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Our profit formula

Most of our revenue is generated from selling mobile services such as data, messaging and voice. This is 
further supported by increased uptake of smart devices, improved network coverage and more 
affordable data bundles. We are actively diversifying our revenue to include new services such as fixed, 
IoT, IT, digital and financial services. These services provide new growth vectors and access to attractive 
markets. While our revenue mix is largely consumer driven, strong growth within Vodacom Business 
increased its contribution to 23.2% of Group service revenue. Our Vision 2025 strategy aims to 
meaningfully scale the contribution of new revenue streams while continuing to increase the 
penetration of our core connectivity solutions. 

Our revenue

Key revenue differentiators

Consistent investment in infrastructure, resulting in being rated first or second in network quality 
in the countries where we operate.

Industry-leading customer value management systems, people and processes.

A widespread distribution network and investment into digital channels.

Effective use of Big Data to ensure personalised offers for our customers to better suit their needs 
and behaviours.

Rewarding and incentivising customers through our behavioural loyalty programme, which offers 
competitive and compelling products targeted by segment.

Ability to offer vertically integrated solutions in both the consumer and business segments.

M-Pesa, Africa’s largest mobile payment platform which incorporates services such as person-to-
person payments, lending, bill and bulk payments, savings, e-commerce and merchant payments.

Financial service growth in South Africa, as we scale our existing Airtime Advance and insurance 
business into a fully fledged fintech offering for merchants and consumers with our Alipay 
powered super-app, VodaPay.

Leveraging our global enterprise relationships for pan-African service delivery.

Best-in-class customer service support systems. 

Ability to leverage our relationship with Vodafone, driving global best practice in performance.

Harnessing our Big Data platform and insights, powered by AI and machine learning, to deliver 
nano and large bundle offers to the segment of one through our Just4U platform.

Behavioural loyalty to incentivise and reward customer engagement and reward customer 
engagement, across our products.

We generate financial profit by investing in our fixed and mobile networks to retain 
and attract consumer and business customers with compelling voice, data, 

messaging, financial and digital products and related services. 

Our competitive differentiation lies in the quality of our network and infrastructure, the nature and extent 
of our product and service offerings, our strong distribution channels in each market, our regional 

footprint, our proven ability to manage our cost base, and the strength of the relationships we have with 
key stakeholders, enhanced by a globally recognised brand.
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O
ur business

We have a strong track record of optimising expenses 
and converting revenue into cash flow. We have 
achieved significant results in limiting cost growth 
through our fit-for-growth programme, driving 
efficiencies in staff expenses, publicity spend and 
other operating expenses through an influential 
culture of cost containment across the business. This 
focus enables us to invest in new growth areas ahead 
of commercialisation, such as 5G. Furthermore, we  
are embracing new technologies and, in many ways, 
pioneering the use of robotic process automation 
(RPA), Big Data and AI to optimise costs. As a result, 
our steady cash flow enables us to maintain a high 
level of capital reinvestment to protect our leading 
position in network coverage, call quality and data 
speed in our markets. In addition to investing in the 
future of the business, cash generated from our 
activities allows us to maintain our shareholder 
returns, with our dividend policy of at least 90% of 
pre-Safaricom headline earnings plus flow-through  
of Safaricom cash dividend (net of withholding tax).

Our costs

Key cost differentiators

Leveraging global best practice on cost optimisation, benefiting from 
and sharing best practice with Vodafone.

Ability to optimise costs through our leading use of RPA, Big Data and AI. 

Benefiting from the global purchasing power of Vodafone Procurement 
Company. 

Consistent investment in our network, delivering continuous 
improvement in operating costs through more efficient technologies 
and network innovation.

Robust governance processes in place to approve investments and 
review product, cost and investment decisions.

Shared services and initiatives with Vodafone and across our own 
African footprint to optimise back-end costs.

Optimal network deployment using AI.

Optimising power utilisation across our building and sites using the 
IoT.nxt platform.

For more information, please visit 
https://www.vodacom.com/investor-relations.php.Our investment case

We are a market leader 
across our footprint, 

with an attractive return 
on capital employed 

(ROCE)

Meaningful growth 
opportunities across 
connectivity, digital 

and financial services

We have a trusted 
management team

We are a responsible 
corporate

zz Access to 123.7 million 
customers.

zz ROCE of 22.0%, well 
above weighted average 
cost of capital.

zz Strategic mindset to 
enhance value creation 
and leverage scale.

zz Data and smartphone 
penetration upside.

zz Expanding addressable 
market in fintech.

zz Targeting mid-to-high 
single digit operating 
profit growth over the 
next three years.

zz Purpose-led model.

zz Recognised as an ESG 
leader.

zz Incentivised to create 
value and deliver on 
key ESG variables.

zz Strong execution 
track record.

Supported by our system of advantage




