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Analysys Mason is the world’s premier adviser in telecoms, IT
and media

Analysys Mason provides strategy advice, operations support and market intelligence to leading market players

Our work has had a major influence on the industry for more than 20 years:

w

w

w

w

w

delivered significant financial benefits to clients that are procuring new networks and services

established many of the core principles and policies used by telecoms regulators across Europe and Asia to govern
the operation of the sector

mediated in key issues of policy for both commercial parties and regulators
supported major transactions for operators and financial institutions

provided operational support in the roll-out and expansion of leading operators

We excel at solving the toughest problems facing our clients in all areas of their business

The benefits we deliver are based on our core differentiators of intellectual rigour, independence and operational experience
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Analysys Mason delivers regulatory intelligence and strategy
advice to the energy sector

Analysys Mason’s energy practice provides strategy
advice and market intelligence to leading energy market
players

Our work focuses on:

w core principles and policies used by energy
regulators across Europe to govern the operation
of the sector

w key issues of policy for both commercial parties
and regulators

w aiming at delivering significant financial benefits to
clients that are undergoing significant change

The benefits we deliver are based on our core
differentiators of

w intellectual rigour
w uantitative analysis excellence
w independence
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We support industry players through the entire business
development cycle

Strategy
Establishing direction

Strategy development and
business planning

Market strategy
Technical strategy
Regulation and policy development

Economic modelling and cost
analysis

Due diligence and financial
transaction support

Review
Measuring up
Tariffing and profitability analysis

Implementation
Delivering success

Wireless network deployment

planning Operational performance review
PIEELTEEN e LAN and WAN network optimisation
Project and programme .

management Industry benchmarking

Contact centres and control rooms Primary research

Operations change management
OSS/BSS implementation
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Our global presence serves a client base covering more than 80
countries worldwide

Key

Assignments completed |
Analysys Mason office A
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We understand the needs of end-user organisations, and how
they can get the best return on their technology investments

The need for a cost management focus — any IT spend needs to provide justifiable value and visible cost benefits through
w efficiencies and lower operational expenditure
w areduction in capital costs
w access new revenue streams

The need for flexibility and scalability of infrastructure, with organisations looking to share services, merge operations,
optimise resources, or scale up to expand, or increase, user numbers

The need for improved access to services and technology — for both customers and internal users, including:
w better access to services
w improved access to work-related applications (embracing unified communications) to allow greater mobilisation of staff

The ability to understand the requirements of mission/business-critical infrastructures — including, quality of service,
resilience, and security

The need to manage migration and rationalise disparate ICT systems in a world where mergers and acquisitions, the sharing
of services, and consolidation of agencies and organisations, is increasing

Analysys Mason'’s track record illustrates our skills, experience and commitment
to create sustained business advantage
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Telecommunication infrastructure enables ICT initiatives,
which in turn will help lower energy usage and emissions

ICT is considered as a critical function to reduce energy usage and carbon emissions

w Energy demand: smart meters can increase awareness of energy usage and drive energy savings initiatives
and intelligent systems

w Energy industry: use of electricity and gas infrastructure can be optimised by a finer control of energy flows, which
requires extensive telecoms and ICT capabilities

w  Emission reduction: ICT initiatives enable teleworking, increase work efficiency, reduce need to travel (transport
generated carbon emission)...

w Better planning: use of ICT in everyday business processes can improve efficiency and reduce energy and material
waste

The deployment of large scale telecommunication infrastructure is necessary to enable ground-breaking ICT initiatives

w Universal broadband connectivity: mandating (and helping) telecommunication operators to roll-out telecom
infrastructure in rural areas will bring broadband connectivity to a larger proportion of the population and SoHos/SMEs

w Extended mobile coverage: finding solutions to extend mobile coverage in rural areas (site sharing, site discovery,
backhaul sharing etc) will bring significant benefits to the local population and businesses and increase welfare
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Large energy users and governments must tackle the energy
efficiency and carbon issue

Key issues around energy efficiency and carbon management

Regulation

Kyoto and European targets are
transposed into national laws

Government strategy must incentivise
all players to reduce or optimise
energy usage

Many have already planned their
“carbon tax” but few have successfully
communicated it

Each government body can both
enforce additional burden on
businesses and leverage their local
specificities to benefit from it

Energy

Large energy users must rapidly
review their “energy liability”

Measuring, analysing and reporting
energy use should become
business as usual

Optimising energy efficiency will

enable significant savings

Corporate responsibility is also at stake

Large users should take energy costs
into account when building business
cases from now on

Carbon

Energy efficiency will translate into
carbon efficiency

Government can promote low carbon
environment (leveraging ICT for
example) to attract foreign investments

Companies needs to build a carbon
measurement and reporting capability,
quickly

At first carbon tax will be low, but
liabilities might increase rapidly under
certain schemes
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Analysys Mason is fully engaged with, and accredited by,
various industry bodies and regulatory authorities

TETRA — Terrestrial Trunked Radio Member and active participant in the TETRA Memorandum of Understanding

BAPCO — British Association of Public Safety Analysys Mason has been associated with BAPCO since its inception, and previously chaired the
Communications Officers Commercial Advisory Group

CLAS — CSEG List Adviser Scheme Our security consultancy team consists of Communications-Electronics Security Group (CESG)

Listed Advisor Scheme (CLAS) security advisers and Certified Information Systems Security
Professionals (CISSP)

BSI — British Standards Institute Our Quality Management System is accredited to ISO 9001:2000

ITIL — Information Technology Infrastructure Library Our consultants are fully conversant with the ITIL best practice framework, ensuring industry best
practice is applied to our consultancy support and strategic advice. We have extensive knowledge
in the development, negotiation and implementation of ISO 20000 ITIL-compliant service
management models

ETSI — European Telecommunications Standards As full members of ETSI, Analysys Mason actively participates in aiding in the definition of
Institute harmonised technical standards for telecommunications, products and services
PRINCE2 — project management PRINCE2 project management principles underpin our quality system, and many of our

consultants are qualified PRINCE2 Practitioners

Analysys Mason is entirely independent, but has a strong working understanding of the major vendors and
suppliers through our project work and vendor liaison programmes
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Our knowledge of the industry is constantly updated to take
account of current market trends and developments...

As well as the environmental benefit from carbon-friendly ICT, there is a direct impact on an organisation’s bottom line,
if they can introduce more efficient equipment, as well as greener behaviour.

