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The information contained in this document has not been verified independently. No representation or warranty express or implied is made as to, and no
reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained herein. Opinions and forward
looking statements expressed represent those of the Company at the time. Undue reliance should not be placed on such statements and opinions because
by nature, they are subjective to known and unknown risk and uncertainties and can be affected by other factors that could cause actual results and
Company plans and objectives to differ materially from those expressed or implied in the forward looking statements.

Neither the Company nor any of its respective affiliates, advisors or representatives shall have any liability whatsoever (based on negligence or otherwise) 
for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in statements whether to reflect new information or 
future events or circumstances otherwise.

This presentation does not constitute an offer or invitation to purchase or subscribe for any securities and no part of it shall form the basis of or be relied 
upon in connection with any contract or commitment whatsoever.
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Welcome, 
objectives and 
introductions



TTiimmee PPrreesseennttaattiioonn** KKeeyy  ssppeeaakkeerrss

08:30 Welcome Rob Shuter 

08:40 Business overview and strategy Rob Shuter & Ralph Mupita 

09:55 Growth opportunities Jens Schulte-Bockum

10:40 Break

10:55 Fintech Serigne Dioum 

11:25 Digital David Gilarranz 

11:55 Technology & sourcing Charles Molapisi & Dirk Karl 

12:40 Lunch

13:20 MTN South Africa Godfrey Motsa 

14:05 MTN Nigeria Ferdi Moolman

14:50 Panel discussion on the regions Ebenezer Asante, Karl Toriola & Ismail Jaroudi

15:20 Break

15:30 Risk & regulatory Felleng Sekha, Ralph Mupita, Michael Fleischer 

15:55 Nigeria investment case
Yewande Sadiku (Nigerian Investment Promotion 
Commission) & Bolaji Balogun (Chapel Hill)

16:30 Leveraging our people assets Paul Norman

17:00 Closing remarks Rob Shuter 

Agenda
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*Click presentation link to navigate directly to a section



MTN at a glance



MTN at a glance
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Numbers at December 2018

233 million 
subscribers

79 million 
active data users

27 million 
active MoMo users

+ 22%
Data revenue

35,9%
EBITDA margin

+46,8%
Fintech revenue

19k 
employees

Our belief is that everyone deserves the benefits of a modern connected life

21 markets in Africa and the Middle East

SEAGHA
WECA
MENA

Service revenue of 

R125 billion

Our vision is to lead the delivery of a bold new digital world



Our telco subsidiaries – contribution to EBITDA
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MTN
South Africa

MTN
Nigeria

SEAGHA WECA MENA

MTN
Ghana

MTN
Uganda

MTN
Rwanda

MTN
Zambia

MTN
Cameroon

MTN
Ivory Coast

MTN
Benin

MTN
Guinea-Conakry

MTN
Guinea-Bissau

MTN
Congo-

Brazzaville

Lonestar Cell
MTN Liberia

MTN
Syria

MTN
Yemen

MTN
Afghanistan

MTN
Sudan

MTN Group

3344%% 3355% 1177% 99%% 55%%

Numbers at December 2018

MTN
South Sudan



A compelling investment case
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• High growth MEA region
• In 3 of 4 largest economies
• Top two positions in all markets

• Fast growing youthful population
• Low data, fintech and digital adoption
• Enterprise and wholesale opportunity

• Demographics drive revenue
• Efficiencies improve margins
• Smart capex moderates investment

• Portfolio optimisation
• Sustainable leverage
• Progressive dividend policy

Strong
position in the right 

markets

Exciting
demographic 
opportunity

Attractive 
return profile

Well positioned
for the

long term

Clear strategy

Executed by a strong and experienced management team

Enhanced risk and regulatory framework



One network
One distribution
One registration

The evolving telco

The fintech player

The digital player

WholesaleVoice Data Enterprise

Fintech

Transfers, Payments, 
loans, deposits, 

insurance, marketplace

Digital
Media, messaging & 
mobile advertising

Building the Digital Operator 

9

MTN
The Digital Operator
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Incorporating the Digital Operator in BBRRIIGGHHTT

BBeesstt  
ccuussttoommeerr  

eexxppeerriieennccee

RReettuurrnnss  aanndd  
eeffffiicciieennccyy  

ffooccuuss

IIggnniittee  
ccoommmmeerrcciiaall  

ppeerrffoorrmmaannccee

GGrroowwtthh  
tthhrroouugghh  ddaattaa  

aanndd  ddiiggiittaall

HHeeaarrttss
aanndd  mmiinnddss

TTeecchhnnoollooggyy  
eexxcceelllleennccee

Voice

Enterprise

Wholesale

Data

Digital

Fintech
10



2019 Q1 progress

Solid operational performance

Group double-digit service revenue growth 

MTN SA and MTN Nigeria achieved service revenue targets

Asset realisation programme on track

Group board evolution and the establishment of an International Advisory Board 

1

2

3

4

5
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Key take-aways for the day
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A compelling and attractive investment case

Uniquely positioned to capture growth in our markets

Asset realisation programme to simplify portfolio and 
support de-gearing of holdco debt

Enhanced risk and regulatory framework in place

Strong and experienced management team focused on delivering 
shareholder value

1

2

3

4

5



MTN’s position
in the industry



648 654 651 

403 426 443 

2018 2020 2025

Developed Developing

Global mobile revenue projections
(US$ bn)

30%

33%

34%
35%

37%37%

36%

35%
35% 36%

2014 2015 2016 2017 2018

Developed Developing

Global EBITDA margin 
(%)

157 160 
155 

153 

12 19 
29 

41 

2017 2018 2019 2020

Global capex Global monthly data traffic

Mobile operator capex projections
(US$ bn)

Many global industry headwinds do not apply to emerging markets

Source: GSMA_The mobile economy 2018 

Developed
(%)

0,5% -0.1%

Developing
(%)

2.7% 0.8%

--00..99%%
1 051 1 080 1 094

14

5511%%

15% 14%Capex intensity
(%)



Developing Developed

Africa Asia Central and 
South America

Europe North America

Service revenue (US$ bn) 52 431 67 184 260

Service rev. CAGR (%) 4.0% 0.2% 1.2% 2.1% 3.5%

Smartphone penetration (%) 33% 61% 65% 93% 86%

Mobile internet (%) 23% 40% 49% 69% 73%

EBITDA margin (%) 40% 34% 27% 31% 38%

CAPEX (US$ bn) 10 81 14 28 37

CAPEX intensity (%) 19% 19% 21% 15% 14%

15

Emerging markets have lower internet adoption

Source: GSMA, Ovum and Analysis Mason. 



Ecosystem innovation trendsGrowth trends

There are 3 categories of megatrends operators need to address

16

Fixed & mobile convergence

Digital inside for efficiency

Market consolidation

Infrastructure sharing

Incremental innovations in existing tech

Separation of infrastructure and service
layers

Connectivity and
media convergence

Time for operator 5G

Network as a platform

Data monetisation

Platform business model

Expansion into advanced
enterprise services

New interfaces
– voice, AR, VR

Open source

Digital disruptor brands

AI enhancing telecoms industry

Alternative connectivity platforms

Next 1bn subscribers

Impact on MTN

Efficiency trends



Building a 
BRIGHTER, more 
sustainable MTN



How we manage the business

18

Group President & CEO
Rob Shuter

CFO
Ralph Mupita

COO
Jens Schulte-Bockum

Chief Reg & 
Corporate Affairs 
Felleng Sekha

Chief Legal Counsel
Michael Fleischer

Chief Human Resources 
Paul Norman

CEO Nigeria 
Ferdi Moolman

CEO South Africa
Godfrey Motsa

VP: MENA 
Ismail Jaroudi 

VP: WECA
Karl Toriola 

VP: SEAGHA 
Ebenezer Asante

9

14

Average numbers of years combined 
experience

MTN experience Telecom experience
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• Fast growing youthful population
• Low data, fintech and digital adoption
• Enterprise and wholesale opportunity

• Demographics drive revenue
• Efficiencies improve margins
• Smart capex moderates investment

• Portfolio optimisation
• Sustainable leverage
• Progressive dividend policy

Exciting
demographic 
opportunity

Attractive 
return profile

Well positioned
for the

long term

Clear strategy

Executed by a strong and experienced management team

Enhanced risk and regulatory framework

A compelling investment case

Strong
position in the right 

markets

• High growth MEA region
• In 3 of 4 largest economies
• Top two positions in all markets



Strong position in the right markets 
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Forecast mobile revenue CAGR (2016-2020) by region 
(%) 

7%

4%
3%

2% 2%

0%

-2%

Sub-Saharan
Africa

Latin
America

CIS Asia Pacific MENA Europe North Africa

Source: GSMA intelligence



We are #1 or #2 across our markets

SSoouutthh  AAffrriiccaa NNiiggeerriiaa IIrraann UUggaannddaa GGhhaannaa CCaammeerroooonn IIvvoorryy  CCooaasstt

Market
position 2/4 1/4 2/3 1/8 1/9 1/4 2/3

Subscriber 
market
share

31% 50% 43% 54% 51% 47% 33%

#2 player in 7 markets

Numbers at December 2018

#1 player in 14 markets

21



GDP growth and urbanisation in our regions supports opportunity 

Compound annual urban population growth

2015 - 2025

4,0

2,1

2,1

2,0

1,9

1,8

1,2

1,0

1,0

0,3

Sub-Saharan Africa

North Africa

Western Asia (Middle East)

Asia

Egypt

World

Latin America and the Caribbean

Brazil

United States of America

Europe

United Nations, Department of Economic and Social Affairs, Population Division (2018). World 
Urbanization Prospects: The 2018 Revision, Online Edition.

