Conference Call Transcript
10 November 2017
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Operator
Welcome to the Vodacom Tanzania interim results conference call for the six months ended 30
September 2017. Vodacom Tanzania’s Managing Director, Ian Ferrao will host the conference call. He
is joined this morning by the Finance Director, Jacques Marais. I will read the following forward-looking
disclaimer before handing over to Mr. Ferrao.
This announcement, which sets out the consolidated interim results for the six months ended 30
September 2017 of Vodacom Tanzania Public Limited Company and its subsidiaries (hereinafter
referred to as ‘the Group’), contains ‘forward-looking statements’, which have not been reviewed or
reported on by the Group’s auditors. These statements are in respect to the Group’s financial
condition, results of its operations and businesses and certain information relating to the Group’s plans
and objectives.
In particular, such forward-looking statements relate to the Group’s future: performance; capital
expenditure; acquisitions; divestitures; expenses; revenue; financial condition; dividend policy; future
prospects; strategies relating to the expansion and growth of the Group; impacts from the regulation of
the Group’s businesses; expectations from the launch and roll out dates for products, services or
technologies; expectations regarding the operating environment and market conditions; growth in
customers and usage; and rates of dividend growth.
During this call, unless otherwise specified, all growth rates stated will be year-on-year growth rates
and all amounts stated will be in Tanzanian Shillings.
If you do not have a copy of the results announcement it is available on the investor relations section
on our website at www.vodacom.co.tz/investor-relations
All participants will be in listen-only mode and there will be an opportunity for you to ask questions later
during the conference. If you need assistance during the call please signal an operator by pressing star
and then zero. Please also note that this call is also being recorded. I would now like to hand the call
over to the Managing Director, Mr Ian Ferrao. Please go ahead, Sir.
Ian Ferrao
Thank you Chris and good morning everyone. Habari za asubuhi.
Let me maybe start by saying that 2017 has really been momentous for Vodacom Tanzania. In recent
months we completed the largest IPO in Tanzania’s history, we’ve held our first annual general meeting
and declared our first dividend as a newly listed company. Simultaneously, our business has delivered
on its key strategic drivers resulting in continued commercial momentum and robust revenue growth
from data, M-Pesa and enterprise.
Before I unpack our interim financials in detail let me maybe tell you what stands out for me in this set
of results.
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Firstly, we’ve seen a continued improvement in revenue growth despite the market remaining highly
competitive. This is because we’ve maintained the commercial momentum seen in the second half of
last year supported by the strength of our M-Pesa platform, superior data network and relevant
consumer propositions. It has been another step up in growth from Q1 to Q2 in terms of revenue growth.
This is particularly pleasing.
Secondly, despite the challenging business environment in Tanzania, we managed to maintain
customer growth and consolidate our position as both the country’s leading mobile operator and mobile
financial services provider. We have also continued to increase our lead over our competitors on key
indicators such as customer satisfaction. On our growth drivers, M-Pesa revenue growth stepped up to
17.2% year on year, supported by greater activity and robust base growth of 12.7%. And on data we
saw significant revenue growth of 21.0% fuelled by smartphone adoption and over 600,000 new active
data customers gained over the six month period.
Finally, the results also show that there are some non-recurring items which weighed on earnings growth
during the period. However, within these results was a strong underlying business performance which I
will outline to you during this call.
When I take you through our financials, there are instances where I’m going to talk about normalised
growth. This is where we stripped out non-recurring items which impact our profitability such as: the
upside from compensation and once-off credit notes received from some of our trading partners in the
last financial year; as well as this year’s share-based payment charges associated with the underwriting
of our IPO.
In addition to this, normalised growth also excludes: the provision we have made this year as part of
an ongoing equipment verification project with Helios Towers; and in the case of net profit after tax we
used the restated numbers shown in our interim results announcement which are aligned with the
income tax computations reported in our 2017 annual report.
Jacques Marais, our Financial Director, is with me in case you need further clarity on these items during
the Q&A session. However, in short we have performed this normalisation in order to ensure that we
provide you with a view on the fundamental operational performance which we observed during the six
months under review.
Now, let’s unpack the financials.
Service revenue grew 6.4% to TZS 479.2 billion, continuing the momentum of M-Pesa and mobile data
revenue growth gained during the second half of the previous financial year.
Our active customer base reached 12.9 million customers, up 4.1% and ARPU grew 1.5%, supported
by greater customer spend through the M-Pesa platform as well as a continued focus on targeted data
propositions.
Total revenue grew 5.5%. As you may recall, during the same period last year, we worked with the
regulator – the “TCRA” – to replace unregistered devices on our network and this resulted in elevated
handset sales. As a result, equipment sales growth was negative which in turn reduced Total Revenue
growth.
We report that total expenses increased by 8.7% to TZS 360.3 billion. However, the normalised growth
was only 2.7% – well below our revenue growth – this increase was driven by greater network operating
costs from a higher number of network elements and inflationary increases applied under service
contracts.
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Cumulatively, all other expenses decreased by 6.0%, primarily as a result of lower publicity costs,
various savings realised as part of our “Fit for growth” cost containment programme and lower volumes
of devices sold.
We report an EBIT decline of 23.1% to TZS 44.6 billion with a margin of 9.2%. However, normalised
EBIT growth was 13.4%, with a margin expanding by 0.7 percentage points to 10.6%.
Normalised EBIT growth was achieved through limiting the impacts of greater network operating costs
through cost containment initiatives. Capital expenditure of TZS 102.4 billion was directed at increasing
our data network capacity, where we conducted capacity upgrades on over 25% of our 3G sites and