Organisations are moving into an era where reliance on ICT is based on an ever more expensive energy supply, and
where the massive investments in ICT could be dwarfed by the exorbitant cost of the energy needed to power them.
But, although ICT is part of the problem, it is also part of the solution — offering flexibility, mobile working, unified
communications, and the ability to rationalise power-hungry legacy systems.

Unified communications (UC) is changing the way organisations do business and communicate between their own
departments. UC solutions represent a new generation of communication tools, building on previously separate
components and tasks. These include: messaging (email, Instant Messenger, voice messaging, video); calling (audio,
video); conferencing (audio, web, video); telepresence; information sharing (file sharing, document sharing); and
business applications and database access.

But few companies have actually taken the step from converged networks to investing in UC. The benefits — minimising
delay and disruption, access to key decision-makers, better mobile working, and eliminating unnecessary
communications complexity — should present clear drivers for companies.

Mobility can deliver huge advantages for the public sector, supporting innovative working solutions. But rapid advances
in mobile technologies mean that any benefits realised in the early product lifecycle can quickly diminish. And the
quickly changing commercial markets can drive new applications that do not necessarily suit users’ needs.

The key for organisations is finding solutions that fit user needs rather than allowing working practices to be driven by
technology.

Rationalisation sounds like a great idea for ICT — but does it simply bring more disruption to disparate systems and
services? Layer on layer of annual change, innovation and upgrades can lead to complex and inefficient systems.
Rationalisation is about amalgamating those multiple solutions and services into a unified system.

It may be driven by a merger, a demand for shared services, or simply by a need for optimising or improving ICT. But,
just like any other major business change, an entire programme of work is involved in ensuring this happens
successfully. So how can you avoid the pitfalls — from compromised systems and half-finished integration, to user
dissatisfaction?
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...and to use these insights to support our clients in their
decision-making

The European Commission’s Competitive Dialogue procurement procedure has two interlinked benefits. Firstly, it
enables public sector contracting bodies to engage more efficiently and effectively with a number of potential suppliers.
Secondly, it allows contracting bodies to work collaboratively with those suppliers to explore a range of solutions to meet
complex requirements.

This fits in with the drivers of Transformational Government, and is particularly appropriate when developing ICT
systems that satisfy public sector Shared Services requirements. So why is the process seen as difficult, and how can
organisations make sure the Competitive Dialogue process works for them?

Organisations often attribute poor WAN performance to a lack of bandwidth, only to be disappointed after investing in
additional capacity. The real problem may be that Web and file-sharing applications designed to operate in a LAN
environment, do not perform well on higher latency links in a WAN.

Acceleration and optimisation tools can do much to improve the performance, but organisations must understand their
existing systems — both performance and operation from business and technical perspectives before rushing into
decisions about their IT, network and applications infrastructure.

Historically, property developers and organisations investing in buildings have tended to overlook ICT, considering it a
non-critical component, and often outsourcing it to incumbent service providers. In many cases, this has led to an
inadequate infrastructure that fails to meet the expectations of tenants and users, and is eventually retrofitted and
upgraded at considerable expense and inconvenience. Design and procurement of world-class telecoms infrastructure
can maximise the attractiveness of a development, as well as delivering potential incremental revenue streams.

As early digital mobile public safety networks are starting to mature, eyes are turning to the next generation. But what
will users expect, what technologies are likely to dominate, what are the timeframes, and what will it all cost?
Technology is evolving rapidly, with TETRA Enhanced Data Services (TEDS) high-speed data equipment nearing
production and its successor already being discussed. HSPA+ and LTE are slugging it out in the commercial networks,
and WiIMAX continues to push itself as a player. Ignoring the future could be a costly option.

Public sector organisations need to understand why they should start planning now, and what they need to consider.
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The energy industry faces rising costs and needs to improve
Its understanding of requirements [1/2]

Transmission and distribution players
w ability to forecast demands
w ability to manage demands
- through effective pricing
- through active demand management
Generation players (e.g. electricity)
w better forecast of electrical demands

w electrical demand management
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The energy industry faces rising costs and needs to improve
Its understanding of requirements [2/2]

Energy suppliers

W

w

w

W

cheaper and better billing

less complaints

deliver energy and carbon reductions required by the government and customers
higher profits

better purchasing of electricity to meet demands

better forecasting of electricity demands
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End-users also feel the rising fuel costs and want to answer
the climate change challenge

Lower prices
w better and more complex tariffs leading to demand management
w better understanding of energy use
w Mmicro-generation use and resale (feed-in)
Carbon reductions
w credit for renewable energy
Better information
w accurate bills
w transparent costs

w easier to switch
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Each type of players has its own set of requirements and goals
— smart meters sit at the heart of these

Energy industry

Accurate energy demand
forecast syarr

Demand management suarr
Renewable power generation
Energy portfolio optimisation
Lower costs

Better administration swarr

Key requirements and goals

End-users

Lower retail prices _,, .

Micro generation capabilitySMART

Better information (bills) and
understanding of costs swarr

Reporting of use and
emisSSions  swart

Ease to switch supplier .,
Demand management (large)

Renewable power access

Governments (and regulators)

Lower carbon emissions

SMART

Security of supply

Lower retail prices / suarr
increased competition

Infrastructure deployment

SMART

Harmonisation (EU)

svarT  Requirements that can be met (at least in part) by the roll-out of smart meters Ref: 13476-254
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Energy companies will have increasingly complex billing
requirements

Flow of information
As yet, the requirements on energy suppliers

are unclear Generation

Therefore it is paramount to fully understand T&D
the expectations of end-users, i.e households
and SMEs (the largest groups)

The communication and information collection
service is likely to be performed by many

different players Suppliers

o !
Who performs the data collection” Central database?

What is the best mix of
telecommunication technologies?

