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Disclaimer

Asian Pay Television Trust (“APTT”) is a business trust registered under the Business Trusts Act (Chapter 31A of Singapore) and listed on the Singapore Exchange
Securities Trading Limited. APTT Management Pte. Limited (“AMPL”) is the Trustee-Manager of APTT. AMPL is a wholly-owned subsidiary of Dynami Vision Pte. Ltd.
(“Dynami”) which is a Singapore registered company majority owned by Mr Lu Fang-Ming, the Chairman of Asia Pacific Telecom Co., Ltd.

This presentation has been prepared based on available information. No representation or warranty, express or implied, is made as to the fairness, accuracy,
completeness or correctness of the information, opinions and conclusions contained in this presentation. To the maximum extent permitted by law, neither APTT,
AMPL, their directors, employees or agents, nor any other person accepts any liability for any loss arising from the use of this presentation or its contents or otherwise
arising in connection with it, including, without limitation, any liability arising from fault or negligence on the part of APTT, AMPL or their directors, employees or agents.
In particular, no representation or warranty is given as to the accuracy, likelihood of achievement or reasonableness of any forecasts, prospects or returns contained in
the information. Such forecasts, prospects or returns are by their nature subject to significant uncertainties and contingencies. Each recipient of the information should
make its own independent assessment of the information and take its own independent professional advice in relation to the information and any action taken on the
basis of the information.

General Securities Warning

This presentation is not an offer or invitation for subscription or purchase of or a recommendation of securities. It does not take into account the investment objectives,
financial situation and particular needs of the investor. Before making an investment in APTT, the investor or prospective investor should consider whether such an
investment is appropriate to their particular investment needs, objectives and financial circumstances and consult an investment adviser if necessary.

Information, including forecast financial information, in this presentation should not be considered as a recommendation in relation to holding purchasing or selling,
securities or other instruments in APTT. Due care and attention has been used in the preparation of forecast information. However, actual results may vary from
forecasts and any variation may be materially positive or negative. Forecasts by their very nature, are subject to uncertainty and contingencies many of which are
outside the control of APTT. Past performance is not a reliable indication of future performance.

Investors should note that there are limitations on the right of certain investors to own units in APTT under applicable Taiwan laws and regulations. Such investors
include PRC individuals and corporate entities, the Taiwan government and political entities and other restricted entities and restricted persons. For further information,
investors should refer to the APTT Prospectus dated 16 May 2013 issued by APTT.

IMPORTANT NOTICES AND DISCLAIMER
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OVERVIEW

• Independent directors comprise majority of the Board of Directors (4 out of 6)

• Sole investment in Taiwan Broadband Communications (“TBC”) – Taiwan’s third largest 
cable TV operator

APTT is a business trust with a mandate to own & operate pay-TV & 
broadband businesses in Taiwan, Hong Kong, Japan & Singapore

Note: (1) As at 31 December 2017

BASIC CABLE TV PREMIUM DIGITAL CABLE TV BROADBAND

Over 100 channels on Basic 
cable TV, including all of top 20 
channels in Taiwan; most of the 
content not available on any 
other platform

Up to 79 additional channels 
including 41 HD channels, through 
MPEG4 platform

25% Premium digital cable TV 
penetration1 with large addressable 
market of 100% digital set-top box 
penetration

27% Broadband penetration1

with ability to cross-sell to 
remaining market on 100% 
DOCSIS 3.1 enabled HFC 
network and current speed 
offerings up to 300 Mbps

• Highly attractive demographics and low 
churn rate of 0.67% for Basic Cable TV 
(762K Revenue Generating Units)

• Limited competition from IPTV and DTH 
operators

• Up-sell Premium digital cable TV and 
cross-sell Broadband to large Basic 
cable TV subscriber base

Sole cable TV operator in five franchise areas in Taiwan, with 
network coverage of more than 1.2 million homes 

• Owns 100% of the hybrid fibre coaxial cable network in the five franchise areas

• Resilient business with high barriers of entry due to high network roll out requirements

• Large customer base makes TBC attractive to local content providers; unique commercial 
arrangement with content providers 

• Long standing relationship with subscribers; deep understanding of Taiwanese viewers’ 
preference 

PRODUCT OFFERINGS
Approx. 85% of revenue is subscription-based from the three products

FRANCHISE AREAS IN 
NORTHERN & CENTRAL TAIWAN
Each of the five franchise areas shows 

unique growth potential 
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RESILIENT BUSINESS MODEL 
WITH EFFICIENT COST STRUCTURE

Basic cable TV RGUs (‘000) Revenue (S$)

Consistent growth, competing effectively against alternative pay-TV platforms & withstanding economic downturns

2006-17 Revenue CAGR: 2.6%2006-17 Basic cable TV RGU CAGR: 1.2%

Resilient business with stable Basic cable TV RGUs

Asset EBITDA (S$) and Asset EBITDA margin1 • Majority of popular channels are local, inexpensive content

• Lack of “killer content” resulting in strong negotiating position

• Headroom in network capacity allowing provision of 
additional services at limited incremental cost

• Low churn rate from enhanced customer experience and 
strong customer loyalty

Note: (1) Asset EBITDA and Asset EBITDA margins are non-IFRS financial measures. Asset EBITDA represents EBITDA at TBC level. Asset EBITDA margin is calculated by dividing Asset EBITDA by total revenue

665
689

713 725 738 749 751 755 756 758 762 762

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

252.0 259.8 270.4 280.5 298.7 304.8 308.7 311.5 318.7 332.2 319.2 334.8

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

2006-17 EBITDA CAGR: 2.9%

146.6 155.0 164.7 172.1 185.3 194.3 197.7 202.1 205.5 214.8 202.5 214.5
58.2% 59.7% 60.9% 61.4% 62.0% 63.7% 64.0% 64.9% 64.5% 64.7% 63.4% 64.1%

-

50 .0

10 0. 0

15 0. 0

20 0. 0

25 0. 0

30 0. 0

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

Asset EBITDA Asset EBITDA Margin

Utility-like, subscription-based business model with majority of payments made in advance

Growing EBITDA due to scalable & efficient cost structure Key operating drivers supporting cost efficiency
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Distributions underpinned by the operations and strong cash flows of TBC

DISTRIBUTIONS

• Distribution policy to distribute 100% of Distributable Free Cash Flows

• Quarterly distribution policy implemented since 3Q 2014

• 17 distributions paid to date totalling 38.43cpu (S$552.2m)

• Guidance of 6.5cpu for the year 20181

Note: (1) Distribution guidance is subject to no material changes in planning assumptions

6.50cpu

1.625 1.625 1.625 1.625 1.625 1.625 1.625 1.625 1.625 1.625 1.625 1.625

1Q16 2Q16 3Q16 4Q16 1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18 4Q18

Quarterly distributions

FY2016 FY2017

Declared and paid Guidance

6.50cpu
FY20181

6.50cpu1 
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Performance in line with expectations

2017 HIGHLIGHTS

Steady performance
FY2017 Performance in line with expectations, despite challenging economic and
operating conditions in Taiwan
• Revenue for the year of S$334.8 million, up 4.9%
• EBITDA for the year of S$201.4 million, up 6.4%

Completed digitisation
TBC is the first large cable TV operator in Taiwan to complete the digitisation of its
subscriber base across all five franchise areas, and switch off analogue TV broadcasting
in 2017

Distributions paid in FY2017 in line with guidance: 6.5 cents
• Distribution guidance for FY2018 remains at 6.5 cents per unit, unchanged from

2017, subject to no material changes in planning assumptions
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Stable RGUs1, lower but stabilising ARPU2

2017 PERFORMANCE 

RGUs (’000)
As at 31 December

2017 2016
Basic cable TV 762 762 

Premium digital cable TV 193 182 

Broadband 203 201 

ARPU (NT$ per month)
Year ended 31 December

2017 2016
Basic cable TV 519 529 

Premium digital cable TV 146 157 

Broadband 449 478 

Notes: (1) RGUs refer to revenue generating units
(2) Average Revenue Per User (“ARPU”) is calculated by dividing the subscription revenue for Basic cable TV, Premium digital cable TV or Broadband, as applicable, by the average number of RGUs for that
service during the period

Resilient operational performance despite challenging economic and operating conditions in Taiwan

EBITDA (FY2017)

EBITDA Margin (FY2017)

Total Revenue (FY2017)

S$334.8 million

S$201.4 million

60.2%
• TBC completed the digitisation of its subscriber base across all five franchise areas

in 2017 and switched off analogue TV broadcasting. TBC is the first large cable
TV operator in Taiwan to reach this milestone

• Well positioned to provide subscribers with the opportunity to watch the latest TV
offerings in high definition digital format

Forefront of digitisation in Taiwan

 4.9%

 6.4%

 0.9PPT
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OUTLOOK

With stable, resilient cash flow, APTT is a defensive business that is positioned to grow in a
measured way

• Continue to build on the up-sell & cross 
sell initiatives across TBC’s subscriber 
base to drive growth in future cash flows

• Leverage TBC’s product offerings and 
strong subscriber base for growth 

• Focus on Broadband RGU growth by offering 
discounted packages in order to acquire new 
RGUs from competitors and to retain existing 
RGUs

• High fixed broadband penetration in Taiwan; 
opportunity to gain more market share

• Rising demand for higher-speed broadband 
plans due to rapidly growing demand for data

• Growth in RGUs is anticipated across all 
three of TBC’s service offerings

• However, total revenue for 2018 is 
anticipated to be influenced by a number 
of factors including the continued 
challenges in the economic and operating 
environment

