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Emerging Trend

Service Based

Infrastructure On Line Life

Monopolized Telecom Era

Competitive ICT Era

Network Based
Infrastructure
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The New Paradigm

Legacy R NGN
Dedicated Resources Shared Resources
One Service, One Network Multiservice, Converged

Dumb Devices Intelligent Devices
Geography Specific Death of Distance
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NGN Services

NGN Services need to be cost effective & easy to use

military » corporate —* consumer
>opex/capex\ >capex/opex\ > Price A
doesn’t sensitive, sensitive;
matter; ROI driven; Slow learner
| 4 N / \ /
Feasibility Monetization Ease of Use
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Challenges to be addressed

Technology

Regulatory Framework

Service Delivery

Value Chain /Ecosystem
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Business Drivers

Top Line

 New Applications / Services

Bottom Line

» Capex / Opex

* |nvestment Protection

» Obsolescence, Maturity

Profitability

e Customer Life time value
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Commercial Issues and Challenges

e Business Model
« Charging

» Service charging

» Application charging
e Settlements

e Inter —operator

« ASP
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Telecom Market Dynamics

Technology driven value chain construct > Segmentation of the telecom business model.

Yesterday's
Monopoly

Value Added
Services

Carrier has control
of the entire PSTN

There is only one
business model

Carrier defines the
business model

Today's
Monolith

Liberalization/
De-Regulation

proprietary interface

Carrier controls
(customer) access and
control layer

Competitor restricted to
reselling and wholesale

Business model defined
by price competition

Disintegration

IP-based Control

New Business
Paradigm

Tomorrow's

SalesCo

NON I VION

NetCo

The network is split into three
independent layers with IP as the
common protocol and open interfaces
between layers

Different entities may operate in all layers

Separate business models emerge for
sales, service and access/transport
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NGN Drivers

Service Provider

NGN Drivers

Telco Service provider
Mobile Operator
ISP / MSO

New Entrants from the
web world

 Google
« MSN

 Yahoo

New Revenue streams
Captive requirements
New opportunities

Over the Top services
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Business Model

* Legacy telecom operators will make overlay deployments for NGN and
will follow the cap & grow model, ensuring maximum investment
protection.

» Mobile operators will make green field / brown field deployments. It
makes sense for these players to become ILD/ NLD operators for
captive traffic, in order to justify the business model for NGN
deployment.

* |ISPs and MSOs will make green field deployments and may make a
business case out of becoming NLD / ILD operators as well as access
providers in certain areas.

 New entrants from the web world, who were enjoying a free ride until
now, may decide to partner with NGN operators for providing service to
their customers on innovative business terms, driven by market forces.
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Possible Approaches

Types of
Services

Application

Content

Transport

Access

Telecom can, must, will carve out a role in markets
consuming “Content” & “Application” offers

NGN Content,
Processing “direct”
service revenues

NGN Access,
Transport service
revenues

Model A: integrate own
Content/Application/VAS offers directly
with Access, Transport service portfolio

Model B: provide pan-operator fulfillment platform
for other's Content/Application/VAS service
offers

NGN Content/Application/VAS “in-
direct" service revenues

NGN Access,
Transport service
revenues

NGN Access,
Transport service
revenues

>

NGN service
revenues
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Charging

Charging Regime
- Distance, Duration, Location or Session ?
- Usage Based or Flat Fee — Eat All You Can ?
* ldentifying the Chargeable commodity
* Minutes or Bytes ?
e Unlimited ?
 ASP charging model
» Application based ?
* Whole sale or Access charge ?

e Revenue share ?

« Charging in Real time with session awareness & cost determination for
network usage > Simple Tariff structure for end user clarity
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Interconnect Settlement - Voice

Today’s Interconnection Revenue Model : Voice

Voice interconnection

Metwork [
Carrier

MNetwork /
Carrier

Network/
Carrier
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Interconnect Settlement - Internet

Today’s Interconnection Revenue Model : Internet

Peering/IP-transit
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Interconnect Settlement - NGN

* Interconnection Revenue Model for NGN will not be simple / straight
forward as in the case of voice or Internet services

« Partner ecosystem will evolve over a period of time & will always be
dynamic considering

» Multitude of applications
* Short Life cycle

* Industry convergence

e Value chain construct will be much more complicated for Nexgen
services & applications

* Protecting the interests of all the stakeholders to achieve a WIN-
WIN proposition for all.

Wil Clearing House concept be helpful ??
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Customer Expectations

Today

’

N
Any-Access | Rich Contents |

VFn
% Wireline ﬁ m
HTTP 9
RTP )

Browsersl Web Pages}

Flej HTTP | 5

P2P,Game| Servers |

e Total Solution and not just voice, data or both

e Differentiated Class of Service and Flexi Tariff

e Personalized, On Demand, Interactive

e Device-agnostic service — Mobile, Laptop, PDA etc
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Summary

« NGN is APPLICATION driven & NOT TECHNOLOGY driven

 The success of NGN will depend upon these services and the ways of
iIntroducing them

» Ease of Use - Increase uptake & Service adoption

» User experience & Value proposition - Propensity to Pay

e Itis important to understand NGN from the economic perspective —
TCO Vs TVO analysis

* Which new services can be delivered through NGN?

* How to evolve existing networks towards NGN ?

« Service bundling is cost effective, but it is important to consider which
services to bundle

« NGN is not a question of if, but when ?
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