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hugereview

he vision of Huge is to unlock 

value for all stakeholders of the 

company.

The Huge Group successfully 

listed on the Alternative Exchange 

of the JSE Limited on 8 August 

2007 and currently operates in the corporate 

telecommunications sector through its 

subsidiary company, Huge Telecom – which 

includes the merged businesses of TelePassport 

and CentraCell. Huge purchased TelePassport 

on listing, and completed its acquisition of 

CentraCell on 15 February 2008 after having 

received Competition Commission approval.

T

Huge is totally 
committed

  Huge Telecom

"We aim to build a remarkable 

listed entity that is strongly 

brand conscious and brand 

driven, and hence the adoption 

of the name 'Huge'. "

Huge Telecom is a leading managed 
telecommunications company. The company is the 
second largest of the four dominant companies in 
this segment of the telecommunications industry, 
which is estimated to be valued at R3 billion per 
annum. Currently Huge Telecom holds a market 
share of 18%, which we intend to grow by taking 
advantage of a new and unique opportunity we 
have identified in the market, that being, to create 
a supremely service-orientated client offering in 
managed telecoms. We will continue to focus 
on adding measurable value to our clients by 
delivering a suite of value-added products and 
services that collectively deliver a solution that far 
exceeds client expectations. 

The Huge Group intends to further create 
value by building the Huge brand across a wider 
corporate and consumer market, and by focusing 
throughout the business on a service ethic of the 
highest standard. 

Huge, through its flagship subsidiary Huge 
Telecom, intends to strengthen its position in 
the market by focusing on the business and 
technological layer above the network operators, 
the value-added layer, which we believe will 
generate higher and more sustainable returns than 
infrastructure provision over the longer term.

Huge Telecom, formed out of the merger of 
TelePassport (Pty) Ltd and CentraCell (Pty) Ltd, 
offers corporate customers in South Africa and 
Namibia the professional outsourced management 
of their voice communication services, through 
the efficient provision and management of the 
telecommunications companies that provide 
them. Huge Telecom has offices in Johannesburg, 
Durban, Cape Town and Port Elizabeth, and 

an associate company, TelePassport, based in 
Windhoek. I am pleased to note that we now have 
more than 6 000 corporate clients in the Huge 
Telecom stable, and this should grow significantly 
after the implementation of iTalk and Eyeballs 
through the cross-selling synergies that the two 
acquisitions will provide. 

Our objectives for the coming year include 
improving service delivery, increasing operational  
efficiencies and generating higher operating 
margins. 

We intend to achieve these by leveraging the 
technology platforms and intellectual property 
owned by the company and by making even more 
effective use of them. The technology platform is a 
core competency of the company and incorporates 
full real-time data feeds and real-time analysis of 
data from all of our services. With the effective use 
of this platform, Huge is capable of delivering real 
added value and true managed telecommunication 
services.
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Huge Telecom’s services enable clients 

to eliminate employee misuse of their 
telecommunications systems using automatic 
predictive analysis of their usage patterns.

Huge Telecom focuses on the management 
of voice communication services. Our service 
includes, but is not limited to, the elimination of 
business waste from the misuse of client company 
resources. This is achieved through the use of 
proprietary private call prediction technology, the 
introduction of alternative – and cheaper – forms 
of communication such as short message services 
(SMS), and also through the elimination of cross-
network telephone calls. The latter is achieved 
through the introduction of intelligent, technology-
based, cost-savings-orientated, on-net routing of all 
telecommunications spend (including international, 
national, mobile and local telephone calls) not 
addressed by the former steps.

relationship exists between the network operators 
and the clients of Huge Telecom. Huge Telecom is 
one of the larger single customers of the network 
operators and a direct relationship exists between 
the network operators and Huge Telecom, and 
then between Huge Telecom and its clients. Huge 
Telecom will continue to acquire products and 
services from the network operators but the focus 
of its involvement with its clients continues to be 
the adding of value by effectively managing the 
supply and use of these network products.

The “alternative” telecommunication 
companies will remain competitors for so long as 
they continue to provide some form of managed 
telecommunication services. However, we believe 
their transition to alternative telecommunication 
operators should limit their ability to operate as 
trusted intermediaries because of the inherent 
conflict of interest arising from owning their own 
network/product, and in time they will stick to 
their core function of infrastructure provision.

The inclusion of Autopage and Nashua as 
distributors to the network operators is seen as being 
limited to the supply of network products, but they 
are still regarded as meaningful competitors.

Huge Telecom (with a leading position) is seen 
as the supplier of a managed telecommunication 
service in South Africa.

Anton Daniel Potgieter
Chief Executive Officer

The 2007 trading environment was marked 
by continued consumer confidence, albeit 
weakening slightly towards the end of the 
financial year as the impact of increases in 
interest rates as well as increased fuel prices 
took hold. Despite inflationary pressure, trading 
performance remained robust during the year. 

The outlook for next year shows every 
sign of being a lot tougher for South Africans. 
The trading environment for 2008 and 2009 
is expected to be challenging as the SA 
consumer continues to come under pressure. 
Despite the underlying strength of the South 
African economy, the global macro-economic 
environment will affect South Africa. There 
are a number of factors that continue to 
contribute significantly to an increase in local 
inflation, and this will highlight the need 
for corporations to tighten their control over 
telephone and communications usage and 
effectiveness. Companies delivering managed 
telecommunications will therefore benefit from 
this cost consciousness.

The demand for managed telecommunications 
by corporate entities also displays a high level of 
price inelasticity. The main reasons for this are 
that the person making the corporate telephone 
call is different from the person paying the 
bills, and also that communication is a vital 
part of any enterprise’s operation, and while 
per-minute costs are often addressed, it is one 
of the last areas they are prepared to cut down 
on volume-wise as this will affect productivity. 
In fact, Huge Telecom normally benefits during 
tighter economic periods as such conditions 
traditionally spur adoption of more aggressive 
cost saving measures by the corporate entity. 
More specifically, the current fixed line to mobile 
voice traffic enjoyed by Telkom could face 
further scrutiny by cost conscious companies 
and in an effort to reduce the occurrence of 
such cross-network traffic, a shift to on-network 
solutions could increase. Huge Telecom is a 
major beneficiary of such a shift in the profile of 
voice traffic.

  VoIP

  A telecoms landscape  
  perspective

We have appointed senior counsel to advise us 
on the merits of opposing a potential transaction 
between MTN and iTalk and we are of the opinion 
that we have a very sound argument that proves 
that the acquisition by MTN of iTalk would 
substantially lessen competition in South Africa. 
We therefore intend to make the appropriate 
submissions, which we are entitled to make, to the 
Competition Commission.

These acquisitions will add valuable 
dimension to the predominantly corporate 
telecommunications-based portfolio of Huge. 

  Brand

  Financial performance

  Trading environment

  Corporate governance

  In conclusion

  Acquisitions

  Positioning

  Prospects

  Board of directors

An evaluation of the board and its related 
committees according to “King II” was conducted 
after listing, providing us important feedback on 
how to further improve our board and the effective 
operation of these committees.

Transparency has always been an important 
aspect in the way the Huge Group conducts its 
business, and the board and management remain 
attentive to the importance of this philosophy. The 
group is committed to the principles of openness, 
integrity and accountability as advocated in the 
King II Report on Corporate Governance. Through 
this process, shareholders and other stakeholders 
may derive assurance that the group is being 
managed according to prudently determined risk 
parameters in compliance with generally accepted 
corporate practices. Our financial statements 
are compiled in accordance with International 
Financial Reporting Standards.

Our customer-centric approach and positive 
relationship with our staff and suppliers will continue 
to assist us in maintaining and improving our 
current performance and growth. As a South African 
domiciled company the corporate head office is the 
central point of leadership for the group, and is based 
in Woodmead, Johannesburg.

An executive committee, ably backed by 
experienced senior executives and staff, leads the 
group. The independent non-executive directors add 
to the effectiveness of the group’s strategy, operations 
and governance with their local experience.

Huge Telecom has an 18% market share in 
South Africa. Our objective is to increase this 
market share in the forthcoming financial year.

Another concept that we have placed under serious 
consideration since listing is the concept of Voice 
over Internet Protocol or VoIP as it is also referred 
and the importance placed by certain commentators 
on the inclusion of a ‘VoIP product’ in the product 
suite of a telecommunications company. We at 
Huge are of the view that VoIP is not a substitute for 
the current incumbent (being Telkom) but merely a 
transmission protocol used by a network operator 
(which includes Telkom) to carry voice and data in 
a far more cost effective and efficient manner than 
the traditional time division multiplexing (TDM) 
used by traditional public switched telephone 
networks (PSTNs) (which also includes Telkom). 
As Huge is not a network operator and does not 
own its own network, VoIP presents neither a 
potential threat nor a potential opportunity for the 
company. 

The board held four meetings during the seven 
months since listing. The members of the board 
acknowledge and accept their statutory regulatory 
responsibilities as set out in the Companies Act, 
the rules of the JSE Limited, and the Securities 
Regulation Code and King II, and are committed 
to managing the group openly, with transparency 
and independent thought in accordance with their 
fiduciary duties.

The number of network operators both globally 
and locally have substantially increased in the last 
decade, even in the face of some significant industry 
consolidation. These increases in the number of 
network operators has had a concomitant effect on 
the prevalence of cross-network telephone calls or 
communications. The use of two network operators 
in a communication introduces the concept of a 
termination charge or fee, otherwise known as an inter-
connection fee, which is a charge that arises as a result 
of the originating network having to pay the receiving 
network for the use of its network to terminate the 
call. In layman’s terms, the use of two networks will 
always exceed the cost of using one network due to 
there being no interconnection fee payable on a single 
network call; or explained differently: originating and 
terminating a communication on the same network – 
that is, an on-network communication – will always 
be more cost effective. This concept is central to the 
philosophy of a managed telecommunications service.

The advent of computerised or digital telephone 
exchanges, mobile phone networks and the Internet 
has allowed for greater and more complex routing 
possibilities in an effort to reduce unnecessary 
costs. The number of possible destinations and 
prices has increased from just over two hundred in 
the 1980s when least cost routing emerged to well 
over five hundred in use today. Therefore, costing 
analyses have become increasingly complex with 
carriers processing approximately 20 000 prices 
and 90 000 dial codes a month. The advent 
of mobile number portability has further and 
exponentially added to this complexity.

Until recently, companies offering managed 
telecommunication services and more specifically 
least cost routing were dogged by lower price 
earnings multiples, mainly due to the perception 
that the differences between the GSM networks’ 
inter-connection rates (otherwise known as mobile 
termination rates (MTR)) would be reduced, with 
the result that the need for cellular-least-cost-routing 
and managed telecommunication services would 
decrease. What a number of participants failed 
to realise was the impact that the deregulation 
or liberalisation of telecommunications in South 
Africa, and the commensurate increase in first-
tier telephone networks, would have on managed 
telecommunications, or the more basic service of 
least-cost-routing. In essence, least-cost-routing was 
given a longer lease on life and we are now well 
entrenched to take full advantage of this trend going 
forward.

Today the number of ‘alternative’ 
telecommunications companies operating in 
South Africa and using different carrier methods 
of communication (fixed line, radio transmission 
(GSM, WiFi, Wimax) and satellite) is increasing; 
so too are the voice protocols and standards 
being used within these (TDMA, CDMA, GSM 
cellular, IP and VoIP). The number of on-network 
as well as cross-network routing possibilities is 
increasing exponentially and this is expected to 
have a significantly positive impact on the future 
growth prospects of the company.

Financial highlights for the year, which 
incorporates only seven months as a listed entity, 
include a solid operating profit margin of 10,35% 
that translates into earnings per share (EPS) of 
44,17 cents; significantly better than both the 
prospectus forecast of 16,42 cents and the recent 
updated forecast of 34,77 cents. While taxed profit 
of R26,2 million is a substantial 75% higher than 
initially budgeted, these financials are not strictly 
comparable to that which was set out in the pre-
listing prospectus, as this did not contain the effects 
of the CentraCell acquisition. These are, however, 
still very impressive results if you compare them 
to the revised forecast that included the effects of 
CentraCell. (We did warn shareholders that they 
would be in for some Huge performance – we 
believe that we have kept our promise!)

At listing, we also promised shareholders that 
the Huge Group would be going on an aggressive 
but justifiable acquisition trail, and the purchase 
since listing of CentraCell and Eyeballs Mobile 
Advertising are proof of our achievements. 
We also eagerly anticipate the long-awaited 
finalisation of our bid for iTalk Cellular. The 
latter two purchases were pending completion at 
financial year-end and are therefore not included 
in our financial performance. 

This coming financial year will see some 
interesting developments, possibly including a 
few more acquisitions, and a strengthening of our 
position as an investment holding company and a 
significant listed group. 

In summary, I should stress that our core focus 
has not changed: we will continue to acquire and 
grow companies in specific growth industries, 
where strategies are identified as being capable of 
unlocking value for shareholders.

We are very aware of the importance of positioning 
and differentiation relative to our competitors in 
the market place. Significant time and resources 
have been expended to define our positioning and 
differentiation in the last nine months. 

The network operators (Internet Solutions, 
Neotel, Telkom and Verizon for fixed line 
services, and CellC, MTN and Vodacom for 
mobile-cellular and WiMax services) are not seen 
as competitors of Huge but are simply suppliers 
of communication products that are ultimately 
used by the clients of Huge. In general, no direct 

We aim to build a remarkable listed entity that 
is strongly brand conscious and brand-driven, 
and hence the adoption of the name “Huge”. 
Huge represents size, stability, competence and 
profile. The Huge brand is a critical cornerstone 
of our vision. 

The Huge Telecom brand was launched 
during the past year to facilitate and co-ordinate 
the leadership position held by Huge in the 
managed telecommunications market. Our 
aim is to create a powerful long-term brand 
in the telecommunications industry, and more 
particularly to use this brand to dominate our 
position in the managed telecommunications 
segment, and going forward in all market 
segments we choose to address. 

Eyeballs Mobile Advertising is a Cape Town-
based specialist electronic mobile media company, 
which delivers advertising content to GSM mobile 
subscriber handsets in a unique, proprietary and 
intellectually protected new way. iTalk Cellular 
is a licensed MTN service provider and will be 
our entrée into the consumer telecommunications 
market via GSM handsets.

We purchased 25% of Eyeballs for a purchase 
consideration of R6 million, and hold an option 
to acquire a further 15% of Eyeballs for a 
further R12 million. Ancillary to the transaction 
is the provision of a R5 million operating loan 
to Eyeballs.

In December 2007, Huge made an offer to 
the Bebinchand Seevnarayan Trust to acquire 
their 59% shareholding in iTalk Cellular. After 
protracted legal work on this transaction, 
MTN Network Holdings (Proprietary) Limited 
(“MTN”), who hold the remaining 41% of iTalk, 
indicated in May 2008 their intention to exercise 
a pre-emptive right. They previously waived 
their right to acquire the 59% held by the trust in 
iTalk Cellular. The purchase consideration is the 
delivery of 93 000 000 ordinary shares in Huge at 
a price of 550 cents per share.

I am delighted to be able to report a maiden 
listed year showing solid organic growth coupled 
with acquisitions that make sound financial 
sense, highlighting our strategy of continually 
adding value to stakeholders. 

Management and staff, as well as members of 
the board, have shown a stalwart commitment 
to ensuring that we have had a very successful 
maiden year. The efforts of the staff and insight 
from the members of the board have been most 
valuable. These efforts have resulted in Huge 
being able to capitalise on the opportunities that 
have been presented to us.

As we move into the new financial year, 
I believe that the business is well positioned 
from a competitive, resource and energy 
perspective to differentiate the group from 
its competitors and to deliver an improved 
performance and return to all stakeholders.

I am privileged to lead a board and 
executive team who work well together and 
share a passionate commitment to all things 
Huge. I thank them and all the staff for their 
commitment, support and dedication in working 
towards the achievement of all our goals.

Lastly, as we sign off our first year as a listed 
company, I would like to introduce Rajen Pillay 
to our investors as the new Managing Director 
of the Huge Telecom subsidiary. Rajen joined 
us in February from Orion Telecom (part of the 
Vox Telecom group) where he was instrumental 
in Orion becoming a market leader. He has 
proven himself to be a highly competent and 
capable individual. Rajen will take over my 
operational responsibilities in Huge Telecom, 
which will enable me to move into a more 
strategic role within the Huge Group. I have no 
doubt that Rajen will be highly successful in his 
new position, bringing skills and operational 
experience to Huge, which will be invaluable 
as we continue to grow Huge Telecom’s market 
leadership position.

The listing of the Huge Group has moved the 
company into a significantly improved position 
over the past seven months: we acquired critical 
mass in clients, and in the voice minutes we 
manage, and this has increased our purchasing 
power with our suppliers (the fixed line and 
mobile network operators), a fact that has 
been recognised by key participants in the 
industry. We created economies of scale with 
our acquisition of CentraCell and enhanced the 
level of skills in the business – this is something 
that could not have been achieved as a private 
company. We also now have access to capital 
that ensures an increased level of flexibility, 
and positions us well to capitalise on available 
opportunities in telecommunications as they 
emerge. In summary, the listing has enabled 
us to leverage our people, our relationships, 
our technology, our brand and our profile so 
as to offer a better and more exciting value 
proposition to our clients.

The South Africa telecommunications market 
for mobile voice traffic is growing at around 
22% per annum, according to research reports 
written by leading investment banking and 
equity research companies in South Africa. 
Mobile-to-mobile on-network telephone calls 
managed throughout South Africa today total 
around 2,4 billion minutes per annum. Taking 
into account that total fixed-line to mobile 
cross-network voice traffic originated by 
Telkom and terminated on the mobile network 
operators (MNOs) is around 4,1 billion minutes 
per annum, the scope for organic growth in 
managed telecommunications is capable of 
exceeding the growth rates of the broader 
mobile telecommunications market. Earnings 
growth rates in excess of 20% should therefore 
be achievable for the foreseeable future.

The African telecommunications market, 
and particularly the advent of VoIP technology, 
represents the latest trend towards an increase 
in telecommunication routing alternatives 
and this increases the growth opportunity 
for communications services companies 
involved in managing telecommunications both 
domestically and abroad. 

Huge Telecom is not an infrastructure player 
and therefore does not face any competitive 
infrastructural risks. 

Revenue generated is by nature recurring or 
annuity based and the annuity book has a value in 
excess of R47 million per month (including the 
revenues of CentraCell), representing corporate 
customers, and this represents the embedded / 
in-force / book value of the company. 

Our principal objective this year is to 
challenge the status quo so that we ensure 
that everything we do in our business meets 
our vision of unlocking value for all of our 
stakeholders. This requires that we critically 
analyse the way we do business. 