Compound annual real GDP1 growth

2015 - 2025

5,3

4,6

3,8

3,5

3,3

2,5

2,0

2,0

1,8

1,3

Asia

Egypt

North Africa

World

Sub-Saharan Africa

Middle East

United States

Latin America and the Caribbean

Europe

Brazil

IHS Market World Overview 
1 Measured at PPP level

22
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• Demographics drive revenue
• Efficiencies improve margins
• Smart capex moderates investment

• Portfolio optimisation
• Sustainable leverage
• Progressive dividend policy

Attractive 
return profile

Well positioned
for the

long term

Clear strategy

Strong
position in the right 

markets

Executed by a strong and experienced management team

• High growth MEA region
• In 3 of 4 largest economies
• Top two position in all markets

Enhanced risk and regulatory framework

A compelling investment case

Exciting
demographic 
opportunity

• Fast growing youthful population
• Low data, fintech and digital adoption
• Enterprise and wholesale opportunity



Fast growing and youthful populations with low data adoption

24

2018
Population growth1

670m 717m 

Population under age of 241

~60% 

2021

to

SSA MENA China US

Population (millions) 1 050 514 1 379 325 

Population below 24 66% 50% 30% 32%

GDP per capita PPP ($) 3 900 8 000 8 500 60 000

SSA MENA China US

Smartphone penetration 23% 52% 76% 83%

Mobile internet 23% 41% 59% 76%

Mobile ARPU ($) 4,6 9,5 9 43

Smartphone adoption2

30% 55% to

Note: 1 Population across all MTN opcos. 2SSA market statistics Sources: World Bank, IMF, IndexMundi, AfDB, GSMA, Ovum, Analysis Mason and MTN



Nascent digital services; underpenetrated mobile financial services 

SSA MENA China US

TV 36% 95% 95% 96%

Pay TV 9% 65% 61% 79%

Netflix/iQiyi 0% 30% 17%

Whatsapp/WeChat/FB 18% 67% 73% 66%

SSA MENA China US

Banking 19% 45% 66% 76%

Digital payments 20% 23% 56% 74%

Momo/Alipay/Paypal 7% 15% 22% 15%

25Sources: World bank, IMF, IndexMundi, AfDB, GSMA, Ovum, Analysis Mason, McKinsey, PwC, and MTN

Active Mobile Money customers

27m 60m 
Digital subscriptions

28m 40m 

Unbanked population

~80% 

to

to

20212018



We have access to six value pools, creating growth & value potential

26
Note: Excludes Iran. 

Ù
2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing

Voice
Maturing, large pool

R240bn

~-2%Ù

Data
Inflection to explosive growth

R265bn

Digital
Unique EM opportunity

R25bn
Fintech

Transformational opportunity

R90bn

Enterprise
SME and converged services

R245bn

Wholesale
Explosive traffic growth

R55bn

~20%Ù ~50%Ù

~50%Ù ~15%Ù
~30%Ù



Exciting
demographic 
opportunity

• Fast growing youthful population
• Low data, fintech and digital adoption
• Enterprise and wholesale opportunity

27

Clear strategy

Strong
position in the right 

markets

Executed by a strong and experienced management team

• High growth MEA region
• In 3 of 4 largest economies
• Top two position in all markets

Enhanced risk and regulatory framework

A compelling investment case

Attractive 
return profile

Well positioned
for the

long term

• Demographics drive revenue
• Efficiencies improve margins
• Smart capex moderates investment

• Portfolio optimisation
• Sustainable leverage
• Progressive dividend policy
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• Consumer voice

• Mobile data
• Fintech and digital

• Enterprise and wholesale

• Cost control

• Operating leverage
• Digitalisation

• Scale advantages

• Accelerating FCF

• Working capital
efficiencies

• Asset realisation
programme

Progressive dividend policy (10% – 20% growth)

Service revenue
growth

EBITDA 
margin 
growth

Lower 
capex 

intensity 

Higher 
cash 
ratio

-

Improving returns (ROE >20%)

Our financial framework to drive value creation

Further strengthening the balance sheet (2,0x – 2,5x)



Voice
59%

Data
23%

Digital
3%

Fintech
6%

SMS
2%

Other 
5%

Wholesale 
2%

Service revenue by services offered
(Rm) 2018

Service revenue opportunities - data, digital and fintech 

Service 
revenue
R125bn

29

South Africa
29%

Nigeria
30%

SEAGHA
18%

WECA
16%

MENA
7%

Service revenue by top opcos and regions
(Rm) 2018

Service 
revenue
R125bn

Iran revenue: R11,6bn
Iran EBITDA: R4,2bn



Capex intensity* Capex* 

Radio and 
infrastructure

63%

Capex (Rm) 2018 Capex allocation (%) 

Driving capital efficiencies while building a world class network

30

Transmission
13%

IT systems
19%

Core
network

3%

Other 
capex

2%

35 268 31 460 26 017

1 635

0

5 000

10 000

15 000

20 000

25 000

30 000

35 000

40 000

26 426

0

10

15

20

25

30

35

40

50

2017

23,7%23,8%

2019 guidance20182016

19,3%

33GG

44GG

88  558833

88  661111

88  229955

77  225577

sites rolled out sites rolled out

Capex for digital, GlobalConnect and ERP

* IAS17



22,,99xx

11,,33xx

22,,77xx

51,4%

ZAR

54,4%

45,6%

2017 H2

48,6%

2018 H1

51,6%

48,4%

2018 H2

USD/EUR

RR5511,,77bbnn

RR6622,,00bbnn

RR5577,,55bbnn

HHoollddccoo  lleevveerraaggee 22,,33xx

31
GGrroouupp  lleevveerraaggee 11,,33xx11,,66xx

A strong balance sheet getting stronger

• Reducing holdco net debt

• Maintaining holdco leverage
within target range

• Improving debt mix

• Dividend covered by operating
cashflow by 2021

• Increasing opco debt

2021 ambitions

Holdco net debt, mix of debt and leverage



Asset realisation will support further balance sheet strength
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• Nigeria listing completed.
Public offer when market
conditions are conducive

• Nigeria redemption of pref
shares US$315m in
progress

• Zambia localisation in
progress

• Mascom disposal in
progress for H1 2019
US$300m

• BICS contract renewal

• Jumia IPO completed, fair value as at 24 May 2019 US$348m
(carrying value US$152m at 31 December 2018)

• ATC loan buy out agreed for US$61mQ
2 

20
19

 
P

ro
g

re
ss

Subsidiaries Telco associates & JVs E-commerce portfolio
(carrying value◊◊ – R5bn)

Tower companies
(carrying value◊ – R25bn)

A
ss

et
s

SA & Nigeria

SEAGHA

WECA

MENA

Irancell

eSwatini

Mascom

BICS and aYo

Jumia

MEIH

IIG

Travelstart/Amadeus

IHS

ATC Uganda

ATC Ghana

ATC loan

◊ Carrying value accounted for in the 2018 financial statements should not be considered to be reflective of the fair values of the companies or the estimated proceeds



Improving returns for shareholders
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0

5

10

15

20

25

30

35

40

45

50

16

6

0

22

2

8

10

12

14

18

20

11,5%

2018 20222016 2017 2019 2020 2021

13,4%
12,7%

20% over medium term 
(3 – 5 years)

Historical performance Target

• EBIT expansion

• Stable depreciation and
amortisation for network

• Asset realisation programme

• Reduce finance costs

Key drivers of return 
improvement

Adjusted headline earnings

Equity attributable to equity       
holders of the company

ROE =



Capital allocation priorities over the medium term

Organic growth 

Stabilise leverage 

Return cash to shareholders through dividend 

Selective mergers and acquisitions

Share repurchases or special dividends 

34

Improving capex intensity post IFRS 16 implementation 

• Target holdco leverage of 2,0x to 2,5x
• Rebalance the holding company debt mix - target rand debt to > 60% of total debt 

Within our progressive dividend policy of 10% to 20% off a base of 500 cents per share in 2018

Opportunities aligned to the investment case, subject to strict risk and financial criteria

Only considered when other capital allocation priorities have been met

1

2

3

4

5



Thank you



Growth 
opportunities



Voice



Voice  today
The opportunity and 

growth drivers Our ambition

Voice is a growing business

38

Coverage advantage in high
population/voice usage growth areas

Ultra-rural site roll-out

Personal pricing with AI

86%
2G

68%
3G

86%
2G

Bundle offering

Why MTN?

Best and largest networks Largest distribution 
footprint

Growing market shares Investing analytics and AI

Customers: 
233 million subscribers

Revenue: 
R82,2 billion in 2018, growth of 7,3%*

Established:
Customer value management

R240bn

Distribution transformation

• People penetration

• Population growth

• Price elasticity

• Fast adoption of youth

Market growth drivers:

The opportunity:

*Constant currency
Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing



2019 3 year CAGR 2021

PPooppuullaattiioonn  
ggrroowwtthh
(mn)

Africa 1320 22%% 1386

Asia 4585 1% 4662

South America 428 1% 436

North America 366 1% 372

Europe 743 0% 745

Voice decline in MTN markets is lower than global benchmarks

Note: 1 MTN markets exclude Iran. Source: Ovum, GSMA intelligence, World Bank data, Group Strategy market sizing

Total addressable mobile voice opportunity, 2019-20211

(R bn)

248 246 238

1 249

1 117

973

235
202 171

912

786

647
859

736

591

2019 2020 2021

MTN markets

North America

Asia

Europe

South America

-2%

CAGR

-12%

-16%

-17%

-15%

2019 3 year CAGR 2021

MMaarrkkeett  
ppeenneettrraattiioonn
(%)

Africa 48% 33%% 51%

Asia 67% 1% 68%

South America 71% 1% 72%

North America 84% 1% 85%

Europe 87% 0% 87%

2017 Growth rate 2018

MMOOUU
(min)

Africa 82 2299%% 105

Asia 330 12% 376

South America 138 33% 207

World 300 11% 336

Europe 283 3% 292

Voice opportunity drivers benchmark, 2019 -2021

39



Mass segments Carpet bombing Gross additions

From

Protect & grow vvooiiccee through customer value management 

To

Micro segments Targeted offers Base management

KKeeyy  CCVVMM  aacchhiieevveemmeennttss

SSttaannddaarrddiisseedd  
CCVVMM  ppllaattffoorrmmss

18 opcos

IInnbboouunndd  
mmaarrkkeettiinngg

6 opcos

SSccaallee  uupp  CCVVMM  
pprrooggrraammmmee  

from 35 to 150 
people

CCVVMM  AAccaaddeemmyy
1300+ hours 
accredited 

training

4455  ccoommmmeerrcciiaall  
pprrooggrraammmmeess  

12 opcos

NNeett  
iinnccrreemmeennttaall

rreevveennuuee
generated via 

CVM
$$116655mm  ((22,,2255%%))

40



Data



Data  today
The opportunity and 

growth drivers Our ambition

Data is our core medium-term growth driver

Ubiquitous data coverage

200 million active data subscribers

66% data penetration

86% 2G   
68% 3G  
33% 4G

population 
coverage

Growing our footprint and connecting 
the unconnected through CHASE

Why MTN?

