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IBM’s telecommunications story is one of sustained industry investment visibly...
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often invisibly... ~50% of mobile traffic passes through IBM silichn)

‘ Server technology Specialty foundry
l . ® Cuystom logic Common Platform/JDA
. IBM servers
v v
® ®
Content Provider Mobile Operator Wireless .
Data Center Data Center Core Network Radio Access Network = .
N % - N “ R
(Copper :
Gateway and/or Radio network uwave or .
cloud controllers fibre) Base stations
® ® @ ®
» Packet forwarding » Packet forwarding < Packet forwarding + Control * RF transceiver < TV tuner, GPS
* Traffic mgmt * Traffic mgmt * Traffic mgmt processing » Baseband * Bluetooth
 Switch fabric Switch fabric » Systems interface e« Traffic mgmt processing « WLAN
* Fiber channel over * FCoE  Port processing » Power amps
Ethernet (FCoE) » Systems interface < Security * Power mgmt
» Systems interface » Security » Switch fabric « Transceivers
» Security » Cache » Antenna SWIt?%I
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Investment includes an extensive and expanding global network of
Telecom and Media & Entertainment resources and expertise

100+ IBM Centers of Excellence Worldwide IBM Research
= 15,000+ subject matter experts Innovation that Matters
= Global Center of Competence for Telecom, Media, & Entertainment

(GCTME)

NGOSS/BSS, Comverse and Oracle Centers of Excellence
8 Telecom Solution Labs (TSLs)

7 Software Solution Labs for Telco & Media

4 Industry Solution Labs with Telecom expertise

2 Media Solution Labs (TSLs)

. Societ Technology
3 Network Transformation Centers y

5 cross-industry showcases with telecom expertise

IBM Research

= Telecom is IBM’s #1 industry research focus

Industry Solutions Labs leveraging
. = 100 staff years devoted to Telecom-specific projects

= 250 staff years committed to cross-industry projects |

= Telecom is one of IBM’s targeted cross-industry .
markets “l|""
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IBM understands the Industry’s Challenges

Data Growth

Smart Phone and Mobile

Entertainment applications will
drive >10 to 30x mobile traffic in

next 6 years

Mobile as a Platform

Mobile networks becoming a platform for application

HTML 5, iPhone,

“By 2015, mobile Web technologies will have

Mobile tralfic per customer by dovice
Rl et

advanced sufficiently such that half of the

applications that today would be written as native apps will be,
instead, delivered as Web apps.”

Investment Required

Industry budgets over
$120B in network
upgrades over the next
4 years

— Pulse2012
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(Gartner 2009)

W Industry Spend
o Industry Upgrade Spand

Device Growth

Machine to Machine
communication has become a
multi-billion fast growing market,
and will continue to grow 4x in 5
years

Enterprise and Consumer Iﬂ’
Future Wireless enterprise applications require

Smart Apps at the edge of the network (Latency, g m e
QoS) _
Smarter City, Smarter Healthcare ;{H

Smarter Utility

Data Profitability Challenge

Rt

Transition from voice to data

5808 L

sE08 challenges profitability

g408 = e e |
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IBM is helping Communications Service Providers meet these challenges,
enabling transformation of business models, operations, services, servicing,
and customer experience

Deliver Smarter Services Transform Operations
* Information Management Transformation f\ * Order to Cash Transformation

« Customer Lifetime Value Management * Service/Network Assurance
, * Transformation
* Smarter Commerce Transformation
* Order Management
» Storefront, Portal & Partner Management , ,
] ) ] SMARTER » Service Assurance Solutions
* Next-Generation-Service Delivery Platform COMMUNICATIONS

* Revenue Assurance

* CRM Integration and BPO
 Digital Channel Transformation
 IT Transformation

» Cloud for the Telecom Enterprise

(SDP)/Smarter Services Platform)
» Cloud Service Provider Platform (CSP2)
» Vertical Market Services

_ Build Smarter Networks
Intelligent Site Operations . |ntelligent Endpoint Management