Our competitive advantage is how 
effectively and efficiently we use our 
resources and technology as opposed to what 
resources and technology we actually own. 
We have identified that few of our resources or 
technology provide any competitive advantage 
other than the effectiveness with which we 
make use of them. Our industry is mature, 
and we therefore only require ownership 
of the resources and technology that add 
demonstrable value to our business. We will 
outsource all processes and functions that are 
not strategic or are not able to create a clear 
differentiation against our competitors.

We further want to simplify our business 
by removing duplication and complexity: this 
will drive our efforts to ensure that we focus on 
activities, functions and processes that deliver 
high value at low cost. We are looking for 
industry beating returns – everything will be 
measured on an output to input basis: how much 
output is derived from any input. We will focus 
on getting the basics right and service delivery. 
Telecommunications is a rapidly changing 
environment. Flexibility is critical to everything 
we do. The greater our flexibility becomes, the 
greater our ability will be to adapt to change in 
a constantly changing environment.

We want to build on our track record for 
this coming year, which will create a greater 
degree of certainty for investors. I believe 
that the right platform is in place and the right 
processes have been set in motion and as 
such the 2008/2009 financial year should bear 
the fruits of the strong foundations we have 
established in the 2007/2008 financial year.
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Huge successfully listed on the 
Alternative Exchange (“AltX”) of 
the JSE Limited on 8 August 2007 
and the profit forecast included in 

the prospectus issued at that time forecast earnings 
per share for the year ending 29 February 2008 of 
16,2 cents per share. Actual earnings per share of 
44,17 cents exceeded this forecast by 169%. On 
12 September 2007 the board of directors revised 
the profit forecast included in the prospectus by 
112% to 34,77 cents per share. Actual earnings per 
share of 44,17 cents exceeded this revised forecast 
by a further 27%.

The company completed its acquisition of 
CentraCell on 15 February 2008 after having 
received Competition Commission approval for 
the implementation of the transaction. The results 
therefore represent only a seven-month period for 
Huge Telecom and a one-month trading period for 
CentraCell and do not incorporate the acquisition 
of 25% of Eyeballs Mobile Advertising or the 
potential acquisition of 59% of iTalk Cellular. 

This set of results, being the trading 
performance for a period of less than one year, 
reflects positively on the estimated revenues 
of Huge Telecom and CentraCell for a rolling 
twelve-month period. 

“Huge Telecom has organically grown its 
revenue base by 26% over the comparable 
corresponding period in the previous year and the 
five year organic growth rate of revenue is 19%.” 

The CentraCell acquisition has allowed 

A solid maiden  
performance

  In conclusion

the group to build critical mass. It has also 
substantially improved its purchasing power with 
its suppliers, its presence and its market share 
in the managed telecommunications industry. 
The directors believe that this acquisition should 
enable the company to further increase the 
discounts it receives from its suppliers. These 
discounts currently average 21%. 

We believe that Huge is well-positioned 
to increase its market share above the current 
18% level. The increased subscriber numbers 
generated from this growth should, as history 
has shown, lead to greater margins given the 
economics of the industry. These margins are 
expected to improve in the forthcoming year. 

The directors are cognisant of diluting the 
effective interests of existing shareholders in 
an effort to increase the revenue base of the 
company beyond the critical mass achieved 
by the acquisition of CentraCell. Therefore the 
directors will not pursue increasing revenues 
by acquisition when the company has already 
achieved a level of critical mass. We will 
focus on acquiring revenue by organic means 
rather than by corporate acquisition. Future 
acquisitions will therefore be driven by other 
reasons and will bring far more synergistic value 
to the business.

Huge Telecom is an entirely annuity-based 
business where products and services are 
supplied to over 6 000 corporate clients on a 
monthly contracted subscription basis. 

Contracts signed usually cover an initial term 
of 24 months and are renewed thereafter for 
further terms of 24 months. These contracts hold 
substantial value and this underpins the value of 
Huge and its intangible assets (which includes 
goodwill). The monthly annuity “book value” 
of the contracts held by Huge Telecom exceeds 
R47 million at the date of release of these results. 
This monthly revenue generates annual turnover 
of R540 million and at a gross profit margin of 
22,2% can contribute approximately R120 million 
to the bottom line of an existing competitor. 

Actual revenue generated of R243 million 
and operating profit before taxation generated of 
R25 million at an operating profit margin before 
taxation of 10,35% translates to annual revenue 
of R540 million and operating profit before 
taxation of R55,89 million. Return on equity on 
an annualised basis was 21,74%. The effective 
rate of taxation was 14,54% and an additional 
R42 million in assessable losses acquired as part 
of the CentraCell acquisition is available as a set 
off against future taxable income.

Cashflow generated from operations of 
R26 million enhanced the quality of earnings. 
The group generates negative working capital 
with creditor days exceeding the combination 
of debtors’ and inventory days. This allows the 
company to adopt a lower than normal dividend 
cover. The board has resolved that a dividend cover 
of two times earnings is suitable for the company 
in the light of its working capital requirements 

and its need to finance future acquisitions out of a 
combination of cash and debt. 

The client base of the group is highly dispersed 
with the result that credit risk is low. No structural 
change in the credit risk of the customer base 
is expected during the financial period to end 
February 2009 but increased provisions for 
bad debts have been made to allow for a more 
challenging economic environment.

Costs are expected to increase in line with 
the expected rate of inflation. The two principal 
operating costs in Huge Telecom are equipment 
costs and staffing costs and these two overhead 
items account for 75% of total operating costs. 
The group’s greatest risk relates to business risk, 
which is mostly represented by labour costs. 

The group capitalises the equipment utilised in 
the provision of its managed telecommunications 
services; 81% of property, plant and equipment 
consists of more than 25 000 units of customer 
premises equipment (CPE) that are depreciated 
over four years.

During 2007, a significant amount of time was 
spent on strategic planning and the post-listing 
execution of our strategic framework has realised 
numerous benefits for the group. Our aim is 
now to continue to focus on improving margins 
and efficiencies within the business and at the 
same time improving working capital through a 
reduction in our debtors’ book.

Financial risks related to funding (liquidity and 
counterparty risks), including interest rate risk are 

I am proud to provide comment on the maiden financial statements of the group for the year ended 29 February 2008. 

The financial statements have been prepared in accordance with IFRS and the accounting policies of the company. 

managed by an executive committee which meets 
on a regular basis. 

The group will continue to invest in systems, 
processes and procedures necessary for increased 
growth and control. The strategic plans for Huge 
have been compiled at both group and business 
unit level, and the associated actions and allocated 
responsibilities are in place to ensure that 
continued performance is sustained. 

Along with regular reviews relating to our 
progress, there are comprehensive management 
reporting disciplines in place which include 
the preparation of annual budgets by all the 
operating units. 

These budgets are aligned with the group 
budget which is approved by the board of 
directors. Monthly results and the financial 
status of operating business units are reported 
against approved budgets, and careful analysis 
and comparisons to the previous financial year 
are made. Internal budgets are regularly updated, 
while working capital is monitored on an 
ongoing basis.

During 2008/2009, we will continue to focus 
on ensuring that we maximise our investments by 
making more effective use of technology. This, 
we believe, will lead to further cost efficiencies, 
shorter implementation lead times, faster time 
to market for new products and solutions and 
improved quality relating to the provision of 
solutions that truly add value to our clients and 
their businesses.

The combined efforts of our loyal employees and 
the energy and the commitment of the board of 
directors are important for the continued success 
of the Huge Group. I would like to extend my 
gratitude to the executive team, the management 
team and staff, and our non-executive directors and 
congratulate them on our maiden year’s 
achievement. To our clients and suppliers, who play 
such a valuable role in our success, we appreciate 
your loyal and growing support and look forward to 
strengthening our mutual relationships in the future.

James Charles Herbst
Chief Financial Officer
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Corporate governance
– more than a regulatory framework
“Corporate governance is more than a set of regulations, it’s about acting

in the very best interests of the company and making sure that everything

you do and every decision you make is questioned; it is ensuring

that the status quo is challenged and that the interests of the executive

management are aligned with those of its other stakeholders. It is not a

best-practice textbook, it’s a culture that your executive management

need to live and breathe." – James Herbst, chief financial officer

Herbst is more than convinced that 
the group has laid a foundation for 
corporate governance of the highest 

standard. As an AltX listed company, the group 
does not need to fulfil the same requirements as 
those on the main bourse, but again, it’s a matter 
of culture.

“The question we grapple with is whether 
we’ve asked ourselves enough hard questions,” 
he says. “Have we questioned everything we 
do? For instance, is Huge flexible enough to 
meet rapidly changing corporate requirements 
and market conditions, or for that matter, is 
every investment, process, function, activity 
and relationship challenged to ensure the status 
quo provides the very best scenario for the 
company?”

Herbst is adamant that the appointment of 
exceptionally talented and experienced staff 
is key to ensuring that appropriate corporate 
governance is achieved.

(KwaZulu-Natal) and Justin Hammett (Eastern 
Cape). Volschenk and Sutherland are veterans 
of the Huge Telecom management team, where 
Volschenk initiated and drives the company’s 
ISO 9001:2000 procedures and certification.  
Stier recently returned to the Cape operation after 
successfully founding and running TelePassport 
Namibia as managing director for three years. 
Hammett joined the Huge Telecom executive team 
last year from Vodacom.

CEO Anton Potgieter states it simply: “By 
appointing four very capable individuals to 
these positions, we have ensured that our 
succession plans are properly in place.” 
In other words, continuity is ensured and 
ultimately enhanced.

Herbst agrees: “Proper succession planning is 
imperative for a listed entity such as ourselves 
and it’s important for us to be able to deliver that 
assurance of stability to our investors.”

  Fair disclosure and 
  investor relations

  Financial reporting

  Corporate governance  
  practices

To achieve an uninterrupted level of corporate 
governance, Huge has made a number of 
business-critical changes to its staff and 
management structures. These include a 
number of key appointments to the executive 
management of its flagship subsidiary, Huge 
Telecom. Most notable is the appointment of 
Rajen Pillay who will take over the reins as 
managing director of Huge Telecom, succeeding 
current MD, Anton Potgieter. Potgieter will 
remain executive CEO of the Huge Group. 

Pillay’s invaluable experience in the industry 
means that he is exceptionally well placed to take 
over the day-to-day operational control of Huge 
Telecom, and Huge is fortunate to have effectively 
had him on board for a few months prior to this 
appointment, as he joined the Huge Group in 
March this year. With 20 years’ experience in 
the telecommunications industry, Pillay was 
recently quoted as saying that he is ready for a new 
challenge in his career. “I believe that the Huge 
Group is poised for significant growth and this is 
just the challenge that I need,” he commented.

Other appointments, crucial for Huge’s 
sustainability, include the appointment of four 
regional directors to the Huge Telecom board. 
These are: Eugene Volschenk (Gauteng), Phillip 
Stier (Western Cape), Geovanna Sutherland 

Current committees
Audit Committee: meets twice a year, after the 
interim and final results have been finalised.
Remuneration Committee: meets annually.
Risk Committee: meets after interim and final 
results have been finalised. 
Communication Committee: this is run by Huge 
in conjunction with outside professional agents. 

The board of directors oversees the group’s 
strategic development and determines the 
objectives, strategies and policies of the 
group. The board also monitors and controls 
the operating and financial performance to 
ensure the achievement of the group’s strategic 
objectives. Day-to-day management of the 
group’s business is delegated to the management 
of the company under the supervision of the 
executive directors. The functions and powers 
that are so delegated are reviewed periodically 
to ensure that they remain appropriate.

Matters reserved for the board are those 
affecting the group’s overall strategic 

policies, dividend policy, significant 
changes in accounting policies, 

material contracts and major 
investments. The board 
members have access 
to appropriate business 
documents and information 
about the group on a timely 
basis. All directors and board 
committees have recourse 
to external legal counsel 
and other professionals for 
independent advice at the 

group’s expense, upon 
their request.

  Succession planning

The Huge Group and all its subsidiaries are 
committed to ensuring high standards of corporate 
governance practices. The board of directors 
believe that good corporate governance practices 
are important for maintaining and promoting 
investor confidence. Corporate governance 
requirements constantly change, and therefore the 
board regularly reviews its corporate governance 
practices to ensure that they meet public and 
shareholder expectations, comply with legal and 
professional standards, and reflect the latest local 
and international developments.

The board will continue to commit itself 
to achieving a high quality of corporate 
governance.

Huge listed towards the end of 2007, so 
corporate governance and transparency policies 
have been relatively recently implemented. 
The development of these policies is being 
refined with the assistance of their designated 
adviser Arcay Moela and will be reported back 
to shareholders regularly. Huge will continue 
to take measures to closely monitor, improve 
and enhance corporate governance practices, 
so as to comply with the requirements of the 
code provisions in the Code on Corporate 
Governance Practices contained in the  

The company uses its best endeavours to 
distribute material information about the group 
to all interested parties and as widely as possible. 
When announcements are made through the 
Stock Exchange’s News Service (SENS), the 
same information is available to the public on 
the company’s website, and is also circulated to 
the company’s investor news list. The company 
recognises its responsibility to disclose its 
activities to those with a legitimate interest and to 
respond to their questions.

The board recognises its responsibility to 
prepare the company’s financial statements in 
such a manner that they give a true and fair 
view of the performance and financial position 
of the company and are in compliance with 
International Financial Reporting Standards, the 
rules and regulations of the JSE and any other 
regulatory requirements. As at end-February 
2008, the board is not aware of any material 
misstatement or uncertainties that may put doubt 
on the group’s financial position or ability to 
continue as a going concern. The board has 
selected appropriate accounting policies and 
applied these consistently. Judgements and 
estimates are reasonably and prudently made. 
The external auditor is responsible to audit and 
report, if applicable, any material misstatements 
or non-compliance with financial reporting 
standards or other regulations.

The board endeavours to ensure a balanced, 
clear and understandable assessment of the 
group’s performance, position and prospects in 
financial reporting.

King II Report on Corporate Governance for  
South Africa.  
These contain rules and guidelines as follows:
	 Discipline (a commitment to adhere to  
	 ‘proper’ behaviour)
	 Transparency (ease with which an outsider  
	 can analyse a company)
	 Independence (use of mechanisms to prevent  
	 conflicts of interest)
	 Accountability (decision-makers must be  
	 accountable for decisions)
	 Responsibility (for behaviour allowing for  
	 corrective action and for mismanagement)
	 Fairness (systems must be balanced)
	 Social responsibility (awareness and  
	 response to social issues)
To the best 
of their knowledge 
and belief, the 
directors consider 
that the company has, 
since listing, complied 
with the King II code.

Siraaj Adonis and Tamasha Naidoo
Human Resources

Cleo Strydom
ReceptionHuge staff in discussion

Eugene Volschenk 
Regional Director
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Larger than life
1  Fentse Emmanuel "Chief" Lediga 
      �Non-executive chairman BCom, Member of the Institute of  

Stockbrokers 

	 A no-nonsense chairman with strategic insight
Chief Lediga started his career in the insurance industry with Allianz in 1992, and a year later 

Chief had moved on to become a financial reporter for The Star newspaper in 
Johannesburg, quickly making a reputation for himself among South African 
corporate leaders as a no-nonsense, in-depth investigative reporter.
    That dedication goes back to his school days, when Chief matriculated 
in 1987 as the top South African student under the education categorisation 
of the day. In 1991 he completed a Bachelor of Commerce degree from the 
University of the Witwatersrand, with majors in finance and marketing. 
He has since completed qualifications in corporate strategy, corporate 
governance, risk management, leadership and board effectiveness with 
institutions such as the Harvard Business School in Boston, USA, and the 
Graduate Institute of Business Science (GIBS) in South Africa.
   It is thus no surprise that, by 1993, Chief had moved from financial 
reporter to JSE trader. In that year, he joined Senekal Mouton & Kitshoff as 
the first black dealer in the 106-year history of the JSE. He then progressed 
to assistant to the chief economist covering ANC economic policy in 1994.

	     Two years later, Chief, with HSBC, formed Legae Securities – the JSE’s first black-owned and managed stockbroking firm. 
He served for seven years as the chief executive and in 2004 became non-executive chairperson.

    	     At the helm of Legae Securities he was instrumental in building the company from concept, to proof of concept, to 
successful stockbroking firm, where he secured significant customers, employed and guided a competent staff complement 
and managed the company through the ups and downs of a cyclical industry. He has personally had experience in, and 
exposure to, equities research and trading, bonds, money-market, private client services (including portfolio management), 
hedge funds, corporate finance, capital raising and black empowerment initiatives. 

		  In 2004 Legae Securities won the prestigious Top Unlisted Black Company award from Business Map Foundation. 
		  Impressively, Chief also serves on the AltX Advisory Committee and was on the board of listed Spectrum Shipping from 

January 2004 until May 2006. He has also participated and been instrumental in the National Black Business Caucus, the 
BEE Commission Finance Sector Charter and the Black Business Working Group (that regularly meets with the State 
President). He has interacted with cabinet ministers, the economic transformation committee of the ANC and is in the 
process of establishing his own charitable foundation, the Chief Foundation, which will focus on leadership, education and 
crime-related issues.

		  Among his list of directorships, Chief has been a director on the boards of Macmes Nominees (Pty) Limited and 
Santova Logistics Limited (previously Spectrum Shipping Limited). He is currently the president of the Association of 
Black Securities and Investment Professionals (ABSIP), a position which he has held since 1996.

		  Chief’s appointment as non-executive chairman to the newly listed Huge Group’s board assures shareholders and  
staff of top management’s commitment to corporate governance, sustainability and growing the business into a truly  
huge organisation.

5  Julian Arie Morelis 
	 Executive director – joined March 2008

	 �Huge changes bring opportunity
	 Julian Morelis left school and joined the South African Air Force as an air traffic 

controller at the age of 18. After he completed his military service at the SAAF, he 
decided to pursue a career in finance whilst studying part time for his Bachelor of 
Commerce degree.

		  After nine years of finance-related responsibilities he decided to chance his arm in 
IT and telecommunications. Within three years he built a successful ICT company that 
boasted turnover of R30 million per annum and a staff complement of 15 people.

		  After a major motorcycle accident which left him in a coma for two months and 
later required eight months of rehabilitation, he founded the managed voice services 
company CentraCell (Pty) Limited. From its inception in September 2003, CentraCell 
specialised in the supply of least cost routing and telephone management services to 
corporate clients via a nationwide channel partner and reseller programme. Within just 
three and a half years the company grew to 35 staff members and an annual turnover of 
just under R200 million.

		  In August 2007 CentraCell was acquired by the Huge Group and was successfully 
merged with TelePassport (Pty) Limited to form what is today known as Huge Telecom. 
Julian is the sales director at Huge Telecom and his appointment at the Huge Group 
as an executive director represents the commitment of the Huge Group to building 
a company of people with the necessary skills and experience to deliver outstanding 
performance and the highest standards of service in South African telecommunications.

