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Network operators have idle capacity

Skype cuts down
voice call profits

PN
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Skype with video Subscriber's connection rate is
will require 100x too low or too expensive for
guality bandwidth emerging new applications

- Cheap and expensive subscriptions work equally well for an
average subscriber, so the cheapest price wins

- There is virtually one product for all customers

- Operators are selling low-profit technical connections per kilos

- Operators have invested in bandwidth they can't sell

- Peer-to-Peer bypasses operator in selling service to consumers

- Operators must find ways to produce added value to subscribers




. E smsalﬂu What's Causing the Change

Almost 80% of Internet traffic is P2P
P2P is the main reason to subscribe broadband
lllegal P2P usage common
P2P can take all the given bandwidth with no room for others
P2P gets discriminated by the operators

Microsoft

SONY Encrypted P2P can not be limited
Legal P2P shouldn't be limited
Internet traffic will increase 1000-fold

- Peer-to-Peer is a new immaterial (wireless) media

- It Is the superior means to transfer data in terms of efficiency,
cost, and reliability

- P2P will be the main platform for emerging applications in
telephony (VolP), broadcasting (IPTV), and entertainment (VoD)

- P2P will dominate in business use (Microsoft)

- P2P breaks broadcasting monopolies
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Apply the following five steps to find the solution:

1. Adapt to the change and improve the odds to win

2. Increase productivity by means of automation to reduce cost
3. Apply product differentiation to attract large customer base
4. Increase the quality grade to get higher price for the product
5. Implement in terms of the competition on the market
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"Choose the battlefield to get the advantage”

Sun Tzu, The Art of War

1. Adapt to the change and improve the odds to win

- Use the congestion for your benefit, if you can't eliminate it

- Increase the internal connection rates to the maximum (Full Rate)
- Sell Internet bandwidth 1000 times instead of 10 times over

- Cease limiting unknown (P2P) traffic, ensure known traffic instead
- Sell priorities and guaranteed bandwidth to the services

- Now you can differentiate products according to type of usage




Increased Productivity

2. Increase productivity by means of automation to reduce cost
-Let the subscriber to do the work in the net with a browser

-Use automation to receive, activate, and charge requests

-Fast response increases customer satisfaction

-Automation enables subscriber-specific on-line service
-Reduced need for personnel dealing with customers

-No more work needed for identifying and limiting popular traffic




. Product Differentiation

3. Apply product differentiation to attract larger customer base

- Sell subscriptions according to the intended usage, not by kilos

- Home, Family, Game, Movies, Office, Custom, Telecommuting etc.
- Segmentate subscribers, e.g., http://www.lawyersonline.co.uk

- Low entry price for basic subscription plus profile upgrade options
- Offer attractive third party applications to each group

- Ally with application developers, support diversity




Increase Quality Grade

4. Increase the quality grade to get higher price for the product
- Develop more sophisticated products using new technology
- Listen to the customer, the trend is towards on-demand

- Enable instant and interactive on-demand requests

- Apply Pay-Per-Use, charging according to usage

- Apply gradual charging

- Look for killer applications, support immediately




Terms of the Market

Focus on Customer

G5ish  dsish

5. Implement in terms of the competition on the market

- Apply low entry price (market price) for monthly subscription

- Get the rest of the cash flow from supplement sales

- Monthly options, temporary options, provisional sales

- Apply highest best effort rates, the Full Rates, thus enabling
the emerging applications

- Few subscribers are engineers - "so what" instead of "what"




Operator's New Business Model

Temporary

Third party oriority €

provision €

Data volume €

Custom features €

In-house service
(mail, filtering, ..) €

Usage profile option €

Entry fee €

- Core Competence in Service instead Technology

- Applications are safe and easy to use, guaranteed by the operator
- Focus on application delivery, not on application production

- Higher priority for higher price in congested networks

- Customer segmentation and product differentation

- Sophisticated provisioning and gradual charging

- Choosing own (battle)field, different to competitors




Operator's New Broadband Product

Product Features New Old
- “: 5) Top rate in Mbps............. 1000................ 1
Guaranteed bandwidth...YES................. NO
" Monthly fee, entry level..4 €.................. 20 €
VOoIP support.................... YES................. NO
P2P support..........cceenenen. YES......c........ NO
Gaming support.............. OPTION........... NO
VoD support.................... OPTION........... NO
Customized support....... OPTION........... NO
Availability....................... Minutes....Months

- Home, Family, Nerd, Video, Game, Office etc. instead of "2 Mbps"
- Technical features optimised according to the intended usage

- Unlimited traffic on Full Rate connections

- Low entry price complemented with supplement sales

- For additional price, more demanding applications will work

- Easy and secure access to third party services

- Interactive subscription modifications in Internet




Next Generation Bandwidth Management

"Network Solution of the Year"

- Competing with the lowest price only really doesn't pay off

- P2P is a business opportunity but requires new business models
- New applications require high quality beyond Best Effort

- Sophisticated service instead of technology: Simple, Safe, Secure
- Fill the network with Full Rate subscriptions, sell priorities

- Combine a low entry price with options to increase revenues

- Options can be associated with the service of a third party




