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Disclaimer

This presentation contains forward-looking statements that are based on current expectations or 

beliefs, as well as assumptions about future events. These forward-looking statements can be 

identified by the fact that they do not relate only to historical or current facts. Forward-looking 

statements often use words such as anticipate, target, expect, estimate, intend, plan, goal, believe, 

will, may, should, would, could or other words of similar meaning. Undue reliance should not be placed 

on any such statements because, by their very nature, they are subject to known and unknown risks 

and uncertainties and can be affected by other factors that could cause actual results, and Cable & 

Wireless Communications Plc‘s plans and objectives, to differ materially from those expressed or 

implied in the forward-looking statements.

There are several factors that could cause actual events to differ materially from those expressed or 

implied in forward-looking statements. Among the factors that could cause actual results to differ 

materially from those described in the forward-looking statements are changes in the global, political, 

economic, business, competitive, market and regulatory forces, future exchange and interest rates, 

changes in tax rates and future business combinations or disposals. A summary of some of the 

potential risks faced by Cable & Wireless Communications Plc is set out in the Company‘s most recent 

Annual Report.

Forward-looking statements speak only as of the date they are made and Cable & Wireless 

Communications Plc undertakes no obligation to revise or update any forward-looking statement 

contained within this presentation or any other forward-looking statements it may make, regardless of 

whether those statements are affected as a result of new information, future events or otherwise 

(except as required by the UK Listing Authority, the London Stock Exchange, the City Code on 

Takeovers and Mergers or by law).



Cayman Islands

Turks & Caicos

Jamaica

The Bahamas 

LIME operates across 14 different territories
…we operate a unified business under ‘One Caribbean’ umbrella

British Virgin 

Islands

St Kitts & Nevis

Montserrat

Dominica

Antigua 

& Barbuda

St Vincent & the Grenadines

Grenada
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St Lucia Barbados

Anguilla



Overview of our business
Operating in the Caribbean for 140 years

42010/11 financials and customer numbers include BTC figures to 31 Dec 2010

Direct employment for more than 

4,000 colleagues (incl. 1,200 BTC)

Key financial statistics (incl. BTC)

Revenue $1.2bn

EBITDA $308m

CAPEX  $190m

Customers (incl. BTC)

Fixed Lines 740k

Broadband 227k

Mobile 1.7m



We are the only Regional full-service provider 
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Telephony

Columbus Networks

Broadband

Local Cable Operators

Mobile

http://www.telebarbados.com/index.php
http://www.karibcable.com/index.htm
http://www.thecable.net/
http://www.karibcable.com/index.htm
http://www.sunrisetelecom.com/


…and we have clear leadership in most markets

Market share based on management estimates 6
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There is plenty of room to grow in our
existing geographic markets
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We have a clear strategy for our business
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1 One Caribbean

2 Network for the Future

3 Products and Services Differentiation

4 Jamaica Turnaround

5 Geographic Expansion



One Caribbean is about achieving efficiencies
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Pre 2009 One Caribbean

A unified business with:

• One leadership team

• 1 Service assurance function 

• 1 Programme management office 

• 1 HR & 1 Finance shared service centre 

• 1 Procurement & supply chain function

• 1 Regional marketing function

• 1 Customer segment function

• 1 CTO Function 

• 1 Credit function

• 13 stand-alone business units

• 13 sales & marketing teams

• 13 network mgt & ops teams

• 13 billing platforms & formats

• 13 credit & collection teams

• 5 contact centres

• 4 bill print vendors

• 3 HR platforms

• 3 financial accounting platforms

• Separate PMO for each project



Network for the future is about data
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Simplify

ConvergeRepeat

1. Discontinue costly 

legacy systems

2. Migrate to all IP 

NGN and Systems

3. Implement scalable 

systems: multiple 

products across one 

set of platforms



Products and services is about differentiation
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• Wireless broadband

– ―G-Volution‖ / 4G

– Launch of iPhone

– Wi-Fi

• Entertainment

– LIME TV & Mobile TV

– Hospitality sector VOD

• Others

– Security

– M-Wallet

• Flexible appointment based 

scheduling of engineers

• Multi-media residential 

customer contact  

• Dedicated contact centres for 

SME/Corporate and 

Enterprise/Government

• Enterprise customer executive 

sponsors

• Self-service

Products Services



Refreshing the brand, 

new propositions & distribution

Leveling the regulatory playfield

Network coverage parity and data

New management, intuitive, relationships

Jamaica turnaround is not only about 
winning the mobile war

13

Marketing

Regulatory

Investment

Leadership



Geographic expansion is about 
entering new markets
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Expansion of subsea cable system and 

license to operate in Dominican Republic

East-West 

Cable

Acquisition of BTCBahamas

Leveraging the footprint including 

connecting Cuba
Subsea cables



Our Journey since 2009
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• Introduction of One 