• Announced by the local authorities before 
the end of 2017: Basic cable TV rates for 
2018 across all five franchise areas have 
been maintained at the same rates as 2017

UP-SELL & CROSS SELL BROADBAND RGU GROWTH CHALLENGING ENVIRONMENT

HIGHLY REGULATED

• Headroom in network capacity that 
allows provision of additional services at 
limited incremental cost

• Support inorganic growth in future

SCALABLE & EFFICIENT COST 
STRUCTURE • Room for growth as Digital cable TV penetration in 

Taiwan is still lower than that of Korea, Singapore 
and Hong Kong 

• Consumer preference for better quality video and 
interactive services

• Growing number of HD television sets in Taiwan

PREMIUM DIGITAL TV 

FY2018 EBITDA is expected to be at the same level as FY2017, excluding FOREX impact
Maintains distribution guidance of 6.5 cents per unit in FY2018, consistent with FY2017 

GROWTH DRIVERS OPERATING ENVIRONMENT
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Q&A
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FORMAL 
PROCEEDINGS
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Special BusinessOrdinary Business

SUMMARY OF RESOLUTIONS

• To receive and adopt the Report of the Trustee-
Manager, Statement by the Trustee-Manager and 
the audited financial statements of APTT Group 
for the year ended 31 December 2017 and the 
Auditors’ Report thereon

• To reappoint Deloitte & Touche LLP as the 
Auditors of APTT to hold office until the next 
Annual General Meeting and to authorise the 
directors of the Trustee-Manager to fix its 
remuneration

• General mandate to issue units in APTT
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REFRESHMENTS
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APPENDIX
ADDITIONAL SLIDES
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HIGH BARRIERS TO ENTRY

Cable TV continues to be the dominant TV platform

– Superior content portfolio at competitive pricing

– Affordable services

– Adoption of superior technology by operators

Pay-TV subscriptions share by platform

Barrier to entry against new cable entrants
– High network roll-out requirements

– Long standing relationships with subscribers; strong brand
awareness

– Deep understanding of Taiwan viewers’ preferences

Top 20 channels in Taiwan (2016)

2015 2020E

Source: Media Partners Asia 2016

1 Sanlih Taiwan Channel HD
2 TVBS-News HD
3 Sanlih E-Television News HD
4 ETTV News HD
5 Formosa TV News
6 Cti News
7 ERA News HD
8 Sanlih City Channel HD
9 Yoyo TV
10 Unique Business News HD
11 GTV Drama HD
12 Star Chinese Channel HD
13 Star Chinese Movies
14 EBC Drama
15 Next TV News HD
16 EBC Financial News HD
17 EBC Movie
18 EBC Variety
19 Videoland Drama
20 Videoland Variety

Cable 
TV, 

5.51m 

DTH, 
0.03m

IPTV, 
1.39m 

Cable 
TV, 

5.41m 

DTH, 
0.03m 

IPTV, 
1.30m 
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GROWTH POTENTIAL FROM PREMIUM DIGITAL 
CABLE TV AND BROADBAND

2010-17 Premium digital cable TV RGU CAGR: 19.4%

Premium digital cable TV RGUs (‘000) and penetration

– Digital cable TV penetration in Taiwan lower than that of
Korea, Singapore and Hong Kong

– Regulatory push by NCC and government - proposed 100%
digitisation target by 2017

– Consumer preference for better quality video and interactive
services; growing number of HD television sets in Taiwan

Set-top 
boxes

– Promotional set-top boxes launched in
March 2012

– Completed digitisation of its subscriber
base across all five franchise areas in
2017 and switched off analogue TV
broadcasting

Premium 
digital 
channels

– 13 free channels, including 1 HD channel
– Better video quality across channels
– Incentivises customers to get Premium

digital cable TV to access up to 79
additional channels, including 41 HD
channels

Sales follow 
up / 
bundling

– Attractive bundling promotions
– Educate subscribers on usage and

benefits of digital TV

DVR service

– Offered as part of bundling package as
well as stand-alone service

– Leverages external hard disk drives
which is more cost efficient

– Creates stronger customer loyalty

Cross-selling initiatives

56

91

113

137
155

169

182
193

7.5%

12.1%

15.1%

18.2%
20.5%

22.3%
23.9%

25.3%

20

40

60

80

10 0

12 0

14 0

16 0

18 0

20 0

22 0

2010 2011 2012 2013 2014 2015 2016 2017
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GROWTH POTENTIAL FROM PREMIUM DIGITAL 
CABLE TV AND BROADBAND

Note: (1) Primary competitor pricing based on NCC data

Broadband RGUs (‘000) and penetration

2010-17 Broadband RGU CAGR: 4.1%

– High fixed broadband penetration in Taiwan; opportunity to
gain more market share

– Rising demand for higher-speed broadband plans due to
rapidly growing demand for data

– Competitive pricing and bundling with digital TV

– DOCSIS 3.1 enabled network that meets consumer demand
for high-speed internet

– Introduction of high-speed services to meet subscriber
demands

– Launch of standalone service

TBC Group offers competitive prices1

with reliable services

TBC 8Mbps 50Mbps 70Mbps 120Mbps 300Mbps

Primary
competitor 8Mbps 35Mbps 60Mbps 100Mbps 300Mbps

NT$ / month

153 165 175 180 183 193 201 20320.8%
22.0% 23.3% 23.9% 24.2% 25.5% 26.4% 26.6%

-

50

10 0

15 0

20 0

25 0

2010 2011 2012 2013 2014 2015 2016 2017
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EBITDA in line with full year forecast

FINANCIAL RESULTS

Group1 (S$’000)
Year ended 31 December Variance2

%2017 2016
Revenue

Basic cable TV 268,304 254,395  5.5

Premium digital cable TV 15,619 14,982  4.3

Broadband 50,915 49,852  2.1

Total revenue 334,838 319,229 4.9

Total operating expenses3 (133,415) (129,931) (2.7)

EBITDA 201,423 189,298 6.4

EBITDA margin 60.2% 59.3%

Notes: (1) Group refers to APTT and its subsidiaries taken as a whole
(2) A positive variance is favourable to the Group and a negative variance is unfavourable to the Group
(3) Total operating expenses exclude depreciation and amortisation expense, net foreign exchange loss/gain
and mark to market movements on foreign exchange contracts, in order to arrive at EBITDA and EBITDA
margin

REVENUE UP 4.9%, EBITDA UP 6.4%

• BASIC CABLE TV UP 5.5%: Mainly due to 
foreign exchange and higher revenue generated 
from channel leasing

• PREMIUM DIGITAL CABLE TV UP 4.3%: 
Generated predominantly from TBC’s average 
Premium digital cable TV RGUs each 
contributing an ARPU of NT$146 per month 
during the year for Premium digital cable TV 
packages, bundled DVR or DVR-only services 

• BROADBAND UP 2.1%: Generated 
predominantly from TBC’s average Broadband 
RGUs each contributing an ARPU of NT$449 per 
month during the year for high-speed Broadband 
services

TOTAL OPERATING EXPENSES UP 2.7%: Mainly 
due to foreign exchange, partially offset by lower 
broadcast and production costs and staff costs in 
constant dollar terms
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Balance sheet supportive of ongoing cash flow and future growth
– Cash and cash equivalents: Cash balance of S$66.8

million

– Depreciation/amortisation: Depreciation is computed on
a straight-line basis over the estimated useful lives of the
assets as follows:

– Buildings: 3-50 years

– Leasehold improvements: 3-10 years

– Network equipment: 2-10 years

– Transport equipment: 5-7 years

– Plant and equipment: 2-6 years

– Leased equipment: 3 years

FINANCIAL POSITION

Group (S$’000) As at 31 December
2017 2016

Assets
Current assets
Cash and cash equivalents 66,835 59,088
Trade and other receivables 11,845 14,802
Other assets 1,278 3,495

79,958 77,385
Non-current assets
Property, plant and equipment 320,852 291,350
Intangible assets 2,391,052 2,367,743
Other assets 1,058 929

2,712,962 2,660,022
Total assets 2,792,920 2,737,407

Liabilities
Current liabilities
Borrowings from financial institutions 14,677 12,236
Trade and other payables 21,692 20,998
Income tax payable 13,182 14,246
Other liabilities 59,566 61,710

109,117 109,180
Non-current liabilities
Borrowings from financial institutions 1,379,888 1,294,731
Deferred tax liabilities 73,323 61,807
Other liabilities 40,791 41,133

1,494,002 1,397,671
Total liabilities 1,603,119 1,506,851
Net assets 1,189,801 1,230,556
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Sufficient capacity to fund growth initiatives

BORROWINGS

Group debt As at 31 December

2017 2016

Total size available S$ million 1,552 1,504

Total outstanding S$ million 1,439 1,360

YTD effective interest rate - constant dollar % per annum (“p.a.”) 3.9 4.4

YTD effective interest rate - SGD % p.a. 4.2 4.2

Total net debt / EBITDA1 Multiple 6.8 6.5

Gearing2 % 49.9 47.7

Interest cover1 Multiple 3.4 3.5

Notes: (1) Calculated in accordance with the borrowing facilities agreement
(2) Total debt / total assets

– Interest rate swaps have been entered into which fix a significant portion of the interest rate exposure

– Approximately S$112.5 million of revolving facilities are available to fund future initiatives

– Arrangement fees on the Taiwan facilities were agreed at 1.6% in 2016 which is substantially lower than the arrangement fees on the
previous facilities of 2.4%

