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Optimising the fibre deployment - how cutting 33% of homes passed can
reduce fibre length by 60%?

How to get the most out of vendors during an RFP process

IP transit costs — how these are almost negligible in Western Europe but
become limiting to profitability very quickly as you move further East (or into
the Middle East/Africa)

penetration rates — virgin territories may well be better than being second or
third into a neighbourhood

B mix of MDU'’s and individual homes subscribing to the service

B ARPU’s and number of subscribers

Afternoon Break @

Session 4 - Understanding the costs - OPEX and CoGS. This session will
look at the operating expenses related to the business and where you
should spend money to succeed:

B How do you cope with high interconnection costs?

B How much should you spend on advertising?

B How do you calculate the headcount for customer care?

B Calculating bandwidth costs

Summary and questions
End

09:00 Registration

09:30 Session 1 - Understanding the STRATEGIC POSITION of the
Different Technologies 15:30
B Understanding the future of broadband performance. 15:45
B Why is Fibre important for the future of broadband?

B How do the different technologies compete?

B How do the different technologies complement each other within an operation?
B The ‘hidden strategies’ of WIMAX

B Urban and Rural Strategies

B The long term outlook and ongoing competitiveness of the different technologies

11:30 Morning Break @

11:45 Session 2 - Understanding and Optimising the Opportunity - MARKET. 17:00
The section on UNDERSTANDING THE MARKET will help you understand )
the impact of the following questions on the business case:

B What are the current conditions in the market and how will they affect the
impact of new services?

M How do you estimate the overall market?

B How do you estimate your own potential share of the market and how do
you ensure this is realistic?

B How will the incumbent perform in the future against competition?

B What do existing revenues tell you about what you can charge in the future?

M What is the state of mobile broadband and how will this affect the potential?

B What are the competitive strategies that should be deployed for each
technology — what will work and what won't?

The section on PRICING, MARKETING AND SERVICES addresses

the following:

B How do you set prices — considering income levels, willingness to pay,
competitive products/services already in the market etc

M Pricing strategies

B Do you defend price or volume?

B How will pricing evolve for different services (and how will the elapsed time
and number of competitors affect this)

M How will pricing by technology change over time (e.g. fibre versus xDSL)

B The take up of services

W How will the current satellite penetration and regulation impact your sales of
TV related services?

B How delaying the launch of your service even for a small period can have
very serious financial consequences

13:15 Lunch (if})

14:15 Session 3 - Understanding the costs - CAPEX. This session will
cover the key questions driving CAPEX in WiMAX and fibre
deployments including:

B WIMAX coverage — where do you build and how many base stations will you need?

B How will the desired speed and performance of WiIMAX affect the design
and capex of your rollout

B How customer equipment choice in WiMAX deployments impacts how you
can sell and how you should install

B How do you calculate the outside and inside plant capex for a fibre rollout?

B How to avoid vendor designs destroying the profitability of your deployment

-

Workshop objectives

B Two NGN startups in MEGNA

B Broadband businesses across Europe

B Ventura’s own startup (which has reached 80,000 subscribers with
consumers receiving 100 megabit/s symmetric)

Being heavily involved in the largest WIMAX rollout in EMEA

Work for the FTTH Council and GSM-A

Business strategy development and modelling for operators and utilities
across Europe and GCC and for industry events such as FTTX MEGNA,
WIMAX MEGNA and for FTTH Council conferences in Europe and the
Middle East

This workshop will be focussed on the detailed business drivers of a broadband
implementation and the ways in which different access technologies can
radically affect your business plan. Richard Jones will compare and contract the
role of technologies such as fibre, DSL, WIMAX and HSDPA etc and illustrate
their strengths and weaknesses and the way in which they can be used to
compete individually, or together, within a market.

The workshop will include high levels of interaction and help people learn where
they should be paying attention in developing realistic plans for telecoms
businesses.

No two deployments are identical. Local conditions, regulation, penetration,

costs for digging, geography, license fees, spectrum fees etc will all impact the
business case and so the workshop will cover the main drivers of profitability
and also share the key aspects of building a realistic business model.

It will include key aspects of business modelling combined with real world
examples of costs, issues, best practices and potential traps for the unwary.

Who will benefit from the workshop

Anyone considering a new deployment or modification to their existing services
will benefit from the workshop as it will help their own assessment of the
opportunity and help them avoid serious mistakes in terms of estimation of
costs, potential revenues, penetration etc.

Commercial, strategy and finance personnel in current or proposed telecoms
operators as well as utilities looking to diversify into telecoms will find this a
valuable workshop in learning how to assess broadband opportunities, exploit
the good ones and avoid bad ones.

J

MEDIA & PRESS ZONE @"

0ff|0|al Arabic
Broadcaster:

M |

Endorsing associations:

moic

= m

CW mCubes masxerines ety

digital.com

For press and PR enquiries, please contact

m-r-sm review ﬂm

Media Partners:

Gulftelenews

Cn. n -‘-—tM - I"ll:

= =

—
\—kARAB

(—— Review {ﬁé ADVISORS

GROUP

UMTS FlerceWirgless  FlorcoBikia L insicnT.. S My Genie

] 1 ’- =
N / Lot T e b CABLESSATELLITE
EHGCUliv] ossMews telecoms® mahile apna | DIGTAL I

Sarah Northwood on, +44 (0) 20 7017 4615 or sarah.northwood@informa.com

Visit the website