6  Rajen Pillay 
        Executive director – joined March 2008  Managing director Huge Telecom

         Plans for growth are unsurpassed
	 When Huge announced that Rajen Pillay, then the operations director of Orion Telecom (a wholly owned 

subsidiary of JSE-listed Vox Telecom), would be joining their board of directors, the JSE corridors of 
trading took note. His 18 years corporate telecommunications experience can only play a defining 

role in the way Huge operates in future. 
   Huge CEO Anton Potgieter confirmed the traders’ whispers, when he said: “We are building 
our intellectual property, a commodity that is generally in short supply in South Africa. We 
have been looking for the last couple of months to build the team – a mutual contact from the 
industry put the two parties together and the relationship was built from there.”
   Pillay started his telecoms career in 1988 as a technician with Teleboss, a PABX company. 
He spent 12 years at Teleboss, which became a wholly owned subsidiary of Siltek. The last 
position that he held at Teleboss was that of technical manager. 
   In 2000, Pillay was head-hunted by Orion Telecom to join them as the development 
manager in the research and development department. He spent four years in research and 
development and was instrumental in developing LCR products for the company. This 
saw Orion become a market leader in LCR technology. Pillay assisted in designing and 
implementing the first locally developed digital LCR solution in South Africa. In 2005 
Pillay moved into Orion’s operations division as the national service manager and then later 
as national operations manager. 
	    With the sale of Orion to Vox Telecom in 2007, Pillay was appointed to 

operations director where he had responsibility for a staff complement of approximately 100 
people and a company with an annual turnover approaching R1 billion. Pillay was instrumental 

in merging two other group companies into Orion in 2007. 
        Pillay confirmed that he was looking for a new challenge, hence the move to the Huge Group. 
Recently taking over the reins as managing director of Huge Telecom from group CEO, Anton 
Potgieter, Pillay’s appointment to this position will allow Potgieter more time to focus on future 
strategic imperatives. 
   The business indeed seems poised for significant growth and this is just the challenge Pillay 
anticipated for his career.

8  Stephen Peter Tredoux 
	 Executive director – joined March 2008

	 �Bolstering the Huge team with a huge player
“In building a brand, you need the right team.” These words could not have been more apt, coming from Steve Tredoux, the newest 
member of the Huge Group’s executive team, whose appointment brings a wealth of industry experience to the group.
   “Steve brings the experience of the whole South African cell phone industry with him. He will also add an invaluable operational 
strength to the team that we are building:” says the Huge Group's chief financial officer, James Herbst.
   Tredoux started his working career as an accountant, but within a year had moved to general management where he built his 
managerial skills in the property management industry. He then moved from property management to manufacturing and then on to 
information technology. Next he was employed by National Data Systems as an account director looking after all commercial and 
support issues for Nedbank. 
   It was with this background that he was approached to join MTN and the fledgling South African GSM industry in 1995. The  
12 years that followed his appointment proved to be exciting and diverse, and the experience he gained was invaluable. Tredoux 
was initially employed as general sales manager responsible for the distribution channels of MTN. Initially MTN’s distribution 
was through 14 service providers and the network had no direct-to-market channels. 
   Tredoux discovered that, despite the potential of the industry and its rate of growth, very little had been established by way 
of structure. There was also very little clarity with regard to a distribution strategy and so he set about formalising distribution 
agreements with the service providers. It was also apparent that the distribution and marketing models in the more established 
European markets were changing, and Tredoux started investigating new routes to market as well as new product sets and ways of 
communicating with customers.
   As part of the executive management team of MTN, Tredoux also involved himself with the overall strategy and management of the 
business. When MTN acquired M-Tel, Tredoux was appointed in an executive sales and advertising role. His passion for consumer 
sales led him to specialise in this area of the business, which ultimately produced the lion’s share of revenue and profit for the South 
African operation.
   Tredoux has considerable experience in sales distribution, but is also a master at consumer marketing and product development. 

Coupled with his earlier financial and general management skills, this makes him a uniquely qualified executive who brings a breadth of 
knowledge and skill that is rarely found in one individual today.

   Tredoux will now fill an executive role at the Huge Group, which may soon be linked to the acquisition of Durban-based iTalk Cellular.

7  Brian Alexander McQueen 
	 Non-executive director

	 �Experience brings huge foresight
	 It has been stressed by many globally successful entrepreneurs that, to succeed in a rapidly 

changing market, surround yourself with those who have the skills, the experience and a 
hunger for success.

		  Brian fits the bill to a T. He has 40 years’ of sales and general management 
experience primarily in the gas and telecommunications industries, which include 
PABX telephony, radio paging and GSM cellular. 

�		  He started as a management trainee at Afrox in 1964, where he progressed 
to national contracts manager by 1985. With this experience, Brian moved 
businesses, spending two years as a software development manager with Infotech 
between 1985 and 1987. Then he joined STC Business Communications (Alcatel) 
as national sales manager and elected to transfer to Durban as branch manager  
in 1995. 

		  In June 1995 he joined Autopage, moving from branch manager of Autopage 
Paging to operations director of Autopage Cellular. In 2002 he was appointed 
managing director of Supercall Cellular, an Altech subsidiary.

		  His responsibilities included the management of Supercall’s national sales force, 
Supercall and Autopage’s LCR sales and installation operation, their combined 
annual sales budget and target, and all aspects of general management including 
national logistics and distribution. 

		  Brian joined the Huge Group in a non-executive capacity and will be an 
invaluable sounding board for the hugely motivated executive team.

4  Vincent Mokhele Mokholo 
	 Executive director BSc (University of Limpopo) 

	 Huge Telecom’s deputy MD has paid his 
	 dues in the industry
	 Currently deputy managing director of Huge Telecom, Vincent Mokholo 

attended primary school in the Blouberg region of the Limpopo province, 
and matriculated in the North West at Tsogo High School at Mmakau (near 
Ga-Rankuwa). In 1993, he attended an educational fellowship administered 
by the EOC (Educational Opportunities Council) in Cairo, Egypt. 

		  In 1995, after completing a Bachelor of Science degree at the 
University of Limpopo, Vincent started out in the cellular 
industry, at GSM Cellular Service Provider. In 1999 he 
joined Huge Telecom (then TelePassport) as an account 
manager. Since then, Vincent has held various positions at 
Huge Telecom (assistant GM, key account manager and 
client relations manager) and now sits on the board of 
the Huge Group as an executive director. He is still 
actively involved in the daily running of Huge Telecom 
as deputy managing director.

		  Vincent has 12 years’ experience in 
telecommunications, of which eight have been with 
Huge Telecom.

		  In 2006 Vincent played a major role in tailoring a 
management buy-in based BBBEE transaction which 
culminated in Mojaho Trading (Proprietary) Limited 
acquiring 30% of the then TelePassport. He remains 
the MD of this empowerment consortium, providing 
a key BEE shareholding in the Huge Group.

		  Vincent grew up in Soweto and still lives close to 
Soweto, in the southern suburbs. 

2  Anton Daniel Potgieter 
	 Chief executive officer (founder and CEO: TelePassport) 

BBusSc (Hons) Information Systems 

	 A visionary with marketing flair
	 At the heart of every success story you will invariably find a passionate and 

driven champion of the cause, who has exhorted, prodded, cajoled, 
dragged and sometimes just plain willed the entity to succeed. 
Anton Potgieter is the force that has done just this with Huge 
Telecom, and he is now lending his energy and enthusiasm to its 
next evolution and parent entity, the Huge Group.

	�	  Anton graduated from the University of Cape Town in 1991 
as a Bachelor of Business Science, with honours and the class 
medal for information systems (which was in fact a voluntary 
add-on to the business science degree due to his growing 
fascination with IT). From 1992 to 1993, after leaving UCT, 
Anton initiated and ran a niche information systems and 
solutions company in Cape Town, Innovative Computing.

	�	  In 1993 he “stumbled across” TelePassport, a new venture 
formed to exploit the concept of international call-back, 
thanks to a speculative investment in TelePassport by his 
family. Once again fascinated by the technology, he quickly 
volunteered his services, and soon after joined as “MD to a 
staff of one”. This impulsive leap of faith resulted in Anton 
accumulating 15 years of hands-on telecommunications 
experience in the southern African market at the helm of 
TelePassport, while he grew the company to its pre-listing size 
of 130 employees and just short of R300 million annual revenue.

	�	  Anton currently takes a high-level strategist role in the Huge 
Group and, due to his extensive telecommunications experience in 
least cost routing and telephone cost management, he is responsible 
for spearheading the strategic direction within the group. He is an 
innovator at heart, and during the 1990s successfully invented and developed the company’s own call routing 
devices, capable of competing with the best hardware in the industry; this in response to finding no suitable 
technology worldwide that was capable of addressing the unique needs of the South African telecommunications 
landscape. Over the years at TelePassport, Anton was also significantly involved in product specifications and 
consulting to some of the leading telecommunications equipment manufacturers in South Africa, and these 
products have had a formative effect on the South African telecommunications industry as a whole.

		  The renaming of the group to “Huge” on listing (from the original TelePassport) was Anton’s brainchild – the 
new name embodies everything the group aims to be, namely the desire to be significant and respected in all 
matters it touches and in all areas in which it operates.

3  James Charles Herbst 
        Chief financial officer BComm, BAcc, CA(SA), 

        Chartered Financial Analyst

	 Financial director and corporate finance 
engineer

  James Herbst is a chartered accountant, but with sound 
experience in corporate finance, corporate law, investment 
banking, investment management, and in taking startup 
companies to great heights. 
   After completing his articles with 
PricewaterhouseCoopers and the chartered financial 
analyst programme, Herbst worked for one of South 
Africa’s largest private fund management firms, Fleming 
Martin Private Asset Management. During his career 
as an investment manager and investment analyst, 
he managed full discretionary funds. He left formal 
investment employment in 2001 to start a private equity 
business that later culminated in the listing of Level 4 
IT Services with its subsequent acquisition of DataPro 
– now Vox Telecom and the second largest company on 
the JSE’s AltX. 
   During his tenure as group financial director of 
DataPro, James was instrumental in the acquisition 
of Atlantic Internet, and in marketing the investment 

profile of that company. Having completed his service 
contract, James went on to pursue personal corporate 

finance and deal-making with the launch of Whiteley Rose 
Herbst Corporate Advisors. He successfully acted as adviser 
to the sale of Definity Telecoms to DataPro in 2006. He has 
completed over R1 billion of transactions since 2001.
	James has over five years ICT experience and has a keen 

interest in telecommunications and a passion for the industry and the potential it presents. He enjoys 
corporate deal-making and his skills, combined with CEO Anton Potgieter’s ability to spot and 
capitalise on emerging technology trends, stand the group in excellent stead for the future.



Huge has engaged in hundreds of hours of 
research, compounded by over 15 years of 

first-hand industry experience, and has mapped out 
strategically where they feel the opportunity in the 
telecommunications industry lies. “Margins in voice 
and data are falling fast,” comments Potgieter. 
“Today businesses need to provide service, 
management and value-added products to remain 

competitive. Customers want a complete, yet 
flexible solution, not something which is going to 
lock them into one type of technology.”

Acknowledging the telecommunications 
landscape, Huge is positioning itself 
as a leader in the emerging managed 
telecommunications market, where it is able to 
offer customers unbiased access to a range of 

telecommunications platforms, management 
services and value added products. 

“We see a lot of players migrating down 
to the infrastructure-provider level of 
telecommunications and are encouraged to see 
very little competition in the value-added and 
service orientated side of the market,” says 
Herbst.

continued from p14
strategy, enabling a reliable and highly efficient 
flow of business information and the delivery of a 
high level strategic lens for decision-makers.

“Our main customers include British 
Telecoms, Unilever, Dunlop, Bearing Man, 
Tiger Brands, Premier Foods, Mr Price, Illovo 
Sugar, Tongaat Hullets, Mondi, Drake and Scull, 
Department of Public Works and the Department 
of Health,” says Sutherland.

Looking ahead, the KZN region aims to be 
instrumental in generating growth, increasing 
turnover and, more importantly, differentiating                                           
the company from its competitors. “The market 
has become very competitive and as such it is 
fundamental for staff to value our differentiators 
and be passionate about the brand. We are 
creating a vibrant motivated team devoted to the 
Huge culture and vision,” she says.
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A wealth of experience
It is not surprising then that Huge is currently the second biggest competitor in its market in South Africa, and the country’s oldest least‑cost routing operator.  

Eugene Volschenk, Huge Telecom’s regional 
director for Gauteng, has been instrumental in 

developing a world-class ISO 9001:2000-certified 
quality management system to ensure that the 
company’s support and response times are the best 
in an industry where service levels are paramount 
to attracting and retaining customers.

It is not surprising then that Huge is currently 
the second largest competitor in its market in 
South Africa, and the country’s oldest least cost 
routing operator. The company’s rapid expansion 
since listing and the subsequent promotion of 
Volschenk from branch manager to regional 
director is expected to see his new position change 
his work methodologies.

“With more authority, my division can make 
quick decisions and increase efficiency and service 
in our business,” he says, adding that: “my first 
point of call is to drive profitability and streamline 
all operational business units.” With additional staff 
and capital, Volschenk will drive an aggressive 
expansion plan in the new financial year. 

Volschenk started in 2005 with TelePassport, 
now Huge Telecom, as an external ISO consultant, 
and today contributes to the execution of strategy 
and the measurement and improvement of all 
business activities.

“The company has been ISO 9001:2000 
certified since 2005. The certification, which was 
completed by Dekra Certification, an accredited 
agency of the International Organisation for 
Standardisation, means that Huge is able to deliver 
a consistent set of services which meet and often 
exceed customers’ expectations,” says Volschenk. 

He began work on Huge Telecom’s quality 
management system in 2005 to ensure the company 
operated in accordance with world-class standards, 
and also to drive continual improvement within 
the business. “The ISO certification covers every 
aspect of Huge Telecom’s business, from the point 
at which a service is requested to the point at which 
a client is invoiced. Every operational activity is 
managed,” says Volschenk. 

In practice, every activity is documented in 
a process flowchart and can be measured at any 
time to ensure service delivery and customer 
satisfaction, and to measure the performance of 
the company. Rather than introducing inflexibility, 
the rigours of ISO certification allow for much 
greater transparency of business processes. 

Volschenk says the quality management 
system ensures that Huge Telecom can easily add 
new services and clients to the system, making 
acquisitions, such as the recent purchase of 
CentraCell, much easier to digest. 

Consequently, the group can add on any form 
of resources, services or clients while driving 
continual improvement. In addition, the ISO 
certification also provides clear guidelines for 
staff. Since everything is documented, employees 
can easily refer to detailed process guidelines 
to ensure they work according to company 
standards. As such, it is possible to trace every 
process that is available in the finest detail and 
for every client. 

“This is a huge benefit for customer service 
and company revenue,” Volschenk says. 

“We can really get down to the bone 
in terms of the information we are able to 
extract – which is something not many of our 
competitors can offer.” 

Dekra audits Huge Telecom annually, but 
Volschenk is responsible for six-monthly 
internal audits of the company’s quality 
management system. He uses these audits 
to identify improvement initiatives. The 
company’s next external audit will be a 
surveillance audit, during which Dekra will 
ensure that its previous recommendations have 
been correctly implemented. 

“We are fortunate that we have one of the best 
auditing companies in the industry on board in 
Dekra Certification, and also one of the best lead 
auditors, Tonja Jolly,” Volschenk says.

Other important staff members in the 
Gauteng region include Warren Bates 
(operations manager previously from Orion 
Telecom), an MBA graduate with a Diploma 
in Electronics. His hands-on approach, 
operational and technical, together with 
his knowledge of the industry ensures a 
smooth working environment.

Kerry Fick, customer relationship 
manager, has eight years of customer service 
knowledge and experience, and her focus 
is to ensure that service from the company 
to the customer is in line with the group’s 
vision statement. Through her passion and 
management skills she drives the group’s 
customer service ethic throughout the region.

Such passion is clearly observed when 
speaking to clients, which include an impressive 
array of banks and multinationals, such as the 
Netcare Group, African Bank, Standard Bank 
and National Health Laboratories. 

Customers can log onto 

the site’s ‘Client Zone’ 

and view their invoices, 

download a statement 

or check up on the 

progress of a query.  

Huge’s Client Zone 

also offers in-depth 

reporting functionality 

where customers can track their 

savings by month, calls made for one day or the percentage split 

of their cellular calls across Vodacom, MTN and Cell C.

extensive telecommunications knowledge and the 
assistance of the client management system that 
underpins the business, has already proven to add 
significant value to the region. 

Chris van Rooyen, sales manager, joined 
Huge Telecom in 2007 after a successful career 
in strategic sales at MWeb Business. Van 
Rooyen entered the sales arena in 1999 and has 
been a top achiever working with well known 
brands for nine years. In 2007 he completed 
an Executive Development Management 
Programme at the University of Stellenbosch. 
Van Rooyen is a highly service driven individual 
and drives the adoption of this ethic through 
his various teams in the Western Cape to ensure 
that the highest levels of service are delivered to 
each and every client, thereby exceeding their 
expectations. 

Bernard McCarthy, operations manager, has 
been with Huge Telecom for 12 years and has 
been involved with corporate LCR since its 
inception in the South African market. He brings 
a vast amount of experience in the technical 
aspects of the company’s products, to the table.

As for the rapid expansion of Huge, Stier 
states: “It is absolutely vital for all employees to 
understand the direction in which we are headed. 
We clearly differentiate ourselves from other 
key players in the market, by offering the BEST 
service and state-of-the-art managed telecoms 
solutions. Furthermore, we will motivate our 
team to live the brand, be proud of what we are 
and who we work for.”

The impressive array of corporates serviced 
by Huge Western Cape include Foschini, Virgin 
Active, Santam, UCT, University of the Western 
Cape, Independent Newspapers, Springbok, 
Metcash, Alan Gray and Chevron SA.

In KwaZulu-Natal, Huge Telecom is 
one of the key players in the managed 

telecommunications space, and the region has 
been very receptive to the new Huge brand.  

The Durban-based operation’s professional 
and personalised service offering has over time 
resulted in an exceptionally low customer churn 
rate in the region. In addition, the local office is 
representative of transparency, trust and respect 
– always a good base from which to undertake 
expansion plans. As such, the announcement 
of the pending acquisition of iTalk Cellular has 
certainly given the company a great deal of 
exposure and excitement throughout the region.

The company’s dedicated and passionate team 
is headed by Geovanna Sutherland, who has been 
a branch manager in the telecoms industry since 
1996. Now, as regional director, Sutherland will 
focus on identifying and developing strategic 
opportunities within the region.

“Each and every staff member plays a pivotal 
role in the success of our region and in offering 
our clients service beyond expectation,” says 
Sutherland. She emphasises that: “current 
structures and functions will, however, be 
reviewed in line with the new corporate focus.”

“We will be moving into new corporate offices 
in the next 12 months, as additional space will 
be required. The new offices will also be more in 
line with our brand image,” she says.