– Interest margin on the Taiwan facilities were agreed at 2.3% p.a. which is substantially lower than the interest margin of 2.9% to
3.1% p.a. on the previous facilities

– Effective interest rate in constant dollar terms of 3.9% p.a. for the year ended 31 December 2017 compared to 4.4% p.a. for 2016
– Actual effective interest rate in SGD was 4.2% p.a. for 2017, unchanged from 2016 due to foreign exchange

– On 29 December 2017, TBC secured an incremental NT$1.0 billion to its existing seven-year facilities of NT$28.0 billion, totaling to
NT$29.0 billion
– The borrowing facilities will enable TBC to fund necessary capital expenditure
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SELECTED FINANCIAL INFORMATION

Group1 (S$’000) Quarter ended 31 December Variance2 Year ended 31 December Variance2

2017 2016 % 2017 2016 %
Revenue
Basic cable TV 68,349 67,261 1.6 268,304 254,395 5.5
Premium digital cable TV 3,769 3,948 (4.5) 15,619 14,982 4.3
Broadband 12,590 12,705 (0.9) 50,915 49,852 2.1
Total revenue 84,708 83,914 0.9 334,838 319,229 4.9
Total operating expenses3 (32,927) (33,953) 3.0 (133,415) (129,931) (2.7)
EBITDA 51,781 49,961 3.6 201,423 189,298 6.4
EBITDA margin4 61.1% 59.5% 60.2% 59.3%

Capital expenditure

Maintenance 5,156 8,966 42.5 29,430 24,109 (22.1)
Premium digital cable TV growth 9,705 17,186 43.5 42,908 48,623 11.8
Other capital expenditure 2,759 7,161 61.5 13,275 16,757 20.8
Total capital expenditure 17,620 33,313 47.1 85,613 89,489 4.3

Income taxes paid, net of refunds 2,614 3,782 30.9 19,118 13,169 (45.2)
Interest and other finance costs paid 13,536 12,003 (12.8) 56,039 52,250 (7.3)

Notes: (1) Group refers to APTT and its subsidiaries taken as a whole
(2) A positive variance is favourable to the Group and a negative variance is unfavourable to the Group
(3) Total operating expenses exclude depreciation and amortisation expense, net foreign exchange loss/gain and mark to market movements on foreign exchange contracts, in order to
arrive at EBITDA and EBITDA margin
(4) EBITDA margin is a non-IFRS financial measure and is calculated by dividing EBITDA by total revenue
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2017 decline in net profit driven mainly by foreign exchange translation

NET PROFIT

Group1 (S$’000) Year ended 31 December Variance2 Comments

2017 2016

Total revenue 334,838 319,229 15,609
Operating expenses
Broadcast and production costs (64,288) (61,723) (2,565)
Staff costs (30,781) (30,455) (326)
Trustee-Manager fees (7,241) (7,241) -
Other operating expenses (31,105) (30,512) (593)
Total operating expenses (133,415) (129,931) (3,484)
EBITDA 201,423 189,298 12,125

Other expenses
Depreciation and amortisation expense (63,197) (55,652) (7,545) Variance mainly due to higher depreciation from higher capex, 

especially on set-top boxes, and due to foreign exchange.
Net foreign exchange (loss)/gain (6,196) 10,603 (16,799) Variance mainly due to unrealised foreign exchange losses from 

translations at the subsidiary level which are not expected to be 
realised or result in cash losses.

Mark to market loss on derivative financial instruments (1,681) (759) (922) Represents actual realised loss on foreign exchange contracts 
settled during the year.

Amortisation of deferred arrangement fees (8,916) (5,927) (2,989) Variance mainly due to the amortisation of additional arrangement 
fees from the refinancing of onshore facilities in October 2016 and 
arrangement fees on the offshore facilities secured in July 2016.

Interest and other finance costs (56,328) (54,015) (2,313) In constant dollar terms, interest costs were lower.
Income tax expense (28,329) (23,548) (4,781) Variance mainly due to the impact of deferred tax benefits on 

impairment losses incurred in 2016 and due to foreign exchange.
Total other expenses (164,647) (129,298) (35,349)
Net profit 36,776 60,000 (23,224)

Notes: (1) Group refers to APTT and its subsidiaries taken as a whole
(2) A positive variance is favourable to the Group and a negative variance is unfavourable to the Group



Annexure B 

ASIAN PAY TELEVISION TRUST 

Questions and Answers at the Annual General Meeting held on 27 April 2018 

   

Question 1 

 

: The total comprehensive income of the Group has dropped from S$102 million in 

2016 to S$53 million in 2017 and the basic diluted earnings per unit has dropped 

from 4.15 cents in 2016 to 2.54 cents in 2017. Although I appreciate the distribution 

of 6.5 cents per unit per annum, how sustainable is the distribution when you are 

losing profits and in net debt position? 

   

Answer 

Brian McKinley 

(“CEO”) 

: Thank you for your question. We included a slide in our presentation on net earnings 

but we do not have the comprehensive income. It is an important question and I will 

tell you why we do not focus on it very much. We operate a business that is all in 

Taiwan dollars - the entire business, all of our revenues and all of our expenses, most 

of our borrowings, all are in Taiwan dollars. So, we have a Taiwan dollar 

denominated business and have a lot of offshore holding companies that are US 

dollar entities and we are listed in Singapore and have a Singapore dollar reporting 

currency. Unfortunately, a lot of translations end up in our financial statements; both 

in the statement of profit or loss and other comprehensive income. So, when we 

look at the net profit statement, you see that the net profit reduced from S$60 

million in 2016 to S$36-37 million in 2017 and the biggest reason for that drop is 

actually from translation. And most of that translation is not expected to result in 

any economic or cash losses. That is why we focus on adjusted earnings basis and 

look at EBITDA, given the nature of our business that has a lot of translations in it. 

 

We generate a lot of very strong cash flows. You see our EBITDA margins of 60%. So, 

at the listing, we were able to offer distribution that would be higher than the 

accounting retained earnings or the accounting net profit. This is the reason we 

listed as a Business Trust; 

 

By listing as a Business Trust in Singapore will allow us to pay higher than accounting 

retained earnings. Whereas, in Taiwan or in other structures, it would not allow this 

kind of flexibility and distributions would be limited by accounting retained earnings. 

The current APTT structure allows us to pay maximum yield. Over time, the 

distributions and accounting retained earnings should converge. 

 

To address your question on the distribution and how we fund distributions, I will 

turn to another slide and this slide does not show the legal definition of distribution 

but it is a very useful slide to understand how practically we look at the distribution 

because, unfortunately the accounting retained earnings does not help with that. So, 

ever since our IPO listing, we have given guidance that we will use our borrowings to 

fund our growth capital expenditures. We have had projects that digitize our areas 

and we knew we were going through an investment cycle. Borrowings in Taiwan are 

available at low cost. So, the premise at the IPO was that we pay unitholders the 

maximum yield from operating cash flows and we would use our cheapest source of 

capital i.e. our borrowings available in Taiwan, to fund our growth capital 

expenditures. When we look at the cash flows, and for the full year 2017, you see 

that we generated $201.4 million of EBITDA and used that as a proxy for our cash 

flow from operations. And we use that cash flow from operations to fund our 

maintenance capital expenditure to maintain our network. That’s the first item of 

capital expenditure $29.4 million. Then we use our cash flow from operations to pay 

for income taxes and interest costs. 

 

So, when you take the $201.4 million after paying maintenance capex, taxes and 

interests, and you are still left with $97 million. Distribution of 6.5 cents per unit 

amounts to $93 million. So, you see how practically, when we look at the cash flows 



from operations, we are covering our distributions and that is how we paid for that 

6.5 cents. And we have used our borrowings to pay for two growth capital 

expenditure items i.e. the digitization and the continuation of building our network 

to new areas and putting fibre deeper into our network. 

 

   

Question 2 

 

: In Singapore many people are using Netflix because there is no need for set-top 

boxes and it is much cheaper. How is such new technology affecting Taiwan? 

   

Answer 

CEO 

: It is an important question on - what makes our business in Taiwan so much different 

than Singapore or Hong Kong or other markets that have more western content or 

preference for sports as well. In our presentation slides, we showed you the 20 most 

popular channels in Taiwan. We offer over 100 channels in content for equivalent of 

approximately only 23 Singapore dollars. So, it is a very content rich and inexpensive 

package and includes everything our subscribers want to watch. When you look 

through the top 7 channels, you notice that news channel shows up 6 out of 7 times. 

So, there is a very strong preference for watching news in Taiwan. These are local 

content, chat shows and variety shows. We also offer western content or sports 

content but they are not in the top 20 popular channels.  

 

Meanwhile, subscribers in Singapore want EPL or other sports packages. In Taiwan, 

there’s just a preference for a lot of local content. Over-the-Top (“OTT”) platforms 

like Netflix offer a lot of western content and it is not popular in Taiwan. OTT, while it 

has been introduced, tends to be more complementary than replacing cable 

subscription in Taiwan. So, it is not the same trend in Taiwan market, where OTT is 

replacing cable. 

   

Question 3 : Do you take insurance against any natural earthquake in Taiwan?  

