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Selected projects on international wholesale strategy

Project focus

Exponential growth strategy for
international minutes

Development of international
wholesale voice strategy

Prepaid services to emigrating
citizens

Identification of critical value drivers
for a carriers’ carrier

Review of operator’s wholesale and
international operations

Client type

South Asian
integrated carrier

European incumbent

MENA incumbent
operator

European carrier

Leading South-East
Asian operator

Key project results

Supported the international voice business of an integrated fixed and mobile operator in a
recently liberalised Asian country. The project focused on realising ambitious growth
targets for traffic minutes primarily based on traded deals. In addition, the project team
validated the key systems and processes which were expected to come under significant
pressure due to the rapid increase in traffic.

We produced an independent and thorough assessment of opportunities related to
international wholesale voice activities and the associated business models that could be
developed. The project resulted in concrete recommendations for the development of a
new offer, supported with market sizing and value chain analysis. It was further
underpinned by interviews with senior industry players in Europe, North America, Asia and
Africa.

The project included an in-depth assessment of the @thnicCprepaid market in six European
countries and the related wholesale international voice termination market. We modelled a
differential positioning along the voice value chain across the six countries under
consideration, based on the sizing of the traffic volume generated by immigrants and the
competitive landscape in each country.

A review of a marginal cost and pricing model to identify product profitability across various
pan-European routes. The project identified the critical value drivers in the carriers’ carrier
business model and recommended a sales channel strategy to optimise short-term value.
On the basis of our advice, the client restructured its sales incentive scheme to better
reflect product profitability and used the key value drivers identified to target and monitor
performance across the sales organisation.

Review of the company’s wholesale and international operations, which encompassed both
voice and data services. Following directly from this review, an action plan was devised for
the business with the aim of increasing financial performance and asset utilisation, and
meeting the requirements of the group® overall strategic plan.
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Selected projects on international demand estimation

Project focus Client type

Assessing the market opportunity for European long-
non-switched international traffic distance carrier
between Europe and Asia

Market assessment and forecast of  Global satellite
the Internet backbone connectivity operator

Modelling of future trends in Major European
international telephony traffic operator
volumes

Scenarios for network deployment European carrier
strategy

Key project results

The key objectives of our work were to ascertain the overall market size, test the product
proposition and determine the potential share that the operator could obtain. The results of
the project were used to inform the client’s investment decision and overall proposition.

The project profiled market conditions, and in particular ISP market developments, by
region and in 18 specific countries in Latin America and the Asia-Pacific region. We
reviewed the competitors in the Internet backbone connectivity market, including both
terrestrial and satellite operators. We forecast the total size of the Internet backbone
connectivity market, splitting it by satellite- and fibre-delivered services. The results of our
work were used as an input into the client® market entry strategy, as well as its business
case modelling and implementation planning.

Analysys Mason examined the relationships between traffic and non-telecoms parameters
such as wealth and line penetration. A comprehensive database of historical reported
traffic was compiled. (Estimates for non-reported traffic were added, together with another
years@lata, in a later extension to the project). Detailed forecasts of overall traffic growth
were then developed. Changes to the traditional correspondent system including callback,
switched transit and international simple resale were considered, and models were
developed to represent the effects of these changes.

Projection of the European international voice market over the next 10 years and an
evaluation of the development of the wholesale market. The results of this analysis were

used to dimension a pan-European network to offer wholesale services.
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Selected projects on international network feasibility

assessment

Project focus

Feasibility of developing a new
terrestrial international wholesale
route between Europe and North
Asia

Development of a sales plan

Survey of available capacity on
existing submarine cable system

Assessment of the European
opportunity for a voice product

Client type

Central Asian
Operator

Trans-Atlantic
submarine cable
owner

New-entrant
European operator

Leading international
provider of managed
data network services

Key project results

The route would provide the shortest link between Europe and North Asia and could
potentially revolutionise the way traffic is carried between the two points. The initial
feasibility focused on assessing the potential viability of such a route in the light of recent
investments in the SMW-4 cable and new Russian terrestrial routes. Based on our
recommendations on the service and partner strategy, the company undertook the process
of a full fledged project planning exercise to undertake the investment.

We provided background on the evolution of the market as well as an overview of the
major players. In the extremely competitive price environment, we identified interesting
combinations of sales targets and propositions, and assessed these for overall profitability
in a high-level business plan. The project results enabled the client to focus its sales
requirements.

A major survey for a new operator in Europe on the availability of capacity on a number of
international submarine cable systems. We interviewed established, facilities-based
licensees and reported on the means of leasing capacity, the contractual and technical
obligations involved, and the optional means of using third-party services for carrying
traffic. Interconnect and pricing issues were also examined. The client used the information
to prepare procurement plans for submarine cable capacity for the next five years.

The project helped to develop a launch strategy for a voice service. The market was
quantified and an appropriate time specified for the launch. The launch strategy included
positioning the service in relation to current and future competing services and also within
the client® existing portfolio. We also specified geographical roll-out plans, pricing and
marketing strategy. Based on the results of the project, the service was launched three
months later.
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Selected projects to support operational improvement/
Implementation of international carriers

Project focus

Operational and organisational
improvements in the international
voice traffic business

Implementation support for an
international IP voice provider

Negotiation support for an
international voice license

Comprehensive performance metric
dashboard

Client type

French carrier

Regional international
carrier

New entrant in MENA

Carriers’ carrier

Key project results

We undertook a diagnosis of our client® current situation and performed a thorough
benchmarking analysis through interviews with other operators, focusing particularly on the
impact of new integrated management IT systems on business performance and company
organisation. Following this, we identified the principal development requirements and
presented our findings to the board, which approved moving to the next stage in the
investment analysis.

Analysys Mason provided implementation support for the establishment of an innovative,
international voice wholesale operator based on IP technology. We advised our client on
business planning, regulatory considerations, organisation structure, corporate governance
and organisational support processes. In particular, we analysed the suitability of various
different domicile options for company incorporation, established internal processes and
delegation of powers, developed a Master Project Plan for the organisational launch and a
monthly business plan and budget for five years for all functional departments. We also
developed corporate governance structure and related processes and key functions as well
as requirements for support services.

Our client, a new-entrant mobile operator in a rapidly growing MENA market, was looking
to strengthen its retail business by gaining greater control of its international voice offering.
The regulator had stipulated a high licence fee that made the international voice business
unviable. We supported negotiations with the regulator to arrive at a fair licence price

Building on a detailed product profitability and value driver analysis for a carriers@arrier,
we designed an performance metric dashboard for the company’s sales organisation. We
also developed a simplified incentive structure linked to product profitability. The client
decided to implement the recommended dashboard solution through a prioritised MIS
development and amended its incentive structure for its entire sales force.
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Analysys Mason Pte Ltd
8 Temasek Boulevard, Penthouse Level
Suntec Tower Three
Singapore 038988

Tel: +65 6866 3203
Fax: +65 6866 3838

Email: enquiries@analysysmason.com

www.analysysmason.com
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