Caribbean

– LIME Brand

– Consolidation to 

Single Regional 

Platforms

– Restructured 

organisataion 

• New Core Systems 

(SAP, Peoplesoft & 

Liberate)

• Shared Service 

Centers

• Redesigned 

Processes & 

Business Controls

• Network 

Consolidation 

• Culture of Merit and 

Performance

• New Products

— Mobile & LIME TV

— M-Wallet

• New Services

— Customer Contact

— Improved Service 

Levels

• New Geographies

— BTC Acquisition

— New Cable 

Systems: Cuba & 

East West Cable 

via DR

• ―One Best Way‖ 

within LIME

• New Products & 

Services Rolled Out

• BTC Fully Integrated

• Productivity and 

Efficiencies Realised

• Further Caribbean 

Expansions

One Caribbean

Restructure

Enablers for 

Success

LIME

Visible to 

customers

Growth and 

Efficiencies



The transformation is making a big impact 
across all markets
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We will continue to pursue the same strategies

17

1 One Caribbean

2 Network for the Future

3 Products and Services Differentiation

4 Jamaica Turnaround

5 Geographic Expansion
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It’s been a tough couple of years…

19Note the figures above exclude BTC

$m FY 2009/10 FY 2010/11

Revenue 873 850 

Mobile 321 302

Broadband & TV 99 105

Fixed 305 278

Enterprise & Data 148 165

Gross Margin 646 614

OPEX (376) (385)

EBITDA 270 229

Capex (114) (140)



Maintaining control of our costs
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$m FY 2009/10 FY 2010/11

Staff Costs
Held flat while operating in Unionised

environment

Network Costs
Contained through vendor negotiation & 

platform management structure

Property Costs

Utility consumption reduction initiatives & 

property consolidation against background of 

24% oil price increase

Advertising & 

Marketing

Targeted increase to support new product 

launches (eg. Mobile TV) & improved brand 

perception

Other
Cost control initiatives in all areas eg. 

Insurance, Bad Debt, Travel costs

TOTAL OPEX 376 385

(1%)

0%

8%

0%

29%



Growth in mobile subscribers and emergence 
of mobile data revenue…
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Broadband revenue growth driven by increased 
ARPUs, churn relates to competition from cable 
operator…
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Active subscribers are defined as those having performed a revenue-generating activity in the previous 60 days

ARPU is average revenue per user per month, excluding equipment sales
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The churn in fixed line has reduced. ARPU 
decline driven by substitution and VOIP…
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Active subscribers are defined as those having performed a revenue-generating activity in the previous 60 days

ARPU is average revenue per user per month, excluding equipment sales
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Investment geared towards building network 
for the future...

24

LIME Investment Profile 2010/11
• Majority of investment in 

mobile products

• Investment in East-West cable 

system reflected in Carrier 

investments

• Big focus on improving 

customer service and provision 

of fixed broadband products

• Other investment relate to 

One Caribbean (e.g. SAP)

• New products include TV

Carrier

Services

Mobile

Products

New Products 

& Other 

Investments

Improve

Customer

Services

Broadband

Products



In summary…

• Impact of economic slow down persists

• Inflationary pressures on cost base… costs well contained

• Mobile subscriber growth offset by impact on ARPUs

– Postpaid resilient

• Fixed services decline decelerating

• Broadband is a growth opportunity as market penetration is low

• Customer focused capex

– Improving data capability of fixed and mobile networks

– Better customer service
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2009 2010/11 2011/12

Last year we told you that
We were mid-way through building a robust & scalable operating 

platform

27

This year we can tell you that 

we are well on track…

Regional operating 

structure was put in 

place 

Drive efficiency & 

scalability through 

smart investments

Deliver region-

leading levels of 

performance and 

service 



We have full operational control under the 
“One Caribbean” model

28

Cost

Containment
Delivery

Demand & 

Capacity 

Planning

Network 

Upgrades



Cost drivers are well understood and managed

• Staff: headcount kept flat

• Network: License and royalty 

increases off set by ―Simplify, 

Converge, Repeat‖ programme

• Fuel unit costs up but 

usage down 4%

• Contact centre cost per call down 

25% and now below benchmarks

• Supply chain tightened 

(e.g. mobile inventory down from 

90 to 45 days)  

