
The financial year ended in September 2014 and is the third  

consecutive year in which MTC’s revenues increased by two  

digits, namely to 13.7% (compared to 11.3% and 13.2%  

respectively for the previous two financial years). It is also the first 

time that revenues surpassed the two billion mark. In the past, 

we stated repeatedly that for these extraordinary results, the  

economy of the country needs to be strong, enabling it to  

increase disposable income. However, we stress consistently 

that for MTC to capture part of that positive economy, the  

relevance and availability of these services need to be well  

tuned. In this light, MTC was fortunate to have a “full house” for  

yet another year.

Regarding more relevant and affordable services, it is  

crucial to disclose what MTC is facing due to the onset of the  

smartphone era. Indeed, as previously reported, these small  

devices are changing people’s lives dramatically. We have built 

a wireless technology to accelerate Internet accessibility. In the  

beginning, the Internet was accessed with small dongles to  

connect a computer via the proper bandwidth. However, the  

acceleration of new smartphones initiated by Apple with its 

iPhone in 2008 introduced a completely new perspective, namely 

that of accessing the Internet with the click of a finger, at any 

time, anywhere, and fast.

It is crucial to mention here that the new high-end  

smartphones are already enabled with the latest 4G/LTE  

technology, providing tremendous speed of usage. In this  

respect, MTC is extremely proud to have worked with the 

main smartphone vendors, including the famous one based in  

Cupertino, US Apple, which certified MTC’s network in June  

2014, thereby enabling LTE in iPhone to MTC customers, one of 

the first networks able to do so after the South African operators.

When we built a wireless network to provide accessibility to  

computers, the architecture was providing wireless services 

to a far greater number of computer users than those using  

smartphones. Indeed, computers handle a great deal more data 

than smartphones, but they are not ‘on the move’, and today 

there are five times more smartphones in operation than there 

are computers connected to our network. This challenge was 

caused particularly by the huge number of users who migrated to  

smartphones, which are always online somewhere, using various 

applications at all times, and generating a signalling storm that 

MTC addressed in the financial year under review.

As a result, MTC performed extremely well in terms of the data 

traffic processed on the network. The usage growth reached by 

the end of September 2014, when compared to that reached 

by the end of September 2013, was 1.05-fold (that is 1.3-fold 

when comparing September 2013 to September 2012). The data  

revenues, including data and messaging, already surpassed 30% 

of the total revenues at the end of the financial year.
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As a result of changes enabling LTE in the high-end segment of 

smartphones, in September the 4G/LTE represented more than 

40% of the traffic that was processed by the network. With time, 

more devices will enable the LTE functionality migrating usage 

for this technology. The result, however, is that the number of 

smartphones enabling 3G will also increase by decreasing the 

price of those devices and increasing features. We predict that 

3G-enabled devices will capture the previous customer who used 

2G/EDGE technology. Thus MTC expected that in the medium 

term around 40% processed by LTE would stabilise, because  

usage is increasing in both technology layers (3/4G). This  

prediction was calculated on industry trends in the most  

advanced markets, and the prediction will require tremendous 

capital expenditure to accommodate such increases of data  

traffic on the MTC network.

Wireless technologies, in particular 3G/UMTS that are now even 

faster in 4G/LTE, have a first wave referred to as the “initial  

period”, where the maximum speed is the principal attribute and 

where the first customers (called the innovators) adopt because 

of the relevance in terms of speed. After the initial period, a  

second wave approaches (a significant number of customers 

– early adopters – already using the service) are characterised 

by the “development period” where the main issue is capacity.  

Finally, the third wave – where the operator gains a huge  

number of users (the early and later majority) – is considered to be 

the “mature period” where the network needs to be shaped to  

support the tremendous demand.

In the same manner, MTC is facing different challenges in the 

radio network. While 4G/LTE is in the “development period”, 

the 3G/UMTS is already reaching the “mature period”. For these 

different challenges, MTC is addressing all possible alternatives, 

namely seeking more spectrum from the Authorities, building 

more sites and using more advanced network features. 

As a critical point in the financial year under review, MTC  

concluded the implementation of an IT Transformation project 

preceding the strategic plan concluded in mid-2012. However, 

the transformation concluding successfully was not an option, 

since the business model is changing dramatically. The project 

was based on a full, single architecture designed by the Telco TM-

Forum. The challenges of implementing this big-bang
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transformation in less than two years to contain all O/BSS  

(operational and business support systems) without affecting  

the business and customers’ experience, is a remarkable  

achievement. MTC relied on the considerable knowledge and 

experience of its technology partner/shareholder, combined with 

the tremendous MTC team of dedicated people to execute this 

extremely successful project. 

Having this developed network accessing the Internet through 

the latest wireless radio component, with the latest and  

advanced core systems managed by the latest O/BSS  

systems through a length and highly advanced fibre transmission  

countrywide (more than 4000 kilometres by the end of this year 

after connecting Rundu and Katima Mulilo) connected to the  

submarine cable WACS in Swakopmund with redundancy 

through South Africa, provides all the capabilities of managing 

the new business models for accommodating the challenges of 

OTTs (over-the-top services). Indeed, opening the network to  

customers to access any kind of services or any kind of  

applications in the Cloud completely, including applications that 

can substitute traditional services provided by MTC, is the most 

ominous threat for any mobile network.

Threats aside, MTC has reached a positive evolution of active 

subscribers, although it is clear that the majority of the new  

active subscribers encompassed second and third SIM cards 

by the same customers and also by new, young subscribers old 

enough to own a cellphone.

The regulatory environment
The demand of more data usage requires the business  

models to be adapted with time in the way customers understand  

the charges related to the adoption of the digital lifestyle. The  

digitally inclined habits through smartphone providing access to 

social media cannot be charged per megabyte, i.e. charged per 

multiple of unit bytes to digital information when customers do 

not understand the model. Therefore, MTC needs to address the 

issue with models that our customers perceive are good value for 

money for using data.

In this regard, MTC supported initiatives, as ICASA did in South 

Africa in November 2013, maintaining that the bill shock was not 

caused by the operator but by a lack of understanding on the 

part of the consumers of what smartphones are enabled to do. 

MTC faced a completely different approach by CRAN, generating, 

in our opinion, misconception and shaking consumer confidence 

in the reliability of our billing systems instead of helping the  

customer to understand that charges stem from configurations of 

the users’ device, inadvertently selected by the user to generate 

data transactions that are charged by the billing system.

Another perspective on the same topic is the fact that  

applications are not controlled by the operator but by 

the operating system of the device. This is highly critical for  

consumer understanding, and MTC, as well as all the other  

operators, including CRAN, need to work together for the sake 

of the consumer.

Strategic posturing
The telecommunications industry, in particular the mobile 

phone, is by nature in a permanently accelerated transformation, 

with the networks now rather being represented as “open  

ecosystems”. Millions of developers are continuously introducing  

additional and more convenient services, some of them  

substituting traditional services such as voice calls and  

messaging. For this, MTC needs to be the preferred pipe  

of connectivity.

The main challenge is how to monetise the pipe while  

mitigating potential losses in traditional services provided by 

the operator. Selling subscriptions, whether monthly postpaid  

services or weekly/daily prepaid subscriptions, including  

all services needs, is the strategy that MTC took on when  

introducing the Aweh pack into the market back in 2010. MTC 

will proceed in this fashion, tailoring its commercial offers while 

balancing revenue and relevance to our customers. 
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