deployed 115 new 4G sites – on which we expanded 4G in three new cities – Moshi, Morogoro and
Tanga – as well as enhancing 4G coverage and capacity in Dar es Salaam.
Operating free cash flow increased 73.2% to TZS 58.4 billion, positively impacted by a re-phasing of
working capital, offsetting a 2.6% increase in capital expenditure.
We show an outflow of TZS 72.4 billion from free cash flow as a result of repaying interest outstanding
on loans from Vodacom Group, which were repaid in full during the period using internally generated
cash-flows.
We report an EPS decline of 46.7% to 10.36 shillings per share. However, normalised growth in Net
Profit After Tax was 27.1% during the period, where normalised EBIT growth was further enhanced by
lower taxation and lower net finance charges.
Subsequent to the period under review, we declared a gross dividend of 12.74 shillings per share, our
first dividend as a publically listed company, following our shareholders’ approval at our AGM which we
held on the 27th of October.
The total gross dividend payment of over TZS 28.5 billion (which is just under $13 million) will be made
on or before the 30th November.
Moving to the components of service revenue:
M-Pesa revenue grew 17.2% to TZS 141.6 billion, which was supported by robust customer base growth
of 12.7% and a greater number of revenue generating transactions per customer. M-Pesa revenue now
accounts for 29.6% of service revenue, an improvement of 2.8 percentage points from the prior year.
I was also pleased to see our active “Lipa kwa M-Pesa” merchant base has transacted over TZS 100
billion during the period and we are seeing good growth coming from this service.
Mobile data revenue increased 21.0% to TZS 62.0 billion. We added over 600,000 active data customers
over the last six months which now stands at 7.1 million, making up 55.0% of our active base, a 3.9%
increase when compared to our full year results. Our “Smart Bomba” affordable smartphone campaign
drove greater 2G to 3G customer migrations while our targeted data propositions increased the number
of data bundles sold by more than 40%. Greater headline data price stability also contributed towards
improved data monetisation.
Mobile voice revenue decreased 1.7% to TZS 207.0 billion. Minutes of use per month was maintained
year-on-year, while personalised voice offers made through our “Just for you” platform assisted an
improvement in voice revenue trend.
Mobile incoming revenue also declined by 9.7% to TZS 44.9 billion as a result of a reduction in incoming
minutes from the market lowering off net bundles in the market and a 6% MTR reduction in January
2017.
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Messaging revenue increased by 23.5% to TZS 13.4 billion. We as we the number of SMS messages
transmitted up by 145.6% to TZS 18.9 billion primarily as a result of continued success of our SMS only
bundles and greater activity from our wholesale SMS partners.
On regulatory matters:
In July, the TCRA issued fines to a number of operators including ourselves after finding that we were
non-compliant with the customer registration requirements during an audit which they conducted in
December 2016. Our fine was TZS 1.9 billion and we have enhanced our registration processes and
remain committed to achieving compliance with TCRA’s requirements.
Also in July, the TCRA advised us that the spectrum license held by Shared Networks Tanzania, the
subsidiary which we acquired in July 2016, was not transferable to the parent company, Vodacom
Tanzania Plc. Therefore, subject to regulatory approval, we plan to deploy SNT as a multi operator core
network wholesaler as was the case for SNT on acquisition and as is the case at present.
That concludes our highlights.
Maybe let me talk a little bit about what has happened subsequent to us closing the six month period.
We sold our 24% equity stake in Helios Towers Tanzania to Helios Towers Africa, their parent holding
company, for US$ 58.5 million. This will result in a profit after tax of TZS 106 billion which you will see
in our full year results but aren’t currently sitting in the first half results. The cash we received as part of
the sale further enhances our balance sheet and strategic options available to us going forward. And of
course we have a good trading relationship with Helios Towers. The passive infrastructure services they
provide to us are unaffected by the sale.
To finish off, let me just reiterate our outlook, targets and priorities.
Our strategy of maintaining focussed investments across our key strategic drivers – data , M-Pesa, and
enterprise – is paying off and has allowed us to build on the commercial momentum gained during the
second half of the previous financial year.
Improved data monetisation remains a core objective for both myself and my team as we continue to
drive up the number of smartphones on our network and get users to fully realise the potential of their
new smart devices.
I also anticipate growth in the number of M-Pesa transactions as we continue to roll-out our “Lipa kwa
M-Pesa” merchant payments platform.
However, greater regulatory uncertainty and macroeconomic pressure could pose some risk to earnings
growth in the second half of the financial year. More specifically, the actions that we’ve taken to achieve
compliance with customer registration are expected to exert some pressure on revenue growth in the
short term. Also, increases to regulatory levies, costs associated with our new customer registration
processes, and mandatory capital expenditure as part of state-run projects may place greater pressure
on margins. Furthermore, we have to finalise on the HTT tower verification project to reach final
conclusion on impact.
With the above in mind, I’m confident that an intensified focus on cost containment will assist in offsetting
some of these risks. And let us not forget that the profit generated from the sale of our equity in HTT will
enable us to exceed the net profit after tax target included in our IPO prospectus.
So I think that concludes my comments.
Jacques and I are now ready to take any questions that you may have. Thank you very much.
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Operator
Thank you very much sir. Ladies and gentlemen, at this time if you do wish to ask a question please
press star and then one on your touchtone phone. If you decide to withdraw your question please press
star and then two to remove yourself from the queue. Again if you wish to ask a question please press
star and then one now. Our first question is from Baha Makarem of Arqaam Capital. Please go ahead.
Baha Makarem
Hi everyone. Thank you for the call. I had two quick questions, the first one being can you give me an
idea of the smartphone penetration in Tanzania? And the second one is what are your plans regarding
CAPEX for the remainder of the year. If you can give us guidance that would be great, but more
importantly what projects still remain to be expended? Thank you.