Cross-sell into
voice base

CHASE strategy Pioneer in low cost 
data technology

Customers: 
79 million active data users

Revenue: 
R28,5 billion in 2018, growth of 22%*

Coverage: 
105 million smartphones

R265bn

• Low data penetration

• Coverage > 60%

• Poor fixed networks

• Exponential demand

Market growth drivers:

The opportunity:

Largest data networks

*Constant currency

Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing 42



Revenue 
opportunity

% of 
population

Customer 
today

We will target two key segments to capture the data opportunity

43

Value Volume

EntryEstablished

30%

40%

• Connecting our customers in to the mobile internet world
• In peri-urban or rural areas, still on basic handsets
• Unique CHASE strategy to capture
• Income levels at < $150 per month

50%

20%

• Largely the customers of today
• Already on data-capable

handsets
• Largely in metropolitan areas
• Buying bundles or on post-paid

20%

40%

EmergingSegments



CHASE connecting the unconnected

44

HANDSETS AFFORDABILITY
SERVICE 

BUNDLING EDUCATIONCOVERAGE

Ensure 
sufficient data 

coverage 
in rural low-

income areas

Increase 
affordability and 
access to data-
enabled devices

Increase 
data service 
affordability

Simplify bundling 
and selling of data 

and services to 
ensure relevance

Enhance digital 
literacy and 

awareness of the 
potential of 

digital services
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58 59

2G 3G 4G

Coverage - sufficient data coverage in rural low-income areas

86%
2G

68%
3G

33%
4G

Pop (m)

Ubiquitous data coverage

Population coverage

PPooppuullaattiioonn  ccoovveerraaggee AAddddiittiioonnaall  ppooppuullaattiioonn  ccoovveerreedd  iinn  22001188

45

U900 rollout

8 483 U900 sites deployed

3G population coverage growth 

of over 58 million people

SSiittee  rroolllloouutt



Handsets - innovating low-cost technologies

46

Driving smartphone sales Develop $20 smartphone

Sales at informal telco markets

Focused and structured approach

Currently in progress in 
86 telco markets

Targeting rollout in 10 opcos with 180 
markets

Android 3G smartphone 
launch by Sep 2019

KKaaiiOOSS

MTN $20 “smeature” phone

World first
45 000 units sold in first 3 weeks

Rollout in:



Affordability - price transformation

47

OOOOBB SSmmaallll  BBuunnddllee LLaarrggee  BBuunnddllee

…..while ensuring data profitability 

2200119922001188 22002200 22002211 22002222

Avg. Cost of Production*

Incremental Cost

ERGB

RReedduucciinngg  ddaattaa  pprriicceess  iinn  oouurr  mmaarrkkeettss

22001188  rreedduuccttiioonnss  
• 50% reduction in OOB
• 30% reduction in small

bundles

* Fully allocated production cost

Flattening the price curve…



Service bundling- improving data usage with enhanced value 
propositions 

Integrated bundles for 
high value customers Youth bundles CVM initiatives

48

Nigeria Cameroon Nigeria Ghana Uganda Cameroon Nigeria Ghana South 
Africa

Ivory 
Coast

Cameroon

1310 1064

1983
1583 1381

2241

0

2000

4000

South Africa Nigeria Ghana

M
B

/s
u

b
s

AAvveerraaggee  uussaaggee  ppeerr  ssuubbssccrriibbeerr Jan-18

Jan-19
21%

13%

30%



8 training modules

Achieved in 2018 2019 step-change initiatives

Electronic
voucher distribution

(EVD) platform

Education - key focus for 2019

49

Right-SIM-
right-settings

Free data environment
#MTNBrighterLives

MISTT

The internet WhatsApp Youtube Google

Facebook Wikipedia Cost Safety

$19.00



Enterprise



Grow market share in high growth segment

Enterprise today
The opportunity and 

growth drivers Our ambition

Preferred connectivity solution 
partner for enterprise within the 

MTN footprint

Accelerate growth through segmented
products

86%
2G

68%
3G

86%
2G

Why MTN?

Best network in
most markets

Largest fixed network
(core/transmission)

Strong partnership 
network

Bundle ICT 
and connectivity

Defining a channel strategy

51

Revenue: 
R13,4 billion in 2018, growth of 8,4%*

Streamlining: 
Under-indexed market share

Identified segments and products 
portfolio

Enabled group-wide collaboration, 
implemented “MTN way” of selling 

R245bn

• Mobile-first trend
• Underserved SMEs
• Unified comms and IoT
• ICT adoption growing

Market growth drivers:

The opportunity:

Establish MTN way of selling

*Constant currency

Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing



44  115522    

33  776666    

669911    
552266    447777    332299    

  SSoouutthh
AAffrriiccaa

  NNiiggeerriiaa IIvvoorryy  CCooaasstt CCaammeerroooonn   GGhhaannaa UUggaannddaa

Enterprise opportunity is highly concentrated in a few markets

Mobile voice and data ICT and fixed

44,,99

00,,77

Top 6 enterprise revenue by market, 2018
(R m) 

52

Top 5 market enterprise revenue by product, 2018
(R bn) (excluding MTN SA) 



90%

8% 2%

Mobility Fixed Connectivity UC/ IoT/ Cloud

SME Large enterprise

Ensuring the right product portfolio for each segment

Automated 
provisioning

Customer 
journey maps

CRM Order management Billing & revenue 
assurance

55%35%

10%

Mobility Fixed Connectivity UC/ IoT/ Cloud

Technology enablers
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22001188  SSeeggmmeenntt  rreevveennuuee  mmiixx



Enterprise business priorities

Understand and address the SME opportunity via sub-segmentation Small and medium
enterprise

Elevate multi-national client (MNC) accounts and build-up MNC organisationLarge enterprise

Use strategic alliances to accelerate growth and improve channel deliveryPartnerships

Build segment minimum viable product (MVP) for LE and SMEProduct

Design and implement process and technology roadmap to enhance delivery Fulfilment, assurance 
and billing 
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Wholesale



Wholesale today
The opportunity and 

growth drivers Our ambition

Build scale Pan-African infrastructure group

56

Build leading connectivity platform in Africa

Unlock revenue and savings in opcos

86%
2G

68%
3G

86%
2G

Why MTN?

Already largest
infra player

Scale for
terrestrial build

Local presence for 
sales and service

Hub supported
by own traffic

Significant traffic growth

Revenue: 
R2,8 billion revenue, growth at 63,7%* 

Connectivity: 
Delivered 120G of connectivity

Building YellowConnect platform

Concluded national wholesale 
agreements

Set up: 
GlobalConnect org, self-funding Monetise existing assets  

R55bn

• Capacity demand huge
• Satellite to fibre migration
• Managed MPLS need
• Efficiency drive voice/sms

Market growth drivers:

The opportunity:

*Constant currency

Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing



Solid performance of MTN GlobalConnect in 2018

57

EBITDA Capex CashflowRevenue

Target achieved

Fuelled by external sales 

Ahead of budget

Growth ahead of revenue

Effective opex management

500 Gbps dry fibre finalized 
with Liquid Telecom 

Roaming signalling & VAS 
hub project initiated

Submarine cables upgrade 
100x10G capacity on WACS 

Self-funded since start up

Effective working capital 
management

Unlocking revenue and savings in opcos 



2

2
2

2

2

Project West

Project East

2     2
2

3

ACE

EASSy

TEAMS

AAE-1

EIG

WACS

2 2

Building

Develop the most complete backbone in Africa – traffic growth 
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Subsea Cables System Utilisation

WACS < 50%

ACE
> 50% & < 75% 

EIG

AAE-1 SMW5 > 75%

TEAMS

EASSy

New projects
Global IP MPLS PoPs
Landing Stations 

Mobile Operations

Terrestrial Lines MTN Business 

Global Hub Sites
Existing links

MTN PoP only

Planned links

MTN network also utilises other cable 
Systems (Main One, SEACOM, SMW4,
IMEWE among others)

Messaging Buying Co-locating



Voice Messaging Roaming

From fully fragmented approach… …to centralised management of 
routing, quality control

Leverage scale and opportunities with Y’ello connect mobile hubs

59

Opco

Opco

3rd

party
3rd

party
3rd

party

Y’ello Connect
Mobile hubs

Opco

Verticalising key domains in platforms

Increasing revenues & quality while reducing 

costs

New services & innovations

Rapid rollouts

Advanced monitoring & fraud management

Quick troubleshooting

One Group, one contract

RRooaammiinngg
From 12 000 to 650 agreements 

from 2019 onward

MMeessssaaggiinngg
Application-to-person  

VVooiiccee
Intra MTN traffic

regional & international traffic

3rd party

Opco

Opco

Opco

Opco

Opco



Opco mobile national wholesale opportunities
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IranSouth Africa

• Telkom roaming deal 

• CellC roaming deal

• Spectrum lease deal with 
RighTel, the third mobile 
operator



Thank you



Fintech 
opportunity



Our fintech business is a significant driver of value

63
*Constant currency

Fintech today
The opportunity and 

growth drivers Our ambition

60 million active MoMo users

#1 fintech in Africa

Live 18 countries

Deep fintech product portfolio 

$1 - $1,30  ARPU

86%
2G

68%
3G

86%
2G

~R90bn

Why MTN?