   

Answer 

CEO 

: Earthquake is something that we are always subject to but actually, what poses 

greater threat to our business from year to year, are typhoons. Our maintenance 

capital expenditure every year deals with the outcome from typhoons and less so 

from earthquakes. We do have some insurance coverage to the extent that we can 

insure for such risks. We do insure, but sometimes, if we have fiber-optic cables that 

are going along telephone poles in the open, some things can’t be insured. It is 

something that we have been dealing with from the start of our business and may 

influence whether maintenance capital expenditure is $20 million one year versus 

$30 million in another. So, it can factor into our maintenance capital expenditure but 

it is something that we have dealt with for a very long time. 

 

Question 4 : How do you combat piracy? I hear that in Taiwan there are a lot of pirated set-top 

boxes.  

 

Answer  

CEO 

: On the issue of piracy, it was more of an issue before we turned off analog 

broadcasting because there was no set-up box. It was old fashioned cable TV under 

analog where you have a coaxial cable from the wall directly to the back of the TV. 

There is no set-up box or provisioning whatsoever and under a truly analog system, 

so it’s much easier to splice an analog signal to additional TVs.  

 

Ever since 2017, we have turned off the analog broadcasting. So, incidents of piracy 

in Taiwan, as all operators fully digitize their networks and turn off analog 

broadcasting, should come down. We always had an active program in trying to 

make sure there were no illegal connections, but as soon as we turned off analog 

broadcasting, all of those TVs would have gone to static anyway unless they had a 

legitimate set-up box that we would have deployed and installed in their home. 

   

Question 5 : Macquarie is no longer in APTT. What are your management fees? Are we still paying 



high fees to the management? 

   

Answer 

CEO 

 Ever since the close of the transaction on 13
th

 of April 2017, Macquarie has not been 

involved. There was a little support from them for a few weeks-time just in handing 

over documents and finance records and what have you but Macquarie is completely 

out of the picture and not involved in the business.  

 

On the issue of the fees, you bring up an interesting point. I think at the time of the 

IPO, it was Macquarie at that time and they did some benchmarking of fee. They 

compared it to other REITs and business trusts and other comparable companies at 

that time to see that they were setting a fee that was reasonable, relative and 

comparable. The feedback then from the investors, cornerstone investors and the 

underwriters was that the management fees were average fees. They were not 

looking to put a fee that was too high nor too low - just an average fee because 

again, this is a mature business. It is not a high growth business. A high fee structure 

would not have necessarily made sense.  

 

We have gone ahead since the changeover in April 2017 to ask an independent firm, 

KPMG, to compile management fees for some 50 business trust, REITs and other 

stapled securities structures. We compared our fee to all of those based on several 

factors i.e. market cap, distribution levels, revenue and net asset value and our fee 

came in below average on all 4 criteria. It was important due to there being a new 

owner, to see how this fee related to the market. It is average but below the average 

of all the other comparable so the management fee remains at $7 million, escalated 

by the Singapore CPI. 

   

Answer 

Yong Lum Sung 

(“Chairman”)  

: May I add that we undertook this benchmarking exercise also because of feedback 

we received and questions asked last year on this issue. So, we are on safe grounds 

here.  

   

Question 6  Could we request Mr Lu Fang-Ming to give us his personal assessment of this 

business since he is a local Taiwanese? 

   

Answer 

Lu Fang-Ming 

: Dear unitholders, thank you for coming to attend this Annual General Meeting. This 

is my first time to join the meeting since the takeover.  

 

Your question about the Taiwan market is a very interesting one. Your CEO, Brian 

just mentioned about why Taiwan cable TV still emphasizes on local channels. That is 

still the most popular (channels). Comparing Taiwan and Singapore, just take an 

example, Taiwan is still very enthusiastic about news and talks. Even when we have 

gone through 20 years of democracy but still the two parties and people try to speak 

up and there are many of these talk shows in Taiwan. If you have time, you are 

welcome to come to Taiwan and turn on the TV and watch the TV and you will find 

all the talk shows about different angles or views for specific issues. That is the 

reason why news channels are still the most popular channels for audience in 

Taiwan. 

 

When you mentioned about the overall MSO/SO business in America like the cable 

operators (in US), they are in a matured business, like Brian mentioned. I think I 

should mention about the whole product or market lifecycle, it is a matured 

scenario. For example, the smartphone, everybody mentions that after 10 years of 

smartphone has existed since 2007, and in 2017, it has been 10 years since the 

smartphone was launched and now in 2018, it has matured. So, what is the next 

growth engine for the smartphone or mobile device? There will be new applications, 

going by generation to generation. If you look back 20 to 30 years, you see the 

cycles, like the PC and IT cycles and then drive the mobile cycles and then become 

the internet and PC internet. Then, drive another wave of smartphones and then 



drive the mobile internet. So, that is the wave of innovation with new creations for 

the market. For us, it is similar. This business is matured. How can we sustain? Please 

be assured that we are in a competition position to retain our core and base. So, 

what’s next? The next wave would be critical. For example, in Singapore, the 4G 

deployment was earlier than in Taiwan. When you have subscriber base up to like 

80% matured, the competition that you will be getting will be stronger. How do we 

maintain our position? What is the next wave for telecom carriers or mobile 

operators? 

 

Everybody is looking for the next wave. It is mentioned about the Internet of Things 

(“IOT”) technology (being) everywhere. That means that things can be connected 

everywhere. It is not just looking back about 10 years. It is more about looking back 

about within these 3 years. If you see the wave, it has pretty much started to kick off. 

Singapore is ahead of Malaysia. I understand that South Korea is also quite ahead. 

Singapore is also ahead - like a smart city where things are connected, everything is 

connected. It is the start. Taiwan is pretty much a little bit behind. Like 4G is a little 

bit behind the overall market by about 2 years. 

 

Digitization in Taiwan - the government do have digitalization or smart life type of 

policies but when will it be realized? Singapore already has the national wide article-

backbone installed and try to offer higher bandwidth, higher speed to every single 

consumer. In Taiwan, why TBC needs to spend capital expenditure for digitization 

that can offer opportunity for the next wave to interact with the consumers. Then 

again, how do we address this new digitization opportunity? Everyone mentions 

about the 5G wave which will happen in year 2020. Two things are going to happen. 

5G will be commercialized in 2020 and Third Generation Pilot Project (“3GPP”) will fix 

the standard announcement and will come commercially by 2019. In year 2020, the 

5G will be launched in a couple of selected areas. Singapore may be one of the first 

countries to launch the 5G. Taiwan is probably a little behind by 1 or 2 years. The 

second thing that will happen in year 2020 is that Japan has already announced that 

the Tokyo Summer Olympics will be broadcast on 8K live.  

 

In our homes today, the majority of TVs are still 2K. If you look into the market, all 

the electronic shops cannot offer 50” TVs with 4K resolution. So, if we buy a 4K TV, 

there is still no content and even in Singapore, there is no channel content able to 

offer 4K. 8K TV is coming because in the year 2020, the summer Olympics will be 

broadcast in 8K live. If we project forward, 8K will probably just make up only 5-10% 

of the installation base and 2K would probably be about 40% of the market. This 

means that the 4K channel and content would be booming within these 2-3 years. 

When the technology (4K and then 8K) comes, how much speed would be needed 

for our consumers’ entertainment? Today’s environment actually is not ready or 

there. The Taiwan market is a little behind in digitization as compared to Singapore. 

However, it is just a matter of timing. It will come, sooner or later. If we do not start 

to make some investment today, to be ready for the next wave, then that would not 

be long-term view. It would be a short-term view. That is the scenario and my 

personal opinion of Taiwan market. I hope I answered your question as it was a little 

bit more about the global perspective. 

   

Answer 

CEO 

: And that really goes back to our core strategy, which is today, we only have a 25% 

penetration rate for premium digital content. Meanwhile, we have deployed, as of 

2017, over 2 boxes per home, some with 2 and some with 3 boxes per home. So, 

there is 2x set-top boxes per home, but only about 25% of them are subscribing to 

premium content today. There was no reason to have a HD TV a few years ago 

because of analogue signal but as people start to upgrade their TVs and as the 

content starts being available in HD, that is our opportunity to continue to add on to 

premium digital subscribers, as well as to continue our investment in broadband. 

Really, because there is already a very high penetration rate for broadband in 



Taiwan; it is just that only 1 in 4 subscribers take up our broadband, whereas the 

other 3 out of 4 are taking the local telcos high-speed broadband.  

 

So that’s the opportunity for us, to continue to offer our value preposition of slightly 

higher speed at a lower price, to continue to churn more subscribers as we have 

done over the past number of years, to continue to win those broadband subscribers 

and focus on some value-added services now too, whether it is bundling a smart box 

so that you can get some OTT content, or bundling a karaoke box. So (we are) getting 

into those value-added services as we go into the future. 

   

Question 7 

 

: I would like to ask about the gap between your free cash flows and your 

distributions. You already partially explained that – so, I see your free cash flows in 

the last 2 years at about $30-33 million and your distribution at about $90 million i.e. 

about 3 times as much and a gap of about $60 million. Now, as you explained, your 

business is a matured business, you tried to grow but the growth will be rather slow 

so it might take 5-10 years, maybe even longer. Additionally, we have the global 

environment of rising interest rates, so that will put even more pressure on your gap. 

So, what is your projection and strategy? How can you or how fast can you close that 

financing gap of $60 million or maybe in the future $70-80 million, if the interest 

rates rise? 