Intelligent Data Services . Network Infrastructure Services @

Network Analytics « Smarter Wireless Optimization
Self-Organizing Networks

— Pulse2012 6
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Network Operations Processes are key enablers of “low cost factory¥

cost structure, high quality services/servicing, and customer sat

— Pulse2012
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Operational Transformation: Complexity of managing customer services, E2E,
across multiple network technologies, is growing, negatively impacting costs and
customer experience

TRADITIONAL INTELLIGENT TRADITIONAL DATA CONVERGED IMS
NETWORK NETWORK

edia oice
¥ Ay itc
Router

ATM/FR
Network

IP/MPLS Core

ata
\.\ ”
CPE Network @

Costs, Complexity, Volumes t ARPU, Customer Sat -— “l|""
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Operational costs for many CSPs are still inordinately high...

NOCs
Functions Transport PDVS NMC-1 NMC-2
NOC 1 NOC 2 NOC3 | NOC4 | NOC5 [ NOC6 | NOC7 NOC 8 NOC9 [ NOC 10 | NOC 11 | NOC 12
Ticket Creation P P P P
Ticket closure P
Hand offs
Tier 1to 2
Tier2to 3
Tier 3 to Vendor
Inter NOC handoff
Alert to NCC
Alarm Correlation
Root Cause Analysis
Impact Analysis
Eqpt to fac/ckt
Fac/ckt to src
Fac/ckt to cust
eqpt to snc
Senver to Appin
Alarm Capture and
Notification
Alarm Thresholding
Testing
Access Test
Backbone test N/A N/A N/A N/A N/A N/A N/A
Sectionlization N/A N/A N/A N/A N/A N/A
E2E senvice test N/A N/A N/A N/A N/A N/A N/A P
Senice monitoring P P N/A N/A P N/A P N/A N/A P
Scheduled Maint. Mgmt.
Network Restoration
Alt. route generation N/A N/A N/A N/A N/A N/A

T|(T0|T

Ay

Alt. route configuration N/A N/A N/A N/A N/A N/A ‘@’

Automated referral from NE TBD TBD TBD TBD TBD TBD TBD TBD TBD TBD TBD P
Customer-Specific SLA Rep "ll""

A = Automated
* Single network ticketing system required to turn ticketing “hand-off”’ reds to yellows

P = Partial Automation * Topology-based correlation required to turn alarm “cotrrelation” reds to yellows/greens "'"'"

P I 9
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Network, Network Operations, Customer Care, and Marketing have the majority &
Service Providers’ costs and are key focus areas of IBM’s solutions

Key service provider functions and allocation of operating o
s . % of Total
expenses (Opex) and capital expenditures (Capex) spend
Procurement [11% 19 \
Finance & Acct. 1%
HR 1%
T 3%
Sales 3%
Marketing & NPD 9%
Network Ops 10%
Customer Care 17%
83%
Metwork 55%
0% 10% 20% 30% 40% 5S50% 60% 70% 80% 90% 100%
Melwork, Cusfomer Care, and Nefwork Operafions
l CapEx B OpEx l fvpically account for 75% of operaling
Source: [BM Analysis expensss and 88% of capilal expendifures

P 10
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Transformation capable of providing annual benefits* totaling 10-20% of

OpEXx, and 12-22% of revenue... (4-8B OpEx, 5-10B Rev — 5 years — 17B€ CSP)

Transformation Benefit Opportunities for Telco Service Providers

Domain

Benefits / Business Outcomes

Cost reduction

Revenue uplift

Other

Order to Cash

6—11% of OpEx

3-4% of Revenue

50% reduction of overdue A/R,
reduction of cycle time

Service /
Network Assurance

2-5% of OpEx

1-2% of Revenue

Capability for differentiated
servicing; reduction of MTTR

Service Innovation /
SDP / IMS

8-16% of Revenue

80% reduction of new service time
to market

Supply Chain (excl. Network)

