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Chima Nwaokoma 

• Good day, everyone. My name is Chima Nwaokoma and I'm responsible for Investor 

Relations at MTN Nigeria. With me are Karl Toriola, our Chief Executive Officer; Modupe 

Kadri, our Chief Financial Officer; and Hassan Jaber, our Chief Operating Officer. On the 

MTN Group side, we have Thato Motlanthe, our Group Executive for investor relations. 

 

• Karl will provide an overview of our operational performance and give some regulatory 

updates. He'll also cover the outlook for the rest of the year, while Modupe will cover some 

financial points, thereafter, we'll get into the Q&A session. 

 
• Just as a reminder, this call is being recorded and all participants are in a listen-only mode. 

If you want to ask a question, kindly indicate by raising your hand, and we'll enable you to 

speak. The chat option is also available to enter your questions. 

 
• Our results were announced last Friday, and a version of our earnings announcement is on 

our website. 

 
• Finally, let's be reminded that this call is scheduled to last for an hour. As a result, we'll try 

to keep management’s update very brief so you'll have enough time to ask questions. With 

this, I’ll hand over to Karl. 

Operational Performance – Karl 

Thank you, Chima, and thanks to everyone who's joined the call. A special shout out to everyone 

who met us at the Africa investor conference in London, especially Cuddy Brook, my good friend. 

It was great to see him in person after many of these calls. 

I'll start with the operational highlights and then provide some regulatory updates before handing 

over to our CFO, Modupe, to cover financial points. 

Before I proceed, I'd like to provide some context on the operating environment. The operating 

conditions in H1 remained challenging with forex paucity, rising energy costs as a result of the 

current conflict that's going on between Russia and Ukraine, rising food costs, and general 

inflation, which puts pressure on consumer spending, but fortunately, we haven't really felt the 

impact of that. 

The implementation of a zero-COVID policy in China has also put a strain on global supply chains 

and that really speaks to one of the reasons why we accelerated our Capex. 

Notwithstanding these strong headwinds, we made very good progress in strengthening the 

resilience of our business and in delivering in line with our medium-term guidance. 
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• In terms of operational highlights, we maintained solid commercial momentum despite the 

impact of the NCC’s directive of the 4th of April 2022, which mandated all operators to 

suspend outgoing calls for SIMs that were not associated with NINs. I'll cover this a little bit 

later. 

 

• Our mobile subscriber base increased by 7.6% YoY to 74.1 million, and 5.7 million 

subscribers were added in H1 2022. This was supported by an acceleration in the run rate 

of monthly gross connections in Q2. 

 
• Our active data subscribers increased by 13.2% to 36.8 million, and 2.5 million active users 

were added in H1 2022. Our continued drive for data conversion from the new and existing 

customer base supported this, in addition to enhanced quality and coverage of our network 

with a focus on 4G acceleration. We're particularly pleased that Umlaut, very recently, last 

week, awarded MTN Nigeria the 'Best in Test’, with the best-rated user download speed and 

latency in Nigeria. In terms of fixed broadband penetration, we added over 280,000 users, 

bringing our total user base to over 896K 

 
• Our data traffic grew by 79.3% YoY, with 4G accounting for almost 78% of overall traffic, 

while our data usage, or megabits per subscriber, rose by 61.8% YoY to 6.3GB on average. 

The number of smartphones in our network continues to rise with the addition of about 3.4 

million smartphones into our network in H1, bringing the smartphone penetration to 50.6%. 

 
 

• We have deployed, not yet activated, I must be clear, thus far 127 5G sites in readiness for 

go live in Q3 2022. We are the only operating mobile network operator with a 5G license, 

which gives us a first-mover advantage and enables us to deepen penetration in the high-

value segments of the markets and draw value towards us. 5G technology delivers 

significantly higher speeds at much lower latency, potentially unlocking many new use 

cases for consumers and enterprises in the immersive and industrial Internet while 

improving network economics - that's the cost of delivery per GB. 

 
• Our total fintech subscribers as of H1 2022 was 11.5 million of which approximately 21% 

are MoMo wallet users. Since the launch of our Momo PSB on the 19th of May 2022, we have 

registered 4.2 million MoMo wallet users, of which 2.4 million were active as at the 30th of 

June. Active users are those who perform at least one revenue-generating transaction in 

the last 30 days. 

 
• Our primary focus has been to offer and scale basic services, targeting the large unbanked 

markets and competing effectively with cash, and to evolve into more advanced services 

across our fintech verticals, leveraging our vast distribution network. In addition, our goal 

is to build an inclusive platform for customers, ecosystem partners, and other stakeholders. 
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• We continue to drive the penetration of our digital products, having reached approximately 

9 million digital subscriptions, up 125% YoY, with Ayoba, our instant messaging platform, 

accounting for 52.4% of the subscriptions and Rich Media accounting for 47.6%. 