   

Answer 

CEO 

: As mentioned, this is not the legal definition of distributable cash flows. The legal 

definition of distributable cash flow is that the cash that we receive from our 

investments in TBC, after paying for APTT’s expenses, we pay that out 100% to 

unitholders. Practically speaking, when we look at the cash flows available to payout 

for distribution and to use for capex, this is how we look at it. We look at our cash 

flows from EBITDA, after paying for our taxes, our maintenance capex and our debt 

service costs and that is the figure available. I think in terms of explaining the gap, 

this really is how we look at it practically. You end up generating $97 million of free 

cash flows before growth capital expenditure and then the other 2 capital 

expenditures, roughly, your $60 million number, is what we use our borrowings to 

fund. We use borrowings to fund that growth capex. 

 

In terms of the guidance we have given, we have only given guidance for 2018 and 

that is based on EBITDA that we consider to be at the same level as at 2017 and 

based on what we would expect our taxes, interests, and maintenance capex 

numbers are and we can cover that 6.5 cents again in 2018 with our guidance that 

we would continue to use our borrowings for the growth capital expenditure. 

 

For the longer term and if we go back to the IPO, it was a much different time, as at 

that time, the leverage levels were the lowest levels that they have ever been in TBC. 

When we were listed, the gearing was below 5 times. When you look at our 10-year 

operating history, or 12-year history of the Company, it has been very stable and 

resilient but not high growth. There is opportunity to win premium subscribers and 

broadband subscribers. So, we have seen that over that 12-year period of EBITDA 

CAGR (Compound Annual Growth Rate) at 2-3% and Revenue CAGR of similar 

amount. 

 

When we look at going forward, the idea was that yes, we’ll borrow for growth capex 

and continue that growth path to get some low, single digit growth. Unfortunately, 

the one disappointment since IPO is that it has been a more challenging 

environment. So, meanwhile we have grown our borrowings to fund that growth 

capex, but there has not been a lot of growth. We saw some growth in 2014 and 

2015, but then in 2016, you would recall that we received rate cuts in 3 of our areas 

and our interest costs were starting to rise and we had low advertising revenue. So, 

2016 was a down year as we had guided, and we cut the distribution in 2016 and 

then we stabilized in 2017 and we are now guiding on stable in 2018.  



 

Unfortunately, we have not seen the growth that we would have liked, but going 

forward, without giving much guidance for 2019 and beyond, we still do hope to 

return to growth and that capex, over time, will reduce. We finished our digitization 

exercise last year, so that capex will disappear. It is not to say that we are going to go 

from $90 million in capex last year all the way back down to $45 million. We still 

need to continue our investments in our network. If we go back to the IPO, our 

highest broadband at that time was 120 Mbps and every year we invest in fiber i.e. 

put fiber deeper into our network, and have fewer homes that are last mile coaxial. 

So, we reduced the number of homes per fiber node, from 1000 to 750 to 500 to 250 

homes per fibre node and that is how you increase the speed i.e. the capacity of your 

network. We went from 120 Mbps from IPO and a couple of years ago, we 

introduced 250 Mbps service and last year, we introduced 300 Mbps service and as 

we continued to invest in our network, we will be able to introduce 500 Mbps service 

and eventually, 1 gigabyte. This is important as the future growth, the key driver of 

our long-term sustainability and growth does come from broadband. Every 

broadband subscriber is worth 4 times what a premium subscriber is based on the 

ARPU and based on the fact that there is no content cost in broadband, so it is a key 

driver for us.  

   

We do hope to return to growth, and through a combination of over time, reducing 

capex, it is having to start to narrow that gap. Of course, it won’t happen in one year 

and that is why we guided that we will continue to use our borrowings this year to 

fund our capital growth expenditure. 

 

On your point about interest rates in Taiwan, Taiwan has a very high savings rate. 

There is a lot of liquidity in Taiwan and Taiwan is also very reliant on exports and has 

a big export surplus. As a result, there is very little reason for the interest rate to 

increase because of the liquidity. But also, there is very little desire from central 

banks to see an increase in the currency itself. So, if you look at the floating rate that 

our debt is based on a 3-month TIBOR rate, and if you can go back 5 or 6 years 

before the IPO or IPO, you would find that the 3-month TIBOR rate has fluctuated 

maybe between 60 and 90 basis points and it is actually at some of the lowest levels 

now. I think there was a record export trade surplus last quarter. While there is 

always a risk and we are not here to take risks so we do enter into interest rates 

swaps to mitigate the potential risks arising from rising interest rates. I would say it is 

confirmed by other market participants whether it is, you may get opinions from 

banks on how they see the interest rates in Taiwan developing, or whether it’s just 

the cost of entering into interest rate swaps, when we do fix our debt, it costs very 

little. If the floating rate was 65 basis points, we would only pay maybe 10 to 15 basis 

points above that floating rate because the banks have no view that the rates are 

actually going to go up. So, it is very inexpensive to fix the debt in Taiwan. Again, 

because there are generally not the same risks of rising interest rates, but 

nonetheless, we do enter into a fair bit of interest rate swaps to fix the majority of 

our debt for 2-3 years at a time. 

   

Question 8 

 

: Could Mr Lu Fang-Ming share with us the motivation behind his purchase of the 

Trustee-Manager last year? What did he personally see as the attractiveness of the 

Trust and TBC?  

   

  Secondly, as Vice Chair of the Trustee-Manager, perhaps he can share with us the 

strategy for TBC and the Trust? The EBITDA has been very steady. Perhaps you can 

consider how to grow the EBITDA because we have been investing. The question is 

how to improve the return on invested capital? So perhaps you can share with us the 

strategies for that, in particular, the synergy between TBC and Asia Pacific Telecom. 

 

Finally, with ownership of 3% of APTT and share prices have come down so much, 



would Mr Lu consider to buy more shares at current price? 

 

Answer 

CEO 

: On the strategy, there is just one Trustee-Manager and one strategy and that is we 

have a very strong subscriber base. We have 762K basic cable TV subscribers and an 

advanced HFC network that reaches 100% of the homes in our areas. This is a great 

platform for us to upsell our premium digital cable TV and to cross-sell broadband 

and especially broadband because premium TV is not necessary and is a luxury and 

we try to get people to subscribe to bundles of different packages. There is a high 

penetration rate in broadband. It is just that three quarters of our subscribers today 

take the trusted telco that they have had for a long time, so our strategy is to turn 

them over. So, it is a very clear organic growth strategy. 

 

Inorganically, again, the Taiwan cable TV market is very fragmented. We really gain 

from having scale. We have a better top line really than a lot of these smaller 

operators; we have premium TV and high-speed broadband. If there is an 

opportunity to consolidate some of the smaller cable operators, we could help the 

top line. At the same time, our cost structure is lower. We pay less for content cost 

than some of the small, independent cable operators. All at the same time, we would 

not really have to increase very much of administrative expenses and so, increasing 

our scale would really be beneficial over time. So, it is absolutely a long-term 

strategy to create more value to unitholders to have mergers & acquisitions (“M&A”) 

opportunities, especially in Taiwan, given the pricing of assets. So, it is a very clear 

strategy.  

 

Now that we do have Mr Lu on board and the network of businesses that they are 

involved in and the intangible benefits of having the long experience they have in 

Taiwan, we are already benefitting from some of these synergies. We are viewed as a 

locally managed/ owned business and the last time we did refinancing, we were able 

to get much better borrowing rates and so our margins on our Taiwan borrowings 

went down from almost 3% to 2.3% and our arrangement fees went down from 2.4% 

to 1.6%. These are millions and millions of dollars of upfront savings and also annual 

interest cost savings. These are right away the synergies or intangible benefits that 

materialized.  

 

Also, as you saw in my presentation earlier, the EBITDA margins went up through 

good costs control and part of this is because we paid lower content costs last year 

and being able to negotiate slightly lower content costs last year may not have been 

possible had we not had a new owner of Trustee-Manager. So, there is these 

intangibles that, in any negotiation, whether it is for interconnect telephony services 

or for content, or even for M&A in the future, having this strong presence in Taiwan, 

will only be beneficial to us. We have already seen some of those returns. 

 

In terms of synergies, we look to continue those this year. We mentioned a smart 

box. We are bundling a smart box with our higher speed broadband plans. We are 

getting a box that is manufactured by Foxconn that has great specs and we are 

getting it at a good market price. Again, it is the synergy that we are able to get and 

really help to push higher speed broadband plans. We will continue to look for these 

synergies. They would not necessarily develop right away, but in the long-term, we 

will continue to look for both revenue synergies as well as cost-savings synergies that 

we can get across the board.  

 

What has been the one disappointment since the IPO is that we have not seen the 

kind of growth that we would have liked to see. In a mature business like ours that 

generates a lot of cash flow, you would not necessarily need to see growth. In our 

case, we did invest. We invested to try and get some growth, whether it was in the 

Taichung expansion region, or in digitization, but unfortunately, given market 

conditions, we have not seen the growth that we would have liked and we borrowed 



to spend on capex. We will continue to try to maximise the returns from that 

investment, but sometimes some things are outside of our control. For example, the 

content negotiations in Taichung. We started negotiating content long before we 

built the network. Unfortunately, once providers outside our areas had agreed to 

high minimum guarantees, that became the low watermark. We could only agree to 

content with a high minimum guarantee. We talk about it in our every quarterly 

meeting and update investors. Unfortunately, that is working its way through the 

courts and regulators, where these minimum guarantees are not yet low enough 

that we would want to sign content agreements. It would not make sense as the 

costs are still too much and outside of our control. What was within our control was 

to slow down the capex and stop expanding in the expansion area and try to 

monetize how we could, which was to sell broadband. Once we could get content on 

mutually acceptable terms, then we will move forward.  