“Huge has created a strong reputation in South 
Africa’s LCR and managed telecommunications 
industry, by developing highly innovative business 
process solutions, which add significant business 
value to our blue-chip corporate client base,” says 
Sutherland. Huge KZN thus takes a broad view 
of business processes and strives to innovate in 
the development of groundbreaking solutions that 
offer far more than traditional service offerings. 
The company’s many successful systems and 
services have been achieved thanks to a core focus 
of operating beyond the generic business process. 

Sutherland stresses: “Huge has an ability to 
understand the client’s strategic and operational 
issues and to develop specific solutions to add 
tangible value in key areas. Regardless of the 
structure of the solution, Huge ensures the roll-
out of business solutions to deliver on business 

and quality, Huge Telecom aims to maintain 
their position as market leaders in the region and 
deliver service par excellence.

Stier believes that essential cornerstones 
of success are sound corporate governance 
and a work methodology that can be followed 
by departmental managers and, in turn, those 
instructed by these managers. 

“As a regional director, I believe in 
communicating clearly my requirements and 
expectations to all employees of Huge, and 
in allowing the departmental managers to 
follow through with the strategies proven to be 
successful for the growth and prosperity of the 
company,” he says.

He stresses: “Granting departmental managers 
the authority to take region-specific decisions, when 
required, will allow our office to run smoothly and 
more efficiently. However, this requires constant 
interaction with the branch management team and 
I look forward to our further success.”

Consequently, Stier’s key management team 
includes a number of experienced and respected 
individuals. 

Neil Rush, the region’s customer relationship 
manager matriculated at St Andrews college 
in Grahamstown and went on to study human 
resource management at Cape Technikon before 
completing his MCSE through ITI.  Rush 
was involved with IT from Huge Telecom’s 
inception in the early 1990s and was responsible 
for the management of the company’s client 
management platform as well as the training of 
all staff on this application, and the management 
of the monthly customer billing function. Rush 
decided recently to move over from IT into 
customer relations to utilise his networking and 
interpersonal skills, which coupled with his 

  Gauteng 
  Regional director: Eugene Volschenk

  KwaZulu-Natal 
  Regional director: Geovanna Sutherland

  Eastern Cape 
  Regional director: Justin Hammett

  Western Cape 
  Regional director: Phillip Stier

Huge Telecom’s regional directors (from left): Eugene Volschenk, Geovanna Sutherland, Justin Hammett and Phillip Stier.

Competitive landscape

Huge Telecom’s Western Cape region prides 
itself in running an exceptionally well-

managed operation, based on the systems, and 
processes it adheres to, and underpinned by 
its staff and corporate culture. The company 
was founded in Cape Town in 1993 and today 
maintains a market leading position in the region, 
which shows ever-steady growth. Needless to 
say, Huge has a reputation throughout the region 
for delivering outstanding service and efficiency. 
The Cape Town office boasts a staff complement 
of 60, from which it supports the entire Western 
and Northern Cape regions and partner channels.

Stier was appointed as sales manager in Cape 
Town in 2004. After a few months he presented a 
business plan to the board to initiate an operation 
in Namibia, and subsequently spent three years 
in Namibia, where he successfully founded 
TelePassport Namibia, filling the position of 
managing director and driving the new company 
to profitability in just 14 months. He returned to 
Cape Town in February 2008 to take the reins as 
regional director of the company’s second largest 
region. With Stier’s focus on sound management 

Over the last four years, Huge’s Eastern 
Cape operation has significantly increased 

its customer base, which has helped the 
company to start winning the race in the 
managed telecommunications arena. Today 
the branch contributes 9% of Huge Telecom’s 
turnover.

“We have an extremely dedicated channel 
partner in the Border region, in Hymax, who has 
partnered with us since 2000 and they have put 
us firmly on the map in the Eastern Cape,” says 
Justin Hammett, regional director. “Hymax is a 
PABX-based firm that has enabled us – through 
its contact network – to expedite the region’s 
growth. In the near future we will expand beyond 
the Nelson Mandela Metropol,” he adds.

Hammett says: “We are currently looking to 
expand and acquire additional resources 
in Port Elizabeth, as well as in the 
Border/East London region, 
and to move to larger 
premises.” He 
adds: “I am 
sure that there 
will be more 
positions 
opening 
soon in the 

region as we continue to grow from strength to 
strength.”

Hammett has been in the cellular industry 
since 1994 and comes from a strong sales 
background, with specific experience working 
for Vodacom and MTN handling both retail and 
corporate sales.

“We also have extremely strong operations 
and sales departments,” says Hammett, adding 
that: “the company’s key value drivers are our 
strong sales force, exceptional customer service, 
reliability and a determination to be number one 
in the industry.”

It is not surprising, therefore, that this 
small branch has some extremely important 
customers, including Nelson Mandela 
Metropolitan Municipality, Department of 
Agriculture, Department of Labour, Legal 
Aid Board, Land Affairs, Tracker, Medicross, 
Netcare, Santam  
and Avbob.  

However, the size of the region is small 
relative to the other regions in which Huge 
operates. But not for long if strategic plans 
are followed. The branch aims to target local 
government, and additional corporate clients.

Huge, with its reputation of delivering 
outstanding service delivery, is set on 
introducing service excellence in cellular 
service provision.

“There are always going to be challenges 
in the industry, but I firmly believe I will 
have the correct staff in place to handle these 
challenges. I foresee exciting times for the 
managed telecommunications industry in the 
next few months. With the interest rates going 
up and companies having to cut down on costs, 
Huge Telecom is offering the perfect solution,” 
concludes Hammet.Client zone

Huge Telecom –  
Revenue per region

Gauteng

Western Cape

KwaZulu-Natal

Eastern Cape

Namibia

57%

21%

12%

  5%

  5%

In the news…One size fits all!

Huge initially acquired the additional premises 
fully furnished, with a number of well-sized 

executive offices located throughout the building. 
“Initially we were tossing ideas around as to who 
should sit in which office, but it soon became clear 
that we could function better and more effectively 
as an executive team if we were not spread all over 
the building,” explains Potgieter. “And in addition,  
I was becoming increasingly frustrated by the  
escalating amount of quick, but necessary meetings 
we needed due to the unusually fast pace of 
business life at Huge since its listing.”

It didn’t take the other executives long to agree 
that open-plan was a great idea, and the walls 
between a number of offices were torn down in 
favour of an extra-large open-plan space with 
full-height plate glass walls looking south onto the 
heart of Sandton. Each director has a separately 
identifiable desk and space within the large office, 
but the walls are down and communication between 
them flows freely. Potgieter adds: “The panoramic 
view of Sandton is peculiarly motivating – I find 
that a quick glance at the skyline, which resonates 
with the energy of the business heart of Africa, is 
all I need to reinforce the desire to drive towards 
our goals.”

“The real beauty of it,” says James Herbst: “is 
that decisions are made in an instant. If I need the 
team’s input on something I can get it straight away 
and continue. It has certainly sped up the decision 

making process, as well as ensured that nobody is 
left out the loop by accident.”

Julian Morelis adds: “Besides being able to get 
the whole board’s input and make a decision in 
the time it normally takes to ask my PA to set up a 
meeting, everyone knows everything that’s going 
on. If I’m talking to Vincent about something, 
James and Anton are there and aware of it – and if 
they feel like contributing, they can!”

Steve Tredoux admits that he’s never worked in 
an environment like this before, but is seeing more 
and more value to it every day. Tredoux points 
out that in addition to the other benefits raised, 
the executive team are in such close contact on a 
daily basis that their working relationship has been 
greatly strengthened and they can ‘read’ each other 
with ease these days.

This is a truly innovative approach from a truly 
innovative company.

Flexibility and speed – crucial attributes in today’s 
business environment, and even more so in the rapid-
paced telecommunications industry. A peek inside 
Huge’s national head office in Woodmead confirms that 
the directors of this company live and breathe these 
attributes on a daily basis.



huge ideas Our research and development team is
continually pushing the limits, ensuring that we remain on
the cutting edge of managed telecoms, and that our
customers squeeze maximum benefits out of their
communications systems. huge savings We offer
guaranteed and transparent savings across all corporate
calls including cellular, national, international and inter-
branch traffic. huge values Transparency, accountability,
measurability and ethical business practice are the four
cornerstones of our business.

As part of the Huge Group, Huge Telecom provides access
to an unmatched range of corporate and consumer
telecommunications services and products - available through
an extensive network of offices, agents and dealers across
Southern Africa.

Huge Telecom is a BEE compliant, VANS licensed, ISO
9001:2000 accredited, Proudly South African company with
over 15 years experience in managed telecommunications
in Southern Africa.
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Corporate information

To the shareholders of Huge Group Limited

We have audited the group and company annual 
financial statements of the Huge Group 
Limited, which comprise the directors' report, 

the balance sheet as at 29 February 2008, the income 
statement, the statement of changes in equity and cash 
flow statement for the period then ended, a summary of 
significant accounting policies and other explanatory notes 
as set out on pages 17 to 23.

Directors' responsibility for the financial 
statements
The group's directors are responsible for the preparation 
and fair presentation of these financial statements in 
accordance with International Financial Reporting 
Standards, and in the manner required by the Companies 
Act of South Africa, 1973. This responsibility includes: 
designing, implementing and maintaining internal control 
relevant to the preparation and fair presentation of financial 
statements that are free from material misstatement, 
whether due to fraud or error; selecting and applying 
appropriate accounting policies; and making accounting 
estimates that are reasonable in the circumstances.

Auditors' responsibility
Our responsibility is to express an opinion on these financial 
statements based on our audit. We conducted our audit in 
accordance with International Standards on Auditing. Those 
standards require that we comply with ethical requirements 
and plan and perform the audit to obtain reasonable 
assurance whether the financial statements are free from 
material misstatement.

An audit involves performing procedures to obtain audit 
evidence about the amounts and disclosures in the financial 

The directors submit their report for the period ended 29 February 2008. This report forms part of the audited financial statements.

1.	NATURE  OF BUSINESS
	 The group provides managed services on telecommunication spend to a wide customer base ranging from large corporate 

to small and medium enterprises, which include cellular least cost routing, international least cost routing and management 

services and operates principally within the borders of South Africa.

2.	FINANCIAL  RESULTS 
	 The company is incorporated in South Africa. The  results are presented in South African Rand.

	 The operating results and state of affairs of the group are fully set out in the attached financial statements.

3.	AUT HORISED AND ISSUED SHARE CAPITAL
	 Authorised: 1 000 000 000 ordinary shares at 0,01 cents each

	 Issued: 106 760 000 ordinary shares at 0,01 cents each

Share issue date Cash/Vendors Number of shares issued Share capital Share premium

28 February 2007 Cash 1 000 000 100 –

2 July 2007 Cash 8 600 000 860 –

31 July 2007 Vendors 40 046 601 4 004,66 75 047 330,27

31 July 2007 Cash 20 499 320 2 049,93 51 246 250,07

31 July 2007 Cash 29 500 680 2 950,07 73 748 749,93

7 August 2007 Cash 353 399 35,34 883 462,16

15 February 2008 Vendors 6 760 000 676 21 631 324

4.	DIRECTORS
	 The directors of the group during the period and to the date of this report were:

	 Name	 Change in appointment

	 James Charles Herbst	 None 

	 Emmanuel Fentse Lediga	 None 

	 Anton Daniel Potgieter	 None 

	 Rhamees Mogamad Nordien	 Resigned 28 February 2008	

	 Vincent Mokhele Mokholo	 None 

	 Brian Alexander McQueen 	 None 

	 Julian Arie Morelis	 Appointed 26 March 2008

	 Manogaran Pillay	 Appointed 26 March 2008

	 Steven Peter Tredoux 	 Appointed 26 March 2008

5.	SUBSIDIARIES
	 The group’s directly owned subsidiaries are:

	 –  CentraCell (Proprietary) Limited	 100%

	 –  Huge Telecom (Proprietary) Limited	 100%

	 –  Huge Cellular (Proprietary) Limited	 100% (Dormant)

6.	SUBSE QUENT EVENTS
	 No material events occurred between the period end date and the date of this report.

7.	SECRETAR Y
	 The secretary of the group is James Charles Herbst of: 56 Marula Street, Dowerglen Ext 5, Edenvale 1610.

8.	DIVIDENDS
	 A dividend of 12 cents per share was proposed during the current period. Currently the group does not have a dividend 

policy, and a proposed policy of two times cover was presented to the board of directors.

statements. The procedures selected depend on the auditor's 
judgement, including the assessment of the risks of material 
misstatement of the financial statements, whether due 
to fraud or error. In making those risk assessments, the 
auditor considers internal control relevant to the entity’s 
preparation and fair presentation of the financial statements 
in order to design audit procedures that are appropriate in 
the circumstances, but not for the purpose of expressing an 
opinion on the effectiveness of the entity’s internal control. 
An audit also includes evaluating the appropriateness 
of accounting policies used and the reasonableness of 
accounting estimates made by the directors, as well as 
evaluating the overall presentation of the financial statements.

We believe that the audit evidence we have obtained is 
sufficient and appropriate to provide a basis for our audit 
opinion.

Opinion
In our opinion, the financial statements present fairly, in 
all material respects, the financial position of the group 
and company as at 29 February 2008, and of its financial 
performance and its cash flows for the period then ended 
in accordance with International Financial Reporting 
Standards, and in the manner required by the Companies 
Act of South Africa, 1973.

Horwath Leveton Boner
Registered Auditors

Per RAR Fernandes

Partner

27 August 2008

In my capacity as group secretary, I hereby declare that, to the best of my knowledge, the group has lodged with the 

Registrar of Companies for the financial period ended 29 February 2008, all such returns as are required of a public 

company in terms of the Companies Act, 1973, and that all such returns are true, correct and up to date.

James Charles Herbst
27 August 2008

Directors' responsibilities and approval

The directors are required by the Companies Act of 
South Africa, 1973, to maintain adequate accounting 
records and are responsible for the content and 

integrity of the financial statements and related financial 
information included in this report. It is their responsibility 
to ensure that the financial statements fairly present the 
state of affairs of the company and the group as at the end 
of the financial period and the results of its operations and 
cash flows for the period then ended, in conformity with 
International Financial Reporting Standards. The external 
auditors are engaged to express an independent opinion on the 
financial statements.

The financial statements are prepared in accordance with 
International Financial Reporting Standards and are based 
upon appropriate accounting policies consistently applied 
and supported by reasonable and prudent judgements and 
estimates.

The directors acknowledge that they are ultimately 
responsible for the system of internal financial control 
established by the group and place considerable importance 
on maintaining a strong control environment. To enable 
the directors to meet these responsibilities, the board sets 
standards for internal control aimed at reducing the risk 
of error or loss in a cost effective manner. The standards 
include the proper delegation of responsibilities within a 
clearly defined framework, effective accounting procedures 
and adequate segregation of duties to ensure an acceptable 
level of risk. These controls are monitored throughout 
the group and all employees are required to maintain the 
highest ethical standards in ensuring the group’s business is 
conducted in a manner that in all reasonable circumstances 
is above reproach. The focus of risk management in the group 

is on identifying, assessing, managing and monitoring all 
known forms of risk across the group. While operating risk 
cannot be fully eliminated, the group endeavours to minimise 
it by ensuring that appropriate infrastructure, controls, systems 
and ethical behaviour are applied and managed within 
predetermined procedures and constraints.

The directors are of the opinion, based on the information 
and explanations given by management, that the system 
of internal control provides reasonable assurance that the 
financial records may be relied on for the preparation of 
the financial statements. However, any system of internal 
financial control can provide only reasonable, and not 
absolute, assurance against material misstatement or loss.

The external auditors are responsible for independently 
reviewing and reporting on the company and the group's 
financial statements. The financial statements have been 
examined by the group's external auditors and their report is 
presented on page 17.

The financial statements set out on pages 17 to 23, which 
have been prepared on the going concern basis, were 
approved by the board on 27 August 2008 and were signed on 
its behalf by:

Anton Daniel Potgieter	 James Charles Herbst
Director	 Chief Financial Officer

Johannesburg

27 August 2008

Huge Telecom offers 5 core solutions that effectively reduce and manage corporate  
telecommunication costs. Least Cost Routing Services (LCR), Short Message Services (SMS),  
Telecommunication Management Services (TMS), GSM Callback Services (CallTrigger),  
Online Management Information Systems (MIS).
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Balance sheet Cash flow statement

at 29 February 2008

Note(s)

Group 
2008

R

Company 
2008

R

Assets
Non-current assets
Property, plant and equipment 2 57 286 740 –

Goodwill 4 215 153 482 –

Intangible assets 3 1 101 654 –

Investments 5 1 806 133 365 833

Investment in subsidiary 5 235 099 236

Deferred tax 6 6 643 004 –

281 991 053 235 465 069

Current assets
Inventories 7 6 464 508 –

Trade and other receivables 8 86 192 346 1 000 000

Cash and cash equivalents 9 19 878 646 122 771

112 535 500 1 122 771

Total assets 394 526 553 236 587 840

Equity and liabilities
Equity
Share capital 10 10 676 10 676

Share premium 10 221 577 736 221 577 736

Revaluation reserves 224 043 –

Retained income 26 252 023 5 021 974

248 064 478 226 610 386

Liabilities
Non-current liabilities
Other financial liabilities 23 8 325 356 7 800 000

Finance lease obligation 11 9 289 064 –

Deferred tax 6 1 535 125 –

19 149 545 7 800 000

Current liabilities
Other financial liabilities 23 27 971 919 –

Finance lease obligation 11 4 544 000 –

Trade and other payables 12 89 403 542 126 224

Current tax payable 5 393 069 2 051 230

127 312 530 2 177 454

Total equity and liabilities 394 526 553 236 587 840

for the period ended 29 February 2008

Note(s)

Group 
2008

R

Company 
2008

R

Cash flows from operating activities
Cash generated from operations 18 25 893 455 5 503 417
Interest income 10 841 183 6 972 050
Finance costs (6 266 896) (776 040)
Tax paid 18 (2 991 290) –

Net cash from operating activities 27 476 452 11 699 427

Cash flows from investing activities
Acquisition of subsidiaries 18 (123 013 228) –
Loans to group companies – (15 402 672)
Investment in subsidiaries – (123 013 228)
Purchase of property, plant and equipment 2 (10 962 901)
Sale of property, plant and equipment 2 393 520
Purchase of other intangible assets 3 (402 625)
Investment 5 (365 833) (365 833)

Net cash from investing activities (134 351 067) (138 781 733)

Cash flows from financing activities
Proceeds of shares issued 124 905 077 124 905 077
Proceeds from borrowings 1 848 184 2 300 000

Net cash from financing activities 126 753 261 127 205 077
Total cash movement for the period 19 878 646 122 771
Cash at the beginning of the period – –

Total cash at end of the period 9 19 878 646 122 771

Statement of changes in equity

for the period ended 29 February 2008 Share
capital

R

Revaluation
reserve

R

Retained
income

R

Total
equity

R

Balance at 28 February 2007 100 – – 100

Share issue on 2 July 2007 860 – – 860

Share issue on 31 July 2007 75 051 334 – – 75 051 334

Share issue on 31 July 2007 51 248 300 – – 51 248 300

Share issue on 31 July 2007 73 751 700 – – 73 751 700

Share issue on 7 August 2007 883 498 – – 883 498

Share issue shareholders loans CentraCell 21 631 324 – – 21 631 324

Transfer listing expenses to  
share premium (913 591) – – (913 591)

Transfer listing expenses to  
share premium (65 789) – – (65 789)

Share issue shareholders loans CentraCell 676 – – 676

Revaluation of land and buildings 224 043 – 224 043

Profit for the period ending  
28 February 2008 – – 26 252 023 26 252 023

Balance at February 2007 221 588 412 224 043 26 252 023 248 064 478

Accounting policies

1.	 Presentation of financial statements
	 The financial statements have been prepared in accordance with International Financial Reporting Standards, and the 

Companies Act of South Africa, 1973. No comparative figures are disclosed as these are the Group's first annual financial 
statements. The group's results cover periods from dates of acquisition of each subsidiary and are not for complete years 
(see note 29). The financial statements have been prepared on the historical cost basis, and incorporate the principal 
accounting policies set out below.