29

Operating Costs

2009/10 2010/11

Staff costs

Network costs

Property costs

IT & Professional Fees

Advertising & Marketing

Other Admin



LIME now has a decent delivery record

90% Delivery of Gold programmes to plan

75% Delivery of Silver programmes to plan

Projects Outcomes

East-West cable 9 months to complete

Jamaica 3G phase II Time, budget & quality

St Vincent NGN Full migration to NGN 

CRM Implementation on time (a first!)

Retail stores Refurbishment programme ahead of schedule

8 meg broadband Ahead of schedule 

SAP rollout Completed on time to all businesses by end of 2010/11

Project Highlights

30



Cayman Islands

Turks & Caicos

British Virgin 

Islands

Jamaica St Kitts & Nevis

Montserrat

Dominica

Antigua 

& Barbuda

St Vincent & the Grenadines

Grenada

The Bahamas 
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Fixed Broadband
— Investment matched to customer segment 

– GPON, 8 meg, 2 meg expansion

Network upgrades position LIME to win 
in the data world

Mobile: 10 yr old voice network 

replacement

Backhaul
— On island

— Subsea capacity

St Lucia Barbados

Anguilla



Demand & capacity planning has significantly 
improved 

32

Sales forecast 

into “physicals”

Network 

utilisation & 

bottleneck 

management

Feedback loop in place

Traffic 

optimisation 

rigour

Build to 

plan capex: 

Core, 

Transport, 

Access



The best stores

The best online 
functionality

The best contact centre

Quickest service 
implementation

Best regarded 
account teams

Best Networks

The most accurate bills

Reputation for Service & 
Product innovation

The most capable of 
handling high growth

Service: Last year we told you 
We will be the best service provider across the region

33

Evolution towards 

best service 

provide

This year we can tell you that we are well on track…



May 2011 Mystery Shopper Satisfaction 

Comparison Results 

LIME has the better in store customer 
experience…
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% Score

• LIME has higher customer in-

store customer satisfaction 

ranking in 10 of the 13 regions 

surveyed

• Customer satisfaction ranking 

for LIME were higher in the 

following areas:

─ Greeting and engagement

─ Products: display & 

availability

─ Understanding customers‘ 

needs
Competitor’s 

stores
LIME’s 

stores

78%

88%

+10% 



LIME also has the best online functionality…

35

• Full visibility & customer history

• On-line contact increased 7 fold during 

first 3 month trial

• Expect to achieve 5% call reduction

• Integration with Social Media



The Contact Centre performance has improved 
significantly

36

36%

50%

57%

66%

77%
79%

25%

50%

75%

Jul 10 Nov 10 May 11

Top box Satisfaction

Intensive “customer” 

training

“warm hand-over” 

to FMC 

CSAT



Impact of investments in batteries on 

Network Power Outages*

Customer Information 

System Improvement

Network & system performance is increasingly 
stable…

37

6 Months before 

investment

6 Months after 

investments

* Jamaica business unit

3,691

90

Pre Hit Squad Post Hit Squad

% Availability

87.88%

99.64%
Minutes of service outage



The key remaining service issue to resolve 
resides with fault resolution…

38

Extremely

Satisfied

Extremely 

Dissatisfied

…addressed via Work Force Management improvements

Time to repair 37%

Repair incomplete 20%

Time to provide 20%

Broadband speed 5%
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Reliable delivery

Data capable networks

Leading service

Costs well managed

LIME’s operational capability will enable 
future success

40
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Geographic 

• Government

• SME

• Residential 

• etc

• Industry

• Device

• etc

• CUG for Taxi Drivers / Nurses etc. 

