
company confidential 1

Executing dual brand successfully 

and 

4G leadership

Mahtab Uddin Ahmed

Managing Director/Chief Executive Officer, Robi Axiata 
26 November, 2018



company confidential 2

KEY TRENDS- UNDERLYING PERFORMANCE

Robi outperforming market and becoming stronger
1

RGM Service Revenue (BDT bn) EBITDA (BDT bn)

ROIC (%)PAT (BDT bn) Capex Intensity1 (%)

-0.5x

1.1x

20172016 2018

>2X

+80-90%

2016 2017 2018

+17-18%

(3)-(5)pp

20182016 2017

+85-90%

+8pp

1 Including  merger CapEx
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MARKET OVERVIEW

Robi is the 2nd largest operator in the market with NPS lead, and has been the fastest growing player over 

last two years.

2

Service Revenue Market Share

20.9% 17.1%

25.6%
27.9%

53.5% 55.0%

Q1’17 Q3’18

Competition 1 Robi Competition 2

Consolidated 2nd position with ~10pp lead

Competition 2

Competition 1

Robi

47%

43%

10%

Growing at par with market leader despite having

around ½ of their market share

Rebounded to become leader in both 

brands

Share of Net Adds (Q1’17 to Q3’18) NPS Rank

3 4
1

2

2
1

3 4

Source: Nielsen

Q1’17

Q3’18

-14 -14

+12

+2.5

x Gap with 

Competition 1

Revenue market 

share gain

+1.5%

+2.3%

-3.8%

Competition 1 Competition 2Robi Airtel
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THREE KEY STRATEGIES

Winning markets with dual brand execution and 4G/LTE leadership. Operational excellence to drive cost 

efficiency.

3

Dual Brand
4G/LTE 

Leadership

Operational 

Excellence

Two separate brands with distinct 

personas driving topline growth

Building on #1 LTE/4G network 

in terms of capacity and coverage 

with spectrum band flexibility

Maintaining continuous drive for 

cost excellence by improving 

EBITDA and bottom line
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DUAL BRAND EXECUTION

Successful dual brand execution targeting specific segments and value proposition. More than half of 

incremental revenue growth came from NCCD

3.1

Market Positioning – before merger 

Geographic Play 

Brand Perceptions

Dual Brand Approach

Innovative digital brandRobi

Price leadership and #1 network of friends Airtel

Dual Brand Performance-2018 

Service Revenue growth Incremental growth contribution

Time line :YTD Q3'17 Vs YTD Q3'18

CC Dhaka NCCDCompetition 1 Competition 2Robi Airtel

Competition 1

Competition 2



company confidential 6

4G/LTE LEADERSHIP

Aggressively rolled out 4G from Day-1 to enable advantage over competitors. 
3.2

Launch Day

64
Districts

Only Selected Metros
(Dhaka, Chittagong, Sylhet)

Performance

4.2 Mn
unique 4G subscribers

50.9%
4G CMS in Facebook

25.8%
35.9%

Average

15.0%

4G

8.2%

(October’18)

Unique User Active User
4.2 mn

3.4 mn

Competition 1 Competition 2
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OPERATIONAL EXCELLENCE

Improved result despite aggressive market expansion and data price pressure
3.3

EBITDA Market Share

Q3’18Q1’17

69%

16%

22%

9%

71%

13%

26

30

Competition 1 Competition 2Robi

Solid EBITDA growth securing 2nd position Flat Opex despite aggressive market expansion CapEx intensity improved despite aggressive network

rollout 

OpEx

13.0 12.8

Q3’18Q1’17

CapEx Intensity1

Values in BDT Bn

Total EBITDA

(BDT Bn) 26%

Q3’18Q1’17

20%

-6.3%

EBITDA Share

Gain

+1.7%

+6.6%

-8.3%

1 Inclusive merger CapEx
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PATH TO PROFIT

Aspire to deliver positive PAT in 2020 and beyond through sustainable growth and organizational 

excellence

4

Connect the 

unconnected and 

reach new 

territories

Geo Expansion

Voice sustention

Data monetization

Enterprise evolution

Digital differentiation

M.A.D. organization

Going national

From bytes to 

video and content 

monetization

From SIMs to

solutions sales

Current portfolio

consolidation and 

expansion into 

profitable growth

domains

Modern, agile and

digital 

organization

PAT neutral

+ve

-ve

2017

2018

2019

2022

2016

Normalized

Path towards profitability

Cost Excellence

Drive efficiency 

through process

simplification, 

automation and

digitization

Grow market share

Grow EBITDA share

Grow Profit

2020

2021

1 Excluding any new spectrum related cost
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THANK YOU
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