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Investing in your supply chain:

Evaluate your domestic and 
international supply chain.



Changing Outlook over last 20 years.
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The Telewest 

story begins

in Croydon 

operating as 

Croydon Cable 

Initiation Phase

• Small scale, regional operators.

• Shareholder funded growth.

• Regionally focused supply chain

• Huge growth in suppliers and partners

A joint venture 

between TCI and US 

West is renamed 

Telewest which 

floats on the stock 

market in 1994  

NTL and Telewest merge to

create the UK’s second largest 

communications company, covering 

more than 90% of the cable market 

NTL:Telewest 

completes a 

takeover of Virgin 

Mobile creating the 

UK's first quad-play 

media company, 

and becomes 

known as Virgin 

Media

Liberty Global,

the world’s largest 

international cable 

company, acquires 

Virgin Media 

Consolidation Phase

• Consolidation of regional operators.

• Debt funded growth.

• Supply chain expanded

• Some consolidation in partners

• Further developments require 

investments in the operating model

Expansion Phase

• Shareholders seeking returns.

• Organic growth.

• Board support for expansion projects.

• Investment opportunity

• Opportunities through international systems.

• Supply chain is managed as a key tool to 

leverage growth in the business.



Virgin Media Supply Chain

A. Supply chain is not just limited to goods being provided for resale

B. Suppliers are integral to customer experience:

• Enter customers’ homes

• Represent company on the high street and by contact centres

• Responsible for service levels that keep the network running and in turn drive key 
service KPI’s

C. Three key areas to Supply Chain

a) Direct Partnering – e.g. providers of set top box’s and install providers

b) Outsourced Partners – e.g. contact centres for customer operations, both off shore 
and on shore

c) Insourced - e.g. specialist logistics and warehousing undertaken at VMED premises



Virgin Media - Why invest in your supply chain ??

A. Allows Virgin media to concentrate on what we are good at.

• Customer experience.

• Product Development.

B. Investment itself can be in several areas

• Long term contracts with Suppliers.

• Partnership in SCF facilities allowing for payment flexibility

• Training and development for customer facing activity.

C. Management of Supply Chain Partners

• Hot spot map of Risk Indicators – e.g. 2011, Japanese Tsunami affected delivery’s of Set Top Box’s for months

• Company engagement at high level, both by procurement and senior management

• Importance of KPI measures for adherence to service level agreements 



Our network is our strongest asset and we’ve 
transformed the UK’s broadband market
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Network Coverage & Infill Opportunity
Total premises in the UK (in millions)

~29

Five year program targeting ~4 million homes and businesses

Currently

Serviceable

Homes

Passed

Infill & Build 

Opportunity

Highly accretive financial returns

Largely SCF financed

Penetration – Trial Results & Forecast
(% of homes and business premises sold) 
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39% within 3 years 

Results to date 

in build trials

(months)

Quad-play and B2B accelerator

Modular investment opportunity

Field trial supports expectations
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• Less than 50 meters 

from our network

• Of which two-thirds less 

than 20 meters

• Targeting ~40% 

penetration

• Targeting initial ARPU        

of ~£45

23%

7
Capex - Project Lightning in the UK



Investing in your supply chain:

Setting up an SCF programme



Setting up an SCF programme

A) Focused preparation

• Small and targeted project team that works closely with the service provider

• Smart selection of strategic suppliers

• Mutual understanding of processes (early detection of bottlenecks)

B) Implementation

• Working in parallel: legal docs, Ops/IT and supplier on-boarding

• Dedicated staffing, single points of contact, clear targets

• Simple and consistent communication towards suppliers 

C) Feasibility

• SCF is usually offered by the most credit worthy party in the chain (from a cost perspective)

• VMED has taken out the cost component, while offering a reduced payment term to suppliers



Investing in your supply chain:

Engaging your stakeholders and 
the board.



Engaging your stakeholders and the board

• Virgin Media was in a good starting position as Liberty Global were experienced at rolling 
schemes out across Europe.

• Senior management needs to be aligned and involved. Hard targets need to be set for the 
various functions

• Establish a project team early in the process

• Choose the right partner that can support the business case and provide a tailor-made solution

• Prepare detailed business case showing short term and long term benefits to the company

• Eliminate the misconception that a SCF solution can only work when suppliers have a less 
strong credit profile compared to the buyer’s

All companies: 

1) Strive to optimise liquidity/cash

2) Are prioritising credit risk management

3) Wish to optimise their balance sheet



Disclaimer

This presentation was prepared on behalf of Virgin media Limited (‘Parties’) solely to serve as a basis for 
discussion.

Copyright and intellectual property right protection exists in this presentation and it may not be 
reproduced, distributed or published by any person for any purpose without the prior express consent of 
the Parties. All rights are reserved. 

While reasonable care has been taken to ensure that the information contained herein is not untrue or 
misleading at the time of presentation to the clients, the Parties make no representation that it is accurate 
or complete. In preparing this presentation the Parties obtained information from public sources and they 
have relied upon and assumed the accuracy and completeness of that information as provided. The 
information contained in this presentation is subject to change without notice. Neither the Parties nor any 
of its officers or employees accepts any liability for any loss arising from any use of this presentation or its 
contents.

This presentation does not constitute an agreement or a commitment or an offer to commit to any 
transaction or any financing by the Parties. The entering into any agreement or commitment or offer to 
commit is subject to further negotiation, satisfactory completion of due diligence, internal credit and other 
approvals, execution of legal documentation acceptable to the Parties and receipt by the Parties of 
positive opinions from legal counsel.


