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STL Partners helps our clients innovate, grow, and stay ahead ¢

of existing and new competitionin a digital world C
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STL Partners Consulting: Develop and execute a winning strategyin
the Coordination Age
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STL Partners
Services

Planning for growth

Developing a winning
business model

Building a successful
Go-To-Market strategy

Engaging with
customers

Identify, assess, and prioritise
the viable strategic initiatives
to drive growth.

Define, develop, and prioritise
customer use cases, the
associated services,
commercial models, and
guantified business case.

Practical steps in launching
new initiatives: developing
compelling propositions, go-
to-market plans, and reusable
tools to empower sales
teams.

Build mindshare and engage
digitally and face-to-face with
influencers and decision-
makers at target customers.
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Planning for growth

Developing a winning
business model

Building a successful
Go-To-Market strategy

STL Partners Consulting: Develop and execute a winning strategyin
the Coordination Age

Engaging with
customers

Market analysis and
landscaping

Market sizing and
forecasting

Identifying and prioritising
strategic opportunities

Use case identification and
definition

Use case scoring and
prioritisation

Detailing and
recommendation of viable
business models

In-depth modelling of the
business case (revenues,
costs, ROI)

Customer proposition
development and testing

Building and detailing of
viable go-to-market and
sales strategies

Partner strategy, scouting,
engagement, & facilitation

Development of tools to
empower the salesforce

Generation of insights
driven by bespoke
research programmes

Promotion of insights and
lead generation through
customer engagement
campaigns (e.g. private
events, publications,
webinars)
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1. Planning for Growth

Identify, assess, and prioritise the viable strategic initiatives to drive growth.

Market analysis
and landscaping B

Conduct research programmes, including customer interviews, to understand market trends and
dynamics

Map the competitor and partner landscape, value chain segments, and wider ecosystem structure
Leverage desk research and existing expertise to build and extract learnings from a long list of case
studies, within a technology or specific industry vertical, from within and beyond telecoms

Market sizing .

and forecasting

Produce market sizing research estimating, for example, addressable market, indicative revenues,
expected data volumes etc. to forecast market trends and inflexion points

Provide underlying assumptions, model logic, and usage guidelines to handover model as a value -add
tool to clients

Test and validate output and assumptions through customer/partner interviews

Refine iteratively with the client to co-create a deliverable

ldentifying &
prioritising .
strategic ’

opportunities

Develop key criteria in collaboration with the client and wider stakeholder groups to assess the potential
value of identified opportunities

Evaluate and prioritise initiatives based on the client’s core objectives and capabilities

Drive alignment and share knowledge in strategic workshops

Provide clear recommendations on initiative roadmap, including next steps, client roles and
responsibilities, timelines and milestones

© STL Partners | Proprietary and Confidential
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2. Developing a winning business model

Define, develop, and prioritise customer use cases, the associated services, commercial models, and quantified

business case.

Use case
identification and
definition

Use case scoring
and prioritisation

Detailing and
recommendation of
the viable business

models

In-depth modelling
of the business
case

© STL Partners |

Leverage desk research and existing expertise to build long list of potential use cases, within a technology or
specific industry vertical

Develop use case profiles including use case descriptions, Gaddi pitches/use case propositions, and key product
elements for the client (e.g. target customer segments)

Product: Edge use case service — click for more information

Develop key criteria in close collaboration with the client, through meetings and workshops with wider stakeholder
groups, to assess the potential value of identified use cases

Scoring and ranking of the use cases against developed criteria

STL Partners facilitated workshop(s) with the client to refine use case scoring and align on prioritised use cases for
further development and exploration

Market analysis to assess the competitive landscape, value chain, potential partnership opportunities and existing
pricing models/strategies

Interviews with end users, customers, and ecosystem partners to validate the opportunity, commercial models, use
case drivers/proposition, minimum product/service requirements

Develop and prioritise the viable business models for delivery of the service based on the client’s strengths,
weaknesses, and opportunities

Market sizing forecasts to assess the addressable market and revenue opportunity at a use case and country level
Model costs over time for developing the use cases/services, including infrastructure/ platform building

Conduct sensitivity analyses to assess the value derived in different potential scenarios

Derive ROI for the service to build a detailed business case for the initiative

Proprietary and Confidential
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https://stlpartners.com/edge-computing/edge-use-case-service/

3. Building a successful Go-To-Market strategy o

Practical steps in launching new initiatives: developing compelling propositions, go-to-market plans, and reusable

tools to empower sales teams.