1.1	 Significant judgements
	 In preparing the financial statements, management is required to make estimates and assumptions that affect the amounts 

represented in the financial statements and related disclosures. Use of available information and the application of judgement 
are inherent in the formation of estimates. Actual results in the future could differ from these estimates which may be material 
to the financial statements. Significant judgements made relate to loans and trade receivables, allowance for damaged and 
obsolete stock, impairment of assets, the residual value and depreciation rates on property plant and equipment, tax and 
deferred tax.

1.2	B asis of consolidation
	 The consolidated financial statements incorporate the financial statements of the group and entities controlled by the 

group. Control is achieved where the group has the power to govern the financial and operating policies of an entity so 
as to obtain benefits from its activities.

		  The results of subsidiaries acquired or disposed of during the period are included in the consolidated income statement 
from the effective date of acquisition or up to the effective date of disposal, as appropriate.

		  Where necessary, adjustments are made to the financial statements of subsidiaries to bring their accounting policies 
into line with those used by other members of the group. 

		  All intra-group transactions, balances, income and expenses are eliminated in full on consolidation.
		  There are no minority interests.

1.3	B usiness combinations
	 Acquisitions of subsidiaries and businesses are accounted for using the purchase method. The cost of the business 

combination is measured as the aggregate of the fair values of assets given, liabilities incurred or assumed, and equity 
instruments issued by the group in exchange for control of the acquiree, plus any costs directly attributable to the 
business combination. The aquiree’s identifiable assets, liabilities and contingent liabilities that meet the conditions for 
recognition under IFRS 3: Business combinations are recognised at their fair values at the acquisition date.

1.4	 Goodwill 
	 Goodwill arising on the acquisition of a subsidiary represents the excess of the cost of acquisition over the group’s 

interest in the net fair value of the identifiable assets, liabilities and contingent liabilities of the subsidiary at the date of 
acquisition. Goodwill is initially recognised as an asset at cost and is subsequently measured at cost less any accumulated 
impairment losses. Goodwill is not amortised but is subject to an annual impairment test.

1.5	 Property, plant and equipment
	 The cost of an item of property, plant and equipment is recognised as an asset when:
	 •  it is probable that future economic benefits associated with the item will flow to the group; and
	 •  the cost of the item can be measured reliably.
		  Costs include costs incurred initially to acquire or construct an item of property, plant and equipment and costs 

incurred subsequently to add to, replace part of, or service it. If a replacement cost is recognised in the carrying amount 
of an item of property, plant and equipment, the carrying amount of the replaced part is derecognised. The initial estimate 
of the costs of dismantling and removing the item restoring the site on which it is located is also included in the cost of 
property, plant and equipment.

	 Item	 Average useful life
	 Land 	 Indefinite 
	 Buildings	 20 years
	 Motor vehicles – Technicians	 4 years
	 Motor vehicles – Other	 5 years
	 Furniture and fixtures	 6 years
	 Office equipment	 3 years
	 IT equipment – Non-server equipment	 3 years
	 IT equipment – Server equipment	 5 years
	 Least cost routing equipment	 5 years
	 Leasehold improvements	 Period of lease
		  The residual value and the useful life of each asset are reviewed at each financial period end.
		  Each part of an item of property, plant and equipment with a cost that is significant in relation to the total cost of the 

item shall be depreciated separately.
		  The depreciation charge for each period is recognised in profit or loss unless it is included in the carrying amount of 

another asset.
		  The gain or loss arising from the derecognition of an item of property, plant and equipment is included in profit or 

loss when the item is derecognised. The gain or loss arising from the derecognition of an item of property, plant and 
equipment is determined as the difference between the net disposal proceeds, if any, and the carrying amount of the item.

Income statement

for the period ended 29 February 2008

Note(s)

Group 
2008

R

Company 
2008

R

Revenue 13 243 543 948 –

Cost of sales 24 184 801 880 –

Gross profit 58 742 068 –

Other income 3 078 528 877 193

Operating expenses (30 506 764) –

Operating profit (loss) 14 31 313 832 877 193

Investment revenue 15 10 841 183 6 972 050

Finance costs 16 (6 266 896) (776 040)

Profit before taxation 35 888 119 7 073 203

Taxation 25 (9 636 096) (2 051 229)

Profit after taxation 26 252 023 5 021 974

Profit on sale of property, plant and equipment (8 432)

Headline earnings 26 243 591

Earnings per share (cents) 44,17

Headline earnings per share 44,15

Accounting policies (continued) Accounting policies (continued)

	 Revaluation of land and buildings
	 Land and buildings where revalued by an independent valuer and restated to fair value at year end. 

1.6	I ntangible assets
	 An intangible asset is recognised when:
	 •	� it is probable that the expected future economic benefits that are attributable to the asset will flow to the entity; and
	 •	 the cost of the asset can be measured reliably.
		  Intangible assets are initially recognised at cost.
		  Intangible assets are carried at cost less any accumulated amortisation and any impairment losses.
		  Amortisation is provided to write down the intangible assets, on a straight-line basis, to their residual values as 

follows:
	I tem	U seful life
	 Trademarks 	 5 years
	 Computer software	 3 years

1.7	 Financial instruments
	I nitial recognition
	 The group classifies financial instruments, or their component parts, on initial recognition as a financial asset, a financial 

liability or an equity instrument in accordance with the substance of the contractual arrangement.
		  Financial assets and financial liabilities are recognised on the group's balance sheet when the group becomes party 

to the contractual provisions of the instrument. An asset that is subsequently measured at cost or amortised cost is 
recognised initially at its fair value on the trade date. 

	 Loans to (from) group companies
	 These include loans to holding companies, fellow subsidiaries, subsidiaries, joint ventures and associates and are 

recognised initially at fair value plus direct transaction costs. Subsequently these loans are measured at amortised cost 
using the effective interest rate method, less any impairment loss recognised to reflect irrecoverable amounts.

	 Trade and other receivables
	 Trade receivables are measured at initial recognition at fair value, and are subsequently measured at amortised cost using 

the effective interest rate method. Appropriate allowances for estimated irrecoverable amounts are recognised in profit or 
loss when there is objective evidence that the asset is impaired. The allowance recognised is measured as the difference 
between the asset’s carrying amount and the present value of estimated future cash flows discounted at the effective 
interest rate computed at initial recognition.

	 Trade and other payables
	 Trade payables are initially measured at fair value, and are subsequently measured at amortised cost, using the effective 

interest rate method.

	 Cash and cash equivalents
	 Cash and cash equivalents comprise cash on hand and demand deposits and other short-term highly liquid investments 

that are readily convertible to a known amount of cash and are subject to an insignificant risk of changes in value. These 
are initially and subsequently recorded at fair value.

1.8	 Tax
	 Current tax assets and liabilities
	 Current tax for current and prior periods is, to the extent unpaid, recognised as a liability. If the amount already paid 

in respect of current and prior periods exceeds the amount due for those periods, the excess is recognised as an asset. 
Current tax liabilities (assets) for the current and prior periods are measured at the amount expected to be paid to 
(recovered from) the tax authorities, using the tax rates (and tax laws) that have been enacted or substantively enacted by 
the balance sheet date.

	 Deferred tax assets and liabilities
	 A deferred tax liability is recognised for all taxable temporary differences, except to the extent that the deferred tax 

liability arises from:
	 •	 the initial recognition of goodwill; or
	 •	 the initial recognition of an asset or liability in a transaction which:
    		    –  is not a business combination; and
  		    –  at the time of the transaction, affects neither accounting profit nor taxable profit (tax loss).
		  A deferred tax liability is recognised for all taxable temporary differences associated with investments in subsidiaries, 

branches and associates, and interests in joint ventures, except to the extent that both of the following conditions are satisfied:
	 •	� the parent, investor or venturer is able to control the timing of the reversal of the temporary difference; and
	 •	 it is probable that the temporary difference will not reverse in the foreseeable future.
		  A deferred tax asset is recognised for all unutilised tax losses and deductible temporary differences to the extent 

that it is probable that taxable profit will be available against which the unutilised tax losses and deductible temporary 
difference can be utilised, unless the deferred tax asset arises from the initial recognition of an asset or liability in a 
transaction that:

	 •	 is not a business combination; and
	 •	 at the time of the transaction affects neither accounting profit nor taxable profit (tax loss).
		  A deferred tax asset is recognised for all deductible temporary differences arising from investments in subsidiaries, 

branches and associates, and interests in joint ventures, to the extent that it is probable that:
	 •	 the temporary difference will reverse in the foreseeable future; and
	 •	 taxable profit will be available against which the temporary difference can be utilised.
		  Deferred tax assets and liabilities are measured at the tax rates that are expected to apply to the period when the asset 

is realised or the liability is settled, based on tax rates (and tax laws) that have been enacted or substantively enacted by 
the balance sheet date.

1.9	 Leases
	 A lease is classified as a finance lease if it transfers substantially all the risks and rewards incidental to ownership. 

A lease is classified as an operating lease if it does not transfer substantially all the risks and rewards incidental to 
ownership.

	 Finance leases – lessee
	 Finance leases are recognised as assets and liabilities in the balance sheet at amounts equal to the fair value of the leased 

property or, if lower, the present value of the minimum lease payments. The corresponding liability to the lessor is 
included in the balance sheet as a finance lease obligation.

		  The discount rate used in calculating the present value of the minimum lease payments is the interest rate implicit in 
the contract of the lease.

		  The lease payments are apportioned between the finance charge and reduction of the outstanding liability. The finance 
charge is allocated to each period during the lease term so as to produce a constant periodic rate on the remaining 
balance of the liability.

	 Operating leases – lessee
	 Rental expenses from operating leases are recognised in profit or loss on a straight-line basis over the term of the 

relevant lease or another basis if more representative of the time pattern of the user’s benefit. 
		  Contingent rentals are recognised in profit or loss as they accrue. 
		  Initial direct costs incurred in negotiating and arranging operating leases are added to the carrying amount of the 

leased asset and recognised as an expense over the lease term on the same basis as the lease income. 

1.10	 Inventories
	 Inventories are measured at the lower of cost or net realisable value.
		  Net realisable value is the estimated selling price in the ordinary course of business less the estimated costs of 

completion and the estimated costs necessary to make the sale. The cost of inventories comprises all costs of purchase, 
costs of conversion and other costs incurred in bringing the inventories to their present location and condition.

		  When inventories are sold, the carrying amount of those inventories is recognised as an expense in the period in which 
the related revenue is recognised. The amount of any write down of inventories to net realisable value and all losses of 

inventories are recognised as an expense in the period the write down or loss occurs. The amount of any reversal of any 
write down of inventories, arising from an increase in net realisable value, are recognised as a reduction in the amount of 
inventories recognised as an expense in the period in which the reversal occurs.

1.11	I mpairment of assets
	 The group assesses at each balance sheet date whether there is any indication that an asset may be impaired.  If any such 

indication exists, the group estimates the recoverable amount of the asset.
		  Irrespective of whether there is indication of impairment, the company also tests goodwill acquired in a business 

combination for impairment annually. This impairment test is performed during the annual period and at the same time 
annually for every period.

		  If there is any indication that an asset may be impaired, the recoverable amount is estimated for the individual asset. 
If it is not possible to estimate the recoverable amount of the individual asset, the recoverable amount of the cash 
generating unit to which the asset belongs is determined.

		  The recoverable amount of an asset or a cash-generating unit is the higher of its fair value less costs to sell and its 
value in use.

		  If the recoverable amount of an asset is less than its carrying amount, the carrying amount of the asset is reduced 
to its recoverable amount. That reduction is an impairment loss. An impairment loss of assets carried at cost less any 
accumulated depreciation or amortisation is recognised immediately in profit or loss.  Any impairment loss of a revalued 
asset is treated as a revaluation decrease. An entity assesses at each reporting date whether there is any indication that an 
impairment loss recognised in prior periods for assets other than goodwill may no longer exist or may have decreased. If 
any such indication exists, the recoverable amounts of those assets are estimated.

		  The increased carrying amount of an asset other than goodwill attributable to a reversal of an impairment loss does 
not exceed the carrying amount that would have been determined had no impairment loss been recognised for the asset 
in prior periods. A reversal of an impairment loss of assets carried at cost less accumulated depreciation or amortisation 
other than goodwill is recognised immediately in profit or loss. Any reversal of an impairment loss of a revalued asset is 
treated as a revaluation increase.

1.12	S hare capital and equity
	 An equity instrument is any contract that evidences a residual interest in the assets of an entity after deducting all of its 

liabilities.

1.13	 Employee benefits
	 Short-term employee benefits
	 The cost of short-term employee benefits, (those payable within 12 months after the service is rendered, such as paid 

vacation leave and sick leave, bonuses, and non-monetary benefits such as medical care), are recognised in the period 
in which the service is rendered and are not discounted. The expected cost of compensated absences is recognised as an 
expense as the employees render services that increase their entitlement or, in the case of non-accumulating absences, 
when the absence occurs. The expected cost of profit sharing and bonus payments is recognised as an expense when 
there is a legal or constructive obligation to make such payments as a result of past performance.

	 Defined contribution plans
	 Payments to defined contribution retirement benefit plans are charged as an expense as they fall due.

1.14	S egmental reporting
	 The primary segments of the group have been identified by geographical area. The secondary segment by business lines. 

Business lines compose of two segments Least Cost Routing (airtime, subscriptions and connection incentive bonuses) 
and Other (international, VoIP and data).

1.15	 Revenue
	 Revenue from the sale of goods is recognised when all the following conditions have been satisfied:
	 •	 the group has transferred to the buyer the significant risks and rewards of ownership of the goods;
	 •	� the group retains neither continuing managerial involvement to the degree usually associated with ownership nor 

effective control over the goods sold;
	 •	 the amount of revenue can be measured reliably;
	 •	 it is probable that the economic benefits associated with the transaction will flow to the group; and
	 •	 the costs incurred or to be incurred in respect of the transaction can be measured reliably.
	 Service revenue is recognised by reference to the stage of completion of the transaction at balance sheet date. Stage of 

completion is determined by services performed to date as a percentage of total services to be performed. 
		  Revenue is measured at the fair value of the consideration received or receivable and represents the amounts 

receivable for goods and services provided in the normal course of business, net of trade discounts and volume rebates, 
and value added tax. Interest is recognised, in profit or loss, using the effective interest rate method. Service fees 
included in the price of the product are recognised as revenue over the period during which the service is performed.

1.16	 Turnover
	 Turnover comprises sales and services rendered to customers. Turnover is stated at the invoice amount and is exclusive 

of value added taxation.

1.17	 Cost of sales
	 When inventories are sold, the carrying amount of those inventories is recognised as an expense in the period in which 

the related revenue is recognised. The amount of any write down of inventories to net realisable value and all losses of 
inventories are recognised as an expense in the period the write down or loss occurs. The amount of any reversal of any 
write down of inventories, arising from an increase in net realisable value, is recognised as a reduction in the amount of 
inventories recognised as an expense in the period in which the reversal occurs. The related cost of providing services 
recognised as revenue in the current period is included in cost of sales.

1.18	 Borrowing costs 
	 Borrowing costs are recognised as an expense in the period in which they are incurred.

1.19	 Investment in subsidiary 
	 In the company's separate annual financial statements, investment in subsidiaries is carried at cost less any accumulated 

impairment. 

1.20	 Investment in joint venture 
	 An investment in a joint venture is accounted for using the equity method, except when the asset is classified as held for 

sale. Under the equity method, the investment in a joint venture is initially recognised at cost and the carrying amount 
is increased or decreased to recognise the entity’s share of the profits or losses of the investee after acquisition date. The 
use of the equity method is discontinued from the date on which the group ceases to have joint control over, or have 
significant influence in, a joint controlled entity.

		  Any impairment losses are deducted from the carrying amount of the investment in a joint venture. Dividends 
received from a joint venture reduce the carrying amount of the investment. 

		  Profits and losses resulting from transactions with joint ventures are recognised only to the extent of unrelated 
investors’ interests in the joint venture. 

1.21	 Investment in an associate 
	 An investment in an associate is accounted for using the equity method, except when the asset is classified as held for 

sale. Under the equity method, the investment in a joint venture is initially recognised at cost and the carrying amount 
is increased or decreased to recognise the entity’s share of the profits or losses of the investee after acquisition date. 
The use of the equity method is discontinued from the date on which the group ceases to have significant influence over 
the associate. 

		  Any impairment losses are deducted from the carrying amount of the investment in the associate.
		  Dividends received from a joint venture reduce the carrying amount of the investment. 
		  Profits and losses resulting from transactions with joint ventures are recognised only to the extent of unrelated 

investors’ interests in the associate.
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Group 
2008

R

Company 
2008

R

5.  INVESTMENTS
Subsidiaries at cost:
Wholly owned 
Huge Telecom (Proprietary) Limited
Shares – 113 343 478
Indebtedness – 14 655 305
CentraCell (Proprietary) Limited
Shares – 69 411 943
Indebtedness – 37 688 510

235 099 236

Joint venture at cost

Name of company
Listed/

Unlisted
% shareholding 

2008

Carrying 
amount

R
Gonondo Telecom (Proprietary) 
Limited Unlisted 50 136 249
The carrying amount of joint ventures are  
shown net of any impairment losses

Group 
2008

R

Summary of the financial information of the joint venture
Balance sheet
Non-current assets 379 716
Current assets 1 112 213
Long-term liabilities 549 900
Current liabilities 669 432
Income statement – 12 months
Revenue 1 579 807
Expenses 418 944
Cash flow statement – 12 months
Cash generated by operating activities 728 109
Cash flows from investing activities 381 034

Associates at cost

Name of company
Listed/ 

Unlisted
% shareholding 

2008

Carrying 
amount

R

Telepassport Communications 
(Proprietary) Limited – Namibia Unlisted 49 1 304 050
The carrying amount of associates are shown  
net of any impairment losses

Group 
2008

R

Summary of the financial information of the joint venture
Total assets 8 270 146
Total liabilities 4 888 288
Revenue – 12 months 26 027 232
Profit for the year – 12 months 1 907 870
Investment – Acquisition in iTalk Cellular (Proprietary) Limited 365 833 365 833

1 806 133 365 833

6. Deferred tax
Deferred tax assets at acquisition of subsidiaries 11 438 900 –
Tax losses utilised (5 158 40) –
Temporary differences 362 594 –
Balance as per year end 6 643 044
Comprising
Temporary differences 362 594 –
Estimated tax losses 6 280 450 –

6 643 044 –

Deferred tax liability
Accelerated capital allowances for tax purposes (2 159 294)
Finance lease liability 772 344
Revaluation of land and buildings recognised in equity (769 285)
Provisions and accruals 576 405
Operating lease liability 49 448
Other (4 743)

1 535 125

Reconciliation of deferred tax liability
At acquisition of subsidiaries (1 159 743)
Movement in temporary differences (375 382)

(1 535 125)

7. Inventories
Airtime 20 990 808
Inventories (write downs) (14 526 300)

6 464 508

The cost of inventory recognised as an expense during the period was R184 801 880 including the write-downs.

