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Agenda 

Registration 

Welcome & overview ï David Rawlinson, Chief Executive 

Mark Taylor, CEO: Nashua Mobile  

Lunch 

Andy Openshaw, CEO: Nashua Communications 

Technology Demonstration 

10:30 

11:00 

11:30 

12:10 

12:45 

13:25 

14:15 Closing comments and discussion 

15:00 Departure 



David Rawlinson, Chief Executive 
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OVERVIEW 
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Nashua contribution to Reunert 

Rm 2013 % 
contribution 

to Reunert 

1H13 FY12 1H12 FY11 

Revenue 63% 3 308.3 7 218.3 3 636.1 6 927.5 

Operating profit 53% 310.5 838.6 402.5 794.2 

OP margin 9.4% 11.6% 11.1% 11.5% 

Total assets 62% 4 184.4 4 101.6 3 899.1 3 847.7 
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Nashua performance 
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Nashua group 

Nashua 

Office 
Automation 

Mobile 

PanSolutions  Quince  

Communi
cations 
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Nashua Timeline 

1973 Nashua Corporation establishes a subsidiary in South Africa

1983 Nashua acquired by Barlows Group

1993 Reunert acquires Nashua in the unbundling of the Barlows group

1994 Nashua becomes a mobile service provider

1997 Digital conversion starts with Aficio range of Ricoh digital copiers

2001 Reunert buys Nedcor shareholding in Nashua Mobile

2004 Nashua makes inroads in colour printing sector

2008 Start buying back controlling stakes in strategic franchises

Exit Panasonic consumer business. Retain PABX & business solutions

Acquires 100% of Siemens Enterprise Communications

Sell investment in NSN

Acquires ECN Telecommunications to counteract demise of LCR

2012
Merge ECN & Siemens enterprise business to form a converged 

communications business: Nashua Communications

2011

2009
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Nashua group offering 

ÅPremier customer base 

üCorporate and retail 

ÅStrong brand 

ÅComprehensive distribution channel throughout  South Africa 

üFranchise channel & regional branches 

ÅSolid technology offerings with strong solutions capabilities 

ÅCross selling to our customer bases 

ÅShared services 
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Office Automation 

ÅMaintain and increase market share 

Å Annuity income 

Å Optimise customer printing and document management 

Å Opportunities into Africa 

Å Further improvement in productivity 

Å Enhanced IT solutions 

Å Further acquisition of strategic franchises 

ñSaving you time. Saving you money. Putting you firstò 
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Quince Capital 

Provides asset-based financial solutions to Nashua companies 

Å Current book 

ü R1.5 billion 

ü Discounting average R70m per month 

ü Improved contribution from Nashua franchises and PanSolutions channel 

Å Book currently funded with Reunert cash balances 

ü Favourable returns 

ü Short-term strategy 

Å Bad debt levels are contained 
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PanSolutions 

Expanded from a Panasonic product distributor to offering 

ÅKyocera printers 

ÅPanasonic large format display panels 

ÅBroadcast and presentation equipment 

ÅCar audio 

 



Notes 



Mark Taylor 

2 
NASHUA MOBILE 



 
Nashua Mobile 

Investor Presentation 

June 2013 

Mark Taylor 
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Approximately 12.5 Million Postpaid subscribers 

Approximately 48 Million Prepaid Subscribers 

Nashua Mobile 965,000 Postpaid, 30,000 Prepaid 

Voice market mature, growth to come from data 

!wt¦Ωǎ ŘŜŎƭƛƴƛƴƎ ƛƴ ƭƛƴŜ ǿƛǘƘ ƛƴǘŜǊŎƻƴƴŜŎǘ ŘǊƻǇǎ 

All players revisiting their business models 

THE LAY OF THE LAND 

R ,0

R ,100

R ,200

R ,300

R ,400

R ,500

R ,600

2008 2009 2010 2011 2012

Nashua Mobile ASPU 

11.9% 
13.7% 15.2% 

18.5% 

21.1% 

0%

5%

10%

15%

20%

25%

2008 2009 2010 2011 2012

Nashua Mobile Data Subs (% of Base) 

-50

0

50

100

 -

 ,500

 1,000

 1,500

2008 2009 2010 2011 2012

N
a

sh
u

a
 M

o
b

ile 

tƻǎǘǇŀƛŘ {ǳōǎ DǊƻǿǘƘ όΨлллǎύ 

Industry Nashua Mobile
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Products & 
Services 

Single Bill Interfaces Customers Channel 

 
 
 
 
 

Consumers 
LSM 8 ς 10 

 
 

LSM 4 ς 10 
 

Enterprise 
Corporate 

 
 

SME 

 
 
 
 
 

Consolidated 
Invoicing 

 
Credit 

Management 
 

Customer 
Analytics 

 
Cross/Up-sell 

 

 
 
 
 
 

abhΩǎ 
 

Fixed 
Operators 

 
3rd Party 
Service 

Providers 

 
 
 
 
 