Where will the information sit? A multi-technology Metering
_ telecommunication c:ompanies
What are the processes involved? layer Y

End-users
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Analysys Mason has a good understanding of how energy
requirements must be met by telecoms applications

Radio 'Poerine GSM/3G
WAN (e.g. VHF) or Fixed Broadband

Smart Meters*

Ref: 13476-254
* Could also include electricity sub-stations to enable smart grids Confidential
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Connecting smart meters could be arranged by a range of
telecommunication technologies

2G or 3G or Wimax network

Pros: existing network (except Wimax), low load
during night-time, wide coverage, competitive
market

Cons: won'’t access in-building meters, still many
uncovered areas (especially rural)

Fixed broadband access network

Pros: existing network, capacity is not an issue,
competitive market, no indoor coverage issue

Cons: requires sharing modem and linking to
network cable, many uncovered areas (especially
rural)

Powerline access network

Pros: controlled by energy distributor, wide
coverage around sub-stations, direct connection
to the meter

Cons: requires building the network, affected by
power outage

Long range radio network (VHF)

Pros: could be controlled by energy players, wide
coverage capability, good indoor reach

Cons: requires building the network, spectrum
costs

Note: Short range radio could be used to read meters on a regular basis, without physically entering

the premises
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The adequate telecom infrastructure to connect smart meter
may vary by areas

Area Q/ Existing coverage Existing coverage  Use of 2G/3G Use of PLC Use of BB Use of VHF
«\Q (2G/3G) (fixed broadband)
<>\C’P
N\
Urban (dwelling Yes Yes
with outside meter)
(requires new (requires sharing a (requires new
infrastructure) modem) infrastructure)
Urban (flats with No (in-door) Yes
meters in the
basement) (may need relay) (need to link the meter
to the modem)

Rural Yes No (out-of-range)

(best with low (likely to require large

frequencies) investments)
Rural (remote) No (in-door or out- No (out-of-range)

of-range)
(need many new (likely to require
base stations) investments)
: suitability of the technology (from bad to excellent) Ref: 13476-254
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Each option (or combination of option) must be assessed
technically and financially

Total cost by connection per year

(includes opex and capex charges)
35

o\
1\
\/\

ILLUSTRATIVE

20

15 . .
Possible commercial
offer level (cost plus)

10 e

5
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Y ear
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100

Total capital expenditure

ILLUSTRATIVE

T T T T
2009201020112012

T T T
201420152016201720182019

T 1 T
202120222023202420252026

Note: Charts above assumes an early roll-out of 3G and Powerline (PLC) connectivity
resources, followed by a roll-out of long-range radio (VHF) connectivity resources in rural areas.

20282029

22

JUo0oootoooooDbnd

PLC Backhaul to
core

PLC Sub-station
equipment

VHF Core

VHF Backhaul to
core

VHF Site Build
(for in-fills)

VHF Site Rental

VHF Site

equipment

VHF spectrum

3G connectivity

rental

PLC CPE

VHF CPE

3G CPE
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Smart meter communication service development: objectives
and key steps

A 2) 9 D)

Market entry Business : Operational
strategy modelling S eeel build
1. Define scope of 1. Agree model 1. Develop pitch 1. Define operations
analysis requirements and | |
deliverables business 2. Negotiate 2. Establish optimal
parameters commercial terms architecture
2. Evaluate market _
and technology 2. Construct model 3. Technical and 3. Identify partner
innovations interface requirements
3. Determine key
3. Develop strategic assumptions 4. Contract drafting = 4. Develop design and
options and and sign off implementation plan
pathways 4. Financial appraisal
and scenario
4. Evaluate options analysis
and

prioritise/shortlist = 5. Recommendations
for strategy
refinements
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Objective A: Business modelling — key steps

Key steps Notes

Establish strategic option components, e.g. geography coverage, service support
requirements, technologies, operator engagement model, operational design, platform
build, quality of service etc.

Review strategic evaluation performed previously, if applicable

1. Define scope of analysis
deliverables

Establish current and future customer needs (smart meter evolution)
Establish telecommunication technology innovations

Liaise with smart meter manufacturers (smart box technology)

Analyse competitor activities

Establish company’s capabilities and strategic direction through discussion with
management

2. Evaluate market and
technology innovations

Based on components agreed and evaluation from steps one and two, develop options
map (i.e. links between strategic option components, e.g. choice of services and
technologies)

Develop list of strategic options/ pathways for further evaluation

Leverage knowledge of feasibility from prior analysis/global successes and failures

3. Develop strategic options
and pathways

Agree evaluation criteria amongst team, e.g. long-term growth potential, rapid exit
strategy, brand creation, customer ownership, ease of implementation/speed to market
Weigh criteria and score options

Create shortlist of 2—3 strategic options for detailed business case development

4. Evaluate options and
prioritise/shortlist

Benefits

* Clear business case for the deployment of
necessary additional infrastructure
* NPV for each scenario assessed
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Objective B: Market entry strategy — key steps

Key steps

1. Agree model requirements
and business parameters

2. Construct model

3. Determine key assumptions

4. Financial appraisal and
scenario analysis

5. Recommendations for
strategy refinements

Notes

Determine requirements e.g. for: funding, valuation, profitability analysis, key driver
analysis, negotiating tool, scenario analysis

Determine scope of model (geographic coverage, segmentation, revenues, costs,
timelines, etc.)

Incorporate strategic options for modelling from Objective A

Agree model format

Prepare illustrative outputs and agree with management

Utilise knowledge base of telecoms drivers and model techniques
Review existing model(s)

Review existing drivers contained in current model, if appropriate

Determine key target market segments

Benchmark drivers from fixed, mobile and converged operators (e.g. ARPU, wholesale
cost, usage, subscribers, applications, content, segments, operating costs)

Prepare enterprise value analysis (discounted five-year EBITDA, plus terminal value
multiple)

Create high-low scenarios (e.g. flexing wholesale rates, in-house vs outsourced
operations, target segments, discount rate)

Evaluate business model options

Highlight/present key drivers and sensitivities

Inform strategic direction based on learning from business model
Prepare revised scenario based on agreed recommendations
Provide high level advice on funding options

Benefits

Service proposition roadmap
Full business plan

26
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Objective C: Securing the communication deal — key steps

Key steps

1. Develop pitch and select
operator

2. Negotiate commercial terms

3. Technical and interface

4. Contract drafting and sign
off

Notes

Agree proposition and tailor pitch to metering operator(s) (or other body)
Meet operators and obtain revised commercial offers

Agree high level pricing principles (develop cost of link/wholesale model)
Agree principles for technology and product roadmap

Develop memorandum of understanding (MOU) with metering operator(s)

Develop an understanding of link cost and allocated network cost per unit (kb or # of
upload/download)

Develop negotiating model to measure impact of key price categories on business case
Attend negotiation meetings with operators