Ian Ferrao
Fantastic. Thanks for the questions. In terms of smartphone penetration in the country the estimate is
that in terms of total population we’re sitting at somewhere between 12% and 15% for the country. When
you look at smartphones on the Vodacom base we’re sitting at around 27% of our total customers using
a smartphone.
And in terms of CAPEX guidance, I think the CAPEX guidance remains pretty much in line with
prospectus forecast in terms of intensity, subject to what I’ve mentioned at the very end - that there has
been some mandatory capital expenditure that has been required as part of state run projects.
And in terms of what we’re still focussing on, we focussed in the first half of the year really on getting
sites and revenue generating CAPEX up and running. So you will see in terms of the upgrades down to
3G, over 25% of all 3G sites have been upgraded, as well as 4G being expanded to other areas.
Now in H2, we remain focused on building the metro fibre and upgrading transmission as the data traffic
continues to increase and ensure that we’re able to capture that traffic and be able to deliver it with the
right quality of service.
Operator
Thank you very much. Our next question is from Francis Harcus of Arisaig Partners. Please go ahead.

Francis Harcus
Hi Ian. Hi Jacques. Thanks for hosting the call. A couple of quick questions from me. The first one is
can you give us a little bit more colour on this mandatory capital expenditure, exactly what that has to
go on and how much it amounts to roughly? Also I’m keen to hear a little bit more about “Lipa kwa MPesa” and what you’re doing to accelerate the rollout a bit.
And then finally if you could just talk a little bit about what is going to happen to the company, with
Masoko, and the e-commerce rollout, and what if anything that means for Vodacom in Tanzania, and if
you have any plans to extend that into Tanzania and if so, how that would work?