 
• Our financial performance during the period was underpinned by strong commercial 

momentum, driving broad base growth across our key revenue lines such as data, fintech, 

and digital services. However, growth did develop at a slower rate than in Q1 2022, mainly 

due to the restrictions arising from the NIM-SIM directive, which came into effect on the 4th 

of April, 2022. Consequently, service revenue grew by 19.9%, broadly in line with our 

medium-term growth guidance of at least 20%. 

 
• Our ability to maintain service revenue growth while managing costs led to a 22.1% growth 

in EBITDA and a 0.9pp growth YoY expansion in EBITDA margins to 53.6%. This was 

achieved in spite of upward pressure on our operating expenses driven by higher lease 

rentals, the acceleration in our site rollouts and rising energy costs, but also a much more 

aggressive gross connections and the consequent costs that arise from that, for the period 

in H1 compared to last year, where there was effectively a ban on new SIM sales. 

 
• The escalation of diesel prices in Nigeria impacted our EBITDA margins by about 0.3pp in 

H1. The robust EBITDA performance is a testament to the disciplined execution of our 

expense efficiency program, which also underpinned our PAT growth of 28.1%. 

 
• In line with our dividend policy, our Board of Directors approved an interim dividend of 

N5.60k per share, to be paid out of distributable net income. This represents a growth of 

23.1% over the N4.55k per share interim dividend paid in H1 2021. 

 

Regulatory Updates 

On the regulatory update, I’ll be covering the progress we made and the trends we have seen since 

the implementation of the NCC’s NIN-SIM directive in April 2022, which affected approximately 19 

million of our subscribers at the time. Hassan, our COO, will give a bit more guidance on that in the 

Q&A session. 

• As at the 30th of June 2020, about 10 million of those initially restricted numbers submitted 

their NINs for verification, of which approximately 2.6 million have been reactivated.  

• In addition, we've seen an average of about 18.1% of our monthly gross connections coming 

from the cohort of subscribers who were initially restricted.  

• We have seen an acceleration in the sequential monthly service revenue growth recovery 

from April to June 2022, with June service revenue growth rates almost in line with our 

medium-term guidance. 



 
 
 
MTN Nigeria H1 2022 Results Call 
Transcript | 1 August 2022 
 

 

 

 

• The voice revenue generated in 2021, I emphasize 2021, by the subscribers who are yet to 

be reactivated as of the 30th of June, amounted to approximately 7% of the total service 

revenue versus 9% as at 31st of March 2022. 

 
• In terms of how traffic trends have evolved since the implementation of this directive, we've 

seen a gradual recovery in total voice traffic as the affected subscribers are reconnected to 

resume voice calls, and gross connections continue to ramp up significantly above the pre-

directive levels. Although we've seen an encouraging recovery in the average weekly gross 

connections by approximately 72%, driving growth in mobile subscribers, the recovery in 

voice traffic is still below the pre-directive levels by approximately 9%. We are, however, 

optimistic that the trend will head towards normalization in Q4 2022. 

 
• Data revenue has continued a steady increase, which is supported by the switch to data by 

affected subscribers, although it has not yet fully compensated for the decline in voice 

revenue of restricted subscribers. Average weekly data traffic is up by approximately 10% 

from pre-NIN directive levels. We anticipate an increase in technical churn in Q3, from 

affected subscribers who stopped their activity after the initial restriction, opting instead to 

buy new SIMs rather than reactivate their old lines. 

 
• The interventions we’ve put in place to moderate the impact of NIN-SIM linkage regulation 

on revenue and the anticipated increase in churn in Q3 2022 continue to yield results, 

Although the capacity for validation of NINs remains a challenge, we have provided and will 

continue to provide support in this space, and we do feel we're headed in the right direction. 

This will impact, however, the development of our subscriber base in Q3 2022, but we expect 

a much more normalized trajectory in Q4 2022. 

With all these said, I will hand over to Modupe, our able CFO, to give you some of the financial 

highlights before I talk to the outlook for the rest of the year. Thank you. 

 

Key Financial Points - Modupe 

Thank you, Karl. 

Our strong financial performance in H1 was achieved against the backdrop of the strong 

headwinds which Karl had earlier mentioned. Notwithstanding these challenging conditions, we 

recorded a strong financial performance, service revenue growth, and EBITDA margin expansion 

broadly in line with medium-term guidance. 
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• We continue to realize cost savings through our expense efficiency program, and we have 

remained disciplined with our capital allocation. Our operating expenses increased by 

15.1%, mainly because of the Naira depreciation and higher Dollar CPI on lease rental costs. 