• Hotel industry package: VoD, WiFi, 

tourist mobile SIM 

• Wholesale propositions 

Our Go to Market strategy revolves around 
Segmentation and Differentiation

42

Pricing plans

Service plans

Vertical Horizontal 



Offering differentiated products and features

Supported by the region’s most loved brand

The region’s leading retailer

Consumer: build a differentiated 
retail experience

43

Consumer

Experience 

oriented stores

Broadest physical 

Distribution: flagships,

franchisees, top-up

Cross & up

Selling at each 

Point of contact

Street teams

Community work Service
Support for our 

customers

Appy Hour



2 years ago Last Year Now

Local Business: attack with a new 
sales focus 

44

SME

―Sales‖ 

teams waited for 

the orders

72,000 SME 

customers identified

Dedicated sales 

channel
• 70 new commissioned 

sales force

• …using Salesforce.com

• …with targeted products

• …and a dedicated 

contact centre

All bar one of our business units have 

delivered new sales growth

http://www.google.co.uk/imgres?imgurl=http://school.discoveryeducation.com/clipart/images/fax.gif&imgrefurl=http://school.discoveryeducation.com/clipart/clip/fax.html&usg=__Yom2KniqV8bE3zBf6FGFANn0QiU=&h=570&w=550&sz=18&hl=en&start=20&zoom=1&itbs=1&tbnid=4f7Jfzxum3SOmM:&tbnh=134&tbnw=129&prev=/search?q=fax+machine&hl=en&sa=X&biw=1259&bih=651&tbm=isch&prmd=ivnsr&ei=5y0ETtq5Nsiq8APc26TSDQ
http://www.google.co.uk/imgres?imgurl=http://1.bp.blogspot.com/_oJycKxSxUIk/TTw6eRNq_xI/AAAAAAAAAA4/1airF6qMVbE/s320/ca_eureka.jpg&imgrefurl=http://amyrtestarossa.blogspot.com/2011/01/eureka-moment-in-my-life.html&usg=__M8icByr81kBLGm45JdEr4bXH0t4=&h=237&w=250&sz=33&hl=en&start=8&zoom=1&itbs=1&tbnid=87AHT2h3ChiXkM:&tbnh=105&tbnw=111&prev=/search?q=eureka+moment&hl=en&biw=1259&bih=651&tbm=isch&ei=Vi4ETr-7NYGi8QPqg7HjDQ
http://www.google.co.uk/imgres?imgurl=http://www.salessurge.com/images/team_diverse.jpg&imgrefurl=http://www.salessurge.com/core.html&usg=__ShYnN72dRmpNibqq6gJE2RTERWk=&h=300&w=450&sz=82&hl=en&start=1&zoom=1&itbs=1&tbnid=Zznv9zzd45xWjM:&tbnh=85&tbnw=127&prev=/search?q=professional+sales+team&hl=en&biw=1259&bih=651&tbm=isch&ei=5S4ETo7lGYKp8APppaHQDQ


Pan-regional business/enterprise: 
capitalise on our unique capability

45

Enterprise

Data 

centres

Pan-Caribbean 

resilient MPLS & 

connectivity 

Regional 

Service Mgt 

Full service 

product set

35 pan-Caribbean “enterprises”

+ c.70 regional businesses

LIME provides services to 100% of 

these businesses

Increasing 

pressure to 

cut costs…

…at same time as 

facing a technology 

refresh wave…

…requiring new 

skills and 3rd party 

relationships…

…provides LIME 

with an opportunity 

to grow  

LIME is still the only provider able to deliver a full service across the Caribbean 

Our opportunity is to provide more integrated & managed services



Government: there is a common 
vision that LIME can promote

46

Government

Improving

lives in the

Caribbean

With some early examples of success: 

e.g. in Barbados, Jamaica, Dominica

A genuinely 

shared 

mission

14 

opportunities

A common set 

of themes to 

develop

Unmatched full 

service 

capability…

…both 

technical and 

services

Relationships 

that are the 

envy of all

Working 

collaboratively 

with Union 

partners



Carrier: continue the momentum 
in developing & monetising our footprint
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CBUS

Maya

Maya

CJFS

Pan Am

ECFSECFS

TC

GEMINI-
BERMUDA

Bermuda

Dominican Rep

Hollywood

Jamaica

West Palm Beach

Puerto
Rico

CWC BUs operate systems & 
own 50%+ design capacity

Consortia cables where 
CWC BUs have ownership 
rights

Honduras

Costa Rica
Panamá

Cuba

To Manasquan & 
New York

To Chile

St Croix

Tortola

CWC majority owned, 
Consortia & IRU 
systems

Columbus III
Italy & Canary Is >.