Telecoms  
Fixed & Mobile 

Voice 
Data 

Messaging 
Hardware 

 
Non-Telecoms 
Opportunities for 

billing of 
services, but 
needs to be 

assessed 
 

 
 
 
 
 

NM Branded 
Company owned 

Franchise 
Telesales 
Online 

Enterprise 

 
Partners 

Call Centres 
Onbillers 

Retail Partners 
 
 
 
 
 

Three Year Strategic Intent 
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ALIGN 
STRUCTURE TO 

STRATEGY 

SECURE AND 
EXPAND 

NETWORK 
OFFERINGS 

GEAR SYSTEMS 
FOR GROWTH 

& SELF-SERVICE 

OUR PEOPLE 
EXPAND 

DISTRIBUTION 

MAINTAIN 
SHARE OF 
WALLET 

RETAIN 
CUSTOMER 

BASE 

KEY STRATEGIC IMPERATIVES 
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Vision: Ultimate Provider of Service & Choice 

Consumer Enterprise 
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ÅSME/SMME value & product offerings 
ÅLeverage Nashua Group for new channels and customer 

bases 
ÅBuild additional M2M, Telemetry, LCR etc  partnerships 

CUSTOMER OPERATIONS 

Operations HR & earning 

Operations 
Å Customer experience 
Å Electronic engagement 
Å Logistics 

HR & Learning 
Å Training academy 
Å Employer of choice 
Å Corporate social investment 

IT 
ÅCustomer self service 
ÅWeb based interface 
ÅChannel specific applications 

Credit 
ÅCollection module 
ÅApplication modeling 
ÅReal time transacting 
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ÅUltimate choice of cellular solutions 
Å{ŜǊǾƛŎŜ Ǿƛŀ ŎǳǎǘƻƳŜǊΩǎ ŎƘƻƛŎŜ ƻŦ ŎƘŀƴƴŜƭ 
Å Increase footprint to improve accessibility to target market 

FINANCE 

STRATEGY 

MARKETING 

O
ff
ic

e
 A

u
to

m
a
ti
o

n
 

C
h

a
n

n
e

l 

ALIGN STRUCTURE TO STRATEGY 
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SECURE AND EXPAND NETWORK OFFERINGS 

New 5 year agreement presented to Nashua Mobile 

Terms currently under negotiation 

Move from volume to value based structure 

 

 
Current incentive structure expires end 2013 

New proposed structure expected end July 2013 

Structure expected to be bearer based 

 

 
New 5 year agreement completed with Cell C 

Model now value based 

 

 
SP Model agreed in principle 

Proposed model under review 

Integration project will take time to implement 

 

 
Limiting to prepaid products only 

Offers choice to international roaming customers 

Part of longer term partnership 

 

 

19 

http://www.google.co.za/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=lc-XX30qyPG2SM&tbnid=OXlrGbSlwD4n-M:&ved=&url=http://www.brandsoftheworld.com/logo/vodacom-5&ei=_dWBUdndGdDy0gWfu4GwBg&bvm=bv.45921128,d.d2k&psig=AFQjCNFdJEA3hE20pXP-Bx-zlrb7sc2nuQ&ust=1367549821728501
http://www.google.co.za/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=Ia1Pj88i5XlFeM&tbnid=OEw3xzmjqyWcDM:&ved=0CAUQjRw&url=http://www.bush-fire.com/article/view/partners_and_sponsors&ei=-teBUdXJJPST0AXIr4C4CA&psig=AFQjCNFBwETM9lZsRt1rfIqwXqUZQ9sTqQ&ust=1367550256426960
http://www.google.co.za/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=w7nTxfmTWdexOM&tbnid=xqzeCIxsosU3DM:&ved=&url=http://memeburn.com/2010/09/cell-c-is-it-too-late-to-course-correct/&ei=AtiBUZ7bH6uS0AXT9oH4BQ&bvm=bv.45921128,d.d2k&psig=AFQjCNHKDgov8RWF56k-fOHb_BaBbAHGbA&ust=1367550338885215
http://www.google.co.za/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=mCxmMQT3jPl3EM&tbnid=ZP5e9BnEKTYL-M:&ved=0CAUQjRw&url=http://www.engineeringnews.co.za/article/telkom-launches-faster-more-afforable-mobile-network-2013-03-19&ei=jNiBUfqVDqbP0AWMkoHoDA&psig=AFQjCNHZrnyGfsFjgygjivrC5MAwJjozKw&ust=1367550465392351
http://www.google.co.za/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=XEkMWSIXjUj-TM&tbnid=dryDfLivXuMSjM:&ved=0CAUQjRw&url=http://www.logostage.com/logo/orange/&ei=F8rDUendNKbF0QXy1YDICA&bvm=bv.48293060,d.ZG4&psig=AFQjCNHklMiYbeV8kAb6DAmuQLOj_GE2hg&ust=1371872132560316