Already a large fintech 
with 27m customers

Ubiquitous
USSD channel

Repurpose mobile 
distribution

Extensive
data sets

Customers: 
27m active users in 14 operations

Revenue: 
R7,8 billion in 2018, growth of 46,8%*

Usage:
R1 trillion transaction value 
6 800 transactions processed a minute

Ecosystem: 
2,9 million insurance policies, 
Open API, MoMoPay, Mowali, 
MoMoKash

The opportunity: 

The market growth drivers:

• Low banking penetration

• Large cash economies

• Airtime to e–money

• Enabling regulation

Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing



Our fintech business is already at scale…
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Live
in 14 markets 

27 million active 
monthly  users R 7,8 billion revenue R 1 trillion transactions 

in 2018 



…and is evolving into fintech platform enabling the entire ecosystem 

65

SSccaallee  MMooMMoo bbaassiiccss  11 DDeevveelloopp  eeccoossyysstteemm22 FFiinntteecchh  ppllaattffoorrmm33

• Further scale P2P transfers

- customer acquisition

- Strengthen and leverage GSM 
distribution network

• Launch new key markets 

• Digitise airtime sales 

• Enable payment by adding 
merchants & enterprises (MoMoPay)

• Accelerate merchant acquisition

• Digitise international remittances 
leveraging distribution & reach 

• Enable interoperability (Mowali) 

• Open the MTN fintech ecosystem 
(MoMoAPI)

• Create a digital marketplace 
(MoMoMarket) 

• Leverage data to develop banktech
capabilities and portfolio

• Scale the insurtech business 

AAPPII
OOTTTT



Agents

Active usersDrive user 
adoption

Build 
distribution 
network

Geographic 
expansion

Digitise
airtime sales

Accelerating MoMo basics by leveraging our assets

66

Consumers

Fintech today (2018) Our ambition

Active users2277  mm

337788  kk

1144

2200%%

6600  mm

1188

6600%%

Agents

Active markets

Airtime sales via 
MoMo

One distribution network 
for GSM and fintech

Active markets

Airtime sales via 
MoMo



0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Y1 Y2 Y3 Y4 Y5 Y6 Y7 Y8 Y9 Y10

67

CC
uu

sstt
oo

mm
eerr

  pp
eenn

eett
rraa

ttii
oo

nn
  ((

ffii
nn

ttee
cchh

  ss
uu

bb
ss//

GG
SS

MM
  ss

uu
bb

ss))

YYeeaarrss  ssiinnccee  llaauunncchh

FFiinntteecchh  ssuubbssccrriibbeerr  ppeenneettrraattiioonn  ooff  mmoobbiillee  ssuubbssccrriibbeerrss  ssiinnccee  ffiinntteecchh  llaauunncchh11

% Safaricom M-Pesa benchmark

Notes: 1MTN fintech launch date is selected as the year fintech became a main focus of the opco and the initial market uptake began. Source: MTN internal data, Safaricom, Delta Partners 
analysis

MoMo
M-Pesa

Significant potential to 
accelerate fintech adoption 

in multiple opcos 

We still have further opportunity to accelerate



NNiiggeerriiaa
• Launch pending regulation

RR1155,,11  bbnn

SSoouutthh  AAffrriiccaa  
• Launch Q2 2019

RR1122,,44  bbnn

SSuuddaann
• Launch pending regulation

RR77,,77  bbnn

AAffgghhaanniissttaann
• Launch Q3 2019

RR11,,00  bbnn

Opco
2023 market fee 

revenue potential1

Notes: 1Total 2023 addressable revenue in respective markets; Source: Delta Partners analysis
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In addition, MoMo will launch in four of our markets this year



Active usersMoMoPay

Capture the 
enterprise 
segment

Digitise
international 
remittances 

Enable 
interoperability

Enable payments by adding merchants and enterprises

69

Fintech today (2018) Our ambition

Digitise the African 
payments space

110022  kk

1100  kk

RR5544  mm

Corporate 
accounts

Transaction 
value

Mowali1 is live

Leverage GSM business to 
scale enterprise 

Digitise the African 
remittance market  

Help build the African 
mobile switch

AAggeennttss

MMeerrcchhaannttss

EEnntteerrpprriisseeSSttrraatteeggiicc  
ppaarrttnneerrss

CCoonnssuummeerrss

1Mowali - joint venture between Orange Group and MTN Group – two of Africa’s largest mobile operators and mobile money providers, to enable interoperable payments across the African continent.



Live in UgandaMoMoAPI

MoMo-
Market

Banktech

Insurtech

Participating in verticals is key to becoming an end-to-end platform 
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Fintech today (2018) Our ambition

Stimulate fintech ecosystem 
by opening key assets across 
opcos

Pilot planning in Ghana

Dispersed 100k loans per day 

3 million insurance policies 
written

• Empower merchant with
ecommerce and access

• Scale the platform

• Internal scoring
• Become a financial service

market place

Scale the Insurtech business 
via strategic partnerships and 
aYo

Developers

FSPs

Consumers

Agents

Merchants

Enterprise

Strategic 
partners

AAPPII



Open MTN intech ecosystem by 
offering:
• Payment-as-a-service
• Channel-as-a-service
• Data-as-a-service
• Authentication-as-a-service

Evolving from a payment enabler to a financial services market place

71

OOppeenn  tthhee  ffiinntteecchh  eeccoossyysstteemm  ttoo  ddrriivvee  iinnnnoovvaattiioonn…… ……aanndd  eevvoollvvee  iinnttoo  aann  eenndd--ttoo--eenndd  ffiinntteecchh  ppllaattffoorrmm

Sandbox
APIs
External partners
Use cases
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MTOs Banks
Insurance 
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Mobile Saving

Mobile 

Insurance
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M
arket place

Wealth 

management

A
dvanced 

insurance

Open loop 
payments

MTN and 3rd party products 
will be sold via MoMo app



Evolving into a platform allows us to capture the opportunity
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Notes: 1 Transfers includes P2P, remittances & cash out; Banktech includes lending and saving; 2Insurance revenues calculated at a flat fee of 20% on premiums; 3 eCommerce revenues are 
based on a 9% transaction fee; Source: GSMA, World Bank, IMF, Ovum, Euromonitor; Delta Partners analysis
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P2P transfers

Cash out

Airtime

Payments 11,5 bn

Remittances 4,3 bn

MoMoMarket

Banktech

Insurtech

28,7 bn

22,1 bn

5,8 bn

1,4 bn

14,5 bn

7,2 bn

SSccaallee  MMooMMoo bbaassiiccss  DDeevveelloopp  eeccoossyysstteemm FFiinntteecchh  ppllaattffoorrmm

11 22 33



5% to 30% contribution to opco 
revenuesSecure revenue growth

Control GSM cost of sales

Reduce customer churn

Capex light & cashflow 
intensive

As well as fundamentally impact our core business 
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Fintech today (2018)

20% of airtime sold through Mobile 
Money

39% (exclude Nigeria & MENA) of GSM 
base is active MFS user

Capex / revenue (0%)

Core business impact

Diversify revenue

• Reducing cost of sales
• Gross margin increase

• MFS RGS30 churn is below 1%
• Secure/grow GSM market share

Improve cash flow



1 803 1 739

402

177
79 

60 
21 9 6 

Fintech is a significant driver of value

Fintech companies by valuation1,2,3,4

R bn

Notes: 1 Calculated based on average EV/revenue of comparable companies, adjusted for outliers multiples greater than 20; 
2Financials based on latest financial statements release or latest transaction if not a listed company. Revenue figures are aligned to date of latest valuation for private companies 
3USD:ZAR exchange rates vary per company based on date of latest transaction/financial reporting year-end. 
4Enterprise value as at May 10 2019 with FY18 revenue for listed companies, EcoCash represented by Cassava SmarTech figures as at January 2019; Source: MTN internal data, Hyperion data, 
CapIQ, Bloomberg, Company financial results, press clippings

EV/Rev 16,9 8,0 8,5 26,5 10,1 16,5 101,2 6,2 4,6

Revenue
(R bn) 107 218 47 6,7 7,8 3,6 0,2 1,4 1,3

Subs
(‘m) 900,0 267,0 15,0 80,0 27,1 6,1 0,9 10,5 8,0

Comparable company 
multiples suggest an 

MTN fintech valuation 
of R79bn

High multiples driven 
by growth potential

Similar business 
model as MTN fintech 

end-state

Good comparable 
given region & 
business model

Lower multiple likely 
driven by AliPay

strategic partnership 
investment at a 

discount

74

1739
1803



Thank you



Digital



Digital drives new revenues and data adoption

Digital today
The opportunity and 

growth drivers Our ambition

40 million active subscriptions

Build a platform business to enable our 

customers to access traditional OTT 

services

R25bn

Why MTN?