Systems where CWC BUs 
have purchased IRUs

East - West

Trinidad & 
Tobago

Grenada

Barbados

St Lucia

Dominica

Antigua & Barbuda

Montserrat

St Vincent

Anguilla
St Kitts & Nevis

Americas 1

Americas 1

Americas 1

Americas 2

TC

C1

ARCOS

ARCOS

Hollywood

West Palm Beach

Antillas 1

MAC

SACHonduras

Cuba

To Brazil / 
Argentina

ARCOS

Tortola

St Thomas

SAC

ARCOS

ARCOS

GCN

Fibralink

PAC

To Mexico 
& 
Cailfornia

Vero 
Beach 

Columbus II

Americas 2

Americas 2

Martinique

Guadeloupe

Maya

Pan Am

CWC BUs operate systems 
& own 50%+ design 
capacity (planned)

MAC

Carrier 

Connecting the Caribbean for LIME and our customers 

in an increasingly data oriented world

East-West cable 

a success

New access to 

Miami this year

Healthy pipeline 

for 2011
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This is Jamaica

• Highly competitive market 

particularly in prepaid 

mobile space

• Outspent 10 to 1 in 

marketing by Digicel/Claro 

combined

• Challenging regulatory 

environment

• US$800m telecoms market 

& LIME the only full service 

telecoms provider

49



There are 4 elements to the 
“Win back Jamaica” plan

50

Refreshing the brand, 

new propositions & distribution
Marketing

Leveling the regulatory playfieldRegulatory

Network coverage parity and dataInvestment

New management, intuitive, relationshipsLeadership



Smart marketing & propositions

51

Marketing

Overlord: 

• Geographic segmentation to 

complement BAU marketing

• Portmore (―Normandy‖): 300k 

pop., densely populated, per 

capita income US$15-20k

• Workforce of Kingston

• Concentration of events, branding and 

community activities

• Attack with full suite of services

• Door-to-door sales team

• Expansion of distribution network

• CUGs and community specific propositions



Mobile TV

52

• ―Sexy‖ new product that heralds 

a new brand

• Unique & appealing value proposition 

• Demonstrative mobile ―data‖ play



Smart marketing & propositions
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Marketing

LIME – Total Brand Awareness

Mo. 1 Mo. 2 Mo. 3

LIME – Mobile perception

Mo. 1 Mo. 2 Mo. 3



New propositions can have an impact
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Opinion 
worsened a lot

1%

Opinion worsened 
a little

2%

Opinion hasn't 
changed

29%

Opinion has 
improved a little

27%

Opinion has 
improved a lot

41%

Definitely no 
likely
3%

Might or might 
not

17%

Probably Likely
46%

Definitely Likely
34%

0%

5%

10%

15%

20%

25%

30%

35%

National Sample

Digicel Jus Buss LIME MTV Claro Clarorific 4G Facebook

NOTE:

• Mobile TV available in 

Kingston & St. 

Catherine only

• 65% of the national 

sample were aware of 

the LIME MTV product

• 54% of the national 

sample were aware of 

the Buju promotion.

What’s the most exciting thing to happen to mobile phones in Jamaica?

Definitely 
Interested

23%

Somewhat 
Interested

32%
Neither Nor

11%

Somewhat 
Uninterested

11%

Definitely not 
Interested

23%

Mobile TV impact on LIME brand Interest in mobile TV

0%

10%

20%

30%

40%

50%

60%

70%

80%

LIME MTV Purchasers

LIME MTV Internet Video Calling

Intend to purchase mobile TV

Marketing



Regulatory Focus Details

Fixed to Mobile Termination 

Rates 

• Dominant competitor sets our retail price & termination

price for calls to their network

• Termination charges on a per minute basis as 

opposed to per second

One Mobile Termination Rate • Dominant competitor has set a high termination rate

Mobile Cross-Net Charges
• Dominant competitor charges excessive 

cross-net rates

Retail / Wholesale Pricing
• Dominant competitor on-net retail rates below 

MTR to other carriers

Mobile Number Portability • Dominant competitor resistant

Jamaica regulatory update
Leveling the playfield…

55

Regulatory



Jamaica network investment update
Improved mobile coverage

56

Phase Details

Phase 1 Claro site-share agreement/last year

Phase 2 Build 70 new sites (co-location)

$35m capex to deliver: 

