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Quick Snapshot of Telecom & Services 
for an Enterprise Today 

ÁOffering from different SPs are quite similar, the competition 
become very tough

ÁNew applications, business models and industry-specific demand 
requires more service offering

ÁData services such as VPN
connectivity is growing extremely 
fast following the boom of FSI
segment

ÁService is moving from TDM
based to IP based 

ÁHeavy investment  made on IP 
NGN should provide new and 
high bandwidth services
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Customers Expect More Todayé
Do you offer 

Bandwidth on 
Demand service 

for my video 
session over 

VPN?

Are you able to provide 24x7 video 

surveillance service for my shops?

Can you provide access to my new ATM 
machine within 2 business days?

Market is Transitioningé

Which SP can 
provide more 
services at 
Lower Cost

Is your offered business 

voice service secured?

Do you provide a bundle of email 
and hosting service together with 
VPN services so that I donôt need 

to hire more IT guy?

Who should I 
outsource the 
IT services to
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SP Business Challenges

ÁToo many diversified demands from customers - only a small set 
fit to currently offered service portfolio

ÁDifferentiate the offered service from other competitors

ÁMaintain customers intimacy to subscribed services

ÁIncrease SLA to attract more high-value customers

ÁExpand business to new market segments ïhorizontal and 
vertical industry

ÁOptimize business processes to simplify customer interaction

ÁContend with complex organization structure and processes 
make it longer time to address new customer needs

REQUIRE A NEW APPROACH TO MARKETé
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Current Go-To-Market Model

Service
Providers

Service Delivery

Advertising/ Marketing

Training

Post-Sale Support
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Lacks of Scaling and Customer Satisfaction in services for businesses
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Data Center
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Partnering for More Success

Service
Providers

VPN

Voice

TDM LL

Video Conference

Data Center Service 

Delivery

Media Advertising/ Marketing

Training

Post-Sale 

Support

Sell 
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Targeted

Service 

Bundles

Value Added

Services

Stronger 

SLAs

Customized  Offers

SP 
partner

SP 
partner

Collaborative model to scale more and win more!

New servicesé
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Many more services with the new model

APM
(WAAS)

Storage

Managed
WLAN

(secure/location 
aware)

Managed 
LAN

IP PBX 
Onsite

IP PBX
Hosted

(HUCS/Virtual)

Collaboration

Business Customers

Datacenter
Virtualization

Borderless 
Networking

Unified 
Computing

APM 
(Content/App

Intelligent  Routing)

Managed 
Router

SIP Trunk
(CUBE / IP PSTN)

Mobility
FMC / Dual 

Mode

Collocation

Web Hosting
Security

Firewall
Security
IDS/IPS

Telepresence
On Site

Video 
Security

Disaster 
recovery & 

Backup

Infrastructure
Virtualisation

Security
Identity 
(IBNS)

Security
VPN Remote

Access

SMB
UC

Public Cloud 

Computing

Security
URL & Email 

Filtering

Security
Site to Site

VPN

DMS 
Video Portal

ETV, Signage

Collaboration
Web/Video

IaaS SaaS

Security
Edge Access
NAC / CSA

Energywise

Unified 
Business 

Video

UCaaS

Presence 
Collaboration 

Services

UC Clients / 
AttConsole

Messaging 
(VM, UM)

Application
Services

(MOC,CUAE,XML)

TPaaS 
Hosted 

Telepresence

Intercompany 
Media Engine

Teleworker

Telepresence
Video

Exchange

Policy Control

Medianet

TP / Video

TDM  

Gateway

Private Cloud

(inc vblock)

Instant 
Messaging

Contact 
Centre

Webex
Connect

EntSocial
Networking