1-2% of OpEx

3-8% of total spend, >20% of Inventory
OpEXx, 15-20% of Operation parts

Ay

@,

&repair
IT/AMS/ .
Desktop Support 1-2% of OpEx
Totals 10-20% of OpEx 12-22% of Revenue

*Preliminary and illustrative — to be validated by formal assessment

P 11
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Service Providers can transform the end-to-end SA process to

improve both revenue and cost efficiencies

e e Benefi
Improvement Initiatives Description
Drivers

1. Reduce customer churn and generate incremental
revenues through superior service management and
enhanced SLAs

2. Reduce revenue lost from service downtime and
SLA rebates

3. Enhance zero-touch end-to-end automation

4. Increase front-end resolution on customer troubles

5. Outsource select customer and network-facing
processes

6. Enhance self-service usage and functionality

7. Reduce % of dispatches

The ability to deliver differentiated and improved SLA’s should enable service providers to
reduce churn and generate more revenues from new and existing customers

Increased automation and streamlined processes should lead to a reduction in SLA
violations, which will impact both customer satisfaction and revenue losses

Implement tools to automate manual processes in both customer and network-facing
processes

Improve trouble entry systems to provide a “complete” view of the customer. Integrate
testing / diagnosis wizards to enable customer care representative to do up-front
analysis/diagnosis of problem. Integrate with network provisioning/activation systems to
enable real-time corrections of customer records, billing records and network configuration

Outsource select processes to achieve both productivity and wage improvements

Provide enhanced self-service functionality to make the self-service channels as intelligent
as the agent based process to prevent “low quality” tickets (e.g. trouble ticket status calls)
from entering the back-office. Integrate testing / diagnosis wizards to enable automatic
ticket creation upon confirmed service problems

Eliminate unnecessary dispatches through better up-front screening / analysis of work

1t Revenue

1t Revenue
1t Customer
Satisfaction

{ Opex

{ Opex
1t Customer
Satisfaction

4 Opex
{ Opex 5’
mluli
i
{ Opex '

— Pulse2012
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Service Assurance
Benefits of the Transformation

Cost Benefits

Estimations based on IBM Engagements in the
Communications Industry

= 12-55% reduction in cust-facing, 15-85% reduction in network-facing
(% OfSA Labor OPEX) assurance cost from zero-touch automation of E2E trouble management \
Zero Touch Automation process

31.4% (consenvative) . .
=  600% improvement in % trouble reports closed on 15t touch, 50%

Front End Resolution reduction in call backs for troubles not closed on 15t touch, 33% reduction
0 7.6% in trouble reports referred to Tier 2 agents

Outsourcing Benefits . L
8% = 35% reduction in wages, 10% productivity improvement from outsource
5-67 of cust. Facing process
Self-Service Functionality

251 2.9% = 35% reduction in call center cost of service assurance calls, enabled by

. 50% of call volume handled by self-service
Reduce Repeat Dispatches & Calls

0.3% 0.4%

! I !

. 0 S . .
0% 10% 20% 30% 4o% 59/6 red.uctlon in repeat unnecessary dispatches through improved
diagnosis and fault resolution

Opportunity to reduce 45 to 56% of labor related Process/platform transformation improves efficiency

NA/SA operating expenses and customer satisfaction

*Preliminary and illustrative — to be validated by formal assessment "I" "
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Example Service Assurance Transformation - Process