Agree pricing for: wholesale communication and operating support elements

Agree technical architecture map and scope interfaces required

Agree integration strategy

Confirm contract structure has sound technical basis for strategy (e.g. content services)
Identify high level function requirements

Feed outputs into contract development step

Facilitate workshops with client for each key section

Ensure measures are in place for margin protection, new technology availability, call
control

Ensure tight SLAs are in place

Construct fair exit strategy

Engage legal firm for specific refinement of drafting

Benefits

Optimised negotiations and deal with energy
players and/or government body
Service deal and exit strategy

27
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Objective D: Operational build — key steps

Key steps

1. Define operations

2. Establish optimal
architecture

3. ldentify partner
requirements

4. Develop design and
implementation plan

Notes

Confirm key operational requirements and deliverables:
(1) Technical interface requirements with metering operator(s) or other body
(2) Value and organisational configurations
(3) Partner requirements (content, billing, service activation processes, etc.)
(4) Customer links and CRM

Incorporate other service, OSS and BSS architecture requirements

Define team and skill requirements

Leverage knowledge of similar launches (e.g. Enel, Ontario IESO, etc.)

Design key principles for operating architecture

Outline resource, operational, system and interface requirements for each element
(e.g. order entry, billing, CRM, provisioning, usage data, reporting, technical support)
Provide case study examples of similar architecture from prior projects

Assess internal capabilities (resource and technical)

Determine availability and strength of partners in the region across VAS, CRM, service
activation, power-specific issues, legal, brand, etc.

Develop high-level business case to test feasibility of build vs buy decisions

Recommend build vs buy for each element and implications for company

Review existing architecture plans and recommend refinements

Develop design of resource, operations, systems and interfaces

For operational tracks selected to be outsourced, outline RFI requirements

For operational elements to be built in house, define resource, up-skilling and investment
plan

Develop implementation roadmap with key success milestones

Benefits

* Optimised network infrastructure and service

roll-out

* Cost optimisation

28

Ref: 13476-254
Confidential



29

cContents

Ref: 13476-254
Confidential



Experience

30

Supported a major equipment manufacturer to assess the
telecommunication services market in the energy sector

A major equipment manufacturer commissioned Analysys

Propensity of energy utilities to outsource
telecommunication services

Mason to develop a better understanding of the utilities
(gas, water, electric) sector over the 2008-t0-2012
timescale

We reviewed

w

w

w

The level of market development across the
customer segments

Regulatory and legislative requirements for smart
meters

The size of the market potential and market
structure

Competition

Risks and uncertainties Smart meter network technologies (ElectraLink)

Our client used our recommendations to optimise their
go-to-market strategy in the energy sector and in
particular review the development of their smart meter
service line

Ref: 13476-254
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Estimated the capex, opex and revenues associated with a

nation-wide smart metering service

We estimated the market for telecommunication services
for a large electricity players, based on its national fibre
network and sub-station sites, including

w Voice and broadband services
w  Smart metering services
w Site sharing services

We estimated the capex, opex and revenues that a smart
metering services would incur in a number of scenarios

We have been retained by the electricity company board
to continue our analysis and build a detailed business
plan for different scenarios

w  Smart metering connectivity
w  Smart metering and smart grid connectivity

w  Smart metering and broadband connectivity

Estimate of the population covered by
a mobile infrastructure

Business case for different scenarios
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We have worked throughout the different market verticals to
develop energy strategies and optimise costs

Client*

Chemicals Sector

Petrochemicals

Food Retalil

Drinks

Paper Manufacture

Power Generation

Commercial Buildings

* Some of these clients have been served by our energy specialists

Project description

Development of a strategy for energy and utilities at a major chemicals complex to reduce energy and
maintenance costs and improve profitability

Development of a new ultilities strategy including the use of renewable energy source and bio-fuels to
reduce operating costs and improve profitability

Support for energy management implementation

Identification and development of energy cost reduction initiatives, involving process heat recovery, boilers
and steam systems, CHP, compressed air and refrigeration

Detailed analysis of process performance using data mining techniques to identify quick hit solutions to
lowering energy use and costs. Implementation of a real time energy management information system

Detailed analysis of power plant performance to identify opportunities to increase energy efficiency

Identification and development of strategies to reduce energy costs and carbon emissions. Identification
and development of specific opportunities

Ref: 13476-254
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We have also worked extensively with energy utilities to
optimise their telecommunication strategies

Client

ECI Telecom

National Grid Transco
(NGT)

ElectraLink

National Grid Transco
(NGT)

Project description

ECI, a large provider of telecoms products, wished to expand into the utility telecoms market in Europe and
needed to understand the size and growth of the market for its products, the impact of the regulatory
environment, and to identify potential partners. Analysys Mason carried out a strategic European market
study, including market definition, analysis trends, sizing, influences and channels

Analysys Mason carried out a study to determine whether charges levied by NGT to Energis for the use of
optical fibres within its electricity transmission network reflected marketplace rates. The analysis
considered not only prices, but also the various terms and conditions of contracts between suppliers and
buyers. Key information was obtained directly from electricity company representatives who were involved
in telecommunications commercial activities

ElectraLink, the organisation that provides the data transfer service (DTS) for the electricity supply sector,
appointed Analysys Mason to review the provision of its managed data network service ahead of contract
expiry. We helped ElectraLink to make an informed decision on whether to re-negotiate this five-year
contract, which needed to offer value for money and meet future needs. We performed a bottom-up
analysis to identify all the cost components of the wide-ranging contract, including hardware,
communication network, operating systems, and application licences

Analysys Mason was engaged to conduct an independent strategic review of the options available to NGT
to resolve the identified issues facing the future of the OpTel network. NGT’s nationwide network is used
for a range of applications, including the critical function of sending a signal between electricity power
stations to report major event on the power network. Analysys Mason identified a series of options
available to NGT to provide it with a robust and future proof solution, and was then retained to implement
the recommended solution

Ref: 13476-254
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Case study — Supported an FMC operator with a customer
evaluation programme of newly deployed mobility solutions

Business challenge

Client required select evaluations of new customers signing up to FMC solution, to improve sales conversion rates and provide compelling responses to
customer objections

Analysys Mason was tasked with measuring customer and end-user benefits and developing marketing collateral and sales toolkits to enable sales people to
respond to customer sales objections