Proposition

developmentand
testing

L)

Building and
detailing of viable
go-to-market and
sales strategies

Partner scouting,
engagementand
facilitation

Developing tools to
empowerthe
salesforce

2@

Customer and channel interviews to fully understand end user and partner needs
Develop 2-3 propositions and positioning options for clients and associated ‘pitch decks’
Test and validate options with target clients

Process feedback and produce final proposition and positioning document

lterate as required: agile approach

Evaluate marketing and sales options for proposition: online/offline, direct/indirect via desk research and
partner/channel/customer interviews

Synthesise findings into 2+ coherent marketing and sales strategies with associated targets, timelines, milestones,
investments (ROI)

Client workshop to evaluate options via a structured process (review hard data, interview feedback, etc.) to produce
final and align on agreed strategy and define the practical next steps

Identify potential partners that are aligned with the marketing and sales strategy

Produce ‘pen portrait’ of potential partners for client

Create partner evaluation criteria to map to the client’'s needs and prioritise partners via client workshop
Develop pitch deck(s) for engaging with partners

Run client-partner workshops to develop and prioritise strategic opportunities and potential partnership models

Create interactive sales tools to define sales strategy across customer segments (e.g. customer playbooks,
visualisation tools)

Develop compelling sales collateral material for engaging with priority clients (e.g. bespoke pitch decks, sales attack
packs and battlecards)
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4. Engaging with customers A

Build mindshare and engage digitally and face-to-face with influencers and decision-makers at target customers.

Bespoke reports

Case studies

Videos

Webinars

Private events

Customer
workshops

Co-branded research report on a new technology or business opportunity, investigating emerging trends,
implementation challenges, best practice, case studies etc.
Internal report to inform the client’'s own strategy and identify areas of opportunity or development recommendations

“Mini report” case study focusing on client reference customer(s) and highlighting quantified, expected and achieved
benefits of a particular solution or partnership

Key findings and data converted into a compelling and visually attractive infographic

Designed to promote the clients thought leadership and for distribution to client's and STL’s own channels

A video of the relevant consultant or analyst from STL Partners talking through findings of a piece of bespoke
research — format: being interviewed, presenting (either live or via PowerPoint recorded slideshow), etc.
Video available for the client to upload to its website, use in online and offline customer interactions.

Co-hosted or STL Partners-facilitated webinars, marketed to our 40,000-strong telco community (or a targeted
segment of this)

Leverage insights from research, create reusable content for marketing & educational purposes, generate tangible
warm leads

STL Partners-facilitated invitation-only events for senior telco executives
Draw upon STL’s 10-year history of running invitation-only events for industry leaders globally
Leverage insights from research and STL'’s relationships to drive deeper engagement with multiple operators

STL Partners-facilitated workshop with key stakeholders across client and end customer organisations

Draw on STL’s experience engaging operators worldwide, with specific insights regarding markets and industry
practices

Leverage STL’'s expertise in designing, preparing and facilitating interactive workshop sessions

© STL Partners | Proprietary and Confidential
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

XWB Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

KWW Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team

© STL Partners |  Proprietary and Confidential

SYINLYVL M

12



STL Partners worked with a global mobile operator to foreca ¢
the connected car market

Our client wanted to find out: How much data will a car in 2019-2025 consume from telematics
services broken down by key geographical regions and car segments?