Service bundling
with data 

Billing/charging
relationship

Local knowledge
and presence

Customer 
insights

Revenue: 
R3,9 billion in 2018, 
growth impacted by VAS optimisation

Launched:
Ayoba IM SuperApp
MusicTime! in MTN South Africa
Mobile advertising platform

The opportunity:

Market growth drivers:

• Data adoption growing

• Demand for services

• Fast adoption of youth

• OTT service gap

Build own services

&

customise for our markets

77Note: Excludes Iran. 2021 market pools and 3 year organic CAGR. Source: MTN Group Strategy market sizing



Digital life for advanced market user

Source: Radio Free Mobile, Nielsen, Google, e-marketer, 
Pewinternet.org, comScore, NetMarketShare

SSmmaarrttpphhoonnee  QQ33  22001166

Gaming
23%

Social 
networking

23%
Instant 

messaging
15%

Media 
consumption

9%

Browsing
8%

Other
20%

Gaming
20%

Social 
networking

20%

Instant 
messaging

21%

Media 
consumption

22%

Browsing
5%

Other
10%

SSmmaarrttpphhoonnee  QQ22  22001199SSmmaarrttpphhoonnee  22001166 SSmmaarrttpphhoonnee  22001199

SShhaarree  ooff  ttiimmee  ssppeenntt

78



Building a digital ecosystem to capture the R25bn opportunity
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PPllaattffoorrmm  ccaappaabbiilliittiieess

Messaging Mobile advertising

• Over The Top Service
• Design to meet local needs
• Evolving as a Super App
• Brighter for MTN Mobile Customers

Payment Identity Open APICustomer single view BI & analytics Ads targeting

• MTN’s Mobile Customer Base
• Expanding into OTT Services users
• Regional add network
• Integrating to other add networks

P
a
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n
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s

Media

• Over The Top Services
• Locally relevant content
• Mass market appeal
• Brighter for MTN Mobile Customers

P
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Media services focused on local content 

80

Offering a best-in-class digital experience 

Music streaming service 

Highly curated locally relevant content 

Targeted value propositions

Unique features to MTN GSM customers

Made brighter by MTN



Media services

81

[music timer w/data 
bundle for MTN mobile 

customers]

[sachet pricing offering 
mass market value]

[locally relevant highly 
curated content]



Localised for SSA & MENA consumer needs

Unique features for MTN GSM 
customers

Under an independent “OTT brand” 

Advanced communications app

Instant messaging  app is built for our markets 

82



Messaging services

83

[SMS support expanding 
community beyond 
smartphone users]

[advanced messaging 
features as well as MoMo

integration]

[customer-inspired 
features including local 

language support]

MoMo

Send money

Request money

Contact 1

Contact 2

Contact 3

Contact 4

Contact 5

Contact 6

Contact 7



Advanced messaging evolution to Africa’s super app

iOSAndroid Responsive 
WEB

Messenger

MoMo

Content

Advertisement

Business Channels
eCommerce

22001199 22002200 22002211

84

Data & SMS



The digital market evolution supports our digital strategy

85

2018
Africa mobile broadband connections1

560m 841m 

2021

to

Smartphone adoption2

30% 55% to

Note: 1 GSMA Intelligence, 2 Markets sample data

Average data users 2

7 to 14 
days connected

WhatsApp

Facebook

Facebook Messenger

Viber We Chat

Line

Kakoo Talk

The world of messaging



Thank you



Technology and 
Sourcing



#1 & #2 network NPSBest experience

88

Nigeria South 
Africa

Iran

GhanaCameroon Ivory Coast

0,5 0,32
0,3

0,2

South Africa Nigeria

Dec 17 Dec 18

Technology leadership - our 2018 achievements

95% of 4G mobile data sessions 
>3Mbps

99,99% recharge success 

99,99% billing accuracy

Lower drop call ratio

# 1 Network NPS leadership 
in 9 OPCOS0,31% dropped call rates

Uganda
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Lower capex despite exponential growth in traffic 

32

02

2 800

3 000

2 600

3 400

3 200

3 600

3 800

30

34

36

RR3311  bbnn

2017

RR2266  bbnn

75%

2016

RR3355  bbnn

68%

27%

558800  PPBB

RR2288  bbnn

20192018

334444  PPBB

998866  PPBB

Total capex  (R bn)/ Total data traffic (PB)

19%
67%
28%

6%

6%

4% 2 000

3 400

3 600

3 800

2 200

% 2G data 

Total capex  (R bn)

% 3G data

% 4G data 

++7700%%

++7700%%

++--7700%%



+12

+11

+20

+20

Incremental sites from 2016 - 2019
(‘000)

52,5
62,9

38,6

59,4
14,1

34,1

2016 2019

44GG

33GG

22GG

PPhhyyssiiccaall  ssiitteess

Network growth- more technologies on existing physical sites

Number of sites '000s

54,7 66,8

90



+49

+209

+217

Incremental pop. covered over 5 years 
(‘000) 

Population coverage - enabling data growth with more 3G and 4G coverage 

526,2 564,6 574,9

325,7

461,0
534,4

97,7

247,3

314,5

2016 2019 2021

Total population coverage (m)

44GG

33GG

22GG

91
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IInnvveessttmmeennttss  iinn  ccaappaacciittyy  eennhhaanncceemmeennttss  hhiigghheerr  iinn  22001199  tthhaann  iinn  22001188

RAN modernisation 
on 44  000000 sites

Modernise 88  557744
antennas

2019 capex envelope – doing more with less to increase capacity

4x

5,1k

double

2,9k 6,0k

double

1. Sum of sites by band deployed (G900, G1800, U900, 2100, L800, L900, L1800, L2100, L2600, L3500) 

Optimise capacity

New logical sites 
rollout (#) 1

New U900 sites 
rollout (#)

20% 5%

33,7k 8,7k

Introduce new & advanced 
technologies

New 4G sites with 4x4 
MIMO (#)

New active antennas 
rollout (#) 

Increase 
backbone

Incremental NLD fibre
length (km)

Future-proof 
the network



$1.5m funding partnership

Expanding service providers
OPEN RAN partners 

Innovative business models 
revenue share and capex

400

2018 2020

19,4 
27,8 

2017 2018 2021 

8,4

Efficient increase in 3G coverage

Re-farming - rural coverage

93

U900 Rural rollout

Number of sites (m)

~Approx. 
5 000



Benefits of re-farming

990000  
MMHHzz

11880000
MMHHzz

22110000
MMHHzz

CCoosstt  efficiencies

IInnccrreeaassee  ccaappaacciittyy,,  data speeds and 
performance

Improve in-building qquuaalliittyy  ooff  sseerrvviiccee

Avoid acquisition of aaddddiittiioonnaall  ccoossttllyy  ssppeeccttrraall  
assets

CCuurrrreenntt  ssppeeccttrruumm  uussaaggee 11  ttoo  33  yyeeaarrss  33  ttoo  55  yyeeaarrss  

Spectrum - re-farming to lower costs
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22GG 33GG 44GG 22GG 33GG 44GG 22GG 33GG 44GG

22GG 44GG 22GG 44GG 22GG 44GG

33GG 33GG 44GG 33GG 44GG



2G 3G 4G
2G

3G

4G

BTS site architecture Single RAN architecture

2G 3G
4G

Multi-standard RAN
(starting 2018 with SA modernisation)

Single multi-purpose platform, 
simultaneously supporting multiple

radio access technologies

Single base station unit providing 
LTE functionality, replacing legacy 2G 

and 3G base stations at every site

Separate 2G, 3G and 4G 
RAN infrastructure

of sites across MTN
footprint on single
RAN architecture

~20%
of sites across MTN 

footprint on BTS
architecture

New site build and modernisation 
of legacy BTS sites to be done on 

MS-RAN architecture

95

Technology evolution - RAN architecture

[~80%]



eennaabblliinngg  
Grroowwtthh  

Enntteerrpprriissee  aanndd  
ccoonnnneecctteedd  
wwoorrkkppllaaccee

aaggiillee

Oppeerraattiioonnss

sseeccoonndd  ttoo  nnoonnee

Neettwwoorrkk
ddiiggiittaall  

eeXppeerriieennccee

XyGEN
OXyGEN Programme 2019 – 2023 - Enabling a digital operator
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Integrated and future proof

BSS 
Transformation

5G Network 
Readiness

&

Implementation

ICT  Services
(Security, Cloud, IoT)

Connectivity

D
ig
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l 

API Management Platform (Digital Enablement),  

N
et

w
o

rk
IT
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B
U

Omni 
Channel 

Enablement

UCC 

BOOST

Operation 
Automate and Transform Operation and 

Maintenance .
Managed Services Transformation

NOC to SOC Transition 

COM >> Centralised Operations 

Management

Global operations of Global platforms, 
centralised tools and SOC. 

M
arshall P

lan

Number 1 
Tech Team: 
Highly Skilled,

Diverse & 
Customer 

centric 

Engaged 
and 

collaborative 
Vendor 

partners 

4G+

3.0

Spectrum 
Management

Network 
Sharing 

Wholesale & Roaming 

FinTech 
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LTE 
Evolution >> 

Capacity 
enhancement 
features and 

Massive MIMO 
antennas 

Digital Workplace

(Connecting the unconnected) 

Rural Connectivity

All IP 
Transport 

High Capacity Transport 
Evolution 

Digital Products 
& Services

MTN Unified 
Cloud

Core and 
Transport 
Network 

Transformation
(NFV & SDN)

IT Apps & Infra 
Road to Cloud 

Native 

Technology 
Centre 

Transformation
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Mobility
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SSoouurrcciinnggTTeecchhnniiccaall

98

Leverage network and IT convergence to lower costsIntegrated

Transparent

Future proof

Partner inclusive

Partnership for ggrroowwtthh

Allows for bundled sourcing at technology or geo/regional level

Allows for long-term and sustainable cost efficiency drive

Allows for partner roadmap alignment, joint innovation, predictable pipeline 
and therefore proactive cost optimisation



New global sourcing & supply chain strategy: an 18-month journey 

99

Procurement 
transformation

Category management 
expertise

New sourcing 
programme

Working capital
programme

Center-led 
organization

Analytics & IT 
platforms refresh

Actions taken to substantially reduce unitary costs and match best 
market practices