Ian Ferrao
Great. Thanks Francis. Appreciate the questions.
In terms of the mandatory capital expenditure - you will see it in the actual full release of the results
which are on the website under some of the regulatory matters - one of the key projects that we’ve had
to deliver is something called an electronic revenue collection system. So we’ve had to basically buy a
lot of server capacity and put quite a bit of work into integrating with the government servers. So, it’s
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basically a tax system and it’s mandatory now in terms of all operators, and in fact the banks are now
also having to connect to it, where we are passing data to the authorities to basically be able to verify
VAT and excise duty.
And second to that there has been another project in which there has been a revenue audit being
conducted by the regulator themselves, which requires CAPEX in terms of being able to upgrade servers
to store data for a longer period of time. So in terms of what CAPEX that will add, it’s probably still too
early to give you a full assessment, but I would say somewhere between the range of TZS 3 billion to
TZS 8 billion will probably be a range in terms of CAPEX required. We are obviously trying to see how
much of that we might be able to accomodate in the current budget, but this came along after a lot of
the capital projects for the year were kicked off. And that’s why we put a caution in at the very end.
In terms of “Lipa kwa M-Pesa”, this is the thing I’m probably most excited about in terms of where our
business is going and the differentiation that it is going to give us. I really believe that Tanzania is at the
cutting edge of mobile payments in Africa, especially with how we’ve now rolled out our “Lipa” service.
Effectively, we are replicating and copying a lot (with pride) what’s happened in China. So today, we are
rolling out merchants. We are rolling out a standardised QR code at each of those merchants with
integrated QR code into our M-Pesa app. You can use USSD, you can use the app, so it basically covers
the whole base. It allows quick, seamless and really simple payments to be enabled in the country.
Today, we have over 400,000 customers already actively using that service. Because of the focus we’re
putting, we’re seeing growth every single month, both in terms of active customers and also in terms of
active merchants and the value of transactions that have gone through. So, we’re pretty excited because
it actually enables a whole bunch of services like e-commerce, like video on demand. It makes the
payment mechanism easier and I think the integration that we’ve also got now with our segments, in
terms of our consumer strategy, is allowing us to do a lot more for our customers on the GSM platform
as well. So you’re seeing that when you’re on a certain proposition, and you pay via M-Pesa, we’re able
to do differentiated rewards. So we’re quite excited about where it’s going.
In terms of e-commerce and the Safaricom platform: we’ve spent a lot of time looking at what they’ve
done and talking to them. I think it’s still a bit early in Tanzania to be deploying, not because of the
payment mechanism - although we want to drive penetration of that up - but probably in terms of logistics
in the country being a lot harder. But we’re certainly integrated into their strategy and we do think it is
something that will come at a later stage. But right now I think it’s important that we focus down on the
key drivers. It’s positive that we have returned the business back to growth and I think that’s a substantial
improvement from where we were this time last year. But it’s important that there is focus around the
drivers to continue that momentum before spreading ourselves too thin.
Operator
Thank you very much sir. Our next question is from Jonathan Kruger of AMC. Please go ahead.
Jonathan Kruger
Hi Ian. Thank you for the call. My question is around your note three on share based payment charges.
I would just like to understand the mechanics of the cash-settled share based payments and then the
underwriter’s put option. What is the expiry on the put option? Can you give us some more clarity on the
transaction with Vodacom Group and PIC? Thank you.