Enabling the processes to become more streamlined and automated

lllustrative Process Improvements

Pre-Transformation Network Facing Process

5r_icr;g ”_? > _“r"aml'a"y '°°r';“p —»{ Manually route —»| Manually bond If customer ticket,
: rdgel ~| Topology, perform A ticket to switch site Tkt, if needed Manually Route it to
Receive tkt | —® [ ceded Tests and igolate issue v ‘¥ [ Customer Facing group
. Send
Receive alarms, | —p o Manually route »| Manually Restore » Manually Test i
create ticket Notifications, A ticket for dispatch and/or Fix issue and Verify fix If network ticket,
If needed Manually Close ticket
Time to Repair 30 Minutes 3 Hours 8 Hours 30 minutes
T —
Post-Transformation Network Facing Process
> : If customer ticket
| Auto Test and —p| Auto route ticket | — | Auto/E-bond ! ’
Auto routed tkt | isolate issue to switch site Tkt, if needed Auto Route it fo
Auto \ i Customer Facing group
Receive Auto Send A Else |
e uto Restore, ’ —_— > et
correlated Alarms. ~ Notificati Auto route If ibl » Manually Auto Test | ©—— ¢ Lorwork ticket @
; ticket for dispatch possible 4 and Verify fix S
Auto generate ticket ons restore/fix Auto Close ticket

Near Real-Time Flow through with Exception Handling ||||| ||

| |
I I 20 1 2 =
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SOA-based Process Automation Architecture

- 20 g &%
} '

Command fControl Centers Account Managers

[ Wi o |

e P

S9Ny,

%]

1bswabeue

i Websphere Process Server
Websphere Enter

rise Service Bus

SOA Adaptor SOA Adaptor

SOA Adaptor SOA Adaptor SOA Adaptor SOA Adaptor SOA Adaptor
* Inventory Fault *Performance [ Test ] Service Quality Trouble Change
Management | | Management Management Management ) | Management |{ Management || Management
hamlggL TCAs v \ 4 A 4
Lookups
A M i:"

Operations Service Models Dashboards J

[ LT
||-|| ||
| |
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Overview of the solution: Move from reactive, product-specific, servicing

silos to a common, customer-centric proactive servicing model

EEI“|I'M“'IFW‘_I PW_IFW_'“FIF""_I

BEEFORE

= Manual

= Many Product-
Centric
Systems

= Inaccurate data P

= No Self-service

Helped client
transformation

M 'i |
C
Metwork Systems: Multiple ) D
Fault, Test & Trouble

Systems; Generally
technology-specific Call Center/

g Work-Center i:..
Exception Processing

that reduced
costs 20-40%, and
improved KPIs

— Pulse2012

| Potect | rmm p.-.wm-| pEEAS Multiple Trouble Systems,

|

Customer Facing Systems:

Generally Product-specific

Service Assurance Platﬁ::rm

(SOA Based) [EBUSInes

Automated and Integrated Assurance

AFTER

= Automated, with

« Exception
Handling

= Integrated,

Customer

Centric platform
« Self-Service

Ay

\@.

||-|| ||
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The company achieved large KPI improvements through the Service and{@
Network Assurance improvements 43

v' Zero Touch automation for Trouble . .
Management KPI Improvement with Automation/Flow Through
- IVR and WEB access for trouble reporting
- Automated Electronic Bonding with = 40% troubles cleared through Zero Touch
Access Providers
- Automated customer Status and Turn-Up = 91% of the reported troubles < 4 hours of MTTR
v Flow Through automation for Trouble = 60% reduction in Care Centre calls for troubles
Isolation
- Automated business logic = 74% trouble referrals via Electronic Bonding
- Knowledge based rules for trouble _ _
isolation = 90% Pre-service Testing automated
- Automated Network Testing _
= 80% of customer status done automatically
v' Automated Pre-Service testing of circuits
= 75% of customer turn-up done automatically »
@~

P 17
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Focus ll:' OpEX Increased Automation allows:
reduction to - process efficiencies and resulting labor optimisation
. - reduced time and errors to solve problems. Reduced
produce cl_ear direct \ pumssssems | Number.of Dispatches
tangible

Increase

Operationa| Proactive diagnostics and filtering and correlation of event
measurable Efficiency ..data reduces the number of action points
benefits Consolidation framework of Service Assurance function

Service
Assurance
Value
Proposition

Reduce Revenue Loss from Outage by prioritization of
Revenue . _SLAs, customer and revenue impact faults

e S s

Service Quality and Reliability increases customer Reve n u e .