 

On digitization, unfortunately, we did not have a choice. While it was intended to be 

growth capex which would lead to growth in the future, it was not high growth. If it 

was our choice alone, we would have a slower rollout of set-up boxes. We did not 

have a choice. We had to digitize within a certain time period and so that is what we 

did, knowing that the returns from those set up boxes would be a little bit lower and 

that formed part of the announcements we had in 2016, in terms of the 

requirements to spend on these mandatory capex. We will continue to drive our core 

strategy to continue to upsell and cross-sell premium and broadband so that we do 

return to growth. 

   

I turn to Mr Lu for comments on strategy and motivation of buying the Trustee-

Manager. 

 

Answer 

Lu Fang-Ming 

: Thank you for the question. Before that please let me elaborate a little on what Brian 

mentioned about synergy. So, yes, in synergy, there are two direction we can angle 

i.e. the offensive strategy and the defensive strategy.  

 

In the offensive strategy, if you are looking at the overall cable operators around the 

world, actually, there is big strength about cut cord from OTT. If you compare with 

Taiwan other competitors, not only TBC, and benchmark with other MSOs, actually, I 

think our broadband growth is slow and we are not happy but we are content. 

However, the other operators - they have much more attrition rate than us. The 

reason is because we are offering the BandOTT. I understand that in USA, Netflix had 

caused all the MSOs to cut cord. It has eliminated cable TV and replaced by OTT like 

Netflix. 

 

In Taiwan, there is strategy that you can concurrently enjoy the OTT and also 

maintain the cable TV, and broadband subscribers. That is non cut-cord strategy, 

meaning it is defensive strategy. Our competitors are actually facing some difficulties 

as their ARPUs are down for the whole year and cable TV is down to NTD1,200 per 

year. But we still maintain at about S$20 per month/less than NTD500. So, that is a 

benchmark. So, this is the offensive (strategy). We are pretty much stepping-in and 

quickly reaching out to come up with some strategy for that.  

 

The other synergy is the intangible but still, it is tangible – like the interest rate. 

Because we are using the Group relationship and to understand the backing of TBC. 

This is because of Taiwan regulations. Why it is under my name and a private name. 

If you have any single one share investments coming from either party government 

or military in a company, then sorry, you cannot invest. How to be wireless and 

achieve convergence of broadband and cable and to prepare for the next wave. That 

is the start of the scenario. 

 

Back to the question on why we were motivated about this investment. We thank 



Macquarie for giving us the opportunity to invest and we were thinking about the 

longer term. The MSO was actually an opportunity to be very close tie/network with 

the consumer. An opportunity to be linked with every individual household and also 

linked to the consumers. To date, we only offer broadband and cable TV and digital 

TV, but how about others? Sorry, I am not a magician to be able to show you that all 

the numbers are up. The wave is coming and I just mentioned about only 3 years, or 

less than the 3 years, all these internet wave is coming to high growth and churn. 

The next wave, about digitalization life, that has just started. How to connect all: it is 

not just only about people to people, it is also about connecting things to things or 

even connect people to things. This wave is just an example. For example, now we 

are all facing the population aging issue. More aged people. So, how to become 

preventive healthcare instead of post sickness surgery treatment or doctor’s 

treatment? How can you gather all the health index information? Similarly, for safety 

and surveillance. But that kind, the infrastructure needs be ready. However, it is not 

fully ready yet, not even in Singapore. The Singapore government pushed very hard 

to develop the environment and have the infrastructure. Similarly, we saw that the 

digitalization and the converge is coming and we saw this opportunity and are 

looking forward to this digitalization and smart environment that will be the next 

wave, from a high-tech perspective. You mentioned when the Trustee-Manager 

would have more shares or increase shares, that cannot be disclosed here due to 

environment or regulation or many issues.  

 

I mentioned about looking forward but no guarantees. We can only guarantee that 

we would work very hard and are very committed on catching the next wave. 

   

Answer 

CEO 

: The board of directors and myself have been working with the new owners of the 

Trustee-Manager for a year now and I can say that the new owners are very 

committed to the Trustee-Manager and the long-term success of APTT. Should the 

opportunity come for them to increase their stakes, the TM would make the 

necessary announcements. 

   

Question 9 

 

: I read recently in a brokerage report that TBC had some disputes with its content 

provider. Can you share more details on that? Will the local authorities step in and 

insist that you pay? And if they do, how much will that set you back?  

   

Answer 

Lu Fang-Ming 

: Yes, we do have ongoing negotiations with one of the specific channel content 

provider i.e. Formosa TV channel. This year, we tried to take charge of negotiations 

for purchase of content rights directly for better savings. Previously, our channel 

content purchaser was through an agent. The Formosa TV’s quote was not 

reasonable to us. We originally had license for one channel i.e. the Formosa TV 

News. However, this time, Formosa TV gave us a bundled quote for 3 channels. They 

expect to give us a packaged sale and they expect they be given premium named 

channel. We could not accept their offer as it would not be fair to our unitholders 

and not to our Company’s interest. So, we asked them to offer us a single channel 

quote instead of packaging their quote.  

 

As we could not settle with Formosa TV and we could not simply cut the channel, in 

accordance with regulations, we had to go through the process and so we raised to 

NCC and NCC stepped in. We are now under arbitration with NCC hosting the two 

parties’ negotiation. We went through many times of negotiations and Formosa TV 

insists on packaged deal only. NCC has urged both parties to finish negotiations and 

reach agreement by the end of the month. These past few days, we are going 

through the negotiations. NCC raised to us that if we cut the channel after April 

2018, we may be fined. We have replied to NCC that by law, it would not be fair to 

TBC and NCC is just arbitrator to the negotiations and should not judge and enforce 

TBC to accept Formosa TV’s arrangement. We continue to negotiate with Formosa 

TV and will not give up our right because in a packaged deal we pay more to Formosa 



TV. That would jeopardize our overall original negotiations and 

management/operational issues. We still stand by our position and continue to 

negotiate. If we eliminate the Formosa TV channel, our contingent plan is, we 

already have a replacement news channel ready that is more popular. We try to 

protect Company rights. 

   

Answer 

CEO 

: From APTT’s perspective, the impact would not be material to our operations. We 

covered before the content in Taiwan. There is no killer content. We have over 100 

channels and this is just 1 of the channels that all of this is playing out with the NCC 

and Formosa, it makes for very good media in Taiwan to be covered in both TV and 

print. Overall, we do not expect the resolution to be material to our operations. 

   

Question 10 

 

: Would there be any follow-ups with any announcement on this situation? 

   

Answer 

CEO 

: In TBC, there would be press about it in Taiwan but from APTT’s perspective, this is 

really not material. It is 1 channel over a 100 channels. As Mr Lu said earlier, we 

already have a substitute channel lined up that is even more popular. So, this is not 

something that would impact our operations. We have received a few extensions 

already and we were meant to reach deal before Chinese New Year and at the risk of 

that, we would have to stop broadcasting the channel. Actually, we have started 

putting in a little trailer at the bottom of the channel saying that there is a potential 

that this channel would no longer be available after the Chinese New Year’s Eve. We 

didn’t receive that many phone calls. We did receive a few phone calls but again, 

there is no killer content. This is only one news channel out of 10 very popular news 

channels. 

 

   

Question 11 

 

: I bought into APTT and thought it was a fantastic Company. It is ranked highest, but 

recently, I lost more than gaining my dividends. I still love the concept of the 

Company and I think the Company has a very sound business and strong cash flows. 

What is the future going forward? I heard a lot of discussion about growing in 

Taiwan. Is that all APTT is focusing on - Taiwan? And what is APTT’s potential? What 

is the “Blue Ocean” for APTT? Can APTT grow in other areas (other than Taiwan), like 

in other technologies? Currently, there is a trend for growth in mobile streaming. If I 

can watch your channels on my mobile, I can watch it across the world wherever I 

travel. Is that possible? 

 

My second question is on note 19 on Distributions. Distributions line has dropped 

from $102 million (2016) to $93 million (2017). There is no reduction in 

shareholdings but why did the amount of distributions drop? 

 

And my third question is – there is a trend for companies in Singapore to buy back 

their shares when they fall below a certain valuation. Would that be something that 

would be useful or implemented by APTT? 

   

Answer 

CEO 

: On your question around growth and is there growth outside of Taiwan, there is. 

Certainly, our mandate today allows us to be able to grow aside of Taiwan. The point 

is that the cost of the assets or businesses, whether it is in Japan, Hong Kong or 

Singapore, they are just more expensive. So, it would be hard to see that we could 

have an accretive acquisition. One example is HKBN – Hong Kong Broadband 

Network which had listed a couple of years ago. Before it was listed, we would have 

had the opportunity to see that business and we would have been asked if we 

wanted to buy the business. It looked like a good business, but frankly, it was much 

more expensive. It would not have been accretive and they could have bought us 

because we were trading lower. So, just given the pricing of assets, for now, it does 

not seem like outside of Taiwan would be feasible, that we could find something 



accretive. We continue to look but likely not accretive in the short-term. So, M&As in 

the medium-term, once we have the capital available, there is a real opportunity in 

Taiwan because it is a fragmented cable TV market, over 20 cable operators in such a 

small nation.  