Ian Ferrao
Okay. I’m going to hand over to Jacques to give you a full breakdown of that.
Jacques Marais
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There are two elements to the underwriting fees.
The first one is the underwriting fee itself. It is TZS 1.9 billion which we cash-settled to PIC, as the
underwriter of the listing.
The second part is TZS 4.7 billion, which relates to a put option given by Vodacom Group to the PIC,
which provides limited downside protection to the PIC as a part of the underwriting.
The TZS 4.7 billion is not a cash-settled liability, it is the value at inception of the put option which, in
accordance with IFRS, has to be accounted by Vodacom Tanzania (as beneficiary of the underwriting
and put option).
The way it was accounted in our books was a credit to [equity] as a capital contribution and a debit to
the profit and loss.
It’s a once-off entry for us. There will be no further accounting implications. There [will be] no cash
outflow from Vodacom Tanzania. Should there be any cash flows, they will be from the Vodacom Group.
There is a three year [period, until expiry of] the put option. Some details are not publicly available and
we cannot disclose those details as it is a Vodacom Group and PIC arrangement.

Jonathan Kruger
Okay. Sorry, you’re saying the cash settlement [will be from] Vodacom Group but you’ve expensed it in
your books?

Jacques Marais
Exactly. That is the requirement of IFRS. It’s an equity-settled share-based payment. It is the value of
the put option. To us it’s a capital contribution. It’s a once-off entry. There will be no cash flow coming
from Vodacom Tanzania. The only cash flow was the TZS 1.9 billion which is for the underwriting fee
itself.
[The TZS 4.7 billion] is really an accounting entry, a once-off. No revaluation of it. It’s not a liability of
Vodacom Tanzania, [however it is in] our profit and loss for the period under review.

Jonathan Kruger
Okay. Thank you very much.
Operator
Thank you very much. Ladies and gentlemen, again if you wish to ask a question please press star and
then one now. We will pause a moment to see if we have any further questions. We have a follow-up
question from Baha Makarem.

Baha Makarem
Hi again. I was just hoping to get an update on the competitive situation in Tanzania. We saw historically
that Halotel specifically was extremely competitive on pricing. Has there been any improvement on that
or has the situation remained as it was?

Ian Ferrao
Thanks Baha.
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In terms of the competitive positioning in the market: certainly from a pricing perspective, even in Q1,
what we had mentioned is that we’re seeing some better pricing stability and declines in pricing are
certainly much slower than they were at this time last year when Halotel was getting pretty aggressive.
I think what’s really coming through - which was also the same case three months ago - is that the
profitability crunch is putting pressure on all of the operators.
I think the capital expenditure slowdown amongst competitors is also now putting pressure on their
network to carry traffic. Because of that, in terms of data pricing, it was much more stable during the last
quarter which has helped us to accelerate data growth and data monetisation because traffic continues
to build up.
On the voice side it’s pretty similar. There is still obviously a gap between player number one and player
number two (ourselves and Tigo) who pretty much have a standard price point in terms of voice. Then
there is a gap between operator three and operator four (I’m including Halotel there) in the market.
But I think those gaps are getting smaller as pressure continues to build up. And I think with the
upcoming listing requirements for all other operators, nobody wants to see a big price war at this stage.
I think what we want to see is some better repair. We know that Tanzania has to see repair going
forward. We’re really trying at all opportunities to test whether we can push the above the line prices up
and see who follows and who doesn’t. But I think with these IPOs coming up, there is going to be more
pressure coming up in the next six months as well, so opportunities to try.