...Satisfaction and loyalty

Reduce Ry
Customer Positive Service Information, First Call Resolution, @
Churn ...Resolution Time leads to better customer service ... I i

I n
Single window for resolution / information for all services i I:i

provided by service provider leads to high customer It
satisfaction and reliability. ||'"'||
(| Lt |
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Example value driver tree: What drives poor assurance?

A1.1 Alarm Aoods/ Irrelevant Alarms (eg. Hanned outages) —missed
alarms/ overload on NOCFTEs

A1.2 Unable to do Root Cause Analysisto Gorrelate Alarms/ relateto
particular element outage

A1. Poor alarm
Management

A2.1 Inability to Associate alarms/ Infrastructure to Service Instance
Inventory for customers

Diagnose/
Test Time

A2. Poor Service
Impact Analysis (for
alarms/ tickets)—
Link Alarmsto

A2.2 No Singleview of Inventory (See Activation F1.2)

A4.1 Multiple Diagnostic/ Testing systems

A4.2 Poor SLA—OLAvisibility; No automated capability to transfer TT

/‘ A3. Delays/ Brorsin

Cost per Service | - gfeotiv'::;i Diagnosis/ Test information along with customer criticality / SLAinformation
Ad. Limited/ . - -
A4.3 Multiple Ti —No |

Manually managed 3 Multiple Ticketing Systems—No Integration
How A4.4 No ability to provide automatic feedback on status of diagnosis

AN —especially in case of No Fault Found situationsonce the ticket cross

. over into another TT system —Manual ticket tracking/ high admin
AS. Ineffectlw_aVVork time for status checks.
Force Allocation
Hild Fix A6. Dirty Ticketsof A45 Poor visibility of Jobs/ Jeopardiesfor criticality based work
ime assignment

Work / Feld NFFs

|
|
|
)
)
|
: )
|
)

A5.1 Poor visibility of SkillsMatrix, Availability, Leaveroster, etc...

Legend: Go to A3—FErrorsin Diagnosis/ Testing }‘ o
) Highimpact @
[: Medium impact I "

II
E Low impact ||
||.II.||

— Pulse2012 -
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Conceptual approach to Strategic OSS aligns the levers and enablers o i
Transformation to achieve cost & cycle time objectives \)

1) Product Roadmap (2) Markets & Segments
Timing of new products & exiting products ' egments, retain segments and exiting segments
Understanding of capabilities requiree sabilitiessrequired from IT and Network

|-

(4) Process, Technology, Organisz
\Z\E]ned processes drive new operating model and functional unit efficiencies (3) Network Roadmap /
enable cycle time improvement

Strategic Enablers — Essential to support the objectives we seek to achieve .,
(1) IT Roadmap AND Process & Best Practices — ensure the new org is set

. , up for the long term o
(2) Markets & Segments (retain, new, grow, decline) (20 Network Roadmap ::I ii“
N III
KL
| |

— Pulse2012 -
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Business Case Realization will define, track and measure programme
value against the desired Business and Financial Outcomes

Business Case, Benefits Approach
and Governance
Integrated Approach & Deliverables/Milestones

\o"
\ PLAN

BASELINE
Value

Realization MODEL

MEASURE

Deliveranie
= Value Driver Trees with impacted metrics identified
= High level modeling framework

= Clear business case and measurement approach

L] overnance & accoun hilitie Metrics “Glossary”

3

Deliverables

= Baseline Data for impacted metrics

= Business Performance Tracking Tool Template
= Baseline metrics aligned to process

Deliverabte

= Baseline models based on metrics and phases

= Business model scenarios

= Assumption models, signed off by stakeholders
=_Agreed business model & Initial improvement targets

Deliverables
= Performance tracking tool

= Business Performance Tracking Process
= Business Performance Tracking Reports [l

P 1
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Ingredients Of Typical Transformation Plans

Based on our experience, successful transformation has 3 key phases:

1. Defining A Clear Transformation Strategy
— Understanding current state and prioritized list of business goals
— Identify available performance improvement levers
— Create an holistic Transformation Change Program across People, Process, and Systems — Rationalize,
Simplify & Reorganize
— The program should support the retention of top performers
— The program should be phased and managed based on outcome priorities

2. Executing well-defined subset of the overall transformation plan

— Get some quick wins
— Gain an understanding of organization’s execution capability, governance, program management, change

management, etc.