8. Trade and other receivables
Trade receivables 42 398 465 –
Deposits 9 276 989 –
Accrued billing 26 166 433 –
Other 1 768 811 1 000 000
Prepayments 6 581 648

86 192 346 1 000 000

Trade and other receivables are carried at amortised cost which is a reasonable approximation of fair value.
Credit quality of trade receivables – Credit quality of trade receivables are checked against external credit ratings and 
vetted accordingly. 
Trade receivables past due not impaired – Trade receivables which are three months past due are not required to be impaired. At 
29 February 2008, R3 763 411 were past due but not impaired. These relate to customers for whom there is no history of default or 
there has not been a significant change in credit quality and the amounts are still considered recoverable.
The ageing of these loans are as follows:

30 – 60 days 60 – 90 days 90+ days Total

1 975 338 1 058 789 729 284 3 763 411

Trade receivables past due impaired – All trade receivables past due are impaired to fair value.  
The amount of provisioning was R4 569 209.

2. Property, plant and equipment
2008

Cost/
valuation

R

Accum-
ulated
depre-
ciation

R

Carrying 
value

R

Land 1 979 018 – 1 979 018
Buildings 3 055 382 – 3 055 382
Furniture and fittings 835 777 (341 472) 494 305
Motor vehicles 1 152 073 (273 921) 878 152
Office equipment 1 795 228 (1 038 364) 756 864
Computer equipment 8 223 549 (5 100 024) 3 123 525
Leasehold improvements 276 563 (40 893) 235 670
Router equipment 83 971 502 (37 207 678) 46 763 824

Total 101 289 092 (44 002 352) 57 286 740

Reconciliation of property, plant and equipment – 2008

Acquired
through
business

combinations
R

Additions
R

Disposals
R

Depre-
ciation

R

Impair-
ment/
reval-
uation

R
Total

R

Land 1 878 272 – – – 100 746 1 979 018
Buildings 2 932 085 – – – 123 297 3 055 382
Furniture and fittings 345 465 213 816 (1 072) (63 904) – 494 305
Motor vehicles 453 818 603 595 (105 639) (73 622) – 878 152
Office equipment 535 637 363 726 (8 239) (134 260) – 756 864
Computer equipment 3 606 698 537 956 (62 092) (959 037) – 3 123 525
Leasehold improvements 83 013 178 639 – (25 982) – 235 670
Router equipment 40 874 963 9 065 169 (208 046) (4 253 638) 1 285 376 46 763 824

Total 50 709 951 10 962 901 (385 088) (5 510 443) 1 509 419 57 286 740

Total 804 779 402 625 (105 750) 1 101 654

2008

Encumbered as security
Carrying value of property, plant and equipment encumbered as security:
Land and buildings 5 034 400
The registration of a general covering bond in favour of First National Bank for the amount 
of R4 000 000 over Units 6 and 8, Doncaster Office Park, situated in Kenilworth in the 
Western Cape, together with a cession of short-term insurance over the said property.
Motor vehicles 741 975
Eight light commercial vehicles serve as security for the instalment sale agreements with 
Wesbank.
Assets subject to finance lease (Net carrying amount) 124 278
Office equipment 5 332 323
Router equipment 5 456 601
Revaluations
The effective date of the valuation of land and buildings was 12 December 2007. The valuation 
was performed by an independent valuer, Mr Dave Holgate, an independent contractor to First 
National Bank. Neither First National Bank nor the valuer is connected to the company and they 
have recent experience in the location and category of the property being valued. The value was 
appropriately adjusted to reflect the year end value of land and buildings.
The valuation was performed using market related return on the property, and using a 
capitalisation rate of 9,00% per annum.
The carry value of the revalued assets under the cost model (at date of acquisition of 
subsidiary) would have been:
Land 1 878 272
Buildings 2 932 085
Details of properties
Erf 534, Doncaster Office Park
Land and buildings consist of an office building situated in the municipality of Kenilworth, 
Cape Town, held under Title Deed No SK2204/2003S
– Purchase price: 28 May 2003 1 853 859
– Revaluations since purchase 3 180 541
– Accumulated depreciation –

5 034 400

3.  Intangible assets
2008

Cost/ 
valuation

R

Accum-
ulated

amorti-
sation

R

Carrying
value

R

Computer software 1 812 010 (710 357) 1 101 653
Trademarks 2 865 (2 864) 1

Total 1 814 875 (713 221) 1 101 654

Reconciliation of intangible assets – 2008

Acquired
through
business

combinations Additions
Amorti-

sation Total

Computer software 804 778 402 625 (105 750) 1 101 653
Trademarks 1 – – 1

Group 
2008

R

4. Goodwill
2007 Goodwill –
Movement during financial period 215 153 482

2008 Goodwill 215 153 482
The carrying value of goodwill can be reconciled as follows:
Carrying value beginning of financial period –
Acquired through business combinations 215 153 482

Carrying value at 29 February 2008 215 153 482

Annual test for impairment
During the financial period the group assessed the recoverable amount of 
goodwill and determined that no impairment of goodwill is required.

The valuation was undertaken by: 
Michael Roderick Gahagan
BComm (honours) – Rhodes University CA(SA)
Independent professional expert  
Arcay Private Financial Services (Pty) Limited

Notes to the financial statements (continued)

8. Trade and other receivables
The ageing of these loans are as follows:

90 days 120+ days Total

2 053 159 2 516 050 4 569 209

Reconciliation of provision of impairment of trade receivables:
Group

2008

Balance at acquisition of subsidiaries –

Movement 4 569 209

Closing balance 4 569 209

The creation and release of provision for impaired receivables have been included in operating expenses in the income 
statement. Amounts charged to the provision account are generally written off when there is no expectation of recovering 
additional cash. 

The maximum exposure to credit risk at the reporting date is the fair value of trade and other receivables. The group does 
not hold any collateral as security.

Trade receivables ceded as security
Trade receivables were ceded as security for the banking facilities of R10 000 000 of a subsidiary company. At year end 
the facility amounted to Rnil.

Group 
2008

R

Company 
2008

R

9 . CASH AND CASH EQUIVALENTS
Cash and cash equivalents consist of:
Cash on hand 6 946 –
Bank balances 10 530 100 –
Cash equivalents – connection incentive bonuses 9 341 600 122 771

19 878 646 122 771

10. SHARE CAPITAL
Authorised
1 000 000 000 ordinary shares of 0,01 cent  100 000 100 000
893 240 000 unissued ordinary shares are under the control of  
the directors in terms of a resolution of members passed at the  
last annual general meeting. This authority remains in force until  
the next annual general meeting.
Issued
106 760 000 ordinary shares of 0,01 cent each 10 676 10 676
Share premium 222 557 115 222 557 115
Listing expenses written-off against share premium (979 379) (979 379)

221 577 736 221 577 736

11. FINANCE LEASE OBLIGATION
Minimum lease payments due
– within one year 4 973 213
– in second to fifth year inclusive 11 922 497
Less: future finance charges (3 062 646) –

Present value of minimum lease payments 13 833 064 –

Present value of minimum lease payments due
– within one year 4 544 000 –
– in second to fifth year inclusive 9 289 064 –

13 833 064 –

Non-current liabilities 9 289 064 –
Current liabilities 4 544 000 –

13 833 064 –

The group leases certain assets under finance leases. 

The average lease term is 48 months and the rate of borrowing is variable. 
(Average effective borrowing rates 17%.) 
Interest rates are linked to prime at the contract date. All leases  
have fixed repayments and no arrangements have been entered  
into for contingent rent. (Monthly instalments inclusive of interest R424 451.)
The group's obligations under finance leases are secured by the lessor's charge 
over the leased assets. Refer note 2.

12. Trade and other PAYABLES
Trade payables 62 435 172 126 224

VAT 2 236 169 –

Accrued bonus 38 961 –
Operating accruals 4 160 527 –
Payroll accruals 447 356 –
Accrued leave pay 1 215 649 –
Accrued expenses 16 254 939 –
Deferred income 2 030 040
Deposits held 408 129
Operating lease liability 176 600

89 403 542 126 224

13. REVENUE
Sale of goods 243 543 948 –

243 543 948 –

14. OPERATING PROFIT/(LOSS)
Operating profit for the period is stated after accounting for the following:

Operating lease charges

Premises

Contractual amounts 821 381 –

Reversal of impairment – Routers 1 285 376 –

Profit on sale of property, plant and equipment (8 432) –

Depreciation on property, plant and equipment 5 510 443 –

Amortisation of intangible assets 105 750 –

Secretarial fees 20 435 –

Profit on exchange differences (13 113) –

Employee costs 18 732 395 –

The number of employees for the group at year end was 178

Group 
2008

R

Company 
2008

R

15. INVESTMENT REVENUE
Interest revenue

Imputed interest – sales 2 738 575 –

Interest received – third parties 8 102 608 6 972 050

10 841 183 6 972 050

16. FINANCE COSTS
Imputed interest – cost of sales 3 289 651 –

Interest paid – third parties 2 977 245 776 040

6 266 896 776 040

17. AUDITORS’ REMUNERATION
Fees net prior year 3 583 –

18. CASH GENERATED FROM OPERATIONS
Profit before taxation 35 888 118 7 073 203

Adjustments for:

Depreciation, amortisation and impairment 4 330 817 –

Profit on sale of assets (8 432) –

Income from equity accounted investments (640 213) –

Interest received (10 841 183) (6 972 050)

Finance costs 6 266 896 776 040

Changes in working capital:

Inventories (1 763 462) –

Trade and other receivables (17 692 662) (1 000 000)

Trade and other payables 10 353 576 5 626 224

25 893 455 5 503 417

Tax paid

Balance at acquisition of subsidiaries (3 919 501)

Current tax for the period (4 464 858) (2 051 229)

Balance at end of year 5 393 069 2 051 229

25 893 455 –

Acquisition of subsidiaries 

During the period the group acquired subsidiaries detailed below. The fair value of assets acquired and liabilities 
assumed were as follows:

Huge Telecom CentraCell Total
Cash and cash equivalents 9 166 638 6 177 252 15 343 890
Property, plant and equipment 22 566 169 28 143 782 50 709 951
Intangibles 220 706 584 074 804 780
Investment in joint venture 98 009 – 98 009
Investment in associates 702 078 – 702 078
Accounts receivable 38 010 186 25 500 367 63 510 553
Inventories – 4 701 046 4 701 046
Prepayments 3 136 378 1 852 753 4 989 131
Deferred tax asset – 11 438 900 11 438 900
Borrowings – (41 369 183) (41 369 183)
Other financial liabilities (1 611 568) (5 301 404) (6 912 972)
Tax liabilities (3 919 501) – (3 919 501)
Deferred tax liability (1 159 743) – (1 159 743)

Trade payables (41 571 515) (37 478 451) (79 049 966)

Net assets 25 637 837 (5 760 864) 19 886 973

Goodwill 101 302 163 113 851 317 215 153 480

Total purchase price 126 940 000 108 100 453 235 040 453

Adjust for cash and cash equivalents (9 166 638) (6 177 252) (15 343 890)

Adjust for non-cash portion of purchase price (75 051 335) (21 632 000) (96 683 335)

Cash flow on acquisition – net of cash acquired 42 722 027 80 291 201 123 013 228

Group 
2008

R

Company 
2008

R

19. COMMITMENTS
Operating leases – as lessee (expense)

Minimum lease payments due

– within one year 1 698 044 –

 – in second to fifth year inclusive 2 170 197 –

3 868 241 –

Operating lease payments represent rentals payable by the group for certain of its office properties. Leases are negotiated 
for an average term of seven years and rentals are fixed for an average of three years. No contingent rent is payable.

Guarantees issued by banks on behalf of 
Huge Telecom (Proprietary) Limited

– JHI Real Estate Limited 16 253

– C Max Investments 236 (Proprietary) Limited 99 000

– Glocell Service Provider (Proprietary) Limited 4 700 000

– MTN Service Provider (Proprietary) Limited 2 000 000

Huge Telecom offers guaranteed and transparent savings across all corporate calls including  
cellular, national, international and inter-branch traffic.

Notes to the financial statements (continued)
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Notes to the financial statements (continued) Notes to the financial statements (continued)

20. RELATED PARTIES
Amount

R

Relationships
Joint venture Gonondo Communications (Proprietary) Limited
Associate Telepassport Communications (Proprietary) Limited
Entity controlled  
by directors Mojaho Trading (Proprietary) Limited

Key management Key management
Fellow subsidiary CentraCell (Proprietary) Limited
Fellow subsidiary Huge Telecom (Proprietary) Limited
Shareholder The Headland Partnership
Shareholder Broker Proprietary (Proprietary) Limited
Shareholder Easy Nominees (Proprietary) Limited
Shareholder Mojaho Trading (Proprietary) Limited
Shareholder Tetragona Nominees (Proprietary) Limited
Shareholder  Praesidium Capital Management (Proprietary) Limited
Shareholder/director James Charles Herbst
Related party balances                                                                                                                      
Investment in joint venture 136 249
Investment in associate 1 304 051
Loan from entity controlled by directors (2 030 421)
Loan from key management (7 983 047)
Interest paid to key management (55 602)
Interest paid to entity controlled by directors (30 421)
Purchase from fellow subsidiary 2 268 540
Sale to fellow subsidiary (2 268 540)
Purchase from joint venture 68 243
Sale to associate (809 219)
Sale to key management (126 000)
Purchase from joint venture 2 620 772
Dividends received from joint venture (275 000)
Dividends received from associate (490 000)
Administration fees received from associate (758 334)
Equity income received from joint venture (411 248)
Equity income received from associate (983 290)
Management fees received fellow subsidiary (1 840 126)
Management fees paid to fellow subsidiary 1 840 126
Guarantees issued by James Charles Herbst in connection with the acquisition of italk 
Cellular (Proprietary) Limited

10 000 000

Directors interest in share capital Shares
Indirect beneficial
James Charles Herbst 11 682 552

Anton Daniel Potgieter 15 300 525

Rhamees Mogamad 
Nordien

2 525 869

Vincent Mokhele 
Mokholo

2 525 869

21. DIRECTORS' EMOLUMENTS
Executive

2008
Emoluments

R
Total

R

James Charles Herbst – –
Emmanuel Fentse Lediga 10 100 10 100
Anton Daniel Potgieter 948 363 948 363
Rhamees Mogamad Nordien 657 240 657 240
Vincent Mokhele Mokholo 650 795 650 795
Brain Alexander McQueen 20 200 20 200
Julian Arie Morelis 90 000 90 000

In connection with the affairs of the group or its subsidiaries 2 376 698 2 376 698

22. FINANCIAL INSTRUMENTS
Capital risk management 
The group manages its capital to ensure that entities in the group will be able to continue as a going concern while 
maximising the return to stakeholders through the optimisation of the debt and equity balance. 

The capital structure of the group consists of debt, which includes the borrowings disclosed in note 11/23, cash and cash 
equivalents and equity, comprising issued capital, reserves and retained earnings.

Gearing ratio 
The directors review the capital structure on an annual basis. As part of this review, the directors consider the cost of 
capital and the risks associated with each class of capital. 

The gearing ratio at year end was as follows:
Group 

2008
R

Gearing ratio

Debt 19 149 545

Net cash and cash equivalents (19 878 646)

Net debt/(net cash) (729 101)

Equity 248 064 478

– debt is defined as non-current liabilities
– equity includes all capital and reserves from the group
Categories of financial assets
Financial assets
Trade and other receivables at amortised cost 86 192 346

Cash and cash equivalents at fair value 19 878 646

106 068 992
Financial liabilities
Current financial liabilities measured at amortised cost 127 312 530
Other financial liabilities at amortised cost 8 325 356
Finance lease obligation at amortised cost 144 926 950

At the reporting date there are no significant concentrations of credit risk for trade receivables, bar those disclosed 
under the “Trade and other receivables” – note 8. The carrying amount reflected above represents the group’s maximum 
exposure to credit risk for such trade receivables. The carrying value of the above financial instruments approximates its 
fair value.

Financial risk management objectives 
The group’s activities expose it to a variety of financial risks. These risks include market risk (including currency risk, 
fair value interest rate risk, cash flow interest rate risk and price risk), credit risk and liquidity risk.
The group does not enter into or trade financial instruments, including derivative financial instruments. Borrowings have, 
however, been structured in such a way, as to minimise the above risks, limit borrowing costs, as well as facilitate growth. 

Market risk 
The group’s activities expose it primarily to the financial risks of interest rates. Interest rates on borrowings are linked to 
the prime rate and as such are subject to the movement of prime rates. The risk of changes in foreign currency exchange 
risk has a minimal effect on the group.
Sensitivity analysis: An increase of 1% in the prime interest rate would have decreased the group’s profits by 
approximately R125 000 as at year end.
Sensitivity analysis: At 29 February 2008 if the rand had weakened/strengthened by 10% against the USD and Euro with 
all other variables held constant the net profit for the year would have increased/decreased by R17 000.
Credit risk management 
Credit risk refers to the risk that a counterparty will default on its contractual obligations resulting in financial loss to the 
group. Potential concentrations of credit risk consist principally of cash and cash equivalents, and deposits with banks 
and financial institutions, as well as trade receivables. For banks and financial institutions, only independently rated 
parties with a minimum rating of “A” are accepted.
Trade receivables consist of a large number of customers, spread across diverse industries and geographical areas. The 
management of this risk is discussed under note 8 – Trade and other receivables.
Liquidity risk management 
Ultimate responsibility for liquidity risk management rests with the board of directors, which has built an appropriate 
liquidity risk management framework for the management of the group’s short, medium and long-term funding and 
liquidity management requirements. The group manages liquidity risk by maintaining adequate reserves, banking facilities 
and reserve borrowing facilities, by continually monitoring forecast and actual cash flows and matching the maturity 
profiles of financial assets and liabilities. 

