aged telecoms field, The Huge
Group, was voted the third
)est newcomer to AltX last year.
The listing was in August and
he company, formerly called
lelePassport, is the country’s oldest
yrovider of least cost routing serv-
ces.

pecialists in the relatively new
and highly profitable man-

lost considerations to save them

noney onnational, internationaland |

iellular calls.

It also provides corporate reverse |
harge services whereby staff can |

tay in touch with the office, via their
ell phones, and the office automati-
ally pays for the calls.

Huge listed through an IPO, in-
tead of the previously msbo::amm re-
‘erse listing into Cenmag, an invest-
nent company involved in the
nanufacture of electro-magnets and
he sale of electrical equipment.

Asked why the change in strategy,
\nton Potgieter, founder and Chief
ixecutive Officer; said: “The reverse
|sting process was proving to be too
Ime consuming and problematic.
‘ortunately, we had been running the
ront-docr process in parallel with the
everse-listing process and the strat-
gy was always speed to market,

It routes corporate calls across a
tumber of networks, including |
lelkom’s, according to quality and |

meﬁw plan has routing provider climbineg the ranks

>:6: Potgiefer

rather than ease of introduction.”
So what does Huge do that is dif
ferent to other South African IT com-

panies and, to quote a JSE trader, “Do’

weneed another telecom company in
our already over traded and nBs%n
market?”

Speaking to Potgieter and mbwn
cial director James Herbst one imme-
diately senses their frustration at the
trader’s lack of understanding of
their master plan. :

Firstly; ithaslong been Potgieter’s

intention to list Em company and
shareholders were
appraised of this when Tele-Passport
announced the reverse listing in 2007.

Secondly, Herbst stresses that .
- Huge is not a telecom company, Sim-
ply put, the company uses existing

telecom companies — which

telecommunications isn't. And, yes,
we needed to list to implement our
growth plans — both acquisitive and
organic.”

If judged on such policies, the

- road to Huge's listing has been, by

any industry standards, phenome-

nally successful, quickly growing
from ambitious beginnings as the
first local provider of international
call-back to South Africa in 1993, to its
current status as a top provider of
complete value added, managed
telecommunications solutions.

The rapid expansion of Huge
started last year when plans were
launched for the listing, which in
turn allowed Huge to also pursue ac-
quisitions.

As a consequence of the listing,
Huge has fully completed two acqui-

sitjons, namely CentraCell, and Eye-
balls Mobile and are in the final
stages of acquiring iTalk Cellular,
which has already received full Com-
petition Commission approval.

The original TelePassport and
CentraCell LCR business was merged
to form Huge Telecom, the leader in
managed telecommunications in
Southern Africa. The two companies
were the perfect fit for consolidation,
having complimentary skills.

e

include Telkom, a host of
other providers and the cel-
lular companies Vodacom,
Cell Cand MTN - to manage
the telecommunications
costs of their clients
through efficient, methodi-
cal routing and Huge's pro-
prietary management sys-
tems.

“We are not in competi-
tion with the telecom com-
panies anywhere in the
world,” stresses Potgieter,
adding “their growth is in-
extricably linked to our suc-
cess.”

To answer the JSE
trader more directly; Herbst
states: “The telecoms mar-
ket in this country is over-
traded, but least cost rout-
ing and proper managed
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You're an. m:qmuazms having built a successful business. To
really make a noise, you need to raise both capital and your
profile. Considerlisting on the JSE and beat your own drum.

> U\o: | big noisemaker you...

have you considered :mﬁ.:w. your company on the JSE?