Ay
~ -

— Realize and validate the planned transformation goals @

3. Re-invest benefits gained from transformational changes to create a self-sustaining transformation plan ||I|iI||
I
| |

P 22
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Start with a solution and build upon it over time to achieve a
simplified, flexible and lower-cost infrastructure.

© @ @

Choose a project Build on the value Achieve a simplified, strategic
1 and implement it 2 of previous projects, reusing infrastructure.

to achieve assets and implementation

immediate ROI. patterns.

\‘s‘ ‘I
I II||
[ LT
||-|| ||

| |
23
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Transformation Approach

Steady-state

Transition
ranstormation

Strategy &

Transformational Aspects

Market &
Competitive
Strategy

Operations

Consolidation

Strategy

Business
Architecture
Program
Management

ange
Deployment

NMananomaon

_ Timeline_ __ _ Metrics &

Change
Readiness &

Analysi
Strategy alysis

Process technology
support

Operations
Strategy

Technology
Strategy

—— o - o - - —— o - e e = -

Performance

To successfully establish a consolidated operations the
transformation must be conducted in distinct stages.

If the total complexity or the number of existing operations was high an
iterative approach only consolidating a limited number of operations in
each step was suggested

g
-

The business benefits are achieved through a series of key mechanisms: ®

. e i
- Focus on core processes and industrializing of these ::“ii“

- Improved automation and simplified technology support (VR
. . . | |
- Organization and technology designed to support the core processes
Pulse2012
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Create an understanding of a service provider’s current/target state, establish the
business case for change, and define the roadmap for transformation

3 Current Assessment Define
S Analysis Desired State
o Understand Define
» Review Strategy & Vision = Define Key Business objectives = Define Recommended Option
o 4 . Define Assessment Scope = Establish Desired Level of Service = Align Options with Business Priorities
o= i ASS?SS Capab|! ities and Processes = |dentify Target Capabilities = Develop Transformation Initiatives, i.e.
w©| >| *= Review Operations and Support Change Management
= ‘.5 = Assess Stafﬁng and Costs : ASSGISS IndUStry SISIERE - NOC Transformation, Consolidation
< = Understand Current KPIs/SLAs * |dentify Gaps . 0SS Transformation
= Complete Inventory of Applicationss = Define High Level Operating Model - Partner/Supplier Management
* Understand IT plan/backlog = Define Tactical Initiatives (Quick Wins) Co
= Assess Application Maintenance and « Define Financial Cases * Develop High-level Roadmap
Upgrade Costs e\ i o
= |dentify Viable Transformation “Options
0
2
% = Scope Summary = Business ObjectiVeS
’5 » As Is/Existing Staffing Capability = Targeted SLA's and Perfor'n'1ance Metrics
E = As Is/Existing Operational Capability " Target Oper.atlonal (?apablllty
[ o L - = Transformation “Options”
2 = As Is/Existing Application Capability = Gap Analysis
é) * Baseline Cost Model = High-level Operating Model
= Baseline Performance Metrics = Tactical Initiatives (Quick Wins)

= Financial Cases

- p 12 2
Meet the experts. Optimise your |nfrastruc1ure




IBM combines its capabilities of the 3 levers in a unique way to achieve an
optimum of efficiency and effectiveness of OSS Assurance

= Kernel implementation in central competence
Sharing of g‘;“t?r  ctandard t
Resources aring of standard components
= Flexible Cloud
based delivery

and
de‘ﬁo}/me”t Operating &
models :
= Wide range of Sourcing = Built around Industry Leading Tivoli
attractive Model Netcool/Omnibus , these capabilities are
Business critical to reduce the amount of time spent in
models COTS root cause analysis.
Products = Standardized ITIL & eTOM Processes & @

