
Previous: Our outcomes

Our trade-offs – managing potentially competing outcomes across capitals and stakeholders
We manage our capitals to create and sustain long-term value for our stakeholders. In the short term, it is not always possible for all capitals (or the stakeholders who 
provide them) to benefit equally, and some capitals may benefit at the expense of others. When deciding how best to create, preserve or erode value we are often 
required to make trade-offs between capitals and stakeholders, and between short and long-term value creation.

Some areas where we made these trade-offs in FY22 are described below:

Pricing 
decisions

Pricing decisions create a trade-off between customer relationships and financial capital.
We need to accommodate cost increases and reinvestment in our business, while also considering shifts in consumer spending. We achieve a balance by controlling costs and investment spend, and by making 
research-based pricing decisions which factor in price elasticities, consumer price inflation, exchange rate movements, etc.
We aim for price increases at or around inflation, but seek to accommodate specific in-market dynamics, (e.g. pressure on affordability) when necessary. For example, in FY22 we passed low single digit price increases 
for the Premium, Compact Plus and Compact packages in SA that were well below inflation and delayed price increases in Nigeria to FY23.

Cost 
savings and  
efficiencies

We aim to deliver positive operating leverage (i.e. organic growth in our cost base lower than the organic growth rate in our revenues) through cost savings and efficiencies. In FY22, cost saving measures delivered 
ZAR1.2bn (FY21: ZAR1.5bn), which protected our financial capital but required a trade-off as some of our suppliers were impacted by these difficult decisions. We were not able to achieve positive operating leverage 
this year as a result of absorbing ZAR1.1bn of content costs that were deferred into FY22 from the prior year.
As part of our culture of driving efficiencies, we carefully monitor content viewership. Where content is not performing, we may remove it from our platform. This may impact some of our customer relationships, but this 
trade-off is typically balanced by reinvestment elsewhere in our content portfolio.

Dividends 
versus 
retained 
cash flows

Our shareholders have varying requirements in terms of returns, with some expressing a desire for increased dividend payments relative to annual free cash flow generation, while others are supportive of reinvestment into 
new business opportunities. Higher dividend payments would however require a number of trade-offs:
Sustainability: we need to operate sustainably and require a certain level of operating cash in our business to manage fluctuating working capital requirements and to be able to absorb exogenous shocks. In particular 
we have to fund the losses in Rest of Africa and any shortfall created by USD liquidity restrictions in Nigeria.
Customer relationships: we reinvest cash in our business to continually improve our customer value proposition.
Short versus long-term returns: we see opportunity to create additional long-term value through our relationships with and insights into the daily needs of our 21.8m customer base. We have identified a number of 
opportunities in adjacent market segments in this regard, like sports betting.

Gearing 
levels

Since our listing, we have demonstrated a propensity to use gearing to enhance long-term shareholder returns.
Technically, our leverage could be increased further from current levels, but we have adopted a cautious approach to avoid adding undue financial risk to operational risk at a time when we are in the process of returning 
our Rest of Africa business to profitability and positive cash generation.
We are also cognisant of the upward trend in the interest rate cycle, including the tax deductibility of interest on borrowing costs and the impact this may have on returns.

Business  
model  
evolution

In an increasingly connected world with global content giants offering broader choice through direct-to-consumer streaming options at lower average ARPUs and no upfront costs, our traditional linear pay-TV business 
model is impacted in a number of ways which requires us to make trade-offs between our financial capital, our customer relationships, and our supplier relationships.
The net effect of this on content (original vs licensed) is that we are:
 • increasing our investment in local (original) content
 • producing and licensing the best in local and global sport content
 • licensing great international content
 • entering into distribution agreements with global VOD platforms for content services we know our subscribers want to see (i.e. aggregation)

The net effect of this on distribution is that we are:
 • Investing to evolve our linear pay-TV offering to include complimentary transactional and streaming VOD services, on-demand and library capabilities, hybrid viewing environments and/or direct streaming alternatives
 • Investing behind our dedicated streaming services (content, technology and branding)
 • Supporting DTH, DTT and OTT broadcasting and streaming infrastructure as the industry evolves.

A business model that drives value continued
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