Foreign currency exposure at balance sheet date
The group does not hedge foreign exchange fluctuations. The following items were uncovered:
Current assets:
Trade receivables USD22 592 R176 255
Deposits EUR6 997 R83 268
Liabilities
Trade payables USD2 714 R21 180
Trade payables EUR309 R3 685
The exchange rates used for conversion:
USD 7,80
EUR 11,90

Group 
2008

R

Company 
2008

R

23. OTHER FINANCIAL LIABILITIES
Non-current liabilities
Held at amortised cost
Other financial liabilities
This vendor loan is unsecured, interest free and will not be settled within a year 6 025 356 5 500 000
Held at amortised cost
James Charles Herbst
This working capital loan is unsecured, interest free and will not be settled within a year 2 300 000 2 300 000

8 325 356 7 800 000
Current liabilities
Held at amortised cost
Balance of vendor loans unsecured, interest free with no repayment terms 20 000 000 –
James Charles Herbst
This working capital loan is unsecured, interest free with no repayment terms 1 000 000 –
Key management loans
These working capital loans bear interest at 9,40% per annum and the loans have no 
fixed repayment terms 6 971 919

27 971 919 –

24. COST OF SALES
Goods sold 184 801 880
Cost of goods sold 184 801 880

Includes impairment write-down of R14 526 300.

25. INCOME TAX
Current 4 840 240 2 051 229
Deferred tax 4 795 856 –

9 636 096 2 051 229

Reconciliation of rate of taxation % %
Standard rate 29 29
Utilisation of assessed losses 13,49 –
Deferred tax 13,36 –

26,85 29

26. EARNINGS AND HEADLINE EARNINGS PER SHARE
The earnings and the weighted average number or ordinary shares used in the 
calculation of basic earnings per share are as follows:

Earnings used in the calculation of basic earnings per share 26 252 023

Earnings used in the calculation of headline earnings per share 26 243 591
Weighted average number of ordinary shares for the purposes of basic and headline 
earnings per share 59 435 633

27. ADOPTION OF NEW AND REVISED STANDARDS
In the current period the group has adopted IFRS 7 Financial Instruments: Disclosures, which is effective for annual 
reporting periods beginning on or after 1 January 2007, and the consequential amendments to IAS 1 Presentation of 
Financial Statements.

The impact of the adoption of IFRS 7 and the changes to IAS 1 has been to expand the disclosures provided in these 
financial statements regarding the group’s financial instruments and management of capital.

The following accounting standards, interpretations and amendments to published accounting standards were effective 
for the current financial period, but had no effect on these financial statements:
• � IFRIC 7 – Applying the restatement approach under IAS 29 financial reporting in hyper-inflationary economies
• � IFRIC 8 – Scope of IFRS 2
• � IFRIC 9 – Reassessment of embedded derivatives
• � IFRIC 10 – Interim Financial Reporting and Impairment

At the date of approval of these financial statements, the following standards and interpretations were in issue but not yet 
effective:
• � IFRS 2 – Share Based Payments: Amendment relating to vesting conditions and cancellations (Effective 1 January 2009)
• � IFRS 3 – Business Combinations: Comprehensive revision on applying the acquisition method (Effective 1 January 2009)
• � IFRS 8 – Operating Segments (Effective 1 January 2009)
• � IAS 1 – Presentation of Financial Statements: Comprehensive revision including requiring a statement of comprehensive 

income (Effective 1 January 2009)
• � IAS 1 – Presentation of Financial Statements: Amendments relating to disclosure of puttable instruments and 

obligations arising on liquidation. (Effective 1 January 2009)

• � IAS 23 – Borrowing Costs: Comprehensive revision to prohibit immediate expensing (Effective 1 January 2009)
• � IAS 27 – Consolidated and Separate Financial Statements: Consequential amendments arising from amendments to 

IFRS 3 (Effective 1 July 2009)
• � IAS 28 – Investments in Associates: Consequential amendments arising from amendments to IFRS 3  

(Effective 1 July 2008)

The directors anticipate that all of the above interpretations will be adopted in the future applicable periods and that adoption of 
these standards and interpretations in future periods will not have material impact on the financial statements of the group.

Notes to the financial statements (continued)

28. SEGMENTAL REPORTING – GEOGRAPHICAL

Figures in Rand

Western Cape
KwaZulu-

Natal Gauteng
Eastern 

Cape Consolidation

Segment revenue 64 768 684 33 065 827 130 046 772 15 662 664 243 543 948

Segment result 11 508 190 9 528 709 34 907 841 2 797 327 58 742 068

Other income 3 078 528

Interest expense (6 266 896)

Interest income 10 841 183

Operating expenses (30 506 764)

Income tax (9 636 096)

Profit for period 26 252 023

Segment assets 52 729 004 21 095 871 95 565 026 9 983 170 179 373 071

Segment liabilities 44 132 883 21 016 065 71 405 062 9 908 064 146 462 075

Capital expenditure 3 318 101 1 332 396 5 961 683 753 346 11 365 526

Depreciation 2 053 989 534 079 2 732 819 295 306 5 616 193

Goodwill 215 153 482

Segmental reporting – Business LCR Other Consolidated

Consolidated revenue 236 867 268 6 676 680 243 543 948

29. ACQUISITION OF SUBSIDIARIES

Subsidiaries acquired
Date of

acquisition

Portion 
of shares
acquired

Cost of
acquisition

Huge Telecom (Proprietary) Limited 8 August 2007 100% R126 940 000

CentraCell (Proprietary) Limited 15 February 2007 100% R108 100 453

R235 040 453

 
Acquisition of subsidiaries 
The acquisitions of Huge Telecom (Proprietary) Limited and CentraCell (Proprietary) Limited during the period, have 
been accounted for as per the accounting policy on business combinations (note 1.3). The profits of these entities 
have been included in these results as from the acquisition date, which as per IFRS 3 is regarded as the date when 
effective control has been established. The acquisition dates for Huge Telecom (Proprietary) Limited and CentraCell 
(Proprietary) Limited have been established as 8 August 2007 and 15 February 2008, respectively.

Cost of acquisition 

The cost of acquisition of Huge Telecom (Proprietary) Limited totals R126 940 000. This amount comprises cash of  
R51 888 665 and the balance issued in shares. The cost of the acquisition of CentraCell (Proprietary) Limited totals R108 
100 453. This amount comprises R86 468 453 paid in cash and the balance issued in shares. 

Goodwill arising from acquisition 
Goodwill arose in the business combination because the cost of the combination included a control premium paid to 
acquire the said acquirees. In addition, the consideration paid for the combination effectively included amounts in 
relation to the benefit of expected synergies, including improved access to cash funding, utilisation by the acquirees of 
the group’s software systems and growth deriving from the marketing of services to the group’s existing customer base. 
The group also acquired the customer list and customer relationships of the acquirees as part of the acquisition. These 
assets could not be reliably measured and separately recognised from goodwill because they are not capable of being 
separated from the group and sold, transferred, licensed, rented or exchanged, either individually or together with any 
related contracts.

Impact of acquisition on the results of the group 
Included in the profit for the period is R8 854 330 attributable to Huge Telecom (Proprietary) Limited and R17 547 119 
attributable to CentraCell (Proprietary) Limited.

Had these business combinations been effected at 1 March 2007, the revenue of the group would have been 
R540 000 000 and the profit for the period would have been R55 890 000. The directors consider these “pro-forma” 
numbers to represent an approximate measure of the performance of the combined group on an annualised basis and to 
provide a reference point for comparison in future periods.

Notice to annual general meeting

HUGE GROUP LIMITED

(FORMERLY VANQUISH FUND MANAGERS LIMITED)

(Incorporated in the Republic of South Africa)

(Registration number 2006/023587/06)

Share Code: HUG

ISIN Code: ZAE000102042

(“Huge” or “the Huge Group” or “the company”)

Notice is hereby given that the second annual general meeting of shareholders of the Huge Group limited will be held in  

the main boardroom at Block 2, Woodlands Drive Office Park, 5 Woodlands Drive, Woodmead, Johannesburg on  

22 September 2008 for the purposes of considering and, if deemed fit, passing with or without modification, the resolutions 

set out below:

SPECIAL RESOLUTION 1 – GENERAL AUTHORITY TO REPURCHASE
“Resolved that the general authority granted to the company, or a subsidiary of the company to acquire ordinary shares in the issued 

share capital of the company from time to time, in terms of the Companies Act, 1973 (Act 61 of 1973), as amended (“Act”), and in 

terms of the Listings Requirements (“Listings Requirements”) of the JSE Limited (“JSE”) from time to time, being that:

	 •	 authorisation thereto being given by the articles of association of the company;

	 •	 any such acquisition of ordinary shares shall be implemented on the open market of the JSE without any prior 

arrangement;

	 •	 this general authority shall only be valid until the next annual general meeting of the company, provided further that it 

shall not extend beyond fifteen months from the date of passing of this special resolution;

	 •	 when the company, or a subsidiary of the company, has cumulatively repurchased 3% of the number of a class of shares 

in issue on the date of passing of this special resolution (“initial number”), and for each 3% in aggregate of the initial 

number of that class of shares acquired thereafter, an announcement in compliance with the Listings Requirements must 

be published as soon as possible and by not later than 08:30 on the business day following the day on which the relevant 

threshold is reached or exceeded;

	 •	 the repurchase of securities being effected through the order book operated by the JSE trading system and done without 

any prior understanding or arrangement between the company and the counter parties;

	 •	 the repurchase being effected in compliance with paragraphs 3.37 to 3.41 of the Listings Requirements concerning 

shareholder spread requirements;

	 •	 the company’s sponsor shall, prior to the company, or subsidiary of the company, entering into the market to repurchase 

the shares, provide the JSE with the written working capital statement required in terms of the Listings Requirements;

	 •	 in determining the price at which ordinary shares issued by the company are acquired by it or its subsidiary in terms of 

this general authority, the maximum price at which such shares may be acquired will be 10% above the weighted average 

of the market value of such shares for the five business days immediately preceding the date of repurchase of such shares;

	 •	 any general repurchase by the company, or a subsidiary of the company, of the company’s shares shall not, in aggregate 

in any one financial year exceed 20% of the company’s issued share capital of that class in any one financial year as at the 

date of passing of this special resolution;

	 •	 at any point in time, the company, or a subsidiary of the company, may only appoint one agent to effect any repurchase on 

the company’s or a subsidiary’s behalf; and

	 •	 the company or its subsidiary may not acquire shares during a prohibited period as defined by the Listings Requirements.

	

The board of directors of the company is required, prior to implementing any share repurchase by the company or a subsidiary 

of the company, to consider the impact of any such repurchase of the company’s shares, and must record that it is of the opinion 

that such repurchase will not result in:

	 •	 the company and the group in the ordinary course of business being unable to pay its debts for a period of 12 months after 

that date of notice of general meeting;

	 •	 the liabilities of the company and the group in the ordinary course of business exceeding the assets of the company 

and the group, calculated in accordance with International Financial Reporting Standards used in the audited financial 

statements for the next financial year end;

	 •	 the ordinary capital and reserves of the company and the group for a period of 12 months after the date of the notice of 

general meeting being inadequate, in the ordinary course of business.

	

The board of directors of the company will ensure that the company’s sponsor provides the JSE with the necessary report 

on the adequacy of the working capital of the company and it subsidiaries in terms of the Listings Requirements prior to the 

commencement of any share repurchase in terms of this special resolution, be and is hereby approved”.
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ORDINARY RESOLUTION 1 – GENERAL AUTHORITY TO ISSUE
“Resolved that the placing of all the unissued shares in the company under the control of the directors and the general authority 

granted to the directors of the company empowering them to allot and issue to public shareholders for cash, all or any of the 

unissued shares in the share capital of the company placed under their control as they in their discretion deem fit, subject to the 

provisions of the Companies Act, and the Listings Requirements of the JSE Limited (“JSE”) which require that:

	 •	 the authority shall be valid until the date of the next annual general meeting of the company, provided that it shall not 

extend beyond 15 months from the date of this resolution;

	 •	 a paid press announcement giving full details, including the impact on the net asset value and earnings per share, will be 

published after any issue representing, on a cumulative basis within any one financial year, 5% or more of the number of 

shares in issue prior to such issue;

	 •	 the general issue of shares for cash in the aggregate in any one financial year may not exceed 15% of the applicant’s 

issued share capital of that class. The securities of a particular class will be aggregated with the securities that are 

compulsorily convertible into securities of that class which may be issued and shall be based on the number of securities 

of that class in issue at the date of such application less any securities of the class issued during the current financial 

year, provided that any securities of that class to be issued pursuant to a rights issue (announced and irrevocable and 

underwritten) or acquisition (concluded up to the date of application) may be included as though they were securities in 

issue at the date of the application; and

	 •	 in determining the price at which the issue will be made in terms of this authority the maximum discount permitted will 

be 10% of the weighted average traded price of such shares, as determined over the 30-day trading days prior to the date 

that the price of the issue is determined or agreed by the directors, be and is hereby approved”.

ORDINARY RESOLUTION 2 – RE-APPOINTMENT OF DIRECTOR: MR JULIAN ARIE MORELIS
“Resolved that the retirement from office of Mr Julian Arie Morelis in accordance with article 87 of the company’s articles 

of association, being a director appointed to the board of directors following the previous annual general meeting, and being 

eligible for re-election, the appointment of Mr Julian Arie Morelis as executive director of the Huge Group Limited at this 

annual general meeting, be and is hereby approved”.

	 A brief biography of Mr Julian Arie Morelis is presented below:

	 Julian Morelis began his career in finance whilst studying part time for his Bachelor of Commerce degree. After nine years 

of finance related responsibilities he decided to pursue an interest in IT and telecommunications and had within three years 

built a successful ICT company that boasted turnover of R30 million per annum and a staff complement of 15 people. Julian 

later founded the Managed Voice Services company CentraCell (Pty) Ltd. From its inception in September 2003 CentraCell 

specialised in the supply of least cost routing and telephone management services to corporate clients via a nationwide channel 

partner and reseller programme. Within just three and a half years the company grew to 35 staff members and an annual 

turnover of just under R200 million.

	 In August 2007 CentraCell was acquired by the Huge Group and Julian joined the board as an executive director.

ORDINARY RESOLUTION 3 – RE-APPOINTMENT OF DIRECTOR: MR STEPHEN PETER TREDOUX
“Resolved that the retirement from office of Mr Stephen Peter Tredoux in accordance with article 87 of the company’s articles 

of association, being a director appointed to the board of directors following the previous annual general meeting, and being 

eligible for re-election, the appointment of Mr Stephen Peter Tredoux as executive director of the Huge Group Limited at this 

annual general meeting, be and is hereby approved”.

	 A brief biography of Mr Stephen Peter Tredoux is presented below:

	 Steve Tredoux started his working career as an accountant, but within a year had moved to general management where he 

built his managerial skills in the property management industry. He then moved from property management to manufacturing 

and then into information technology. It was with this background that he was approached to join MTN and the fledgling 

South African GSM industry in 1995. The 12 years that followed his appointment proved to be exciting and diverse and the 

experience he gained was invaluable. Tredoux was initially employed as general sales manager and moved up into the executive 

management team of MTN, where he also involved himself with the overall strategy and management of the business. 

	 Tredoux is a uniquely qualified executive who brings a breadth of knowledge and skill that is rarely found in one individual today. 

Tredoux has considerable experience in sales distribution, but is also a master at consumer marketing and product development. 

ORDINARY RESOLUTION 4 – RE-APPOINTMENT OF DIRECTOR: MR MANOGARAN PILLAY
“Resolved that the retirement from office of Mr Manogaran Pillay in accordance with article 87 of the company’s articles of 

association, being a director appointed to the board of directors following the previous annual general meeting, and being 

eligible for re-election, the appointment of Mr Manogaran Pillay as executive director of the Huge Group Limited at this annual 

general meeting, be and is hereby approved”.

	 A brief biography of Mr Manogaran Pillay is presented below:

	 Rajen Pillay started his telecoms career in 1988 as a technician with Teleboss, a PABX company where he spent 12 years 

and worked his way up to the role of technical manager. In 2000, Pillay was head-hunted by Orion Telecom to join them as 

the development manager in the research and development department. He spent four years in R&D and was instrumental 

in developing LCR products for the company. In 2005, Pillay moved into Orion’s operations division as the national service 

manager and then later as national operations manager. With the sale of Orion to Vox Telecom in 2007, Pillay was appointed 

to operations director where he had responsibility for a staff complement of approximately 100 people and a company with an 

annual turnover approaching R1 billion. Pillay was instrumental in merging two other group companies into Orion in 2007. 

Pillay’s 18 years of corporate telecommunications experience makes him an incredible asset to the group.

ORDINARY RESOLUTION 5 – RE-APPOINTMENT OF DIRECTOR: MR FENTSE EMMANUEL LEDIGA
“Resolved that the retirement from office of Mr Fentse Emmanuel Lediga in accordance with article 87 of the company’s 

articles of association, being a director appointed to the board of directors following the previous annual general meeting, and 

being eligible for re-election, the appointment of Fentse Emmanuel Lediga as non-executive chairman of the Huge Group 

Limited at this annual general meeting, be and is hereby approved”.

	 A brief biography of Mr Fentse Emmanuel Lediga is presented below:

	 Chief Lediga’s career has included a post with an insurance company, a financial reporter, a JSE Trader, progressing to the 

assistant to the chief economist covering ANC economic policy in 1994. Two years later, Chief, with HSBC, formed Legae 

Securities – the JSE’s first black-owned and managed stockbroking firm. He served for seven years as the chief executive and 

in 2004 became non-executive chairperson.

	 He has personally had experience in and exposure to equities research and trading, bonds, money-market, private client 

services (including portfolio management), hedge funds, corporate finance, capital raising and black empowerment initiatives. 

Chief has completed a Bachelor of Commerce degree with majors in finance and marketing and has since completed 

qualifications in corporate strategy, corporate governance, risk management, leadership and board effectiveness.

	 Impressively, Chief also serves on the AltX Advisory Committee, has participated and been instrumental in the National 

Black Business Caucus, the BEE Commission Finance Sector Charter and the Black Business Working Group (that regularly 

meets with the State President). He is currently the president of the Association of Black Securities & Investment Professionals 

(ABSIP), a position which he has held since 1996.

	 Chief’s appointment as non-executive chairman to the listed the Huge Group’s board assures shareholders and staff of top 

management’s commitment to corporate governance, sustainability and growing the business into a truly huge organisation.

ORDINARY RESOLUTION 6 – RE-APPOINTMENT OF DIRECTOR: MR BRIAN ALEXANDER MCQUEEN
“Resolved that the retirement from office of Mr Brian Alexander McQueen in accordance with article 87 of the company’s 

articles of association, being a director appointed to the board of directors following the previous annual general meeting, and 

being eligible for re-election, the appointment of Mr Brian Alexander McQueen as non-executive director of the Huge Group 

Limited at this annual general meeting, be and is hereby approved”.