Baha Makarem
Thank you.
Operator
Thank you. Our next question is a follow-up from Francis Harcus. Please go ahead.
Francis Harcus
Just a follow-up on “Lipa” - I’m just curious to see what types of developments “Lipa” might see in
Tanzania in terms of the types of services that you offer. I know in the developed world: point of sale
systems; payroll management; inventory management; and stuff that plays in this space.
I guess more importantly is something like working capital financing an option for you in Tanzania?
Could you be extending loans to small businesses in due time, or is that something you have to have a
banking license for?
Ian Ferrao
I think you’ve hit it on the nail there. The “Lipa” service and the payment element is literally just the front
end of the service. I think the way we’ve built it is we haven’t really focussed just on the merchant side
and that’s what is making it so successful in terms of how it’s rolling out. The merchants want it. It’s free
to collect the payment for the merchant. But what we’re trying to do on the back end is build all of the
other services that a merchant will use to try and monetise downstream and we are starting to see
revenue getting generated from that.
Our merchant will effectively have one wallet where he is collecting all these payments and then he is
able to go off and effectively pay suppliers. So, we’ve got a whole industry stream, from wholesalers to
distributors to retailers, and we can make charges there.
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But I think you’re right in saying that loans and overnight lending, overdraft facilities, business loans will
become a critical service going forward, and the more data we collect, the more payments we collect,
the more we can credit vet with better accuracy.
Now, what we see ourselves initially doing is to actually partner with various banks.
We have the biggest switch in the country. We have access to the merchants. We have access to
agents. We have access to the customers. We want the banks, being the ones productising and using
our service, to actually distribute these products to our customers or our merchants.
We will do the work in terms of credit vetting and we will do the work in terms of the platform for which
we will charge facility fees - the same way our M-Pawa service works with CBA today.
We definitely see the Lipa service evolving. I think the key right now is the drive penetration of the
service, and as we open that up we will open up new opportunities for new revenue lines in M-Pesa.
Francis Harcus
Thanks. That’s very interesting.
Operator
Thank you very much. Our next question is a follow-up from Jonathan Kruger. Please go ahead.

Jonathan Kruger
Hi. My question is around consolidation in the industry. What do you see happening on this front and do
you have your eye on potentially growing through consolidation? Thank you.

Ian Ferrao
Thanks Jonathan. I think we’ve said for quite some time that we are very pro-consolidation in the market
and very obviously interested in participating in consolidation in the market.
There is nothing I can actually say at this point that I can comment on in terms of actual work we’re
doing or processes we’re going through. But we’re certainly keeping an eye on what is happening in the
market.
There are really two types of consolidation. There is a spectrum-type consolidation where smaller
players sitting on prime spectrum would be a target. And then the second type of consolidation is
customer consolidation, network consolidation with one of the bigger players, who we know are looking
to exit. There is no secret that Airtel and Tigo have made statements globally talking about looking to
exit Africa.
Now, of course the key on that is looking at where the government would sit in terms of such a
transaction. It would create quite a sizeable operation. So there is a lot of work that is being done to
understand their concerns or the opportunity at hand.
There has been no real indication from TCRA that consolidation wouldn’t be possible. They actually
seem to be quite pro-consolidation as well. But it is now finding the right structure and avenue to actually
ensure that happens.
As I mentioned in my notes there was a regulatory issue around the transfer of spectrum from an
acquisition that we made. So we are having to run that operation separately now as it is currently being
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operated. Now, obviously that is not going to work if you want to be able to consolidate the industry
quickly. So there is a lot of work going on to understand what the concern is from the regulator in terms
of spectrum transfer and see how we can address that before we are able to move forward with potential
opportunities that we see in the market.
Jonathan Kruger
Okay. Thank you. Just another question in terms of your relationship with the banks in terms of
competition and cooperation within the mobile payment space. How do you see this going forward?