 

• The acceleration of our site rollout, rising energy costs, and the escalation of diesel prices 

in Nigeria led to a 0.3pp EBITDA margin impact, and that's because of the nature of our 

tower contracts. The impact on margins from energy prices is therefore mitigated 

accordingly. 

 
• Our ability to drive operating leverage has enabled EBITDA growth of 22.1% and the 

expansion of our EBITDA margin by 0.9pp to 53.6%. We're quite pleased that this is within 

the medium-term target range of 53 to 55%. 

 

• Capital expenditure in the period was N311.6 billion, up by 67.1% due to the accelerated 

coverage expansion, focusing on 4G. Our core Capex, excluding right-of-use assets, 

increased by 78.6% to N204.5 billion. 

 
• As stated previously in our earnings release, we’ve completed some of our planned Capex 

for the year in H1. This is to enable us to capture growth opportunities while mitigating the 

forex and supply chain disruptions as well as the impact of rising inflation. As a result, our 

Capex intensity increased by 7pp to 21.5% in H1, temporarily exceeding our target levels.  

 
• In addition, we rolled out 4,984 4G sites, representing an increase of 22.2% YoY and 

approximately 89% of the total sites deployed during the period. Now, these are reflected in 

the solid data growth that you've seen in the numbers. 

 
• The higher Capex led to a 14.3% decline in our free cash flows to N197.7 billion. However, 

we expect this to moderate. We expect the Capex run rates to even out over the remainder 

of the year. 

 
• In terms of our funding and liquidity, they remain well managed, supported by our cash 

flows and approved facilities. Our debt metrics remain well within our financial covenants, 

with a net debt to EBITDA ratio of 0.6 times. As a result, we can comfortably meet our 

operational, financial and Capex investment obligations. In addition, our foreign currency 

exposure is within manageable limits, and our debt mix is roughly 92% local currency, which 

excludes the short-term obligations on letter of credit facilities, which are Naira-backed. 

 
 

• In terms of our ratings, we've seen the strong balance sheet and financials reflected in the 

outcome of our credit ratings. Agusto & Co. upgraded our issuer ratings to Aa+ and 

maintained our stable outlook. GCR ratings affirmed our national scale long-term and 
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short-term issuer ratings of AAA and A1+, respectively, with a stable outlook. Both agencies 

emphasize the Company's solid cash flows and leverage profile. 

With this, I’ll hand back over to Karl to give the outlook. 

 

Outlook - Karl 

Thank you, Modupe. 

As I conclude with the outlook, I’ll like to remind you that we are focused on delivering on our 

Ambition 2025 strategy, and here are our key priorities for the remainder of the year. 

• We will continue to sustain the interventions we put in place to moderate the impact of the 

NIN-SIM linkage regulation on revenue and the anticipated increase in churn in Q3 2022. 

 

• We will continue to focus on ramping up gross connections through our rural connectivity 

drive, our sales and distribution activities, and CVN initiatives to further grow our subscriber 

base and usage. 

 
• The continued acceleration of our 4G network rollout towards achieving our goal of 80% 

coverage by the end of the year and sustaining data revenue growth is a major priority. 

 
• Launching our 5G services in Q3 in the six geopolitical zones is, of course, a major focus 

area of ours, and we believe that’s an attraction of value towards us, particularly in the high-

value segments. 

 
• We’ll continue to accelerate ‘Own the Home’ through our home broadband penetration to 

capture a significant share of the market growth. Once again, 5G is a major leader in that 

space. 

 
• We will continue to drive MoMo wallet uptake and grow our fintech ecosystem, targeting the 

large unbanked segment through our Momo PSB subsidiary. 

 
• Sustaining our cost management drive across the business through our expense efficiency 

program and strengthening our operations and financial positions to improve shareholder 

returns will continue to be a focus area. 

 
• Finally, we'll continue to execute our strategy to deliver service revenue growth in line with 

our medium-term guidance. 
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As we manage the increased pressures in the macroeconomy and on our business, we will continue 

to focus on extracting efficiencies and driving operating leverage to support growth in earnings, 

cash flow, and returns over the medium term. 

We think this is a really good set of results. Again, just to re-emphasize, we've deliberately 

accelerated our Capex rollouts. That secures against supply chain disruptions and any potential 

foreign currency devaluation that may or may not come in the future. And despite that, I think 

we've done an outstanding job, but we continue to be very committed to sharing value. 

We are operating across the world in difficult times. And our contribution to the larger society 

remains a key and central theme and is the bedrock of our sustainability across this business. 

Thank you. 

Chima, do you want to close up before we move to Q&A? 

 

Question and answers 

Chima Nwaokoma 

Yes. Thank you, Karl and Modupe. We will now move on to the Q&A session. The first question is 

from Oluwaseun.  

