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Large and growing 
addressable core market

Rapidly developing 
OTT market

Deep understanding 
of our customers’ needs

Unique understanding 
of customer experience

Sizeable and engaged 
customer base

We see an opportunity to drive 
subscriber growth in our traditional 
linear pay-TV business as we 
target an addressable market of 
51m households in sub-Saharan 
Africa, growing to 58m by 2027 
(+14%).

 • We take a long-term view and 
are comfortable with supporting 
our businesses through the 
economic and business cycles 
in our markets.

 • We have focused on retaining 
subscribers in the premium 
segment, while growing 
penetration in the mid and 
mass market segments.

We see an opportunity to drive 
growth in the OTT space as 
developments in technology 
resolve access and cost barriers 
for connectivity and connected 
devices.

 • We are fulfilling our subscribers’ 
needs in an increasingly connected 
entertainment environment through 
proprietary streaming services and 
connected devices, and aggregated 
third-party streaming services.

 • This creates a foundation for us to 
scale our OTT offerings and launch 
innovative products and services.

With 37 years’ experience in 
understanding the preferences 
of our diverse subscriber base 
(nationality, language, culture, 
economic status, age, gender), 
we see an opportunity to meet 
their evolving needs through 
content aggregation.

 • We aim to offer our customers 
a full-service content offering with 
appropriate tiering to suit their 
circumstances. Our strong licensed 
international general entertainment 
offering and SVOD relationships 
complement our points of 
differentiation, i.e. local content 
and sport.

 • We are supporting our aggregation 
journey with hybrid satellite/
streaming and dedicated streaming 
devices.

Given that we provide an 
uninterrupted 24/7, 
365-days-a-year service, our 
numerous customer touchpoints 
across multiple platforms 
and demographics create 
an opportunity for us to drive 
innovation in customer 
experience to support customer 
engagement levels.

 • We continuously improve each 
direct touchpoint in the customer 
journey, e.g. customer onboarding, 
billing and technical support, 
optimise indirect experiences 
through partners like our installer 
network or payment service 
providers, and then innovate 
in areas such as digital self-service 
(e.g. our Telegram self-service in 
Ethiopia) and value-added services 
(e.g. DStv Rewards).

 • We leverage these improvements 
in customer experience to drive 
measurable improvements in 
activity rates, and upsell and 
cross-sell opportunities, while 
mitigating cost pressures.

We have an ‘installed’ customer 
base of 21.8m 90-day active 
subscribers as at 31 March 2022 
(FY21: 20.9m), which creates an 
opportunity for us to serve 
additional customer needs 
beyond entertainment.

 • We enhance our value proposition 
by developing new products and 
services for our platform, including 
adjacencies in entertainment 
(e.g. sports betting), household 
services (e.g. internet, home 
security and education), and 
financial services (e.g. insurance).

 • We also monitor trends in offshore 
markets and tailor relevant 
approaches to our markets.

Opportunities and risks

How we identify and pursue opportunities
As we operate in an evolving industry, we actively evaluate and cultivate a pipeline of opportunities aligned to our strategic priorities. This approach allows the group 
to consistently grow through organic reinvestment in our business, as well as through investment in new technologies (e.g. our digital DTH satellite business in 1995, 
DTT business in 2010 and OTT business in 2015) and adjacent opportunities (e.g. acquiring a stake in sports betting business, KingMakers, in 2020).

Our top 10 opportunities
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Nascent growth 
opportunity in interactive 
entertainment

Potential to pursue 
meaningful strategic 
investments

Ability to implement 
relevant strategic 
partnerships

Core focus on  
Rest of Africa’s  
breakeven

Irdeto to pursue  
leadership across 
a broader spectrum of 
cybersecurity services

As the continent becomes more 
connected, our customers’ 
entertainment needs and 
preferences will likely expand 
to include more interactive 
entertainment experiences.

 • Our investment in KingMakers 
represents our first meaningful 
foray into interactive entertainment, 
with their sports betting services 
directly complimentary to our 
video entertainment services, 
as demonstrated by our first 
successful collaboration in the 
form of SuperPicks.

 • We see significant scope to grow in 
this space, in terms of geographic 
footprint and service offering.

Our historic growth has been 
mainly organically-driven rather 
than acquisitive, however, we are 
increasingly looking to explore 
targeted value-accretive 
investments to further our 
strategic ambitions.

 • Our ambition is not to become an 
investment holding company, but 
rather to source, evaluate and 
execute on investment opportunities 
that (a) add value to the customer 
experience and our platform, and 
(b) create explicit value through 
returns on investment that 
comfortably exceed our weighted 
average cost of capital.

 • We have identified specific areas 
of focus, while avoiding others in 
particular, capital-intensive sectors.

Our objective is to provide a 
more comprehensive consumer 
service offering to our customers, 
supported by a seamless 
experience which will include 
partnerships in areas where we 
will not compete directly.

 • While we already partner with 
many service providers across 
our business, including working 
closely to optimise key cost lines 
like satellite transmission and 
set-top box manufacturing, 
we have an opportunity to focus 
on introducing new partnerships 
for the benefit of our customers 
and our broader platform offering.

 • These can take the form of 
consumer-facing or internal 
support services.

A sustained turnaround to 
profitability in the Rest of Africa 
business will improve our group 
margins, enhance cash flow 
generation and capital allocation 
options, and alleviate market 
concerns.

 • Scaling our subscriber base, 
implementing inflation-linked price 
increases and closely managing 
our largely fixed-cost base 
(including targeted cost reductions) 
have supported our path back 
to profitability, with free cash flow 
generation to follow shortly 
thereafter.

 • In the interim, we continue to 
navigate a challenging economic, 
regulatory, tax and foreign 
exchange environment.

Irdeto’s technical pedigree, 
52 years’ experience and 
prominent market position in 
the media security space provide 
a strong foundation to pursue 
broader leadership in the 
cybersecurity space.

 • We focus on gaining new customers 
and expanding the scope of 
services with existing customers 
in the traditional broadcasting 
space while expanding our 
presence in growing areas of the 
media entertainment market, such 
as OTT security services and online 
and mobile gaming.

 • We are also pursuing more nascent 
connected industry verticals, e.g. in 
transport and health.

Opportunities and risks continuedOpportunities and risks continued

6 7 8 9 10

MultiChoice Group Limited Integrated Annual Report 2022  / 54

SUSTAINING VALUEMULTICHOICE AT A GLANCE PERFORMANCE CORPORATE GOVERNANCE SHAREHOLDER INFORMATION///// CREATING VALUE

 