Key achievements- what have we delivered so far

100

Launch of new sourcing 
programme

Unit price2

Centrally addressed spend1 60%

Total financial savings 35%

33%

RRAANN

-- 5544%%
CCoorree  &&  IINN

-- 3377%%
TTrraannssmmiissssiioonn

-- 1100%%

NOTE: Values excluding Iran OpCo
1Centrally addressed spend: Spend addressed by Group
2Weighted Unit Price Book reduction: Unit Price Book reduction by category
3Commercial Inventory
(e.g. RAN, CORE & IN, Transmission) weighted by total sourceable spend

Working capital 
programme

Days of inventory3

20%

Category mgmt. 
Expertise

# Hardware RAN 
configurations

>900 to 33



MMTTNN SSAA ccaappeexx iinntteennssiittyy &&  ssiitteess

Refresh of 100% of the network & antenna replacement

Catering for 30% capacity increase

Full 5G readiness across SA network
(deployment 2 140 of 5G nodes included)

Only 3 standard configurations across the whole SA 
network

Wholesale growth and RAN sharing included

Delivering on innovation- SA network modernisation & 5G readiness

101

KKeeyy  vvoolluummee  ddeelliivveerraabblleess

##  SSiitteess  ::  2G + 3G + 4G

DDooiinngg  
mmoorree

WWiitthh  
lleessss

Going forward

Capex Intensity

# Sites

NNeeww  
ssoouurrcciinngg

$$

2211%%2277%%

2288%%2288%%

35K

20K

24K

30K

2015 2016 2017 2018



TTiieerr  33

CClluusstteerr

Network managed services- doing better with less!

102

Managed services transformation

We re-opened contracts in key markets before expiry

Stricter SLA1 to guarantee 
business service levels

Standardized operating 
model

Currency and inflation 
controls

Baseline cost reduction

2018 2019

Outlook –
planned network 

optimisation

ü

Baseline cost 
reduction:

- 23%

Continuous 
improvement ratio

2% to 10%

Local currency 
coverage:

100%

11SSLLAA::  Service level agreements

Achievements

Ivory Coast

Ghana

Afghanistan

Zambia

Rwanda

SA Nigeria



Vendor risk management pro-active steering of the vendor portfolio
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CCOORREE

OOtthheerrss CChhiinneessee

7722%%

RRAANN &&  TTrraannssmmiissssiioonn

OOtthheerrss CChhiinneessee

6633%%

OOtthheerrss::  Western, US, other Asian vendors

GG
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ssee

BBaallaanncceedd  sspplliitt  ooff  vveennddoorr  pprrooffiillee FFooccuuss  oonn  WWeesstteerrnn  vveennddoorrss

SSuuppppoorrtt

Resource availability in case of 
potential service disruption

+
LLiicceenncceess bbuuffffeerr

Guaranteed licence capacity in 
case of potential disruption

+
SSppaarree  ppaarrttss

Guaranteed yearly spares run 
rate

+
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MTN
South Africa



*Numbers at December 2018 excl.
IoT
^ Source: Trading Economics - 2019

31,2 million
subscribers

13,6 million
active data users

2,4 million
active RMS users

+12,7%
Data revenue

+4,2%
Service revenue

R15,7bn
EBITDA

Population

58m
Inflation

4,8%
GDP growthÙ

2,2%

MTN South Africa at a glance - 2018
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Chief
Executive Officer
Godfrey Motsa

Technology
Giovanni Chiarelli 

Finance
Sandile Ntsele

Corporate Affairs
Jacqui O’Sullivan

Transformation & 
Strategy
Marco Gagiano

Enterprise
Wanda Matandela

Legal and Regulatory
Graham de Vries

Risk & Compliance
Riaan Wessels

Digital
Ernst Fonternel

Wholesale
Quintus De Beer

Fintech
Felix Kamenga

People
Tebogo Maenetja

Strong and experienced management team 

Customer Service
Natasha Abed

Consumer
Mapula Bodibe

Sales and Distribution
Philip Besimiire
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Market players Subscriber share (%) Value share (%) Key competitive positioning

#4

Competitor llaannddssccaappee

#1 47,0 49,3 • Market leader
• Premium brand

#2 30,5 32,1
• The “Official Challenger”
• Best intersection of quality and price
• #1 NPS
• Number 1 Network

#3 15,4 12,4
• Customer champion - value for money 

perception
• Distribution ownership through Blue Label

#4 7,1 6,2
• Disruptor – data first
• Super value and innovation
• Widest fibre footprint

Numbers at December 2018
Source: Group bi-directional methodology for calculating market share; Company websites 108



Tracking against BBRRIIGGHHTT  – Solid progress

Focus areas

Tracking

#1 NPS Service revenue 
growth

Improving 
EBITDA margin

Stable capex

Postpaid growth

Prepaid stability

EBU turnaround

Data pricing

Digital services 
recovery

Mobile Money*

Leadership

Regulatory 
pressures
- Data
- New spectrum

#1 Network NPS

Siyakhula (Billing 
transformation)

* Launch in July
109



Strong network
CBU postpaid successful 

turnaround
Building a scalable 
wholesale business

-276k

+1 134 3G sites

+2 821 4G sites

+ 90% 4G population coverage

R8,7 billion service revenue YoY

31% growth  in data revenue

+133% growth
in wholesale revenue

16,3% growth in service revenue

Net connections

227k

Delivery of ttuurrnnaarroouunndd on track -2018

44k
110k

2015 2016 2017 2018

Numbers at December 2018 110



Prepaid impacted by pprriicciinngg  ttrraannssffoorrmmaattiioonn in the short term

• From 9999  cceennttss  –– RR22 to 2299  cceennttss  –– 4499  cceennttss

• From oouutt  ooff  bbuunnddllee  aass  ddeeffaauulltt  to bblloocckkeedd  oouutt  ooff  bbuunnddllee

• Prepaid in bundle users  - up 11  mmiilllliioonn  from a year ago

• ~ 44  mmiilllliioonn  CVM 30  day active customers

Reduction in out of
bundle data rates:

Bundle adoption:

111



-14,0%

-11,3%
-9,6%

HH11  1188 FFYY  1188 QQ44  1188

Enterprise revenue trend (%)

EEnntteerrpprriissee turnaround plan progress

New experienced 

leadership

team

Drive sales
performance
per segment

Further improve 

product portfolio
Optimise 

business 

processes

Focus on the 

core telco first

112



GGrroowwtthh opportunities – 5 out of 6 curves are growing

*Excludes Telemetry, numbers at December 2018

+1,2 million to 13,6 million active data users

R12,9 billion data revenue

Penetration potential

Data

Network scale – mobile and fixed

Double-digit revenue growth 

Strong leadership

Opportunity for expansion

Wholesale

-11% to R5,3 billion EBU revenue

Under-indexed market share

Potential market share opportunity

Enterprise

-14,4% to R1,5 billion digital revenue

Subscription model optimised to improve 
customer experience

Build digital platforms and expand services

Digital

Launch MoMo in July

Revamp telco insurance business

Scaling Xtratime – 9 million unique users

Fintech

113



# Better than cash
Technology

Regulatory
Optimised efficiencies

Core products

Market size

New ggrroowwtthh area - fintech opportunity

• Bank led model – Ubank
• Reserve bank support

• Ericsson converged wallet platform 
(ECW)

• Tried and tested across 14 markets

• Send money & airtime recharges
• Merchant & bill payments 

• Distribution cost reduction
• Digital services – wallets

• 17m people aged 16+ unbanked 
• 3m+ migrant workers using cash
• 30m+ MTN customer size 

114



Medium-term gguuiiddaannccee

Service
Revenue

EBITDA
margins

2019 Capex

Mid-single-digit
growth

Improving
EBITDA margins

R8,9 billion

115
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MTN
Nigeria



1NBS (December 2018)
2NBS (Q4 2018)
3Modernised definition of active subscribers is more conservative than old one: exclusion of Incoming SMS, Incoming ONNET Calls and Airtime refill from RGS Definition.

58,2 million
subscribers

18,7 million 
active data users

0,7 million 
active RMS users

+40,1%*
Data revenue

+17,2%*
Service revenue

+32,3%*
Fintech revenue

118

Population

194m
Inflation rate1

11,4%
GDP growth2

2,4%

MTN NNiiggeerriiaa at a glance - 2018

3

* Constant currency



Our mmaannaaggeemmeenntt team 
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Chief Executive Officer
Ferdi Moolman

Company Secretary
Uto Ukpanah

Executive: Corporate Relations
Tobechukwu Okigbo

Chief Risk and Compliance 
Cyril IIok

Chief Finance Officer
Adekunle Awobodu

Chief Operating Officer
Mazen Mroue

Executive: Human Resources 
Esther Akinnukawe

RRaannddyy  BBiikkrraajj
Chief Information Officer

AAddeekkuunnllee  AAddeebbiiyyii
Exec, Sales and Distribution

MMoohhaammmmeedd  RRuuffaaii
Chief Technical Officer

KKoollaawwoollee  OOyyeeyyeemmii
General GM, Customer 
Experience

LLyynnddaa  SSaaiinntt--NNwwaaffoorr
Chief Enterprise Business 
Officer

RRaahhuull  DDee  
Chief Marketing Officer

UUggoonnwwaa NNwwooyyee
Executive, Customer Services

OOlluubbaayyoo AAddeekkaannmmbbii
Executive, Transformation Office

UUssoorroo UUssoorroo
GM, Mobile Financial Services



Market players Subscriber
share (%) Key competitive positioning

##11 5500,,00
• Leading operator in voice and wholesale leased line
• Largest physical distribution network
• Most expansive network coverage
• Widest range of spectrum holdings (5G ready)

2277,,11
• Cheap data
• Focus on 4G coverage
• Focus on device connection
• Early adopters of OTT data offerings

1144,,55 • CChheeaapp ddaattaa
• NNeettwwoorrkk qquuaalliittyy iimmpprroovviinngg
• NNoo ppuubblliicc ffiinnaanncciiaall iinnffoorrmmaattiioonn

