tested by the Security Operations Centre.

 We have implemented the Vodafone Global Privacy Framework 
and toolkit in all our markets and we are responding to the 
requirements for compliance with POPI through an enterprise 
project across all areas of our business. In markets where the 
protection of customer information is not as regulated as in 
South Africa, Vodacom Group applies the Vodafone Group Privacy 
Framework as a standard for protecting customer information.


