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Quick Snapshot of Telecom & Services
for an Enterprise Today

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

A Service is moving from TDM
based to IP based

A Heavy investment made on IP
NGN should provide new and
high bandwidth services

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

A New applications, business models and industry-specific demand
requires more service offering
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SP Business Challenges

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

A Differentiate the offered service from other competitors
A Maintain customers intimacy to subscribed services
A Increase SLA to attract more high-value customers

A Expand business to new market segments i horizontal and
vertical industry

A Optimize business processes to simplify customer interaction

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

REQUI RE A NEW APPROACH TO I\/IARIéE
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Current Go-To-Market Model

Advertising/ Marketing

Sell
Service Delivery

Training

Post-Sale Support

Service
Providers

Lacks of Scaling and Customer Satisfaction in services for businesses



Partnering for More Success
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Collaborative model to scale more and win more! 9



Many more services with the new model

EntSocial Webex Intercompany
Networking Connect Media Engine
laaS SaaS Policy Control
Private Cloud | Public Cloud
(incvblocKk Computing
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| Storage Web Hosting
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Backup Intelligent Routing (VM, UM)
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