GEAR SYSTEMS FOR GROWTH AND SELF-SERVICE 

Hardware 

Mainframe 
replaced 

Virtual server 
environment 

Network 
(WAN & LAN) 

Design and 
Analysis 

Enterprise 
Architecture 

Review 

Process re-
design 

Cactus 

HTML 5 
Front-end 

Uncouple 
non-core 
systems 

Web 

Self-service 
(80% in 5) 

E-commerce 

Credit 
Collection 

Reduce bad 
debt 

Reduce 
collection 

costs 
(improve 

efficiencies) 

Reduce fraud 
and NITP 

Retail 
Systems 

Point of Sales 

Warehouse 
Management 

Retail 
Accounting 

Electronic 
Sign-Up 

In-store 
display 
systems 
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OUR PEOPLE 

Attracting 
Talent 

Position Nashua 
Mobile as being a 
great company to 

work for 

Call centre in 
Bloemfontein ς 

employer of choice 

Learnerships and 
Student Workers 

Rigorous 
Assessments Prior to 

Appointment and 
Induction 

Developing 
Talent 

Nashua Mobile 
Training Academy 

Leadership 
Development 
(Harvard BS) 

Coaching/mentoring/
Fast-tracking high-

flyers 

Ongoing E-Learning 
and Classroom 

training 

Supporting further 
studies 

Managing 
Talent 

Constant re-
evaluation of all 
vacant positions 

Bi-Annual 
performance reviews 

Promotion from 
within 

Focus on BEE and 
development 

Retaining 
Talent 

Career development 
and planning 

Develop great 
working environment 

and facilities 

Performance 
feedback 

management 

Staff rewards and 
recognition ς Annual 
Awards, Best of the 

Best 

Long-term incentive 
in place from Reunert 
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EXPAND DISTRIBUTION 

Branded 
Retail 

Revise store look and 
feel 

Open new stores in 
key malls 

Close non-
performing stores 

Enhance value-
proposition (Choice 
and Price Promise) 

Retail 
Partners 

Review Glomail and 
L&L viability 

Fine-tune model 

Engaging with new 
partners 

SME/SMME 

Increase sales teams 
nationally 

Develop specific 
value offerings and 

bundles 

Marketing to 
establish positioning 

Prepaid 

Build required 
systems to manage 

base 

Increase sales from 
own channels 

Develop new 
channels through 

partners 
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New Store Format 
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SME Market 
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MAINTAIN SHARE OF WALLET 

Customer Value 
Management 

Focus on adding value (vs. 
reducing spend) 

Tariff recommender 

Cross- and up-sell services 

Proactive usage stimulation 

New Products & 
Services 

Partnerships vs. Build 

Focus on telecoms services 

Non-telecoms 
complementary offers 

Increase lines per 
customer 

Offer additional services and 
devices (e.g. Tablets) 

Exploit multi-sim products 

Embrace Closed User Group 
and Mobi-Centrix offerings 

Customer Value 
Management 

Focus on adding value (vs. 
reducing spend) 

Tariff recommender 

Cross- and up-sell services 

Proactive usage stimulation 

New Products & 
Services 

Partnerships vs. Build 

Focus on telecoms services 

Non-telecoms 
complementary offers 

Increase lines per 
customer 

Offer additional services and 
devices (e.g. Tablets) 

Exploit multi-sim products 

Embrace Closed User Group 
and Mobi-Centrix offerings 
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CUSTOMER SERVICE AND RETENTION 

Customer Value 
Management 

Focus on adding value (vs. 
reducing spend) 

Tariff recommender 

Cross- and up-sell services 

Proactive usage stimulation 

New Products & 
Services 

Partnerships vs. Build 

Focus on telecoms services 

Non-telecoms 
complementary offers 

Increase lines per 
customer 

Offer additional services and 
devices (e.g. Tablets) 

Exploit multi-sim products 

Embrace Closed User Group 
and Mobi-Centrix offerings 

Service 
Improvement 

Creating a Customer-
Focussed company (Customer 

Pledge) 

Root Cause Analysis 

Amend and improve  
processes and systems 

Smart Squad 

Smart Trade 

Self-Help 

(Handsets, NM App, Website) 

Service 
Measurement 

Inter-ŘŜǇŀǊǘƳŜƴǘŀƭ {[!Ωǎ ŀƴŘ 
Standards 

Measurement of every 
interaction (CSI) and daily 

reporting 

Specialist desk for Hello Peter 
and Social Media queries 

Bi-Annual Net Promoter 
Score survey 

Retentions 

Customer life-cycle 
management 

Measurement and 
management of upgradeable 

and expired base 

Focus on 2 main churn 
drivers  

(Service and Bad Debt) 

Upgrades programme 

Churn prediction and 
prevention 
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SMART SQUAD 
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Size and scale of industry changes require a complete 
overhaul of business 

All players required to continuously invest in systems and 
distribution 

Clear differentiation in terms of service, choice and value 
required 

Successful implementation will allow us to accelerate 
growth and earnings into the future 

CONCLUSIONS 
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