88,,44
• Low network investment over the last few years
• Losing market share
• Good network quality

120Source: Group bi-directional methodology for calculating market share; Company websites 

Competitive llaannddssccaappee  

##33

##22

##44



Tracking against BBRRIIGGHHTT
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Focus areas

Tracking

#1 NPS

Service level at 
91% from lows of 

46%

Double-digit 
service revenue 

growth

Improving 
EBITDA margin 

Improving capex 
processes

Personalised
offerings/CVM

EBU 
transformation

Data pricing

Mobile Money 
launch*

Expand digital 
services

Listing by 
introduction

Resolution of 
CBN matter

AGF matter 
outstanding 

#1 network NPS

Smart capex

Improving 
availability

* Applied for a PSB licence



Subscribers Investment Growth drivers
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Strong performance supported by voice and data growth

+2 342 3G sites

R6,9 billion capex

+56,3%
ddaattaa  ttrraaffffiicc

+5,9 million to 58,2 million

total subscribers

+18,7%*
vvooiiccee  rreevveennuuee

+4,5 million to 18,7 million

active data users +1 338 4G sites

+40,1%*
ddaattaa  rreevveennuuee

*constant currency
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GGrroowwtthh opportunities

• Increasing data adoption 

• Increasing awareness of digital services

• OTT service gap

• Relevant local content availability

Digital

• Low data penetration

• 4G coverage is < 50%

• Low smartphone penetration

• Youngest population in Africa

• Pricing flexibility

Data

• 20 million Nigerians live in places where MTN 
is the sole service provider

• Floor price on voice

• Low data penetration

• Low coverage gap

Voice

• Low level of banking penetration

• Large cash economy

• Limited traditional banks footprint in rural 
areas

• Enabling regulation

• Proven high propensity for digital services

Fintech• Huge capacity demand 

• Satellite to fibre migration

• Fast growth in digital  services

• Carrier of carriers

Wholesale

• Enterprise is mobile centric

• Unserved large SME market

• Low level of ICT adoption

• Increasing focus on core activities

• Fragmented service providers

Enterprise



PPooppuullaattiioonn
119900mm

(263m by 2030)

HHiigghh  ddiiggiittaall  
ooppttiimmiissmm

No. 1 in the world
(ahead of India , UAE, Morocco in 

Google Barometer)

11sstt  iinn  mmoobbiillee--ffiirrsstt  
aacccceessss

(No 1 most mobilized in the world, 
>90% traffic from mobile)

TTeellccoo  GGDDPP  
ccoonnttrriibbuuttiioonn  10%

(enabling possibilities across 
other industries)

40%
Banked

Unbanked

60%

Higher optimism about their future

Increased urbanization

Earlier access to the internet

Peer-to-peer content sharing

Fintech and digital present a key opportunity

124

Mean age of 
population <18 -50%



KKeeyy regulatory developments 
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Consumer Protection 
Council

Federal Ministry of 
Communications

National 
Environmental 

Standards & 
Regulations 

Enforcement Agency

RReegguullaattoorrss

NCC approved:
• Usage of 700MHz spectrum acquired from NBC
• MTN to optimise 1800MHz spectrum nationwide
• Transfer of Visafone’s 800MHz spectrum to MTN

Spectrum

Issues resolved

• CBN issued Guidelines for Payment Service Banks 
• CBN issued Super Agent approval-in-principle to MTN

Financial services

• NCC issued directives on State-by-State QoS reporting
• NCC issued a determination retaining voice MTR other than for new entrants & LTE operators, existing 

international termination rate also retained
Customer

• NCC approved disconnection of MNOs and clearing houses for failure to settle undisputed 
interconnect debt

Other
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Medium-term guidance

Service 
Revenue

EBITDA 
margins

2019 Capex 

Double-digit 
growth

Improving 
EBITDA margins R7,8 billion



Thank you



Numbers at December 
* Constant currency

43,7 million
subscribers

30,6 million
subscribers

24,1 million
subscribers

+20,4%*
service revenue

SEAGHA WECA MENA

RReeggiioonnss  at a glance

-5,0%*
sseerrvviiccee  rreevveennuuee

+20,4%*
sseerrvviiccee  rreevveennuuee
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Leveraging our 
people assets



Our philosophy to drive productivity and business results

131

Business performance

Health & fitness Wellness Lived performance

E
m

p
lo

ye
e 

V
it

a
lit

y

Medical 
benefits

Employee 
assistance

Exercise

Coaching
Self discovery 
programme

Career 
management

Financial 
wellness

Culture-fit

Lifestyle 
benefits

On-demand 
recognition

Productivity Retention Team performance Leadership

Strengths 
profiling

Rewards

Learning & 
development

Engagement-
based 

communication

Clear goals

Sustainable 
engagement

Based on the Deloitte Well-being framework



Our philosophy has yielded improved attraction and retention
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Top telco employer of choice 
across the continent1

Highest employee engagement 
score since 20072

Positive employee NPS –
doubled YoY2

• People productivity above global telco 
benchmarks

• Revenue/FTE, subscriber/FTE, profit/FTE

• Improved talent attraction and 
retention

• Attracting senior leadership from leading 
ICT firms across growth areas

• Voluntary attrition is low across the Group 
at 3.7% in 2018

1 – Careers in Africa Top 100 2018
2 – MTN WillisTowersWatson GCA Survey 2018
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Moving towards a digital operator

Shifting talent 
demands for 

growth

Bespoke 
learning 

academies

Agile, high 
performance 

model

Aligning 
incentives



02 0301

Key elements of our total rewards structure
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Fixed 
package

Short term 
incentive

Long term 
incentive
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Short term incentive aligns with financial and strategic performance

02

Short term 
incentive

Company 
performance

Team 
performance

Weightings:
Group CEO and CFO:  70%
Tier 1 CEOs and VPs: 60% 

Other group exco members: 50%

Weightings:
Group CEO and CFO:  30%
Tier 1 CEOs and VPs: 40% 

Other group exco members: 50%



Long term incentive drives long-term sustainability

136

03

Long term 
incentive

• Ensure that we also manage the business for the long term

• Annual allocations are made based on a multiple of the fixed package

• Vest after 3 years

• Performance would be adjudicated 3 years after the allocation



Elements of LTI
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Total sshhaarreehhoollddeerr  
rreettuurrnn

Cumulative 
operating free 

cash flow

Allocation based 
on tteennuurree

RReettuurrnn  oonn  aavveerraaggee  
ccaappiittaall  eemmppllooyyeedd  

Based on four equal elements



Pay mix

138

100% 100% 100% 100%

24%
100%

200%

50%
50%

200%

200%

Below Threshold At Threshold At Target Above Target

Fixed STI LTI

100% 100% 100% 100%

24%
100%

175%

44%
44%

175%

175%

Below Threshold At Threshold At Target Above Target

Fixed STI LTI

100% 100% 100% 100%

40%
100%

175%

44%

44%

175%

175%

Below Threshold At Threshold At Target Above Target

Fixed STI LTI

100% 100% 100% 100%

32%
70%

140%

31%

31%

125%

125%

Below Threshold At Threshold At Target Above Target

Fixed STI LTI

Group President & CEO

Group COO

Group CFO

CEO Nigeria and South Africa



Summary

139

Aligned incentives with 
shareholder returns

Aligned incentives at 
Group and Opco to 
enable execution of key 
strategic and financial 
goals

Strategic workforce 
planning to attract and 
retain key talent for the 
core and growth areas 

of the business

Philosophy aims to 
leverage our people 
assets and improve 

productivity



Thank you



Closing remarks



A compelling investment case

142

• High growth MEA region
• In 3 of 4 largest economies
• Top two positions in all markets

• Fast growing youthful population
• Low data, fintech and digital adoption
• Enterprise and wholesale opportunity

• Demographics drive revenue
• Efficiencies improve margins
• Smart capex moderates investment

• Portfolio optimisation
• Sustainable leverage
• Progressive dividend policy

Strong
position in the right 

markets

Exciting
demographic 
opportunity

Attractive 
return profile

Well positioned
for the

long term

Clear strategy

Executed by a strong and experienced management team

Enhanced risk and regulatory framework



Service
revenue

EBITDA
margins

Group capex 
intensity

Holdco
leverage 

Dividend 

Nigeria
Double-digit growth

Group 
Double-digit growth

South Africa 
Mid-single-digit growth

Improving margins

Improving post implementation of IFRS 16

2,0x – 2,5x 

500 cents in 2018, growing 10% to 20% per year

Enhanced medium-term guidance 

143

Asset
realisation > R15bn excluding IHS

Adjusted ROE Improving to > 20% from 11,5% in 2018 



Key take-aways for the day

144

A compelling and attractive investment case

Uniquely positioned to capture growth in our markets

Asset realisation programme to simplify portfolio and 
support de-gearing of holdco debt

Enhanced risk and regulatory framework in place

Strong and experienced management team focused on delivering 
shareholder value

1

2

3

4

5



Thank you
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Speaker biographies – executive committee 
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MMiicchhaaeell FFlleeiisshheerr
GGrroouupp CChhiieeff LLeeggaall CCoouunnsseell
BA Procuration IS, Advanced Tax Certificate, Admitted as attorney of the High Court of South Africa
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Michael joined MTN in 2014 from Gold Fields Limited, where he was Executive Vice President: General Counsel from 2006. Prior to that he
was a Partner at the law firm Webber Wentzel Bowens. Michael has significant experience in the fields of mergers and acquisitions, regulation
and compliance and commercial transactions.

PPaauull NNoorrmmaann
GGrroouupp CChhiieeff HHuummaann RReessoouurrcceess OOffffiicceerr
MA Psych, MBA
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Paul has been an Executive at MTN since 1997. He has spent 20 years in the field of human resources and has worked extensively in the
transport and telecommunications industries.