• Mobile 3G

• Portmore

• Spanish Town

• North Coast

• Main route to Kingston 

Investment



Jamaica network investment update
Broadband expansion…

57

09/10

Expand Overlord outside of Portmore

Investment

Flow MSAN GPON



Pay TV

• IPTV launch Christmas 2011 in Jamaica & Barbados

• Very competitive on price and quality

• Optimal mix of international & local channels

• Reduce churn on fixed line and broadband

• Complete the 4 pronged pace attack: L-I-M-E

• 3 screen strategy



“Win back Jamaica” plan

59

Refreshing the brand, 

new propositions & distribution
Marketing

Leveling the regulatory playfieldRegulatory

Network coverage parity and dataInvestment

New management, intuitive, relationshipsLeadership
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The BTC provides an opportunity for LIME to expand to 
a major market in CARICOM and one of the most stable 
economies in the region…

Transaction complete

• $210m for 51%

• 3+ years before mobile market 

liberalised

• Completion on 6 April 2011

Economy

• Population 345k

• GDP / capita $22k

Market

• Mobile – sole provider to 2014

• Fixed – competition from 

Cable Bahamas

61

12 months ended 

December 20101

Revenue $343m

Mobile 67% of total

Fixed 22% of total

Broadband 7% of total

Other 4% of total

Gross margin % 81%

Opex % of revenue 58%

EBITDA $79m

% of revenue 23%

1Unaudited figures

2IMF 2010 estimates



Telecom Market Overview

Telecom market in Bahamas contributes 
approx 6% of GDP and grew last fiscal at 
annualized 3% rate…

62

• Market Size $460m

• Growth 3% (2010)

• Penetration:

– Mobile 110% Pop

– Fixed 140% HH

– Broadband 70% HH

– Cable 50% HH

$230m $180m $50m

Roaming 
Data Others 

Internet 

Directory

Post Paid 

Cable TV 
Prepaid 

Fixed Voice

Mobile Fixed & BB Other



We have made good progress on our integration plans…
Transformation & integration plans to be delivered in 18-24 months

63

• Confirm 

leadership

• Mobilize team

• Communication

• Financial and 

Ops Assessment

• Process 

Reviews

• Carrier Service 

Integrated

• New Products 

Launched

• Rebranding

• Sales Team

• New products

• Process 

changes 

implemented

• New Billing

• Procurement 

centralised

• 3G Network & 

8MB 

broadband 

launch

• Headcount 

reduction

• Network and IT 

Systems fully 

integrated 

• Transactional 

finance 

activities 

relocated to 

SSC

• Headcount 

reductions 

complete

• New products

• Integration into 

one Caribbean

• Headcount 

Reduction

• Contracts 

Renegotiation

• Financial 

Controls

• Operational 

Change 

Control 

• Interconnect 

with LIME

• DD & Valuation

• Negotiations

• Transformation 

Plans

• Integration 

Plans

• Program Plan

Doing the deal

Day 1

First 100 days

First 6 months

1st year

2nd year

Progress
WE ARE 

HERE!!



8 June

Distribute 
VSEP Packs 
to all staff

Launch 
Helpline and 
online query 
email address

16 - 23 June

VSEP Expo on 
major islands

1 July

Closing date 
for all 
applications 
for VSEP

15 July 

Tiers 4 and 5 
receive 
responses to 
applications 
for VSEP

29 July 

Tiers 1 – 3 
receive 
responses to 
VSEP 
application

VSEP is going to plan, with no adverse 
reputational impact

64

VSEP is on track to be executed on target and within 
budget, with no adverse reputational impact



We are happy to report progress across the 
entire organization…

Preparing
for full 

competition

Restructuring

Learning

Listening

4G 8Mbs

Network 

Transformation

Delivering 

the Business 

Plan

Integration

Retail 

Transformation

VSEP

65



And we continuously measure and monitor our 
successes…
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• Deliver post synergies EBITDA 
c. $100m

• Deliver savings/integration 
within budget

• Support function cost within 
10% of regional best practice

• Reduced fault rates / billing 
errors

Performance

• Customer satisfaction 
• Integration perceived as 

seamless by customer
• Reduced prices in readiness 

for liberalization by FY14

Customer

• Invigorated values and culture
• Employee engagement  at 

over 80%
• Employee competency in top 

of region

People

• Launch 3G and 8MB 

• Deliver significant process 
efficiencies 

• Integration delivered to plan

Delivery

SUCCESS

Financial





Summary
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1 One Caribbean

2 Network for the Future

3 Products and Services Differentiation

4 Jamaica Turnaround

5 Geographic Expansion
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