Approach

Measured the benefits of deploying FMC solutions as part of a Interview feedback

customer evaluation programme Sources of Satisfaction and Dissatisfaction
Developed pre- and post-trial questionnaires and an online portal to Frequency of Negative Incident Mentions  Frequency of Positive Incident Mentions
capture end-user results Device — battery
Held workshops with end users and enterprise procurement/solution Devi hvsical Total of 66 Total of 4214
. evice — Sical i inci iti inci

deployment teams to understand benefits and problems Py negative incidents positive incidents
Developed marketing messages and fed back results to client's Device — design
product development and marketing teams

Call management

Network

27 24 21 18 15 12 9 3 0 3 9 12 15 18 21 24 27
Relative Frequency

Dissatisfaction Satisfaction
Benefits and results
Messages and recommendations were used in marketing collateral and incorporated proposition roadmap development

Provided a customisable online portal to support the evaluation of other products and services to capture user results

Ref: 13476-254
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Case study — Conducted FMC vendor evaluation on behalf of an
Asian operator

Business challenge

Analysys Mason had previously assisted the client in defining its FMC roadmap and strategy

We were asked to provide further assistance to the operator in assessing a wide range of FMC vendor solutions for the purpose of procurement

Approach

Reviewed latest technology developments — among operators and Snapshot summary of vendor assessment

vendors (hosted and premise-based solutions) Vendor 1 Vendor 2

Analysed vendor portfolios and future product developments (features
and functionality)

Prepared select case studies outlining propositions launched by
innovative / advanced operators in the FMC space and key learning
relevant to our client

Determined implications of handsets and networks on FMC
deployments

Ascertained maturity of services, ease of implementation, and
likelihood of success moving forward

Benefits and results

+ Provides robust enterprise grade
solutions; leverages IP telephony
capability to offer early
collaborative solutions

- CPE based only, not utilising
network intelligence, reducing
overall attractiveness to client

Vendor 9

+ Strongly positioned to provide
voice-convergence solution; VCC
core to proposition; extensive
experience

- Network / client focused; other

partners still required to deliver
voice solution (e.g. Cisco, Avaya)

Recommended potential vendor partners based on our analysis of available FMC solutions

Prioritised potential partners based on solution performance and vendor support capabilities

Source: Analysys Mason

+ Offers hybrid and network
converged voice solutions;
deploying with BT, FT

- Limited PBX interoperability,
limited collaborative solution set;
service issues with select
deployments

Vendor 10

+ Attractive application suite and
end user interface (for voice);
many reference operators

- Network / centrex based voice

solutions only; FMC is not core
business
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Case study — Supported a group of vendors to identify key market
trends and application requirements per industry sector

Business challenge

Analysys Mason was asked to identify industry specific market trends and drivers, and detail the inefficient business processes that would achieve short and
medium term benefits from the implementation of mobilised applications

The research was to gain market insights from European private and public sectors, incorporate perspectives from clients and vendors, and short-list a set of
mobilised applications that would meet the requirements of the various sectors

Approach

Developed and validated key market trends and drivers in specific industry Action Processes
. . . (Scheduled and unscheduled visits) (key activities with potential for mobile activity)
sectors through primary and second research, and explored in detail,

inefficient business processes that would be improved and enhanced with the
implementation of mobilised applications

Identified what mobilised applications had been deployed to date, and what
the main adoption drivers, benefits and barriers to mobilised applications as
expressed by clients were

Produced a short list of mobilised applications that would provide short and
medium term perceived benefits for enterprise clients such as productivity and
efficiency improvements, cost reductions, competitive advantages in products
and services, and new and improved revenue streams

Provided a high level implementation plan for the provisioning of the
applications, integrating customer requirements into the various deployment
options and pricing models

Benefits and results

Scheduled and unscheduled
patient arrival

Initial consultation Patient record access Patient record update Medical database access

Tests / scans booked / performed - Medical asset tracking -
Test results _ Patient record update

Electronic transfer of
Prescription prescription (e.g. from GP to Patient record update
pharmacist)

Patient record transfer /

Patient referral / transfer referral (L. to specialist)

Operation / treatment Scheduling Medical asset tracking

Scheduling / check up

After-care / ongoing treatment appointment booking

Remote monitoring

Lone worker support (alarm,

Patient record access location tracking)

Home check-ups Patient record update

Note: ‘Patient record access, ‘Patient record update’, ‘Scheduling’ and ‘Medical asset tracking’ processes are repeated in different actions

Source: UK Healthcare Commission, Gartner, Analysys Mason.
Customer interviews for validation

High priority  Medium priority

From the detailed understanding of sector specific business processes and preferred deployment options, the group of vendors were able to
focus their business development efforts on key enterprise applications with compelling commercial messages

In gaining the deeper understanding of the market and applications, the group of vendors have also started to explore the development of a
Mobility Enterprise Applications Platform to manage the deployment of multiple applications across multiple devices and networks

Ref: 13476-254
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Case study — Supported Australian operator in developing a
channel growth strategy for its complex IP portfolio

Business challenge

Operator had aggressive growth plans to drive complex IP sales, via the indirect channel

Key objectives of the project are as follows: (1) Recommend a compelling partner proposition based on competitor intelligence and reseller
perspectives (2) review complex IP landscape and market share targets with respect to clients own internal market sizing estimates (3) build a
channel capacity model and recommend channel segments to maximise sales to meet the indirect channel targets and (4) develop a supporting
business case and financial analysis to support the programme build

Approach

Performed full market, competitor and customer landscape
assessment of the complex IP market

Interviewed indirect channel partners to assess propensity to sell
complex IP solutions (as well as challenges incurred to date)

Benchmarked best practices operators globally to identify key
learnings relevant to Australian market

Developed indirect channel proposition strawman and tested with
select channel partners (including ordering / provisioning,
commissions, marketing support, etc)

Performed channel economics assessment to understand optimum
number of channel partners and channel suitability per segment

Built business case to support product and proposition enhancements
Sign-off key recommendations with indirect channel stakeholders

Benefits and results

Recommended list of quick win and medium term initiative (across channel proposition, optimal channel mix, optimal partner type
and critical success factors)

Many of the initiatives recommended as part of this project have now been rolled out and the client is ahead of target for 2009

Ref: 13476-254
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Acting as lead technical advisers to the Department of Health
for the Ambulance Radio Programme

Business challenge

The Ambulance Radio Programme (ARP) is being rolled out nationally to provide NHS ambulance services with a new digital radio network
and associated communications services, including a managed service for the radio terminals, integrated communications control systems,
and mobile data applications