Oluwaseun Arambada 

Thank you so much for hosting this call, and congratulations on your performance for the first six 

months of 2022. I have a few questions, some of which you've touched on. I’ll just ask the remaining 

ones, so the first will be around Capex. 

You mentioned in the course of your presentation that your Capex was frontloaded. I think that's 

understandable, you know, trying to hedge against macro risks. So I just want guidance on what 

we can expect in terms of Capex going into the second half of the year, and I'd appreciate it if you 

could speak in terms of Capex intensity. I mean, that will put it into perspective and really help us 

on that. 

The second is on FX. I know you've spoken extensively to FX and how it impacts your margin. Do 

you have any strategy or, I mean, how do you intend to navigate this in the future? If you could just 

give us some more colour around your strategy around FX, you know, managing FX and energy 

costs. 

The next question will be around costs. I mean, you've talked about your expense efficiency 

program. I just want to know the action points under this program, so we can see where the results 
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are felt. Just give us the action points that you have under this program, so we know where to look 

in terms of seeing the gains from this program. 

On the another hand, speaking to your fintech business, looking at PSB, can you just give us some 

guidance on what we can expect for revenue growth? Where do you see revenue over the short to 

medium term and what do you expect in terms of consumer adoption of this new business? 

The second to last question would be around lease rental costs. Again, I understand that probably 

the increase we saw on that line was probably FX movements. But I mean, I just want you to shed 

a little more light. Was there any other factor aside from FX movements? 

Lastly, my last question will be about your leverage. Could you tell us if you have a target? You can 

talk in terms of net debt EBITDA or debt to equity ratio. I know your debt-equity ratio for last year 

was about 1.9 times thereabouts. Do you have a target for leverage and what do you consider an 

optimal capital structure? So that will be all from me. 

Karl Toriola 

Thanks, Oluwaseun. I’ll leave Modupe to speak to Capex intensity and debt-equity ratio. But let me 

just explain how foreign exchange affects our energy costs. So, we have a mix of towers from 

various tower providers, IHS, etc., and tower contracts with the various tower companies we work 

with. Some of those contracts have a pass-through in terms of energy costs, and in those contracts 

specifically, there's a direct impact in terms of the energy costs to MTN Nigeria. However, they are 

a smaller portion of our tower business. 

The largest share of our towers has a significant portion of the lease indexed on the dollar at the 

CBN rates with some element of CPI escalation. So, no energy cost pass-through is absorbed 

within the dollar CPI cost. So we've seen very effective management of those costs due to the 

advantage of having the majority of our towers hedged on this dollar cost, and there hasn't been 

that much movement in the official CBN rates on dollars, so we've been able to manage that. 

The cost increments that you've seen on tower leases are primarily due to an acceleration of 

rollouts. So, we've put a lot more equipment on those sites, and we will roll out a few additional 

sites, etc. 

So, that's where we see the cost increase from, but I think you can also see that the consequent 

revenue upside has been greater than the cost increases you've seen across the business. 

Regarding our expense efficiency program and where to look, this is a rigorous expense efficiency 

program that is not, would I say, dedicated to any specific aspect of the business. You start with 

the high-ticket items and manage those as effectively as you can, working through the entire 

system. So, it is holistic, and nothing is off the table. It is a question of cutting fat off our 

expenditure not the muscle. We do this in a disciplined manner. Each of the executives takes 

personal responsibility for this and manages it themselves. 
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We address our expense efficiency program in every aspect of the business. If you look into the 

details of our income statement, you can see where we have reduced costs in absolute terms and 

costs relative to revenue in each line. So, it's not any specific area. 

Our lease cost on towers is our highest operating expenditure item. But we go through every 

aspect of this and look very closely at costs that might be denominated or linked to a foreign 

exchange obligation and see how we can localize those. So, I hope I've given you some context 

around that. 

On fintech revenue, we have said we are not giving any revenue guidance as we are at the early 

stage. Our focus in the early years is to build the ecosystem. And we're going to put much effort 

into building that ecosystem, particularly around merchants, subscriber wallets and active 

subscriber wallets. The actual value creation out of this business comes in a medium to long-term 

basis once we've scaled up. 

We're taking the learnings from our markets across MTN Group and everywhere in the world to 

see how we can fast-track the scaling up of the entire ecosystem, using all that experience in 

Nigeria, capturing the opportunities, particularly on the unbanked, and focusing on competing with 

cash rather than competing with other financial institutions. 

So, I’ll leave Modupe to take the rest of the questions. Thanks, Seun. 