NGOSS interfaces

= Leading Big Data/ Information Mgmt
technologies integrated to provide real time ||.|| ||
Customer, Service and Resource Monitoring "l

P 26
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Trademarks and disclaimers

© Copyright IBM Australia Limited 2012 ABN 79 000 024 733 © Copyright IBM Corporation 2012 All Rights Reserved. TRADEMARKS: IBM, the IBM logos, ibm.com,
Smarter Planet and the planet icon are trademarks of IBM Corp registered in many jurisdictions worldwide. Other company, product and services marks may be trademarks
or services marks of others. A current list of IBM trademarks is available on the Web at "Copyright and trademark information" at www.ibm.com/legal/copytrade.shtml

The customer examples described are presented as illustrations of how those customers have used IBM products and the results they may have achieved. Actual
environmental costs and performance characteristics may vary by customer.

Information concerning non-IBM products was obtained from a supplier of these products, published announcement material, or other publicly available sources and does
not constitute an endorsement of such products by IBM. Sources for non-IBM list prices and performance numbers are taken from publicly available information, including
vendor announcements and vendor worldwide homepages. IBM has not tested these products and cannot confirm the accuracy of performance, capability, or any other
claims related to non-IBM products. Questions on the capability of non-IBM products should be addressed to the supplier of those products.

All statements regarding IBM future direction and intent are subject to change or withdrawal without notice, and represent goals and objectives only.

Some information addresses anticipated future capabilities. Such information is not intended as a definitive statement of a commitment to specific levels of performance,
function or delivery schedules with respect to any future products. Such commitments are only made in IBM product announcements. The information is presented here to
communicate IBM's current investment and development activities as a good faith effort to help with our customers' future planning.

Performance is based on measurements and projections using standard IBM benchmarks in a controlled environment. The actual throughput or performance that any user
will experience will vary depending upon considerations such as the amount of multiprogramming in the user's job stream, the I/O configuration, the storage configuration,
and the workload processed. Therefore, no assurance can be given that an individual user will achieve throughput or performance improvements equivalent to the ratios
stated here.

Prices are suggested U.S. list prices and are subject to change without notice. Starting price may not include a hard drive, operating system or other features. Contact your
IBM representative or Business Partner for the most current pricing in your geography.

Photographs shown may be engineering prototypes. Changes may be incorporated in production models.

Al
®
||||||||

Mest the experts. Optimise your infrastructure. —



http://www.ibm.com/legal/copytrade.shtml

	IBM’s telecommunications story is one of sustained industry investment visibly…��
	often invisibly…  ~50% of mobile traffic passes through IBM silicon�
	Investment includes an extensive and expanding global network of Telecom and Media & Entertainment resources and expertise 
	IBM understands the Industry’s Challenges �
	Operational costs for many CSPs are still inordinately high… 
	Transformation capable of providing annual benefits* totaling 10-20% of OpEx, and 12-22% of revenue… (4-8B OpEx, 5-10B Rev – 5
	Service Providers can transform the end-to-end SA process to improve both revenue and cost efficiencies
	Service Assurance�Benefits of the Transformation
	Example Service Assurance Transformation - Process
	SOA-based Process Automation Architecture
	Overview of the solution: Move from reactive, product-specific, servicing silos to a common, customer-centric proactive servic
	The company achieved large KPI improvements through the Service and Network Assurance improvements
	Service Assurance Value Propositions
	Example value driver tree:  What drives poor assurance?
	Conceptual approach to Strategic OSS aligns the levers and enablers of Transformation to achieve cost & cycle time objectives
	Business Case Realization will define, track and measure programme value against the desired Business and Financial Outcomes
	Ingredients Of Typical Transformation Plans
	Start with a solution and build upon it over time to achieve a simplified, flexible and lower-cost infrastructure.
	Transformation Approach
	Create an understanding of a service provider’s current/target state, establish the business case for change, and define the 
	IBM combines its capabilities of the 3 levers in a unique way to achieve an optimum of efficiency and effectiveness of OSS Ass
	Trademarks and disclaimers


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