SYIN LYV N

STL Partners created a Connected car units by region Global connected car revenues by car type
tool for finding:

ARPU

Data usage

Revenues [ 8 |

Car volumes = 7.4

| 6 | 6.2
. 34 5.2
from telematics by: s %
29 31 4.1
28

Country / region

Type of service

Type of car (economy,
| 0.4 S0] m 0

middle class, luxury) m——0: OS5 [ 0.9]

2019 2020 2021 2022 2023 2024 2025 2019 2020 2021 2022 2023 2024 2025
End_market (OEM or B Africa Asia Pacific B Europe
CHEINECH) m Middle East ™ North America ® South America ™ Economy ®Mid-range M Luxury
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STL Partners conducted a hands-on session with an incumbent operator Egi
to identify and prioritise strategic opportunities within healthcare

STL insights:

Market
sijzjlj%:(:g)%?;d Al e ”et?grfois‘"{'r?er BB STL Partners’ deep insights and knowledge
S clients’ society and of the market supported us in shaping our
key leanings for strengths & theiﬂgﬁ'st?care healthcare strategy, and their approach
telcos 'mp;?Z,ZL“e”t g drove collaboration across our team.
Overall STL under-promised and over-
delivered.

— Healthcare Strategy Manager, European

Strategy workshop Tier 1 Operator

Recommendations to include:

* Prioritised list of initiatives (strategic and tactical)
* High-level plans and roadmap

» Goals and objectives clearly defined

» Deeperunderstanding and insight of what others have
K dati done and market trends
ey recommendations + Alignment across the team about future direction

© STL Partners | Proprietary and Confidential
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STL Partners supported a global software provider to
understand the edge computing landscape and opportunity

Clarify edge opportunity and

Interview programme with industrials

|ldentify strategic implications

landscape
» Conducted global interview * Analysed the current and » |dentified strategic implications for
programme with senior executives developing edge computing the company’s edge proposition
across target industries opportunity and partnerships
» Built picture of the edge landscape * Read-outto communicate strategy
‘l including needs of target verticals, to internal stakeholders
0‘ key use cases, and the edge
u ecosystem _
Manufacturing Extractives Other Key findings from our research programme g
(incl. OEMs and  (incl. oil, gas industries . b el el Koy tinge e ey
automotive) and mining)  (e.g. smart cities, £ 4 2 @ W o etk b ke el L
|Og|St|CS) - vt < s ] rprises are : the value of edge but there are still Company X v
S— ‘ barriers hindering adoption ‘to overcome key barriers (e.g. security issues)
° Example Comp anles _‘ e e e T i)
[ [ il Tt e A o s
_‘ - ~»E=7 Edge use cases are at different levels of maturity :;-5 Systams ngrton amain  fugechaeng ity s vl e

@ [d Rolls-Royce @
Rolls-Royce Power Systems AG _

Stratus X

Open source plays a prevalent role with i but not strongly for Company X to play active role
with edge and still need to be addi d in ‘certifying’ open source at the edge

ariners | Proprietary and Confidential
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

XWB Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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STL Partners identified, developed, prioritised, and sized key
edge computing use cases for a tier one operator

Use case identification and prioritization Market sizing of prioritised use cases

