DISH DOCTOR

Ask us any questions or problems faced by you in the course of your
business. Our DISH DOCTOR will try and answer them in the best
way possible, in the simplest terms, avoiding the unnecessary use of
technical terms where possible. The service is available free to our
readers and subscribers.

Send Your Queries To: Dish Doctor, 312/313, A Wing,3" Floor, Dynasty Business
Park, Andheri Kurla Road, Andheri (E), Mumbai —
Email: manoj.madhavan@nm-india.com. Now you can WhatsApp Your Dish
Doctor Queries To: +91-91082 32956
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ARPU

Q: I run a small MSO in a tier-2 market. ARPUs are
stagnant, content costs keep rising and collections from
LCOs are getting delayed. With the government cancelling
MSO registrations and tightening compliance, how can
smaller operators realistically survive in 2026?

Sameer Dubey, Jharkhand
Ans.: You’re not alone. What you’re experiencing is the
new reality of the cable TV business. The message from
regulators is clear: scale without discipline won’t survive,
and non-compliance is no longer tolerated.

The first and most critical step is compliance
hygiene. Make sure your MSO registration, security
clearance, subscriber declarations and TRALI filings are up
to date and accurate. Many cancellations are not due to
fraud but simple delays, incomplete paperwork or poor
record-keeping. Treat compliance like an operating cost,
not an afterthought.

Second, fix the LCO relationship. Loose collection
cycles and verbal understandings won’t work anymore. Move
to written agreements, shorten credit periods and push digital
payments. Even partial digitisation of collections improves
cash flow and reduces disputes. Remember, weak collections
destroy margins faster than content costs.

Third, don’t try to fight alone if you lack scale. This
is the right time to explore consolidation, either by partnering
with nearby MSOs, sharing headends, or merging
operations. Bigger scale improves bargaining power with
broadcasters and reduces per-subscriber costs.

Fourth, stop depending only on linear TV revenues.
Broadband bundling, local advertising, community channels
and even small FAST offerings can add meaningful income.
Broadband, in particular, improves customer stickiness and
monthly cash flow.

Finally, rationalise your offering. Carrying every
channel to please everyone only increases costs. Study
actual viewership and optimise your bouquet.

2026 will not reward size, it will reward discipline,
compliance and smart diversification. Operators who adapt
now will survive; those who delay may not get a second
chance.®
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