Analysys Mason has acted as technical adviser to the Ambulance Radio Replacement Project during the course of the procurement and
implementation, since 2002

Approach

Provided technical support to the procurement team We are delighted with the positive feedback we have received from

Identified benefits and concerns associated with alternative mobile users of the new Airwave service in Essex. The lessons we have all
technologies learned from the roll-out in this pilot area will help ensure successful
delivery of the programme nationally. Ultimately, better

Evaluated tenders to determine the most suitable service provider C ] _
communications for the ambulance service will enable them to

Developed service level agreements for inclusion in the service continue improving patient care
contract, and led negotiations on technical schedules up until contract National Implementation Director for the ARP
finalisation

Currently managing, the ARP Airwave contract, including running the
test and verification programme, and implementing the service
management and performance monitoring regime

Benefits and results

Analysys Mason provided impartial, expert advice during the procurement, and led the detailed technical negotiations, giving the Department of
Health confidence in the final supplier selection

Our role in supporting this crucial national network roll-out has provided continuity from the original procurement, through to implementation -
with the first region going live in June last year

Our team has remained a stabilising influence during times of departmental change, and our consultants are now regarded within the
department as being the leading experts on the overall programme
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Led an award-winning network infrastructure project for
Cheshire Constabulary

Business challenge

The Constabulary recognised that its voice and data wide and local area communications network required refreshing to support its operational
and business requirements

Police voice and data network infrastructure are fundamental in underpinning the modern-day policing, and the Force needed to replace a
number of legacy networks with a single multimedia network infrastructure

Approach

To ensure that the strategic and operational requirements were
supported, the Constabulary commissioned Analysys Mason to

support an OJEU Restricted Procurement Procedure for the Restricted
procurem?nt of a converged managed network service Dispatch Requests 0 o Selection and Avard
Our work included: ;ﬁ%\'}gxz participate ssue standstill contract
w  network tender specification production
. Evaluation of Evaluation of
w  tender evaluation methodology . tender
w tender evaluation, clarification and selection PEMEES responses
w  network infrastructure due-diligence assurance support IT?fndei_r
clarification
w  contract finalisation process

w  implementation assurance and acceptance support
w  project closure and business benefits realisation

Benefits and results

The project fully resolved the technology and operational challenges identified with the legacy network

The converged network provided a scalable, flexible and robust network to support the operational policing and business requirements for the
foreseeable future

Project budget expectations have been realised with capital spend within budget expectations, while revenue remained cost neutral for a
network offering significantly increase capacity, network features and user functionality and overall enhancement to support commitments
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Acted as a key part of the team responsible for PITO’s

cornerstone PNN3 communications service

Business challenge

The Police National Network (PNN3) service is the basis of the police modernisation programme, providing secure communications and

enhancing interoperability between forces

PITO required support in procuring the framework for PNN3, which offers a portfolio of secure voice, data, video, mobile data, network security,

hosting and Internet services to the police and wider criminal justice community

Approach

Provided technical advice and assisted in the development/ production
of the PNN3 Statement of Service requirements (SSR)

Working within the procurement team, provided continual technical
advice and assurance during the evaluation, selection and negotiation
phases of the procurement process

Provided CLAS security consultancy and industry benchmarks for
service models, service levels and service credits for the procurement
stage

40

Benefits and results

PITO benefitted from impartial, expert technical advice when developing and producing the PNN3 SSR

“We would like to thank the
consultancy team for the support that
they provided to PITO during the
competitive process, from ITT, through
negotiations and final draft, to debrief
and wash-up. The support meant that
we were able to compress both
negotiations and evaluation into a
shorter timeframe than we would
otherwise have been able to do.”

Forming an integral part of the PITO technical evaluation unit, Analysys Mason’s consultancy team continued to provide PITO with the requisite

technical assurance and security consultancy advice during the evaluation, negotiation and selection process
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Created the business case for Northern Ireland Fire and

Rescue’s mobile data system

Business challenge

The Northern Ireland Fire and Rescue Service (NIFRS) needs to understand the business case for mobile data, believing that it was pivotal to

delivering a number of strategic objectives, as well as health and safety and operational efficiency benefits

Approach

Put the mobile data project into context with the strategy of NIFRS

Identified the options available, and assessing the benefits of each of
the options

Made recommendations from an operational, financial and technical
perspective

Developed a financial model to assess whole-life costs for different
scenarios

Developed and submitted a full business case, structured in

accordance with DAO 33/03 guidance

Benefits and results

Analysys Mason'’s findings within the business case were accepted by NIFRS, which has subsequently gone on to tender for a new Mobile Data

system, with Analysys Mason assisting with the entire tender and implementation process

Emergency cover
for the whole of NI:

over 5,500 sq.
miles

1.69 million pop.

41
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Providing technical advice to the Norwegian Ministry of Justice
on its public safety radio procurement and implementation

Business challenge

The Norwegian Ministry of Justice wanted to provide a step change in sharing and co-ordination of information between emergency personnel
working in the field, and initiated the Ngdnett Project to provide a joint police, fire and health public safety digital radio network

The Ministry required support in procuring and implementing the network, as well as technical assurance as the project progressed

Approach

For this ongoing project, Analysys Mason was first commissioned in
2002 as technical advisers to the project, and has:

w  Supported the production of the technical requirements
specification

w  Supported the evaluation of tenders The aim of the Ngdnett Project is to

provide a joint services (police, fire

and health) public safety digital radio

w  Provided specialist knowledge on public safety radio technical network for the whole of Norway:
and strategic risks and issues

w  Provided technical advice during the detailed design phase

. . . o . . covering nearly 100% of the
w  Advised on interconnection with digital radio networks in population, and around 80% of the

neighbouring Schengen countries

landmass

with network capex of an estimated
Analysys Mason continues its in-country technical support role GBP300 million

Benefits and results

As such, Analysys Mason has provided a leading technical assurance role, facilitating high quality tender submissions, critical assessment of the
proposals, enabling strong leverage to be applied during the negotiations with suppliers, and resulting in a ‘tight’ contract

This ensures that the Ministry is in receipt of a true ®@alue-for-money&solution
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Study for the European Commission into public policy
treatment of DTT

Business challenge

At the time of the project, DTT had suffered from limited success within the EU. The European Commission was therefore looking to identify what
measures, at Community level, could help Member States develop digital television in general, and DTT in particular