STL Partners generated a long-list of edge computing use

L 54 B Video analytics: Security and
cases = i
« surveillance
Use cases across MEC and private networks edge cas E m Video a_nalytlcs: Production
N T — g and maintenance
it e . Dmssusctin  penompemcirsties [l 2 = Video analytics: Flow analysis
B . Private mabile network -
i e gy ot . S . Remote expert for field force
. 3 . using AR
.. In close collaboration with the client, STL Partners v = Realtime UAV asset/site
——— developed scoring criteria for prioritisation c inspection .
B Immersive experiences
! -
1 How “edge™ E:;"eo:;rpﬁﬁ;:s nat solve the ?;;ﬁ&mﬂu:l;:ﬁzaliws{e.g. Edge cu_mputais'me‘besl‘uptiun, F:gewmwleis;rr;r:l*ywlulw [ ] Drone detection
e ‘ =
o e s, ELEELLT, IERUNON. RRINIT SRR = . = AR in tourism
e .. 2019 2020 2021 2022 2023 2024 2025 2026
sseames 1|0 e STL Partners developed a process to prioritise the use cases
Network to take forward into future phases of work 2
& relevance ‘-
Output 2 .
g Reference - STL develop use cases - - )x;: ® Travel & Transportatlon
customer U h —
- Long-listof use cases e case profie for ec Z .
Technol = . .
¢ radiness [} MEC ramenerks verkshop & | Retail, Media and Events
o
[}
7 Application STL send use case long-ist -
readiness with initial score ® Other
Use case prioritisation |
kshi 8 use cases
X e ® Natural Resources and
:ﬁ - STL further develop use Ag riculture
(=] cases
- Test with friendly customers [ ® Manufactu ring
/ opeos / account managers — -
- Final prioritisation . Refined use case pack for
Final Susecases == Jgbnyrpsmyem] 2019 2020 2021 2022 2023 2024 2025 2026 .
@STLPartners | Proprietary and Confidential 213 u Enel’gy & Ut|||t|es
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STL Partners supported an alliance of mobile operators
to define its strategy around 5G-enabled initiatives

Phase 1. Identification, development and Phase 2. Detailed business and
prioritisation of initiatives commercial model development

STL Partners identified key 5G use cases within each e STL Partners built an activity map to highlight key areas of e
opportunity area = opportunity for the client P
' c
> P
- r Stage
Gaming AR/VR emp d work I & events f' o &
1. FWA high-performance multiplayergaming 1. AR/VR Training 21I:rr:‘|:r;\l\l:;rmalh\\:l§::;:g % 5. Ecosystem growth %
rsive Onlir i
2. Cloud gaming 2 AR remote expert 3. AR/WR Travel and Tourism ~ ﬁ
3. High-performance muitiplayer mobile gaming U ;;:nlzf?wdvi::::!vr::m wr 4. Operate
4 ARAR cloud gaming . e 6. AR/VR for media conaumption
5. Dynamic in-geme advertising 4 At forereative callaboration 7. Comnected haptic suits Customer &
6. eSports media streaming 5 AR/VR for process support B30 holographics 3. Build & deploy reqzat:nzr .
——— o . 1
Private/Temporary netwe  STL Partners and the client selected opportunity areas to move 2. Define & commit d . . .
forward based on key criteria b4 |  STL Partners detailed the business models across Gaming ¢
GG « | and Smart industry for the telco and the client e ] O
o 1. Discaver | swndetacsntre ‘-
2 Pop up Network > | mrestructure fchiding | O
E i :dueadslacmne.sjw b
s " > " . Black
NPT AT Opportunity Size of Membertelco | The Client's Tactical Risks/ Operator retal z Cloud infrastructure (laa$) = Blacknut runs its Saas cloud [o N E
areas opportunity applicability Value opportunity Dependencies | con m gig‘:‘fg’;; costbnstrofuanag | =
z aws s azure oiove odsterad W
) ~— SK “telecom - Defauitis toleverage o
©STLPartners | Proprietary and Gon @STLPartners | Proprietaryand Con Blacknuts cloud gaming pabil doud w
. . platform includes gaming |_ frastueie due o
applications, data, O/S, fow costbase for
. = = = = = content, and licenses. \J\ Vi eqgired perfarmance
- \ R 7y
Piwieneay @y STL Partners conducted market analysis to understand the o, % Blacknut D BGcbe . A
A H b | .
e S—— ® scale and trajectory of the opportunity areas < STL Partners made clear recommendations on the value ”
- s . .
RO = chain and potential partnership models c
workforce = «
Growth of the global IloT market (USD): + APAC is the fastest growing market and accounts for 3 .
39% of the overall market. Significant contribution is = =
T
observed from China, Japan, South Korea and Australia. m @LBISOFT . fatopsiefoipaipe e (A D -
257bn 24% CAGR bn . . X ) A GAMELOFT and professional bring ndusiry expertise, " =
‘ + Growth in this region is due to high industrial presence n i System Integration & credibily, base 10 the BMO z
©STLPsrners | Proprietaryand Gon 017 estmate 2024 pregtion and ising adoption of automation technologies across Games publishers Professioral senices IR LT T T ST L L b 22 EMERSON i
- T ©STLPariners | Proprietany and Gon Developers can bring the telco the end application, allowing the operator to front .
Estimated impact of 56 on manufacturing GVA (USD Billions) P Apﬁat::lm & g..n“m;‘qn uhnd ww':j mwm..:::unmp n z(wmﬂ:nmﬁm e?}\sa» (\_} s Hn@‘gh
MBS - Purtnerships here allow the operator to bring solutlons to market faster an: =R
in Bridge Alliance markets Application abames commecity ol s@ o
sanos setto playa key role In growth of the smart -~ capabiltes here offer the opportunity to build horizental IP (for both the BMO and
dustry market - Data Management & mepcnem prey ei.is‘a W orosser Q
o Analytics + Scalable and productised solutions allow easy SaaS/Paas deployment on lop of o ad Crosst
$2002 [ Industrial companies consider 56 one of the 2L R 2 S L swm
i most important enablers of digital
1237 _:g::":m”mw transformation (second only to cloud computing) Hyperscale/Cloud S — o ~ they are leveraged. . Par;?f:;:}\rb:.\‘:;\?m!:buue
"z remete expert applcationiuse csse mﬁuuwmmn " new presencein Asia Pacifc region
5367 mm madvanoed predctive _ - Often solutions will work with whataver existing capabilties, across these value . ;’ﬂ?'“?”’;é"g:’". ; PAC
cae sap $104 l mainEngnce Twa thirds of industrial companies want to i (a.0. existing laT foorpant shoudbemidtieras
w2 e 06 BT H implement 5G within two years of its roll-out infrastructure) bt
2000 w21 2 2 Na4 S 06 MU lw s W ~ Partnerships here vall therefore not enable the BMO to lead the solution sale as + Loss bespoe sohions casierfor
Soc ST RaTE they do not provide a direct customer relationship or industry specific capabiliies clientto leverage and deploy
©STLPartners | Proprietary and Confidential 3
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STL Partners underwent several workshops to prioritise blockchain use