	 A brief biography of Mr Brian Alexander McQueen is presented below:

	 Brian McQueen has 40 years of sales and general management experience primarily in the gas and telecommunications 

industries, which include PABX telephony, radio paging and GSM cellular. In 2002 he was appointed as managing director 

of Supercall Cellular, an Altech subsidiary. His responsibilities included the management of Supercall’s national sales force, 

Supercall and Autopage’s LCR sales and installation operation, their combined annual sales budget and target and all aspects 

of general management including national logistics and distribution. 

	 Brian joined the Huge Group in a non-executive capacity and is an invaluable sounding board for the executive team.

ORDINARY RESOLUTION 7 – RESIGNATION OF DIRECTOR: MR MOGAMAD RHAMEES NORDIEN
“Resolved that the acceptance of the resignation of Mr Mogamad Rhamees Nordien as executive director of the Huge Group 

Limited, be and is hereby approved”.

ORDINARY RESOLUTION 8 – ADOPTION OF ANNUAL FINANCIAL STATEMENTS
“Resolved that the adoption of the annual financial statements of the company for the year ended 29 February 2008, presented 

to shareholders at this annual general meeting, together with the reports of the directors and auditors, as contained within the 

annual report, and, the confirmation of all things undertaken and discharged by the directors, in their capacities as directors, for 

and behalf of the company during the financial year under review, be and is hereby approved”.

ORDINARY RESOLUTON 9 – APPROVAL OF CURRENT NON-EXECUTIVE REMUNERATION
“Resolved that the sanction of the current remuneration payable to the non-executive directors for the period 8 August 2007 to 

29 February 2008 as set out in the annual report, be and is hereby approved”.

ORDINARY RESOLUTON 10 – APPROVAL OF PROPOSED NON-EXECUTIVE REMUNERATION
“Resolved that the approval of the proposed remuneration payable to the non-executive directors set out below, to be effective 

from the date of this annual general meeting to the date of the next annual general meeting, be and is hereby approved”.

Category Current remuneration
Proposed remuneration
effective 1 August 2008 Note

The Huge Group Limited: Board
Chairman R10 000 per meeting adjusted  

to R20 000 per meeting
R25 000 per meeting (1)

Board member R10 000 per meeting adjusted  
to R20 000 per meeting

R20 000 per meeting (2)

Audit and Risk Committee
Chairman R10 000 per meeting adjusted  

to R20 000 per meeting
R25 000 per meeting (3)

Audit Committee member R10 000 per meeting adjusted  
to R20 000 per meeting

R20 000 per meeting (4)

Remuneration and Nomination Committee
Chairman R10 000 per meeting adjusted  

to R20 000 per meeting
R25 000 per meeting (5)

Remuneration Committee member R10 000 per meeting adjusted  
to R20 000 per meeting

R20 000 per meeting (6)

Notes
(1)	 It is proposed that the non-executive chairman of the board receives a fee calculated at approximately 25% higher than the 

fees payable to a board member (minimum of six board meetings), in addition to the other committee fees set out above.
(2)	 The company holds a minimum of six board meetings during any 12 month period.
(3)	 The Audit and Risk Committee chairman receives a higher fee than the fee payable to non-executive directors who serve on 

the Audit and Risk Committee.
(4)	 The company holds a minimum of two Audit and Risk Committee Meetings during any 12 month period.
(5)	 The Remuneration and Nomination Committee chairman receives a higher fee that the fee payable to non-executive 

directors who serve on the Remuneration and Nomination Committee.
(6)	 The company holds a minimum of two Remuneration and Nomination Committee meetings during any 12 month period.

ORDINARY RESOLUTON 11 – RE-APPOINTMENT OF AUDITORS
“Resolved that the re-appointment of Horwath Leveton Boner as auditors of the company, be and is hereby approved”.

ORDINARY RESOLUTON 12 – APPROVAL OF AUDITORS' REMUNERATION
“Resolved that the remuneration of the auditors as contained in the Annual Report, be and is hereby approved”.

ORDINARY RESOLUTION 13 – INCUMBENCY
“Resolved that, the authority granted to any director of the company to sign all such documents and do such things as may be 

necessary for or incidental to the implementation of each resolution of this annual general meeting, be and is hereby approved”.
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Proxy form

HUGE GROUP LIMITED
Formerly Vanquish Fund Managers Limited
(Registration number 2006/023587/06)
(“Huge” or “the company”)
Share code: HUG   ISIN: ZAE000102042

For use by certificated and own name dematerialised shareholders at the second annual general meeting of shareholders to be held in the main boardroom at Block 2, 
Woodlands Drive Office Park, 5 Woodlands Drive, Woodmead, Johannesburg on Monday, 22 September 2008, at 10:00.

Note: Dematerialised shareholders without own name registration must not use this form. Dematerialised shareholders without own name registration who wish to vote 
by way of proxy at the general meeting, must provide their CSDP or broker with their voting instructions by the cut-off time and date advised by the CSDP or broker 
for instructions of this nature as specified in the custody agreement entered into between such shareholder and their CSDP or broker, in order for such CSDP or broker 
to vote in accordance with such instructions at the general meeting.

I/We

of

being the registered holder/s of	 ordinary shares in Huge, appoint (see note 1):

1.	 of	  or failing him/her

2.	 of	 or failing him/her

3. the chairman of the general meeting,

as my/our proxy to act for me/us on my/our behalf at the general meeting which will be held in the main boardroom at Block 2, Woodlands Drive Office Park,  
5 Woodlands Drive, Woodmead, Johannesburg on Monday, 22 September 2008 for the purpose of considering and, if deemed fit, for passing, with or without 
modification, the ordinary and special resolutions to be proposed thereat and at any adjournment thereof; and to vote for or against the said resolutions or abstain from 
voting in respect of the ordinary shares registered in my/our name/s, in accordance with the following instructions (see note 2):

For Against Abstain

Special resolution 1  (General authority to repurchase)

Ordinary resolution 1 (General authority to issue)

Ordinary resolution 2 (Re-appointment of director: Mr Julian Arie Morelis)

Ordinary resolution 3 (Re-appointment of director: Mr Stephen Peter Tredoux)

Ordinary resolution 4 (Re-appointment of director: Mr Manogaran Pillay)

Ordinary resolution 5 (Re-appointment of director: Mr Fentse Emmanuel Lediga)

Ordinary resolution 6 (Re-appointment of director: Mr Brian Alexander McQueen)

Ordinary resolution 7 (Resignation of director: Mr Mogamad Rhamees Nordien)

Ordinary resolution 8 (Adoption of annual financial statements)

Ordinary resolution 9 (Approval of current non-executive remuneration)

Ordinary resolution 10 (Approval of proposed non-executive remuneration)

Ordinary resolution 11 (Re-appointment of auditors)

Ordinary resolution 12 (Approval of auditor’s remuneration)

Ordinary resolution 13 (Incumbency)

	

Signed at	 on                                                                                 

Signature

Each shareholder is entitled to appoint one or more proxy(ies) (who need not be shareholders of the company), to attend, speak and vote in his/her stead at the 
annual general meeting.

VOTING
The ordinary resolutions are subject to a simple majority of shareholders present or represented by proxy at the annual general 

meeting, with the exception of the special resolution which requires the approval of a 75% majority of the votes cast by 

shareholders present or represented by proxy at the annual general meeting. 

Every shareholder present in person or by proxy at the annual general meeting shall, on a show of hands, have one vote only, 

and on a poll, have one vote for each share of which he/she is the registered holder.

A shareholder entitled to attend, speak and vote is entitled to appoint a proxy (who need not be a shareholder of the company) 

to attend, speak and vote in his stead. 

Shareholders, which are companies or other bodies corporate may, in terms of section 188(1) of the Act, by resolution of its 

directors or other governing body, authorise any person to act as its representative at the annual general meeting.

Certificated shareholders and “own name” dematerialised shareholders who are unable to attend the annual general meeting 

but wish to be represented thereat must complete and return the attached form of proxy in accordance with the instructions 

contained therein so as to be received by the transfer secretaries, Computershare Investor Services (Pty) Limited, Ground Floor, 

70 Marshall Street, Johannesburg (PO Box 61051, Marshalltown, 2107) by no later than 10:00 on Thursday, 18 September 2008.

Dematerialised shareholders, other than “own name” dematerialised shareholders, who wish to attend the annual general meeting, 

must request their CSDP or broker to issue them with a letter of representation to enable them to attend the annual general meeting in 

person. Alternatively, such dematerialised shareholders must instruct their CSDP or broker as to how they wish to vote in this regard. 

This has to be done in terms of the agreement entered into between the shareholder and their CSDP or broker. 

By order of the board 

Notice to annual general meeting (continued)

✂
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Notes to the form of proxy

1.	� Shareholders who hold their shares in certificated form or who are own name registered dematerialised shareholders who are unable to attend the 
annual general meeting but who wish to be represented thereat, are required to complete and return the attached form of proxy so as to be received by  
the transfer secretaries by not later than Thursday, 18 September 2008.

2. 	� Shareholders who have dematerialised their shares through a Central Securities Depository Participant (CSDP) or broker, other than by own name registration, who 
wish to attend the annual general meeting should instruct their CSDP or broker to issue them with the necessary authority to attend the meeting, in terms of the custody 
agreement entered into between such shareholders and their CSDP or broker. 

3. 	� Shareholders who have dematerialised their shares through a CSDP or broker, other than by own name registration, who wish to vote by way of proxy, should provide 
their CSDP or broker with their voting instructions, in terms of the custody agreement entered into between such shareholders and their CSDP or broker. 

4. 	� A member may insert the name of a proxy or the names of two alternative proxies of his choosing in the space provided, with or without deleting the chairperson of the 
annual general meeting, but any such deletion must be initialled by him. The person whose name appears first on the form of proxy, and who is present at the annual 
general meeting, will be entitled to act as proxy to the exclusion of those whose names follow. 

5.	� The authority of the person signing the form of proxy under a power of attorney must be attached hereto, unless that power of attorney has already been recorded 
by the transfer secretaries of the company or waived by the chairman of the annual general meeting. A minor must be assisted by his/her parents guardian unless 
the relevant documents establishing his/her capacity are produced or have been registered by the transfer secretaries of the company.

6.	� The completion and lodging of this form will not preclude the relevant member from attending the annual general meeting and speaking and voting in person thereat 
to the exclusion of any proxy appointed in terms hereof.

7.	� Documentary evidence establishing the authority of the person signing this form of proxy in a representative capacity must be attached hereto unless previously 
recorded by the company’s transfer secretaries or waived by the chairperson of the annual general meeting.

8. 	� Any alteration or correction made to this form of proxy must be initialled by the signatory/ies.

Directors’ attendance

Branch details

Secretary and registered office  
of Huge
JC Herbst CA(SA)
Block 2, Woodlands Drive Office Park
Woodlands Drive
Woodmead 2192
PO Box 1585, Kelvin 2054

Corporate adviser
Manhattan Equity Corporate Finance  
(Pty) Limited
(Registration number 2000/0011991/07)
43 Saxon Road
Sandhurst 2196
PO Box 55376, Northlands 2116

Reporting accountants – Huge
Horwath Leveton Boner
(Practice number 903787)
3rd Floor
72 Grayston Drive
Sandown
Johannesburg 2196
PO Box 652550, Benmore 2010

Attorneys to Huge
Deneys Reitz
(Registration number 1984/003385/21)
82 Maude Street
Sandton 2196
PO Box 784 903, Sandton 2146

Auditors to Huge
Horwath Leveton Boner
(Practice number 903787)
3rd Floor
72 Grayston Drive
Sandown
Johannesburg 2196
PO Box 652550, Benmore 2010

Corporate information

Directors Position Appointed
Meetings 
attended %

Audit 
Committee 

Nomi-
nation 

Committee 

Remu-
neration 

Committee
Risk 

Committee

FE Lediga
Non-executive 
chairman Aug-07 4 / 6 67 Member Member Member Member

BA McQueen
Non-executive 
director Aug-07 5 / 6 83 Member Member Member Member

AD Potgieter
Chief executive 
officer Aug-07 6 / 6 100 Member Member

JC Herbst
Chief financial 
officer Aug-07 6 / 6 100 Member Member

VM Mokholo
Group executive 
director Aug-07 6 / 6 100 Member Member

MR Nordien
Group executive 
director Aug-07 6 / 6 100

M Pillay
Group executive 
director Mar-08 2 / 2 100 Member Member

SP Tredoux
Group executive 
director Mar-08 2 / 2 100 Member Member

JA Morelis
Group executive 
director Mar-08 2 / 2 100 Member Member

other

Jean Williams Corporate adviser Member

Major shareholders

Name and title Ownership

 Reported own 
name/nominee

holdings 
Percentage
ownership

The Headland Partnership institution  8 576 889 8,6
Broker Proprietary (Proprietary) Limited* nominee  15 166 051 15,2
Easy Nominees (Proprietary) Limited nominee  10 839 519 10,8
Mojaho Trading (Proprietary) Limited director  12 629 343 12,6
Tetragona Nominees (Proprietary) Limited ** nominee  31 867 687 31,9
Praesidium Capital Management (Proprietary) Limited institution  10 478 521 10,5

 100 000 000 89,6
* Major shareholders in Broker Proprietary (Proprietary) Limited
Anton Daniel Potgieter  4 136 200 27,3
James Charles Herbst  4 828 130 31,8
Praesidium Capital Management (Proprietary) Limited  4 157 558 27,4

 15 166 051 86,5
** Major shareholders in Tetragona Nominees (Proprietary) Limited
Pacific Breeze Trading 417 (Proprietary) Limited***  6 854 422 21,5
The Walkie Talkie Trust  8 020 564 25,2
Luigi’s Trust****  11 164 325 35,0

 31 867 687 81,7
*** Major shareholders of Pacific Breeze Trading 417 (Proprietary) Limited
James Charles Herbst 100,0
**** Major beneficiaries of Luigi's Trust
Anton Daniel Potgieter 100,0
summary
The Headland Partnership 8,6
Mojaho Trading (Proprietary) Limited 12,6
Praesidium Capital Management (Proprietary) Limited 14,6
James Charles Herbst 11,7
Anton Daniel Potgieter 15,3

62,8

Offices
National Tel: 	 0860 03 04 03
National Fax: 	 0861 10 10 01

Johannesburg – Eugene Volschenk
Postal: 	 PO Box 1585, Kelvin 2054
Physical: 	 Block 1, 5 Woodlands Drive Office Park, Woodmead 2192
Tel: 	 011 603 6000
Fax: 	 011 603 6001

Cape Town – Phillip Stier
Postal: 	 PO Box 36446, Glosderry 7702
Physical: 	� Units 6 and 7, Doncaster Office Park, Punters Way, 

Kenilworth Park 7708
Tel: 	 021 673 1000
Fax: 	 021 673 1001

Durban – Geovanna Sutherland
Postal: 	 Postnet Suite 136, Private Bag X10, Musgrave 4062
Physical: 	 2 Helmsley House, 141 Musgrave Road, Durban 4001
Tel:	 031 277 9200
Fax: 	 031 202 5645

Port Elizabeth – Justin Hammet
Postal: 	 PO Box 34795, Newton Park 6055
Physical: 	 44 Pickering Street, Newton Park 6045
Tel:	 041 365 6765
Fax:	 041 365 6760

✂

huge
We’ve waited long enough...

Something

telecommunications
is about to hit SA

Helping hands
   Going Huge for charity

The Huge Charity is a new initiative set up by the group as the vehicle through which to drive its 
corporate social responsibility projects.  

The Huge Charity is focused on two specific areas:
•  �Assisting worthy causes in areas in which the Huge group operates.
•  �Acting as a fundraising conduit for our subsidiaries, associates, staff, clients and business partners to 

contribute to selected worthwhile causes.

In addition to working tirelessly to save their customers' money,
Huge Telecom's indomitable staff are also going to go out of their
way for worthy causes! 

The newly established Huge 

Charity Trust is a registered 

non-profit organisation and 

has three of Huge’s staff 

appointed as trustees.  In turn, 

further regional teams led by a 

“charity champion” have been 

created to drive community-

specific social projects.

The Huge Charity is 

committed to making a 

difference in the areas in which 

the Group operates.

  A Huge cycle for charity

Earlier this month leading Managed Telecommunications company Huge Telecom, part of the 
Huge Group, contributed in excess of R100 000 to the non-profit organisation Children in the 
Wilderness, a rural children's environmental and life skills programme for vulnerable children.

As part of its social responsibility commitment, Huge Telecom took 10 of its fittest staff members to 
participate as a corporate team in the annual Tour de Kruger charity mountain bike ride, held between 
the Northern Tuli Game Reserve in Botswana and the Pafuri camp in the Makuleke region of the Kruger 
National Park in South Africa.  The ride, an annual event, is the main source of income for the Children 
in Wilderness development programme.

The money raised from the ride, which has been held annually since 2005, is channeled back into the 
communities through which the cyclists ride.    

The Huge participation was initiated by CEO, Anton Potgieter who is a regular supporter of the ride and 
has ridden twice previously. He comments: “The Tour de Kruger ride is an awesome experience, and creates 
a fantastic camaraderie, and immense fun along with loads of sweat and effort, for the participants along 
the way.  At the same time we are generating money for charity with every pedal stroke – a real win-win 
situation!”

The Huge Telecom team was led by the Huge Group’s marketing manager, Duncan Palmer, who 
reports, “The donations made in previous years were clearly visible to the riders. We could clearly see 
the improvements in infrastructure in and around the villages as well as at the border posts as a result of 
previous fund raising efforts by Children in Wilderness. This made taking part all the more worthwhile. 
It was truly humbling to see the simplicity in which the local’s live their lives, compared to life as we 
know it in the city - and it was wonderful to see the welcome that the locals gave us as we rode through. 
Particularly the incredible smiles we got from the kids… It left us feeling really good.”

The ride was not all plain sailing and the Huge Telecom team had to contend with a number of 
unexpected situations including the injury of one cyclist and some technical difficulties along the way.  
But all in all it was a great experience with the team members pulling together to complete each day in 
high spirits whilst cycling through the beautiful African bushveld in aid of a great cause.

Supercycling personality, Owen Hannie, who attended the event this year, rated it 5 out of 5 - and the 
Huge Team agree: “We’ll definitely be back next year!” assures Potgieter.
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The Huge Group, a recent successful listing

on AltX, has now acquired TelePassport and

Centracell to form Huge Telecom, a leading

managed telecommunications company with

a combined annual turnover of R650 million.

This is the first step in a well planned strategy

to unlock exceptional growth opportunities

across a wide range of industries.

After all, why go big when you can go huge?

We’re going huge

AltXXL

www.hugetelecom.co.za    Tel: 0860 03 04 03    Fax: 0861 10 10 01




