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Key Information:

> Leading independent, alternative supplier of voice and 
data services to the South African and Namibian market

> Provide critical telecommunications products and services 
to over 15,000 corporate customers and over 130,000 consumers

> 788 highly skilled employees

> Listed on Alt-X Exchange of the JSE BEE shareholding of 45% - the 
largest black owned telecommunications company in SA

> Leader in the delivery of competitively priced telecommunications 
products and services to the telecoms market
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Group Overview





Agenda

6

> Introduction

> Group Overview

> Shareholder Update

> Segmental Performance

> Financial Performance

> Interconnect

> New Products

> Vision and Strategy

> Summary

> Q&A



BEE Shareholders (41,73%):

Lereko Metier Capital Growth Fund (LMCGF) - 24,84%

Mvelaphanda Group Limited - 12,4%

IDC - 4,24%

Other Key Shareholders :

RMB - 23,44%

BEE Neutral:

Public Investment Corporation - 8,12%

BEE Shareholding excluding BEE neutral holdings 

(PIC) => 45,4%
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Segmental Revenue Split for the year ending 31 August 2010

Vox Orion
64%

Vox Datapro
16%

Vox Amvia
2% Atlantic

10%

Vox Core
5%

Telepreneur
1%

Other
2%

Revenue per segment 2010

Vox Orion Vox Datapro Vox Amvia Atlantic Vox Core Telepreneur Other





Vox Orion Performance

>Corporate Voice and Data provider to 

large business and government sector

>Over 7,300 business customers

>Revenues of R 1,215 Billion as at 

August 31, 2010

>Profitability for full-year impacted by 

reduction in Connection Incentive 

Bonuses (CIBs) received from network 

operators

>Major focus for full year on efficient 

deployment of minutes ïthis requires 

strict control over SIM card inventory

>SIM Inventory reduced from 78,383 to 

61,971 over period
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ÅCLCR makes up 59% of total voice traffic across basket of corporate customers

ÅOrion offering complete voice solution to customer base

ÅOrion has started porting fixed numbers since 

Voice Market Analysis

Vox Orion ïHistorical Call Distribution Patterns

59%

10%

16%

15%

Cellular

National

Local

Inbound



Vox Orion ïCristal Vox Strategy

>Continue to terminate via SIMS with hybrid 

installations as transition is made from GSM 

termination to interconnect

>Exploit lower wholesale interconnect rates to 

offer competitive Cristal Vox solution to corporate 

customer base

>Cristal Vox ïpresented over 1 315 proposals to 

customer base : 22% acceptance, 15% loss, 63% 

in process

>Currently signed 39 million minutes in backlog, 

63 million minutes in proposals outstanding

>Continue to reduce SIMs in contract and ensure 

efficient utilisation of warehouse SIMs and 

excess minutes
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* Vox DataproVox Datapro Performance

>Corporate ISP and voice provider

>4th largest player in data market in SA

>Over 7,500 business customers

>2010 revenues of R351 million ï4% increase over prior period

>Successful launch of new products ïFishbone, Eyeris, Cristal Vox, 

MPLS ADSL VPN, Hosted Exchange with Blackberry and Legogo

>73% of sales in the current financial year was from existing customer 

base

>Major focus for 2010 was roll out of Cristal Vox to corporate customers 

and high margin data products

>Launch of new products Zeppelin, Vox Cocktail, Periscope and Vox Air 

into corporate customer base
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Segmental Performance

Vox Datapro - Revenue and Annuity Growth ï2006 - 2010

ÅOn a comparative basis a wholesale customer was transferred to Vox Core division 

which impacted September starting point
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Segmental Performance

Vox Datapro ïAverage Revenue Per User (ARPU) ï2006 - 2010

ÅARPU increased 23% from September 2009 to R4 409 per month
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Segmental Performance

Vox Datapro ïChurn 2006 - 2010

> Churn Year To Date

- Churn as a % of annuity revenue was 7.4% lower year on year (1.56% for 

2010 vs 1.69% for 2009)





@lantic Performance

>Provides, Voice, ADSL, dial-up, wireless internet (3G/HSDPA  and 

iBurst) and hosting services to consumer and small business market

>Entrepreneurial, owner driven franchise operation

>Best performing service partner of iBurst

>Leading reseller of Vodacom 3G and Telepreneur

>Revenue for 2010 : R199 million

>ARPU increased to R157 per month from R153 per month

>Contracted subscriber base of 123,306 billable customers

>Churn during period of 13,164 customers due to bad debt, 

termination of business and difficult trading conditions

>Over 120 franchises, 200 active resellers and 632 Vox dealers

>Major focus on voice and broadband sales
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Segmental Performance

@lantic ïSales and Churn

ÅApril to Juneôs spike in revenue churn was as a result of upgrades on the existing 

base. This correlates to the increase in sales revenue

ÅChurn has been a major impact

ÅActivity on the existing base has significantly increased.
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Segmental Performance

@lantic ïAverage Revenue Per User (ARPU)

ÅARPU grew to R157 per month

ÅUp selling into voice and Broadband Services

ÅBad debt customers written off





>Leading international distributor of RightFax

(developed by Captaris and now owned by Open Text)

>Over 15 years experience in local fax market

>Provide corporate faxing solutions to 68% of Top 100 

JSE listed companies

>Expanding annuity revenues to 72% of gross 

revenues

>Fiscal 2010 revenues of R36 million

>Launched new products Xtenda and vbill

>Focus on penetrating top 350 companies

>Leverage all group companies to drive further 

penetration of corporate faxing solutions

>Focus on disintermediation of corporate fax traffic

Vox Amvia Performance



Outbound fax traffic

Inbound fax traffic

Hosted production fax

MFP

Bulk Fax

Fax to email

Email to fax

Fax servers
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Segmental Performance

Vox Amvia ïCompetitive Landscape



Segmental Performance

Vox Amvia ïCustomers ïTop 100 Penetration





Vox Telepreneur Performance

>Launched February 2008 ensure that Vox had a share of the 

consumer and SME voice market

>Provide a mechanism for the corporate, focused businesses to 

add consumer type products

>Revenues of R34 million for the Financial Year 2010

>Over 12 500 individual customers

>15 882 phones deployed

>ARPU of R283 per consumer as at

August 31, 2010

>Launched Supafone, Legogo (Google Apps), 

and Pastel My Business Online through the

Telepreneur channel    

Get paid
to receive calls



30

Segmental Performance

Telepreneur Revenue Growth
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Segmental Performance

Telepreneur - Average Revenue Per User (ARPU) 
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Retail Strategy

> Siemens distributor in South Africa launching the Vox Supafone into 
the retail channel

> Stock is purchased by the distributor directly from Germany 

> Vox provides the network, infrastructure, servicing and billing of 
customers

> First retail channel to go live is Makro in all 13 stores

> Vox branding (Supafone) chosen over Siemens Gigaset as the brand 
of choice

> Customers will purchase the Supafone outright and receive a 
voucher entitling them to initial free talk time
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Retail Strategy

> Rationale re the voucher is to get the customer onto the Vox network

> No contract and no rental ïstandard Vox Telepreneur rates and 
rebates apply

> Postpaid billing only

> Product to be rolled out to further selected retail outlets

> Projected forecast is to acquire10% of existing DECT market ï
approximately 10 000 per annum

> First  complete DSL voice solution in the retail space in South Africa
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Makro (Silverlakes Store)



Makro Advert ïThe Star Newspaper



Agenda

36

> Introduction

> Group Overview

> Shareholder Update

> Segmental Performance

> Financial Performance

> Interconnect

> New Products

> Vision and Strategy

> Summary

> Q&A