5

Client
scenarios

STL
insight

Initial CSP
interviews

Desk

research

© STL Partners
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18th 25th

*

Report
drafted

From lab to live: how telcos
should make blockchain a
commercial opportunity

fem
0
tekos

everage.

cases, complemented by an interview programme to test their viability i
14th 21st 28th 11th 18th 25th 11th
Workshop 1: Workshop 2: Workshop 3:
Use case Use case Inteniew
development prioritisation findings
Key Inputs:
20-30  STL research 15 15+
use * CSPinterviews use use
cases e STL & client cases cases
discussions

CSP interviews

5_8 mumm[ﬂs
use External report
cases

Blockchain for loT - Actors & Use Cases

Internal report

SYINLYVL M
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STL calculated ROI across different business, pricing, and
investment models for an MNO’s edge computing product

The case for borrow is more compelling when we factor-in higher
adoption expected from the DCO’s existing ecosystem

Assessment of differentpricing models

© STL Partners |  Proprietary and Confidential

S¥INLUVd MK

It is also sensitive to the pricing option Telco X secures
through negotiation

NPV of hyperscal ler model scenarios vs pricin g scenario Time to payback for hyperscaler model scenarios vs pricing

syINLUvd MK

Under base-case pricing assumptions, co-location appears
only slightly less rewarding than laas......