The Commission engaged Analysys Mason to explore the following principal areas: best practice for the sustainable introduction of DTT; lessons
learned from past experience; analysis of the specific contribution of DTT in the multi-platform environment in terms of services and business models;
and analysis of the possible added value of Community co-operation in this field

Approach

We analysed DTT, in the context of the various digital television Comparison of digital and analogue platforms
platforms, and explored its strengths and weaknesses, both
gualitatively, as well as economically

Focusing on DTT, we then examined:

w  the development of DTT in Europe, highlighting business
models and key lessons for, and reasons for, DTT success

w  the regulatory context for digital television across the EU

w  developments in new technologies, and their impact on digital
television

w  the impact of existing Community law upon digital television
development, and specifically the importance of general
interest objectives

Benefits and results

Our work provided the Commission with a clear view on whether migration is simply a case of replacing analogue terrestrial with digital
terrestrial broadcasting, or whether analogue terrestrial should be replaced with a mix of digital television platforms. It also described how DTT
will contribute towards migration and the degree of public/state support that should be allowed without infringing competition law

Our report has been published on the European Commission Website at:
http://ec.europa.eu/information_society/policy/ecomm/library/public_consult/index_en.htm#dttv
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Provided independent evaluation of an application to operate a

DTT system in Norway

Business challenge

The Norwegian Government issued a request for applications for a concession to operate a national DTT system, and required an independent

evaluation of an application for this concession

Although the invitation to tender was open to all, only one application was received

The government required an independent evaluation of this response, and recommendations on the way forward.

Approach

Carried out an assessment of the market opportunities and dynamics
for DTT in Norway, accounting for trends in viewer behaviour,
regulation, infrastructure, technological developments, and the unique
challenges of the limited amount of Norwegian-language content
available to broadcast

Consulted widely with industry players in order to complement our
understanding of the key issues associated with DTT with a detailed
knowledge of the Norwegian market

Completed an evaluation of the submitted application, including:

w  assessing business plan viability for all the major players in the
value chain, considering both free-to-air and pay TV scenarios,
and testing the key parameters of the business plans
submitted

Benefits and results

Our work provided the government with a thorough understanding of the likely outcome and possible risks associated with awarding the
concession. Specific strategic options were presented on how the Norwegian Government could take the process forward

As a result of our work, the Norwegian Government entered into negotiations with the application resulting in the successful award of the licence

Required investment level for analogue and digital transmission

800
700
600
500
400
300
200
100
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Project managed the Liverpool City Council CCTV scheme

Business challenge
As part of a commitment to improve the safety and security of the City’s many residents, workers and visitors, Citysafe — the City’s Community Safety
Partnership — was successful in securing Home Office funding to develop a £5 million-plus CCTV scheme

The CCTV scheme incorporates over 250 cameras that provide coverage of the entire city centre and large parts of the suburbs. A wide-area private
fibre-optic transmission network links the cameras to a newly developed control centre in the heart of the Liverpool Waterfront. Secondary control
centres were developed at the Liverpool headquarters of Merseyside Police and Mersey Regional Ambulance Service

Approach

Programme Management responsibility for CCTV, Civil, and Control
Centre refurbishment contracts

Evaluated the main contract tender responses

Provided project budget control and secured stakeholder funding
streams

Developed CCTV management and operational procedures
Prepared reports to the Council Executive Board

Provided contract administration of SRB and Home Office CRP Round
2 grants

Benefits and results

Analysys Mason acted as Programme Managers for the scheme, with overall responsibility for all aspects of procurement and implementation
delivery. We also developed operational and management procedures for the scheme, ensuring compliance with the Data Protection Act and
other legislative requirements
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Led the relocation of Transport for London’s data centre

Business challenge

Surface Transport, a division of Transport for London, operates from a series of buildings across central London. Many are central London buildings
that are not fit for purpose as computing host sites

Our recommendation was to relocate all of the computing equipment from the room. This recommendation was accepted, and our scope was
extended to project manage the implementation of the solution

Approach
Identified a suitable world-class third-party site in Docklands for
hosting
Procured space suitable for relocation

Designed, specified and procured fit-out of space (power, cooling,
network, cabinets etc.)

Created process for identifying, managing and moving servers under
formal change control

Successfully moved 60 servers without loss of business service

Benefits and results

Nearly 90 systems were successfully relocated from Westminster to the new facility, with no loss of data or end-user downtime. In addition, the
support personnel were successfully skilled up and trained in supporting relocated servers in a ‘lights-out’ mode, with remote management and
backup facilities

Surface Transport has since been in discussion with other parts of TfL, with a view to using the growth capacity in the Global Switch as swing
space for other server rooms in their estate
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Supported the Office for National Statistics in developing
mobile solutions for the Census

Business challenge

The Office for National Statistics wanted to assess the options for improving the remote-working systems used by its employees when conducting the
Census in 2011

Analysys Mason was therefore assigned to complete a mobile data strategy and implementation approach for mobile devices to meet the ONS
operational intelligence model to support up to 50,000 mobile users

Approach

Confirmed business processes to be improved by mobility

Identified business requirements for field force mobility

Outlined solution components for mobility

Identified options for each component

Made detailed recommendations on adoption and implementation

Benefits and results

As a result of the Analysys Mason report, the Census team was able to make a formal decision to embrace a Mobile Data Solution as a key part
of the 2011 UK Census operation — a decision that had been debated for two years previously

ONS is now building on Analysys Mason® strategic recommendations to incorporate mobile data in to its business planning and systems
procurement
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Supported the integrated control room for the Isle of Man
emergency services from business case to implementation

Business challenge

The Isle of Man recognised that its three, separate emergency service analogue (VHF and UHF) mobile radio systems were fast approaching the end
of their useful lives. Also, the three systems had limited interoperability, with control facilities in different buildings

The services felt they would be more effective with a high degree of co-operation.The Isle of Man wanted to investigate the possibilities of a real joint
control room

Analysys Mason helped to implement the joint control room and the new, island-wide, radio systems in parallel

Approach

Business case preparation

Individual service user requirements definition

Joint user requirement

Link bearer study to consider mobile radio backhaul network
Definition of functional design study

Invitation to tender, procurement/contract negotiation

Technical assurance and support

Benefits and results

Analysys Mason led the tender evaluations for both projects, continued as technical adviser throughout the implementations, and also provided
a project manager for the Command and Control and Radio/Telephony control system implementations