Modupe Kadri 

Karl, thanks. Seun talked about Capex intensity. Generally, in terms of guidance, we intend that 

the Capex intensity will be below FY 21 levels, roughly below 18%. And then you asked about how 

we manage forex. We manage forex through a combination of instruments, trade lines and Letters 

of credit backed by Naira. 

In terms of the lease rental cost, you asked why the spike. Was it due to FX? Well, two things. The 

first one is that the majority of the tower contracts about 60% is indexed to the dollar CPI at the 

end of the year. So, as you know, at the end of last year, we saw huge dollar CPI to levels that have 

not been attained in recent times. So, that was the first impact. The other impact is the local Naira, 

in which we pay those invoices as of when due, quarterly in advance. 

So, in terms of leverage target, optimal capital. When you look at a telco, you need to be conscious 

that it is a prepaid business, so debt to equity is not necessarily efficient in terms of how we 

manage that business because you sit on a lot of cash up front. But, that said, we have up to 2.5 

times in terms of our covenants. We're currently sitting at 0.55 times. So, if you really want to work 

it out, you could say that we can conveniently, within our covenant, take up to over 500 billion in 

debt, but we're not going to do that unless there's value for money. As I said, being a prepaid 

business, we actually sit on a lot of cash up front. 
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So, I think those are the major questions. Please feel free to drop a note in the chat if I've left 

anything out. Thanks 

Chima Nwaokoma 

Okay, thanks. The next question is from Maddy.  

Maddy Singh 

The first question is a brief one. I saw the fintech revenues grew only about one and a half per cent 

in the second quarter. So, just wondering, is there a change in trend or is there any other one-off 

issues we need to be aware of? Why did the growth rate go from almost 45% in the first quarter to 

just about one and a half per cent? Some colour on that will be very helpful. 

The second question is on the data side. Again, the revenue growth is very strong. And I can see 

that almost 50% of the active customer base have, you know, data services already. So, you know, 

while you have these data users, I would be actually very interested in knowing the median data 

users. Because what I feel is that maybe there are few customers who are using a lot of data, hence 

your average number is looking a bit high. But if you look at the median data users properly, that 

is much lower than what is coming as an average number. So, if you look at the bulk of the 

customer base, how much more upside is there on the data user side? That's what I'm trying to 

understand. 

The final question is on the FX availability in Nigeria, given that most of the Capex are done in US 

dollars. Just wondering whether you are facing any issues in terms of the dollar availability or the 

Capex, and if so, how are you? How are you managing it? What are the other ways you can handle 

that situation? 

Karl Toriola 

Thanks, Maddy. I think the fact that we accelerated our Capex suggests that we didn't see any 

restrictions in our ability to fund our capital expenditure. So that speaks for itself. We didn't 

experience any restrictions in H1. I mean, the normal run-of-the-mill stuff is standard, but the fact 

that we capitalized the amount that we did is a very clear indication that we were able to manage 

that successfully, and Modupe can speak to how we do that. 

In terms of data revenue, the Pareto principle applies to everything; 70-30 or 80-20, whichever one 

you want to use. 30% of your subscribers will account for 80% of the volume or revenue generated, 

and the same applies to voice. Of course, there's a certain sliver of your top 30% customers that 

will always consume more, but data has a way of becoming an absolute necessity in life. So, we 

believe very firmly that there are several extensive runways ahead of us in terms of data 

consumption. Let me speak to some of those. 
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One, only half of our customer base today have smartphones. There's another 50% that at least 

maybe 30% to 40% of those, taking us to a total of 80 to 90%, who will eventually become data 

users. Once they do, they will also start to consume at high levels. 

Two, with evolving technologies, even for high-end users, people are consuming more and more 

data. So our 6.3GB per customer is dwarfed by countries like Iran, where it's 20 GB and above and 

Saudi Arabia with 100 GB a month in consumption. 

So there's an extensive runway, first in terms of smartphone penetration, second in terms of 

people that have never used data, who don't know what it is to make a WhatsApp video call, see 

YouTube videos, surf the internet and so on. And then there's the natural growth in the quantum 

of data consumed. Finally, there's technology evolution, with 5G and immersive internet 

experiences. 

So, we think there's a lot of runway, but if you want to look at the median is, we can provide that 

on the back end. But the 70-30 or 80-20 Pareto Principle always continues to hold in our business, 

whether it's voice or data. 

On the fintech revenue growth slowdown, I'll ask Hassan to contribute to that, and then maybe 

Modupe wants to talk a little bit about FX availability before we close out on this question. Hassan, 

fintech? 

Hassan Jaber 

On the fintech business, we had this outcome because the NIN barring impacted the XtraTime 

subscribers. That was the main driver. I hope I answered your question. 