 

You mentioned it is competitive and is there other areas of growth and specifically 

OTT content, and can you watch the content if you are in Europe. Actually, for those 

100 channels mentioned, you cannot watch those (on mobile) because it is broadcast 

for television for the most part. And that is because you would notice, we have about 

60% EBITDA margins and in Taiwan, the margin is closer to 65% and so, even though 

content costs are our largest costs, so what we pay to content providers is our 

largest cost line, it is still very inexpensive because it is all local content and it is not 

necessarily expensive because they are news shows. You could have a very small 

studio to produce these channels. So, the costs of the content are not very expensive 

and it is not a very competitive environment either. So, very stable content costs for 

us over the years. So, the content makers do not make most of their money from us 

paying them that amount. They get their monies from advertising. So, they keep 

most of the advertising on our platform, which is why they really prefer to show their 

content on the broadcast cable TV platform that is also AC-Nielsen rated and that is 

how, because they keep most of the minutes of advertising for every hour, they 

make most of the revenue from there and not from us. So, for that reason, they do 

not want to allow their content on other platforms, for the most part, because they 

lose their advertising revenue. Today, that opportunity (for growth in other areas) is 

not there but we started with a BandOTT box, giving our subscribers the opportunity 

to see other OTT content, whether it is iQiyi or be able to see some Chinese content 

or other OTT content. But for now, know that the large part of it is still just broadcast 

TV.  

 

You mentioned that the DPU dropped. You are looking at the actual cash flow 

statement. The 1Q distribution in 2016 was actually the payment of the 2015 

distributions and the distribution from 2015 was higher. So, we were still paying 8.25 

cents in 2015, so the fourth instalment of that was paid in Q1 2016, which means the 

actual cash flow statement reflected $103 million but the distributions declared 

based on 2016 paid through Q1 of 2017 was still $93 million.  

 

A really good point on unit buyback and this would be the perfect opportunity when 

sometimes your units oversell, to be in the market to do a unit buyback. But you 

would have seen, we have a very high distribution. We are actually paying all of our 

operating cash flows and still use borrowings to fund some of our capital 

expenditure. Our basis since IPO has been on strong cash flows paid all out and that 

is, the DPU is 100% distributable free cash flow and we maximize that even by using 

borrowings to fund some of our project-based growth capital expenditure. So, there 

is no cash, we don’t actually keep any cash to be able do a unit buyback. It would 

require a reduction in the distribution to have available cash to do a unit buyback. It 

is a great point, one we evaluate but we don’t have the cash available.  

   

Question 12 : I have some more questions on M&As as you mentioned market consolidation 

possibilities in Taiwan. There are two issues related to that. I learnt through your 

explanation before that probably, your leverage will continue to rise, at least for a 

few years because you still have high capex and your growth rate is growing, but 

growing not fast enough. Your EBITDA may reach 7 x over the next few years. Are 

there assets in Taiwan that are sufficiently cheap that you can consolidate or do an 

acquisition to consolidate the market? Just by additional borrowings, without doing a 

rights issue or a private placement? 

 

Are there any regulatory concerns to further market consolidation? I understand the 

market is very fragmented, probably anti-trust will not be big issue but nevertheless, 



you have local monopolies, so how does that work with anti-trust and are there any 

possible other regulatory restrictions which certain authorities may impose if you 

want to do any transactions?  

   

Answer 

CEO 

: To be able to do any M&As, with debt, it would likely be quite small, as you’ve 

pointed out, we are nearly 7 x, we’ll likely go over 7 times based on our capital 

expenditure requirements. So, really the opportunity to do M&A with debt is 

probably limited. It would be quite small. Really, the opportunity would be more 

from an equity issuance, which is why earlier in my presentation I mentioned that it 

is probably not in the short-term, even though the pricing of assets has become 

more attractive and valuations in Taiwan’s cable TV market have come down. 

Independent small cable operators, a number of years ago, had very high 

expectations but given the requirements to digitize and a harder business to run, the 

valuations and expectations have come down. Nonetheless, we need to make an 

accretive acquisition and so trading at today’s unit price would be hard to imagine 

that it could be accretive and that’s why I said it is probably more of a medium-term 

potential once we can see more growth in our unit price than potentially to have 

more accretive opportunities. Certainly, we don’t want to be sitting in front of 

investors and say that it’s not accretive opportunity and so, that is why (mergers and 

acquisitions) would be more of a medium-term objective.  

 

On the regulatory concerns, in Taiwan, there is a rule that says we can only have 

one- third of the market. By law or NCC’s rules, there would always be at least 3 

large cable operators who could each control 1/3 of the market. Our penetration 

rate is only 15%, so we’re not at any risk of breaching that. So, from a regulatory 

perspective, still needs to go through an approval process with the NCC and the 

other regulators in Taiwan, but it should just be due course normal process – which 

can still take many months, but I don’t see any foreseeable reason that we can’t 

expand with some of the smaller operators over time. 

   

Question 13 : Looking at the equity and this relates to the accumulated deficit line that I was 

referring to, I see that the Equity Attributable to Unitholders are decreasing because 

of the accumulated losses, or accumulated deficits. When do you see this trend 

reversing, such that we are going to be increasing in terms of our equity? 

   

Answer 

CEO 

: We have only given guidance for 2018, which is that we will pay distribution at 6.5 

cents and you could model out what our net profit would be and it wouldn’t be $93 

million dollars, so we would have a deficit again this year. But over time, as we spend 

less on capex and therefore depreciation over time starts to decrease, the DPU and 

Net Earnings would converge. So, it really takes, starting to make less investment 

and have your depreciation be lower. As you pointed out, while we’re paying more 

than our accounting retained earnings, the deficit would grow and therefore the 

book value of net assets would decrease. But over time, that would need to 

converge. It’s not a perpetual item. There’s no time frame. I think we had a large 

item of capex over the last 2 years, which was digitization and that’s completed. For 

now, it’s just to continue the investment in our network to continue to increase the 

capacity for the future, which we will continue to make. That is more within our 

control than the digitalization, where we must complete. We haven’t given specific 

guidance but over time, capex would absolutely trend down to more average capex 

levels for a business like us, which is still mature. So, 10-15% of revenue, which, if 

you go back a number of years, the maintenance capex and other capex has ranged 

at that kind of levels, which is more reasonable for a more mature business like ours, 

but it is not this year but it would trend back over time. 

   

Question 14 

 

: I have been listening for the last one hour and I gather that the top line is difficult to 

grow because of competitions. When look back, the top line last year was up $15 

million (probably 2015 levels) and capex is up $200 million due to digitization. I can’t 



get much of a guidance of what your capex is going forward. Is it going to be less 

than $100 million for 2018 or 2019? I am looking at the $200 million capex sunk in 

and we are only getting back $15 million growth. How much revenue growth can we 

see in 2 years to compensate for the amount we spend on capex. You mentioned 

down the road that there are 5G challenges and I don’t know how much capex we 

need to put in to compete in the 5G environment. Our return on investments looks a 

bit low. Perhaps you can explain a bit on the capex and depreciation growing in the 

next 2-3 years and how do you handle and balance them.  

   

Answer 

CEO 

: We, at board level, continue to debate about capex spend. We have spent a lot of 

time, in the last 2 years and not a lot of that was our choice and so we know the 

return would be a little lower because digitization rates in Taiwan are not very high. 

We do need to keep investing given 5G is coming, which is a threat in the sense that 

unlimited data offering posed an issue for us but it could also present an opportunity 

in the future due to digital convergence as these wireless operators do need a fixed 

system as well so they have a combination of towers and fixed line infrastructure so 

there could be a potential opportunity in 2020 and beyond. It’s important to 

continue to position ourselves for that. Today our highest speed is 300 Mbps and as 

we move into IOT and other applications that we continue to invest, unfortunately, 

we haven’t been seeing the growth that we would have liked because it has been a 

challenging environment in Taiwan, where the consumers have not been willing to 

sign 2-year contracts or not more willing to get into the higher speed services for 

various reasons. For some consumers, it is just economic, and for some others, it is 

not that strong desire to spend and so the consumer’s confidence is not that high 

and also because of the unlimited data plans. It has been unfortunate we haven’t 

seen the growth we would have liked to see but as a Board, we have absolutely 

continued to discuss the necessary investments for the long-term sustainability of 

the business. 

 

In terms of specific guidance, the guidance we have given is to the extent we have 

growth capital expenditure this year; we will continue to fund it with our borrowings 

but we haven’t given a specific number except it would be safe to say that capex will 

be lower in 2018 than in 2017 and we will be using our borrowings to fund that 

growth.  

   

Question 15 : When you are going to fund the growth via debt, how much more debt headroom do 

we have? How much assets are actually unencumbered that we can use to raise the 

debt? 

   

Answer 

CEO 

: There are 3 large cable TV operators in Taiwan (including ourselves) and we have all 

been geared in the 7 x EBITDA and we still have some headroom. We are reaching 

the practical limits of where we want to be geared and where the comfort levels with 

the banks are. So, there is still plenty of headroom for this year until our next 

planned refinancing by 2019. We are approaching 7 x now but historically, all the 

cable companies have been geared at some point, in the 7 x, but generally not much 

more than that. So, it’s approaching, I guess, the practical limits of where we want to 

be geared. It is not because we have covenant issues with the banks but whenever 

you renegotiate the financing, you set the level of debt you are going to borrow and 

the covenants are set t at some comfortable level above that.  

   

Question 16 : I note that there are interest rate swaps and forex hedging. Can you give us an idea 

on how much are your debts and refinancing schedule? How much more can you 

push your debt and how would it be going forward? I note that your arrangement 

costs are low. I note that your onshore debt facility is attracting interest cost of 

about 3% while you have a SGD offshore facility. I am not sure why you need a SGD 

facility that you are paying steep cost at 6%. Maybe you can elaborate. 