Officer safety has improved because each person has an emergency button on their radio, and control room personnel have access to an
unprecedented amount of information, before allocating resources

The services are seeing efficiency savings through this joint working and the unprecedented ability to manage incidents
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Conducted independent evaluation of publicly-funded
broadband projects in Europe for the EIB

Business challenge

The European Investment Bank (EIB) provides finance for a number of large scale projects across various EU member states

Following completion of a number of ICT projects, the EIB commissioned Analysys Mason to conduct an independent evaluation, including:
w degree to which the project objectives were consistent with EU policies
w extent to which project objectives were achieved
w extent to which project outputs were commensurate with inputs, that is, the efficiency of the deployment of the project’s resources

Approach
Phase 1 involved the structuring, data collection and preparation Our consqltants_ ass_essed proj_ects across Europe,
of the ‘Field Missions’ to the countries and companies receiving including in-country interviews
the loans

Phase 2 involved execution of the various Field Missions, Belgium
analysis of the content received, and preparing draft Mission France
Reports Germany (3)
Italy (3)
Phase 3 involved drafting of a Synthesis Report, which pulled Portugal
together the output from the various Mission Reports to draw out Slovenia
the various themes, followed by our overall conclusions and Spain (3)

recommendations

Benefits and results

In addition to meeting the three key objectives of the project, our evaluation helped to:

w identify net impact of EIB loans on the projects

w  assure the quality and contribution of the ex-ante appraisals performed by EIB staff, and of the project follow-up by borrowers and EIB
The evaluation also:

w  assisted the EIB’s governing bodies in the formulation of bank policy and strategies

w  offered practical support to the EIB’s Lending, Risk Management and Project directorates
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Led Viridian ICT strategy development and procurement

Business challenge

Viridian Group owns and operates the electricity supply and distribution systems in Northern Ireland
For historic reasons, the company had a complex arrangement for the provision of operational communications and corporate ICT systems

Analysys Mason was asked to review the delivery model, make recommendations, and run the procurement process

Approach
Conducted an extensive consultation programme across the The complex relationship between end users, ICT systems and the
organisation managed service provider(s) must be optimally addressed
Analysed service requirements and issued an RFI to the incumbent
provider to gather missing data Viridian end
Developed an optimal service delivery model based on meeting end- S
user requirements and achieving a good fit with market offerings
Undertook the procurement process, including: Corporate ICT Operation ICT
w  pre-qualification and short-listing process
w  requirements specification Service
w  development of service contract(s) management

w  vendor selection

Benefits and results
Our in-depth knowledge of the utility sector, ICT technologies, service delivery models and the supplier market meant Viridian was professionally
supported in all the key areas

With guidance, Viridian has been able to define an optimal service delivery model that will provide best value for money, meet end user
requirements, an appropriate governance structure, and the flexibility to cater for future changes
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For a large pharmaceutical company, performed a global network
design review, and supported outsourcing and transition

Business challenge

Analysys Mason was asked to provide an overall review of the proposed managed service provider contract for the full outsource of its network

and IT, including WAN, LAN, voice, data centre, mid-range server and desktop

The company needed to understand whether or not the overall proposed global design was fit for purpose, and to understand a benchmark for
the costs of each of the technologies across the entire global organisation (in excess of 200 countries), including MPLS, DSL, remote access

solutions, MB of storage etc.
Approach

Performed technical evaluation and benchmarking, including
discussing the trade-off between cost and SLAs, and benchmarking
the SLAs against similar companies
w  comparing the cost of owned versus managed/hosted storage
w  comparing the network solution against potential alternatives
w  comparing the telecoms partner against other global market
players

Reviewed the exit plan from existing supplier, and the associated legal
issues, while ensuring the proposed contract did not have similar
clauses to increase risk to client

Discussed the appropriateness of the CoS categories (current and
future requirements when voice and video services are incorporated)

Benefits and results

Analysys Mason provided expert analysis of the service delivery management charges and ITIL processes (> £5m pa) and advised on possible

Mobilisation

Initiation
meeting

Analysys Mason’s benchmarking approach

Service review
& benchmark

Analysys Mason
Database

Conduct

audit Levelling

. Report review
Reporting & final issue

End user negotiated tariffs

Telco published & unpublished tariffs
Contract performance KPIs

Actual performance KPIs

. Prepare Discuss
fRed‘('eW draft client's
indings report comments

Issue
draft
report

cost reductions, while assessing the positioning of the provider relative to other organisations in the managed services market

End

Amend draft
report

Amend draft
report
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For major Scottish Bank, reviewed and negotiated a managed

services contract with BTGS

Business challenge

A major Scottish bank required support for its technical and procurement teams to ensure the single source agreement for the supply of BTGS

managed services was fit for purpose

This included contract analysis, procurement support, technical support to the lawyers in preparing the legal contract, and negotiations with

BTGS

Approach

Reworked all the technical schedules, providing detail of the network
being supported by BTGS to keep it up to date with the current estate,
(including the network supporting the head offices, branches, ATM
cash lines and call centres)

w  these detailed the responsibility boundaries for the bank and
BTGS, with full technical inventory and network diagrams

Documented each of the key processes from incident management,
change management, and configuration management, through to
project management and handover of services from projects into
support, looking for best practice and @ EAN@mprovements

Benchmarked SLAs (30 in all) from incident handling and fault
resolution, through to project delivery timescales, and wrote an
appropriate service credit regime against the key five SLAs

Benefits and results

Samples outputs for the process — service levels and technical

This section uses examples of three potential scenarios to demonstrate
the expected service levels — and associate penalties

service level | M SETVICE | yonth 1 Month 2 Month 3

99.50% 99.50% 99.50% 99.50%

Example 1

gz

99.25% 99.25% 99.25% 99.25%
Example 2

99.30% 99.30% 99.30% 99.30%
Example 3

g7

Analysys Mason'’s input to the process also provided supporting evidence to reduce the managed services contract fee by over 15%

The result was a contract that was scalable to the bank’s demands if acquisitions and mergers (or demergers) took place, and which enabled

new technologies to be brought in under the same contract

It was a legally robust contract, in which we defined all new processes based on ITIL standards to meet the benchmarked SLAs, as well as
putting the governance in place to ensure that BTGS reported on its measures in a controlled, regular way
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