Ian Ferrao
So I think there is no secret that a lot of the banks have traditionally seen us as competition in the
market. I think we’re moving to a stage where they’re understanding that actually cooperation makes
better sense. Firstly, because obviously we’ve built the scale and it would be a bit silly of them to try and
go up against us in certain elements. But also because since we’ve migrated to our new platform G2
last year we’ve basically been selling the story to them, which is the truth, that we believe we are just a
big, open switch and we’re able to integrate them into M-Pesa and we’re able to help them to productise
to expand their reach into our customer base.
The same thing happens for me in payments. If we look at it from a merchant experience point of view
it doesn’t make sense for a merchant to have five different ways of collecting money which all go into
separate wallets. So what we’ve been trying to do is to say, look, we’re rolling this out, we’re putting a
lot of money on the table, we’re accelerating - you can see the number of merchants we have compared
to the number of POS devices that are in the market - work with us and we will open up our merchant
network to you to allow your customers to pay directly in. The benefit for me is that it then hits the MPesa merchant wallet, the money comes into M-Pesa, and that gives us a better opportunity to monetise
that merchant and the revenues from holding that wallet later down the line. So I think there is a win-win
situation, and hopefully that will start to evolve.

Operator
Thank you very much. The next question is again a follow-up from Baha Makarem. Please go ahead.
Baha Makarem
Hi guys. One final question. We saw a couple of months ago that TTCL received a Chinese-backed
loan. Has there been anything on the ground in terms of what TTCL is going to do with the funds? Is it
looking like a new competitor might be becoming a serious force, or is consolidation on the other half
also an option for them? Thank you.
Ian Ferrao
Thanks Baha. You’re right, TTCL, we saw the news that they did pick up that sizeable loan.
TTCL is really two businesses for me. The first is a fixed line operator responsible for the NICTBB fibre
backbone across the country. Actually, some of that money clearly went into upgrading that backbone.
So that backbone was starting to reach capacity bottleneck and they have now come back to us saying
that they’ve managed to open it up and change that equipment. We remain customers on that backbone
which is really good news for us because we need that capacity. So even during the first half of this year
we put another order in to upgrade some of our capacity that takes us from Dar es Salaam across the
country.
What they did with the rest of the money is that they did start to build out their own 4G network, only in
certain cities, in Dar es Salaam and Dodoma. There is probably one other city where we’re starting to
10

see them roll out a 4G layer. Of course they still need to build distribution. I mean, if I look at customer
growth on that it’s probably not where their business case probably should have told them it’s going to
be with the revenue that we’re seeing and the amount that has gone into it.
So, I think it’s important that we continue to explore partnership opportunities with TTCL if that’s the
case because we don’t want the government investing money and then that operation going into
distress. But at the same time we’re not seeing them as a major threat at this stage.

Baha Makarem
Thank you.
Operator
Thank you very much. Ladies and gentlemen, a final reminder, if you wish to ask a question please
press star and then one now. We will pause a moment to see if we have any further questions.
Gentlemen, we have no further questions in the queue. Do you have any closing comments?

Ian Ferrao
No, thanks Chris, and thanks to all of you for dialling-in today and for listening to our results
announcement.
As usual, if you’ve got any follow-up questions after taking in some of the results please do email them
through to our investor relations function. The email address is [investorrelations@vodacom.co.tz].
Operator
Thank you very much sir. Ladies and gentlemen, that concludes this conference call and you may now
disconnect your lines.

END OF TRANSCRIPT
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