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» Fragmented market
» Excessive price competition
» Unsustainable

Competition

* Innovation

» Choice
 Better quality
 Lower prices

Consolidation

* Fewer stronger players
 Healthier financials
* Ability to invest

Telecom
Services

Deregulation

e Local vs LD
* Fixed vs Mobile

* Focus on margins
» Reluctance to invest
» Complacency

Government
Intervention?

Monopoly
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Asia-Pacific International Data Services Market
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Transactional

Strategic

IT applications

Enhanced Network

Manage
Optimize, Accelerate

Leased line, Ethernet
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IP VPN
Access
Leased line
Ethernet
\?V?rléless Networking
Vendor Management

IT Services

Consulting
Integration

Applications

Communications

Partnering

Application

Performance

Procurement
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What is Cloud Computing?

Concept not new — similar to ASP market
10 years ago

But it's different this time

- Technology have improved
dramatically

- Driven by search for new revenues

- Introduction of utility-based pricing
schemes

Favors large infrastructure players with
deep pockets

SME market presents new untapped
opportunity
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Low Value High Value

BB Wireless Social

Access BB btworks

Infrastructure Business Content Business

« Voice declining rapidly, but still the largest market
» Broadband access boosts home consumer market significantly
» Highly defendable, recurring revenue stream
* Infrastructure costs are high
» Can be profitable with scale
 Carriers are experimenting with IP TV, with limited success so far
* IPTV is mostly cable TV
» Expensive to deploy
» Users prefer off-beat content G artner
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BB access will happen everywhere — in time
* Internet infrastructure driven by:
- Video streaming
- Online gaming
- Competition
* Internet infrastructure enabled by:
- Low bandwidth costs
- Superior peering
- Content distribution

e Future:

- Internet will get even better
- No control over voice and Internet content
- Undesirable aspects will get worst

* Need to manage use of Internet Gartner
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