Karl Toriola 

Let me just give a little bit of additional context to that. XtraTime is the airtime lending service 

which accounts for a significant share of our fintech revenue. Most of the people who don't have 

a NIN, I wouldn't say all of them, but a lot of them are at the lower end of the pyramid and are also 

the kinds of customers that borrow airtime. So when you bar them from making outgoing calls, 

they also don't have a reason or justification to borrow airtime. So, our commission on those 

airtime lending services was reduced. 

Over time, they will either reactivate and return to normal usage or register a new SIM card. But 

the nature of our credit scoring on the airtime lending is such that you need to build up a bit of a 

profile for us to take a risk on lending the airtime and have a comfort basis that you will return the 

airtime. 

That credit profile is based on the duration on the network, the average spend per user (ASPU), 

the recharge frequency, etc. So it will affect us on a short-term basis, sort of like for half a year, 

and then we expect to return in that space. But just as NIN barring affected more, not in its entirety, 
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but more of the lower end of the base, the XtraTime lending was also affected by that. So sorry, I 

just had to add a little bit of context. 

Modupe Kadri 

On FX, as I said, we use a combination of letters of credit and trade lines to compliment the FX 

supply. If you look at H1 2022 Capex plan, it’s fully funded, so there's no risk. If anything, we are 

only looking at future periods. So, in terms of access to FX for the business, we are able to meet 

our needs, as Karl has said earlier. Thanks. 

Maddy Singh 

Thank you. That is very, very helpful. Just one quick follow-up. Can you share what FX rate are you 

able to get the dollars for the Capex purpose? 

Modupe Kadri 

As much as you are going through the central bank, you’ll be using the CBN rates for LCs. On 

average, YTD is about N430. 

Maddy Singh 

Thank you very much, very helpful. 

Chima Nwaokoma 

The next question is from Tajudeen 

Tajudeen Ibrahim 

Okay, good afternoon, everyone, and thank you for the call. Some of the questions I had have been 

answered. Let me congratulate you on those very strong numbers. 

My first question is about the NIN SIM linkage. You explained it, but I think I was a bit lost when you 

talked about 10 million NINs submitted and then maybe 6.2 million in the numbers were admitted, 

if I'm not mistaken. So, if you can shed more light on that and speak to the reason why the others 

have not been admitted, I would appreciate that. 

The second one is around your 4G coverage. You mentioned it, but I seem to have lost it. What is 

the current coverage for 4G? And what is the target for the end of this year? 

My third question is about your leverage. The way you calculate your leverage, I'm hoping that you 

can speak to the method because I know one of your major competitors calculates their leverage 

ratio by capturing lease liabilities in calculating it but yours is just strictly borrowings. So if you can 

shed some light around that, I would appreciate it as well. 

Finally, on 5G, Karl said the company is on track to deliver 5G in Q3. I was expecting to hear August, 

which is what I've been telling those I engage with. So, I want to check if it is really August or if we 
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should just leave it at Q3. I would also like to check if there is anything you are doing to drive 5G 

devices or if you are just leaving it to the market to be the driver. 

Thank you very much. 

Karl Toriola 

I'm going to answer those I can handle. Then, I’ll hand over to Hassan on NIN-SIM linkage and 

Modupe on leverage. 

Our 4G coverage is around 75%, and we're targeting 80% at the end of the year. You may ask 

yourself, why not go for 100%? There are incremental capital and lease costs associated with the 

aggressive rollout of 4G and there are a number of locations, generally in the more rural areas, 

where you actually have almost no 4G handset penetration. So, you just put up the capacity, and 

nobody will use it. But we are investing ahead of handset penetration. It's not strictly where we 

currently have the handsets. 

If you compare our revenue growth to contemporaries, on data precisely, and all other associated 

data points that you can get like Umlaut’s report, which I referred to, I think you’ll probably agree 

with us that our strategy on 4G is the right one. 

On 5G, we remain on track for Q3. We have the regulatory approval to start services in August. 

There are questions about when you switch on your sites, when you have the Big Bang launch, etc., 

but we'll just leave it Q3 and let the market discover when the service goes live, and rest assured 

we have equipment installed. We are installing more and more equipment every day, so it's not 

something that we're resting our laurels on. But before we go to the market and create so much 

excitement and noise around us, we want to be sure that we're delivering a good service. 

In terms of the drive of 5G devices, our personal drive is focused on home broadband solutions 

and selling the solutions door to door, offering the best, most easy-to-experience, most easy-to-

manage home broadband solutions. So, that's on the way. We are in a competitive environment, 

so we will not speak to everything that we've done, but particularly around the home broadband 

devices, we have solid plans underfoot in that space to ensure that the moment the network is live 

and of good quality, we’ll be able to sell into those locations. 

