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Telcos Are Still  Firmly Rooted In An “ Access World” – And It Is Already Quite Complicated To 
Respond To All  The Challenges And Set The Right Priori ties For Future Growth. 

Source: Strategies for Transformation through Quad Play, Content, Applications & Transactions; Paul Berriman, PCCW Limited, March 2007
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Technology? Track & Work with
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Closely Track Access
Device Developments Client Sensitive
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Prioritisation of Key Actions

Develop Mobile 
Applications

Work with 
device vendors

Applications

Broadband
Wireless

Technology?

7

Develop Broadband Line /
Home Networking / FMI 

Expedite  NGN 
Implementation

-Prepare future Mobile
Business - Now!

Closely Track Access
Device Developments Client Sensitive

Lobby OFTA

Fixed & Wireless Review/Push 
NGN plan

Push for Wireless
Coverage/Capacity

Track & Work with
Large Operators
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Based On Regulation, New Technologies/Applications, And Primarily Socio-economically Caused 
Demand Shifts Telcos Are Battling With New Players For A Share Of A New Value Delivery Chain. 

Content
Providers

Device
ManufacturersAccess

Providers

Web
Services

Source: Arthur D. Little Analysis

Applications 
Battleground 3

Content 
Battleground
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Customer 
Battleground 1

Home&Device
Battleground 4

Network 
Battleground
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The telco world is changing significantly and rapidly so.
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The detachment of access and services requires telcos to review partnering options

Yesterday Today Tomorrow

Service and access 
provided

exclusively by 
Operators

(Fixed & Mobile)

Increasing detachment 
of Access & Services –

Operators lose 
revenues and 

ownership 

Complete detachment 
of Access and 

services – Operators 
provide Bitpipe

access and (some) 
services 

Access
revenues

Service
revenues Operator

Controlled

Value generation outlook for Mobile operators Strategic options

ISPs

Altnets

� Differentiation play

– Differentiation on Services 
through distinct customer 
segmentation 

– Segmentation of access 
services on all networks (QoS, 
cost, ubiquity, etc.)

– Re-Organization: Network 
Division and (independent) 
Service Division (incl. 
Partnerships)

� Niche play (Bit-Pipe)

– Focus on network services and 
basic communication services 

– Shrink organization

There is a need for telcos to partner

1
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Skype’s call control API

StrikeIron’s indentity verification

Telcos can play a role in this space by exposing key assets and capabili ties as Web Services 
but need to move quickly as the industry will  not wait and disintermediate Telcos

Authentication

Payments/ 
Billing

Location

Messaging

MNOs know the location of their users

Telcos master authentication and user management

Voice Calling

Customer 
Profiles

Telcos have extensive voice, IVR, conferencing 
capabilities

Telcos can leverage the profiles (not identities) of 
their subscriber base

Key underleveraged assets and capabili ties Leading Examples

Orange location API

Vodafone’s SMS Betavine API

DT’s Interactive Media agency

Disintermediation 
Examples

StrikeIron’s global SMS Pro

Nokia maps with GPS

PayPal’s Web Services API 

Doubleclick’s targeted advertising

DTAG’s T-Pay for affiliates
Telcos have comprehensive payment and billing 
options

MNOs possess messaging capabilities

Telcos are starting to play around but not necessarily with a Web2.0/SOA mindset since they try to 
dominate all relevant end user requirements with own services

BT’s authentication and user mgmt 

BT’s Web21C Voice Call Service 

Telcos have a “ natural” ground for value generation