FFeerrddii MMoooollmmaann
CCEEOO:: MMTTNN NNiiggeerriiaa
BCom, BCompt Hons, Dip Theory of Accounting, CA (SA)
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Ferdi has been CEO of MTN Nigeria since December 2015. Prior to his current position, Ferdi served as CFO of MTN Nigeria since 2014 and
as COO at MTN Irancell. Ferdi has extensive experience in telecommunications and emerging markets. He has been with MTN since 2001.

GGooddffrreeyy MMoottssaa
CCEEOO:: MMTTNN SSoouutthh AAffrriiccaa
BCom (University of Swaziland), MBA (Thames Valley University)
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Godfrey previously held the position of Chief Officer for Consumer Business at Vodacom Group. Prior to that, he was Managing Director of
Vodacom Democratic Republic of Congo (DRC), and occupied a similar role at Vodacom Lesotho. He joined Vodacom South Africa in 2005, as
Head of Brand Marketing. Prior to being appointed as CEO for MTN South Africa in March 2017, he served as MTN Vice President for the SEA
Region. Godfrey’s passion is driving internet revolution in emerging markets.
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IIssmmaaiill JJaarroouuddii
VViiccee PPrreessiiddeenntt:: MMiiddddllee EEaasstt aanndd NNoorrtthh AAffrriiccaa ((MMEENNAA))
BA, Executive Education Certificate
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Ismail  was CEO of MTN Syria from 2006 until his appointment as Group Vice President for MENA. Prior to this he held senior operational roles 
for Investcom’s subsidiaries across the Middle East and North Africa. Ismail has extensive experience in telecommunications and of operating 
landscape within the MENA region

KKaarrll TToorriioollaa
RReeggiioonnaall VViiccee PPrreessiiddeenntt:: WWeesstt aanndd CCeennttrraall AAffrriiccaa ((WWEECCAA))
BSc Electronic & Electrical Engineering, MSc Communication Systems
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Karl joined MTN in 2006 he has held a number of senior operational roles at MTN Group and MTN Iran prior to his appointment as Group 
Vice President for WECA , including that of Chief Technology Officer at MTN Nigeria and CEO at MTN Cameroon. Karl has extensive 
telecommunications experience and the operating landscape within the WECA region.

EEbbeenneezzeerr TTwwuumm AAssaannttee
RReeggiioonnaall VViiccee PPrreessiiddeenntt:: SSoouutthheerrnn && EEaasstt AAffrriiccaa aanndd GGhhaannaa ((SSEEAAGGHHAA))
BA (Hons) in Economics and Statistics, Univ. of Ghana Management Diploma, Henley Management College
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Prior to his appointment as VP of the SEAGHA Region, he was the CEO of MTN Ghana, a position he held from July 2015 to September 2017.
Before his appointment as CEO of MTN Ghana, Ebenezer was the CEO of MTN Rwanda. For both operations, he was responsible for providing
sound human resource leadership and ensuring financial and organizational profitability and sustainability of the operating units.



DDiirrkk KKaarrll
GGrroouupp pprrooccuurreemmeenntt && ssuuppppllyy cchhaaiinn mmaannaaggeemmeenntt
Bachelor's degree and Masters in Business Administration)
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Appointed to this role in November 2017 and has overall responsibility for driving Sourcing and Supply chain initiatives across MTN Group. Previously
worked for Deutsche Telekom and Orange to a newly created joint venture company. He worked in General Motors as Chief Information Officer and also for
ING Group as a Chief Procurement Officer.

Speaker biographies – MTN group executives
DDaavviidd GGiillaarrrraannzz
MMTTNN GGrroouupp EExxeeccuuttiivvee:: DDiiggiittaall SSeerrvviicceess
Executive leadership programme with Stanford University Graduate School of Business, USA, and holds a Bachelor of Arts degree in Business 
Management from Universidad Metropolitana (Metropolitan University) in Venezuela. 
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
David joined MTN in 2018 and has 28 years of experience in telecommunications and digital services. David spent his early career in companies such as
Verizon and Covergys, in strategic planning and sales management, and later co-founded the company Cyclelogic, one of America’s early movers in texting
and mobile internet services space. In 2011, he moved to Millicom as Global Director for Mobile Entertainment before being promoted to Global Head of
Product Development and Commercial Rollout across mobile entertainment and services.

CChhaarrlleess MMoollaappiissii
GGrroouupp CChhiieeff TTeecchhnnoollooggyy && IInnffoorrmmaattiioonn OOffffiicceerr
Master’s Degree in Business Leadership from the UNISA, a post-graduate Diploma in Business Management from the University of KwaZulu-Natal and a
Bachelor of Commerce Degree from the University of the Witwatersrand. Skills, expertise and experience
SSkkiillllss,, eexxppeerrttiissee aanndd eexxppeerriieennccee
Appointed to this role in January 2019. He oversees the network technology and information systems across the Group, comprising 21 operations in Africa
and the Middle East. Charles joined MTN in 2009 and has held various senior management positions within the company, including that of CIO for MTN
Nigeria and CEO of MTN Zambia. Charles is also a non-executive director of MTN Business Kenya, MTN Business Botswana and MTN Business Namibia.
During the 2019 MTN Group Leadership Gathering held in Dubai, Charles won the prestigious “2018 CEO of the Year” award, in which all 21 operating
country CEO’s compete.

SSeerriiggnnee DDiioouumm
MMTTNN GGrroouupp EExxeeccuuttiivvee:: MMoobbiillee FFiinnaanncciiaall SSeerrvviicceess
Qualification in telecommunications engineering from the French institution ENST Bretagne
SSkkiillllss,,  eexxppeerrttiissee  aanndd  eexxppeerriieennccee
Serigne was appointed in September 2013 and is responsible for driving MTN Mobile Money and related mobile financial services products and services
across the MTN footprint. He has more than 19 years of experience in the telecoms industry. He served as the Chief Marketing Officer at MTN Cote
d'Ivoire SA from 2010 to 2013 and during this time, he acted as General Manager of MTN Mobile Money for the West and Central Africa region. He headed
Orange Money Skill Centre from 2008 to 2010 where he coordinated the launch of Orange Money in several Orange affiliates.
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BBoollaajjii BBaalloogguunn
CChhiieeff EExxeeccuuttiivvee OOffffiicceerr aatt CChhaappeell HHiillll DDeennhhaamm aanndd CCIIOO,, NNiiggeerriiaa IInnffrraassttrruuccttuurree DDeebbtt FFuunndd
BSc (Honours) Economics, London School of Economics and Political Science
SSkkiillllss,, eexxppeerrttiissee aanndd eexxppeerriieennccee
Bolaji is Chief Executive Officer of Chapel Hill Denham, one of Nigeria’s leading investment firms and Chief Investment Officer of the Nigeria Infrastructure 
Debt Fund. Bolaji has thirty years of experience in investment banking and mobile telecommunications. He spent eleven years with the FCMB Group, in 
investment banking and securities trading, leaving in January 2001. From April 1993 to January 2001, he was Executive Director/Chief Operating Officer at 
CSL Stockbrokers (part of FCMB Group). Bolaji was also Executive Director at FCMB Capital Markets from January 1996, where he led the investment bank.
Bolaji left FCMB Capital Markets in January 2001, to become co-founder and Director of Econet Wireless Nigeria, now Airtel Nigeria. He led the capital 
raising and license bid auction process for Econet Wireless Nigeria’s USD285 million GSM license. He was Chief Business Development & Strategy Officer 
and was appointed Chief Marketing Officer in October 2001. The US1.67 billion sale of Econet Wireless to Celtel in 2005 remains Nigeria’s single largest 
successfully exited private investment. Bolaji left mobile telecommunications and returned to investment banking, when he founded Chapel Hill in 2005.
Bolaji is Chairman of Lafarge Africa, Vice Chairman of Endeavor Nigeria and a Director of Trustfund Pensions, one of Nigeria’s largest pension Fund 
Managers. He was formerly chairman of Nahco FTZ Limited, a former Director of Nahco Aviance Plc and NASD Plc. He was appointed to the Johannesburg 
Stock Exchange, Africa Advisory Board in September 2009.

YYeewwaannddee SSaaddiikkuu
EExxeeccuuttiivvee SSeeccrreettaarryy//CCEEOO ooff NNIIPPCC,, NNiiggeerriiaa’’ss ffoorreemmoosstt iinnvveessttmmeenntt pprroommoottiioonn aaggeennccyy,, ssiinnccee NNoovveemmbbeerr 22001166
Bachelor’s degree in Industrial Chemistry from the University of Benin and an MBA from University of Warwick, United Kingdom
SSkkiillllss,, eexxppeerrttiissee aanndd eexxppeerriieennccee
Until October 2016, she was the Executive Director responsible for Stanbic IBTC Group’s Corporate and Investment Banking business, ensuring the 
realisation of business opportunities in Nigeria’s complex operating environment. She managed key relationships with regulators, and several of Nigeria’s 
leading corporate and multinational clients. Ms Sadiku was previously Chief Executive of Stanbic IBTC’s investment banking business.
In a 23-year banking career, Ms Sadiku handled assignments for clients in virtually every sector of the Nigerian economy, providing financial advice on a 
variety of assignments, while ensuring strict legal and regulatory compliance. She played an active role in the development of the capital market by 
participating in industry committees and chairing the Rules and Compliance Sub-Committee, which advised SEC on the rules that guide the operation of 
Nigeria’s Investments and Securities Act for 12 years. She frequently facilitated dialogue between corporate clients and regulators.
Ms Sadiku has an interest in bringing formal financing to the Nigerian film industry and raised funding for Half of a Yellow Sun (2014) a full feature film. She 
was awarded the Eisenhower Fellowship for International Leadership in May 2010 and was one of “35 International Women Under 35” featured in the 
October 2007 edition of World Business Magazine.
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