In terms of handset penetration, there are ongoing activities by MTN Nigeria but not focused so 

much on 4G, but on the broader smartphone penetration to support customers to acquire 

handsets. We are doing that with partners. It's in the early stage, but we have learnings from other 

MTN Group markets, which we will apply. 

So, I’ll allow Hassan to take the question on NIN SIM linkages and maybe give some of the numbers 

around that, reiterate the numbers that I said, and then Modupe can speak to how we calculate 

our leverage. 
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Thank you. 

Hassan Jaber 

Thank you, Karl. As stated earlier by Karl, so far out of the 19 million that were suspended from 

the RGS 90 due to the NIN directives, around 10 million have submitted, out of which 2.6 million 

were reactivated. So far, we have 64 million submitted, representing almost 73% of our base. And 

actually, we are working on two fronts. One front is to push as many people as possible from those 

that are suffering from the suspension to find the nearest point of sales in order to update their 

records for reactivation. The NINs are either re-enrolled or re-registered. This is one front. 

On the other front, we are providing the solution via self-service for the subscribers to send their 

NINs and verify the information with the NIMC. 

On the third front, subscribers who could not follow either of the two processes, are going naturally 

to the gross connection. So, we are noticing that this portion of the subscribers just decided to 

replace their SIM card and get a new one via the gross connection. So, we monitor the NIN progress 

and drive the recovery via the three fronts. 

There was a high gross connection in the past period. A certain percentage of that gross 

connection represents those people that are just simply replacing their SIM cards. 

Though this is a general overview regarding the recovery, as you can see, we are almost in line in 

H2 with our revenue assumptions. So, part of the revenue we lost due to the NIN disconnection 

from voice was recovered. We still have a plan for recovery in the coming period till the end of the 

year, and I think it will also continue till the beginning of next year. 

In the end, I can presume most of those subscribers will either re-register or will come again to be 

a gross connection. This is because those subscribers that got disconnected won't just disappear 

from the network. They will come back in one way or the other. So this is how we are looking at 

this issue. 

Modupe Kadri 

Okay, so that leaves me on the leverage. I’ll keep it simple. The short answer to your question is 

that that's what the bankers have included in their covenant. Bear in mind that most of these loans 

were in place before IFRS16, and the bankers did not feel obliged to retain the lease rentals as part 

of the calculation. So that's just a short answer. 

So, perhaps, for the other competitor you are referring to, their debts are post-IFRS 16, and the 

bankers have opted to include the leases in the calculation. But regardless, we have 2.5 times in 

the current covenant based on the IAS 17 calculation and sitting at 0.55 times as of today. So even 

if the calculations include it, I'm sure those covenants won’t change. 
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Chima Nwaokoma 

Thank you, Modupe. The next is Odayar. 

Odayar, P. (Preshendran) 

Hi everyone, congratulations on the results. I've got three quick questions. 

Firstly, can you maybe talk us through those SIMs that are not registered and are barred from 

having outgoing voice calls? Can you tell us, if you are tracking the number of failed calls? How 

does it work? Does a guy that has been barred try and make a call and then it shows ‘failed call’? 

Is there a way for you to track this and tell us what percentage of them are actually going through 

this and then subsequently moving on to a data call? 

Secondly, considering that it's only voice that's been barred, and you can come back to me on this, 

but if they had to disconnect all services from those affected SIMs, what impact would that have 

on your service revenue for this period? I know you gave us a 7% on 2021. But these SIMs are still 

earning you some sort of service revenue if it's data or messaging or something. I just want to 

know what that impact would be. 

Then the third question is, did you have any price increases during the period? Because I know 

inflation is very close to your 20% service revenue growth. I just want to know how much of that is 

actually real. 

Thanks. 

Karl Toriola 

Okay, so we haven't had any material price increase. We haven't had any price increase over the 

Q2 period we reported. There are always adjustments and tariffs back and forth, but there's 

nothing that's material or worth reporting whatsoever. 

However, it is an active debate. Compared to others, we are in the industry that hasn't seen any 

price uplift for ages. It's been put forward by the Association of Licensed Telecoms Operators to 

the authorities, and it's something we think, over time, depending on how inflation evolves, might 

be a subject matter of discussion. 

I will ask Hassan to speak to the non-voice revenue from the SIMs that remain barred, and he will 

have more accurate information than I would. The one thing I would say, Odayar, is if someone has 

a barred SIM, he'll attempt to call once or twice; after that, he knows he’s barred because of NIN. 

So, you will not get these repeated attempts to make a dialled outgoing call. 
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In the initial stage of the barring, it might have given you some insight and information, but now 

we're three months down the line. So I don't think it gives that much material information, but I’ll 

allow Hassan to speak to that. 

Thank you. 

Hassan Jaber 

Thank you, Karl. 