   



Answer 

CEO 

: On the debt, in general, every time we negotiate our plans in Taiwan, it is always a 7-

year facility and they tend to have very little principle amortization in the first 2-3 

years, and then beginning at that point, is when the principle amortization kicks in, 

and then at year 7, there’s generally about 50% balloon hanging. What TBC has been 

doing and this goes back to before APTT is listed, every 2 to 3 years, it refinances its 

borrowings when that principle amortisation starts to kick in because they’ve always 

wanted to maintain and we want to continue to maintain a healthy level of gearing 

permanently. 

 

We want to be long-term, but still, a utility-like business like ours, that generates 

defensive cash flows, can sustain a healthy level of gearing, especially in the Taiwan 

context that has a lot of availability of debt at a low cost. So, the debt has always 

been refinanced every 2 to 3 years and we plan to continue that. Our last refinancing 

was in 2016 and our guidance was that we plan to do a refinancing by 2019. So, at 

some point in the next year, we’ll do refinancing and again, push principle 

amortization down low. 

 

We tend to match our interest rate swaps, to those 2-3 year time periods. So today, 

we have interest rate swaps on the majority of the Taiwan debt, so over 90%, almost 

a 100% of the Taiwan debt would be hedged through to 2019 and as we do our 

refinancing, we start to enter new interest rate swaps on a 2-3 year period.  

 

On your question about offshore debt, it was because we knew that temporarily, we 

would have higher gearing levels than what we want our long-term to be. We are 

pushing 7 now, we’re going to be above 7 and we wanted to maintain the flexibility, 

especially having new owners in the Trustee-Manager, to really push the banks as 

hard as possible on pricing, especially for our onshore debt. By having a slightly 

smaller debt balance onshore, we felt we would be able to push them harder than if 

we had gearing at 6 plus times approaching 7. We had done a lot of analysis to show 

what if we had the whole package onshore but the pricing was not as good or what if 

we had 90% onshore and take 10% drawn at the time, it’s gotten closer to $200 

million now, and that brings us to your point. It is more expensive. Our margin at 

4.75 over SIBOR but still in all the scenarios we ran, the pricing that we could get on 

a slightly smaller package in Taiwan, was much easier to get by best available pricing. 

That’s why we put a piece offshore, it helps to diversify the risk, helps to diversify 

having to solely relying on these banks and really helped us to push the pricing as 

much as possible. In the long-term, that offshore debt would be the first to disappear 

because you’re right, it is more expensive. So, once we can get our gearing down a 

little bit, the offshore debt will go and it will go back to onshore debt. 

   

Question 17 : What is your weighted average debt ratio? 

   

Answer 

CEO 

: Total is around 4% on a blended interest basis. 

   

Question 18 : Any outlook on whether it going to stabilize or are we able to push better the next 1-

2 years to reduce margins?  

   

Answer 

CEO 

: When we did the last refinancing in 2016, that’s when our new owners haven’t been 

onboard yet but it had been announced by the regulator, we were able to push the 

banks quite far when we went from near 3% margin to 2.3% and we pushed the 

arrangement fees from 2.4% to 1.6%. I still think there is room. No guidance but I do 

think that on the next refinancing, we can push the banks further. I think hopefully, 

on the Taiwan debt at the next refinancing, we can have even a little bit better 

margins.  

   

Question 19 : Are the APTT units a good buy or is it overvalued? Why does the Company restrict 



 Chinese nationals from buying the unit?  

   

Answer 

CEO 

: So, on your question on whether it’s a good buy or not, it is not something that 

management team can comment. Objectively, from management’s view, we can 

comment that the Company is undervalued. Of course, the Company needs to justify 

the book value of its intangibles, so we run cash flow models ourselves, and 

objectively speaking, yes, we are absolutely undervalued in the capital markets. 

Unfortunately, we do not control the buying and selling and what that value is in the 

capital markets but absolutely, we are undervalued especially given the yield that is 

today. That is not to say you know whether anyone should buy or not, as it is always 

up to them and they should speak to their brokers, etc. Objectively, it is lower than 

the intrinsic value of doing a cash flow analysis of the Company. 

 

On your question of PRC restrictions and Mr Lu mentioned earlier, it really is a 

Taiwan regulation where they do not allow that. We are considered a media 

company as TBC does produce some local news. Taiwan has a vibrant democracy and 

does not want any government or political or Chinese ownership of media assets in 

Taiwan. As a condition of our listing in Singapore, the Taiwan regulator said that you 

must make sure that there are no Chinese PRC investors. And so, part of the listing, 

when you go into the prospectus, we work with the SGX to the extent that we find 

Chinese investors, we send them letters saying unfortunately due to Taiwan 

regulations, they cannot invest. After a few attempts of asking to sell, we raise an 

option to work with SGX to force sell their units. Unfortunately it is beyond our 

control as it is a Taiwan regulation that prevents PRC, government, military 

ownership of media assets.  

   

Question 20 : The auditors have pointed out that intangibles as indefinite life does not make sense 

anymore, particularly given that you own an asset which is technology based. Is the 

board doing anything to change that policy? 

 

On arrangement fees, while small, the way you treat the arrangement fees, the loan 

is 5 – 7 years, but you write off the whole amount after 3 years. In my opinion, it 

seems to inflate your EBITDA. Can you please comment on that?  

   

Answer 

CEO 

: On the intangible, it is something that is reviewed by the Board and the auditors on a 

routine basis. You are right that we do have a technology based system and we 

continue to invest a lot of money every year just to maintain our system in its 

current condition. We continue to invest to improve its capacity and the resilience of 

that system over time. That would fall under the fixed assets i.e. Plant Property 

Equipment. The intangible asset really is the fact that we are the sole cable operator 

in our 5 franchise areas and there are 51 franchise areas across Taiwan. In our 5 

franchise areas, we are the sole cable TV operator. There has not been an instance 

that I am aware of over 2 renewal cycles where someone’s license which expires 

every 9 years, where someone’s license has not been renewed. That includes all the 

operators, from ourselves, which we are held out in Taiwan to be a good operator, to 

some lesser operators who don’t really have the high-speed broadband plans and 

don’t necessarily offer value added services, but even they, have their licenses 

renewed, because even though their services aren’t as good as ours, they operate in 

a community where they, say they have 40,000 subscribers and they are the only 

cable TV system in that community. So, even though system service is not as good, if 

the regulator doesn’t renew their license, then the cable TV won’t go out to 40,000 

homes. So, being the only cable operator in our 5 franchise areas means that if our 

licenses are not renewed, cable TV would affect almost 15% of the population. That’s 

why we really treat the intangible as really being indefinite useful life. You are right 

that we do need to continue to invest in maintaining and upgrading our system, but 

from an intangible perspective, we see that it has an indefinite useful life. 

 



On your question about arrangement fees, that was something we’ve discussed both 

internally and with the auditors. The first time we did refinancing since going public, 

it caused a big write off in the Profit & Loss but what we have done in the last 

refinancing is that we were actually able to treat it for accounting purposes, as not 

an extinguishment of the prior debt and so we are able to not have to write off the 

arrangement fees, but continue to amortize them over the life of the new debt. So 

hopefully going forward, that should provide much less volatility in our Income 

Statement. 

   

Question 21 

 

: I see an opportunity to raise your ROIC easily. What are your long-term plans to get 

to 100% penetration on your premium digital services? Currently it’s only like about 

15% penetration and the fees are only about S$60 or S$70. If we could bring that up 

to about 70% penetration, that would immediately increase our bottom line. What is 

preventing you from getting this in penetration rate? 

   

Answer 

CEO 

: I think a couple of things with premium and why you have seen that. We have added 

a good number of premium subscribers i.e. 13,000 subscribers from 11,000 

subscribers over the last number of years, which is around 5-6% growth in 

subscribers. Actually, you’re right, relative to the total subscribers we have, it’s a 

pretty small number. Part of the reason really goes back to why this has been such a 

great resilient business. You already get over 100 channels for equivalent of only $23 

Singapore dollars and so there has not been other markets where you don’t get that 

kind of a rich package because the basic package has very few channels and is more 

expensive. It really drives people to get the premium. Another thing that tends to 

drive people wanting premium content is when there is killer content, whether it’s 

EPL or F1 or certain western content. Again in Taiwan, it isn’t about killer content. 

People just like to watch a variety of shows, the news shows that we offer them. So, 

between having such a rich, basic package at only 23 Singapore dollars for over 100 

channels and not this need to get sports, to get killer content, that means the uptake 

of premium has been slower. It is still reasonable but relative to the number of 

subscribers and boxes we have. You are right, today, we are only at about 25% 

penetration and we continue to hope to drive that but we have never sat here and 

said that that’s a high growth area and the reason is subscribers already get such a 

rich package from the basic package. 

   

Question 22 : Would we get any benefits from the Summer Olympics in 2020? Will it push digital to 

8K? We are currently on digital service at 2K, or is 4K? What is the cost or 

obsolescence rate if we were to go to 4k or 8k? Would there be more capital 

expenditures required? 

   

Answer 

CEO 

: HD is now at 2K. From a network perspective, all our digitals on our platform today 

are on an Mpeg-4 platform and so, there will be advances in compression 

technology. I think the largest expense is on the content side and on consumer side, 

in terms of upgrading which is why sometimes you see the adoption of 4K or 8K, 

tends to be a bit slower because there needs to be a big upgrade that needs to be 

made in consumers’ homes. As to whether capital expenditure would be required as 

we move to Summer Olympics in 2020, the short answer is no. 

 




