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What is Wi-Fi, anyway? 

• “This thing I use to get on the internet” 

• FREE 

• High interference 

• “Doesn’t work too well” 

• Supported by many devices 

• License-exempt 

• Great throughput  

• Lousy range 

• Excellent “glue” medium 

“Do they have Wi-Fi in here?” “No. You have to pay for it.”  

– overheard at O.R. Tambo 



There’s Wi-Fi and there’s Wi-Fi 

“Best 
Efforts” 

“Carrier-
Grade” 

Gartner: 80% of new Wi-Fi installations will be obsolete within 3 years 

due to improper planning 



Define 

Design 

Install 

Validate 
Remediate 

Carrier Wi-Fi is great … but it’s expensive! 

Backhaul 

Network design 
Firewall 

‘Managed free’ 

Aesthetics 

Business cases are ‘front-loaded’ with cost 

Wholesale 

Monitoring 

‘Other’ 



How expensive is free Wi-Fi? 

It's the Opex 

Capex

Opex

Site acquisition, overheads, and rentals are not even included! 



Key Lessons 

a) Choice of kit is a key cost driver 

b) You get what you pay for  

c) Don’t overlook hidden costs & overheads 

d) Labour is not free & planning is critical 

e) Wireless networks are wired too 

f) Business models must focus on opex Labour & Cabling 

Wi-Fi equipment 62%

Sundries 24%

Labour13%



Tough times for Wi-Fi aggregators (& Gowex) 



The myth of the golden goose of “Wi-Fi Offload” Part I: 

It’s Density or Nothing 

On offload economics in China: 

“If you want a site for offload, how do you acquire it?” 

“We pay for it.” 

“And if your competitor wants it?” 

“We pay more.” 



The myth of the golden goose of “Wi-Fi Offload” Part II 

a) You’re competing with the carriers for location 

b) You’re competing with LTE and LTE-A 

c) License-exempt is a tough sell 

d) You need a carrier-grade installation, backhaul, & SLAs 

e) You need a large network or in the right locations 

f) Ever heard of IPX or GRX? 

g) It’s a wholesale play 

h) It’s an exclusivity play in a world embracing open access 



Traditional monetisation approaches 

User Pays 

Data Bundle 
Purchases 

Venue Pays 

Service Fee 
(often 

bundled 
with ISP) 

Advertiser 
Pays 

Impressions 
on Captive 

Portal 

Watch Video 
for Access 



New monetisation approaches 

User Pays 

Data Bundle Purchases 

Churn Reduction 

OR 

Wholesale 

Venue Pays 

Service Fee (often 
bundled with ISP) 

Understand 

Interact 

OR 

FREE/Revenue Share 

Advertiser 
Pays 

Impressions on Captive 
Portal 

Watch Video for Access 

Personalised Marketing 

Convenience & price Free or really valuable Relevance 

Old 

New 



Monetisation Example: Shopping Centre 

User Pays 

1. “Offload” 

2. Wi-Fi roaming 
(local & 

aggregated) 

3. Wholesale 

Venue Pays 

1. Loyalty mall 
app enabled 

2. Revenue per 
square metre 

3. Connectivity to 
shops & centre 
management 

Advertiser 
Pays 

1. Impressions on 
captive portal 

2. Personalised 
advertising 

(property-level & 
shop-level) 

Payment back to venue (as rent) and to owner of infrastructure (access 

fee) 



The successful models combine network & value-added business cases 

Capital 

Telecommunications expertise 
(RF, networking, kit) 

Wholesale 

B2B vertical focus 

Software & mobile 

Advertising 

Larger players and specialist companies or divisions can and should 

work TOGETHER 

Infrastructure 

B2C 

Software & Services 

B2B 
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