I will briefly cover your question. You have two categories of people that were barred. You have 

those that have smartphones, which means they already use voice and data. When we 

disconnected the outgoing voice, they kept on receiving calls and continued using data. Even 

though we saw an increase in the data usage for those subscribers, it was not enough to 

compensate for the overall drop in voice, and we expect that they will continue to be on the network 

for some time until they either re-register as I said, or go through the gross connection. 

Then you have the other category of subscribers that are purely voice. These people receive voice 

calls but they cannot make calls. So, as Karl said, they will try once, two, or three times then they 

will know and receive a message that they have been barred and should re-register. 

If those subscribers have the SIM as their secondary SIM, they will keep using it just to receive 

some calls, and we have many incentives in order to bring them on board. There are the ones that 

will lose hope and churn. That's why I say we will see some impact from those barred subscribers. 

It will have more impact on pure voice users and to a lesser extent, those that have smartphones 

who use voice and data.  

Odayar, P. (Preshendran) 

Yeah, that's clear, Hassan, on how it works. But, then, can you tell me, like, those SIMs that are now 

unregistered, if for example, all services were barred, be it data or receiving, what impact would 

that have on your service revenue? Are you able to share that with us? 

Hassan Jaber 

I think because we have to go through a proper forecast, I cannot give you a number now because 

it didn’t go through a proper validation exercise. 

Odayar, P. (Preshendran) 

No problem. Thanks, Hassan. Thanks, Karl. 

Karl Toriola 

We'll try and make that available at the next engagement so that you see the non-voice revenue 

from current barred subscribers on our total revenue. Okay? 
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Odayar, P. (Preshendran) 

Okay. Cool. Thanks, Karl. Thanks very much. 

 

Karl Toriola 

I think we have to wrap this up, but I want to just skim through some of the Q&A posted in the chat 

group, and the ones that haven't been spoken to. 

Samuel Oyinkansola asked why we haven't seen a decline in subscribers. Is there a lag in 

competition? 

The way RGS 90 is calculated is by revenue-generating subscribers. So any subscriber that has 

done a revenue-generating activity in the last 90 days is considered part of our base. So you will 

only see the impact of the barring from the 5th of July. Secondly, many subscribers are sending 

outgoing messages, SMS, or using data and are receiving incoming calls. So, they will continue to 

be classified as active subscribers under the standard definition that's used across the industry. 

Pallavi has asked that we comment on whether the MoMo wallets' uptake is tracking in line with 

our expectations. 

I think it's tracking well in line with our expectations. It is a very large-scale job to really get that 

system up to scale, and we've seen that in many markets. It takes much effort to educate 

customers, etc. The focus in terms of transactions in this kind of business, in the early days, is 

always on cash in, cash out and P2P transactions, and that continues to be the way it is. 

I think the lease contracts and CPI have been mentioned.  

There's a question on dividends repatriation to MTN Group - the amount of dividend expected to 

be repatriated. MTN Nigeria would only tell you the amount expected in Naira, and that’s in our 

dividend declaration. You will find that in our past results announcements and then calculate MTN 

Group’s portion in Naira based on its shareholdings. However, the update on dividend repatriation 

will be provided by MTN Group on the 11th of August. 

I think it’s 3:59 pm. Many of you guys have met us in person on two sets of roadshows we've done 

to the pension funds in Lagos and Abuja and the Africa Investors’ Conference for the international 

investors. So, we certainly don't shy away from engaging with you. We're trying to do that on a 

regular basis, but our time is up and there are a lot of other obligations. So, we're going to try and 

make some more money for the shareholders and improve our margins even further. 

Therefore, I apologize to the people who still have their hands up. Chima will provide you with 

answers to your questions. So, Ope Ani, Myuran, Vikhyat, Kayode Eseyin, Nadim Mohamed and 

Benjamin Isaac, please engage Chima. He will give you all the information you require. 
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We will try and see if we’ll find any other channels or roadshows to engage, particularly in Nigeria, 

over the next few weeks or so. 

Thank you very much, everyone. Thank you to my marvellous team for the heavy lifting, delivering 

these results; margin efficiency, best network and a 12-point Net Promoter Score advantage – 

that’s a good job. I'm proud of the team, and I want to thank them for a great half year. Thank you, 

everyone. 

Chima Nwaokoma 

Thank you, Karl. Thanks, everyone, for joining. We'll make the transcript available before the week 

runs out. For those whose questions haven't been attended to, we will respond to them, and if you 

still have further questions, feel free to drop in the chat. We’ll respond to them. Once again, thanks, 

and stay safe. 

Karl Toriola 

Thank you very much. 

Modupe Kadri 

Thank you. 

Karl Toriola 

Take care, bye. 
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