NPV comparison by product line (Base Case)

© STL Partners |  Proprietary and Confidential
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Edge 1aaS/Corlo Distributed Cloud Paas Solutions Total
mBuld W Borow
Base case assumptions Server capacity allocation per product line
Build w
rrow: Co-lo model = data Co-lo/edge laaS 1

SyINLuvd MR
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

XWB Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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STL Partners built a tool for a major technology vendor to L
accelerate the deployment of NFV/SDN technologies ~ ol x

@

000
gV

Stage 1

Global operator interview

programme

* [Interviews with executives at 16
operators worldwide

* Focusedon understanding their
experiencesin deploying
virtualisation technology

© STL Partners |  Proprietary and Confidential

Stage 2

In-depth analysis of different
NFV/SDN deployment
pathways

50-page in-depth analysis report

Summary of the different pathways
followed by operators implementing
virtualised technology, identifying
common strategies, challenges and
progress made

-
]

Stage 3

Interactive ‘playbook’ for
NFV/SDN implementation

Guided interactive user document
with catalogue of ¢.150 ‘plays’ to
overcome practical hurdles of
implementing NFV/SDN

Based on evidence, insights and best-
in-class learnings from interviews

SHINLYVL MR
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STL supported a leading software and engineering group in L,
identifying and addressing private networking opportunities ~ ol X

Opportunity identification Evaluation workshop Deliverable production
» Identification of 20 private networking + Discussion to narrow down and *  Production of proposition pitch

opportunities in selected industries, including agree selected opportunities to packs and briefing packs for 6
potential customers and partners take forward selected opportunities

Opportunity briefing packs

Proposition pitch packs
*  Hypothesis implementation model and our client’s services

*  What the target client (CSP, NEP or Enterprise) is trying to achieve . . . . . . .
- How private networks can support any objectives . D(_aep dive prospect profiles (Evidence of maturity, basis of interest in
private networks etc.)

* How [client’s] proposition and capabilities can support them with this - Expected competitors (and relative strengthsiweaknesses)

5 = This opportunity would span 3 key phases, with an iterative There are a number of key use case applicable to Customer Y . ¥
: Prop tion overview [ 3 », (74 4 (44 (44
Customer X: Proposition overview c co-creation approach and planned rollout in 2021 e for private networks c Expected competitors for our client F
] - V. compettor ::
© NEPs (0.9, Haswes, Nokin . . prowe i
gr o SIR || Somretion - B
4 Tech : for customers and already e lackiog, on wel as through CSPs, the immediate
vvvvv capabiities requied ey verticss 10 fow ey acoounts
g o -s e B T — bR
Customer X can leverage our client’s privatd V | Thereis potential for C Y to operat equeod for e parne 1o e
capabilities (i‘} « | area private network or operate as a wide a| providers e _—
,,,,,,,,,,,,,,,,,,,,,
B EREA el = | e S
o Local CSPs.
A : ol TR T S
e D = Sl 1S
e [ O e B

© STL Partners |  Proprietary and Confidential
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STL Partners helped a technology vendor identify and L

° ° ° ° =-_'-‘:'
evaluate suitable partners to gain NFV traction with telcos ~ ol X
STL Partners developeda LONG-LIST  ROUND1 ROUND 2 ROUND3  SHORT-LIST
partnering strategy service and
Identi . N d Prioriti Prioriti Di iont
methodology. ol sudouiong  Maowdow  promsson  promsson  Decussionto
(partners & IS Oar?r?eeﬁg 1a exclusion evaluation evaluation partners to
This methodologycan be ad apted categories) P criteria criteria criteria take forward
in differentways for different clients R !
|00k|ng into partnersh|ps across s taken Long-list of List of potential Ranked list of Top-ranked list of Short-list of |
: o : forward | partners partners partners partners partners |
various specificdomains. w . !

Attractive potential
partners

* Inthis particular project, a long list of partners was producedthrough an
internal session.

« STL Partners and the client went through an iterative processto identify
and assess different evaluation criteria (e.g. deal-breakers to exclude,
high, medium, low) with which potential partners are assessedon.

Less attractive potential
partners

-

« With the shortlist of potential partners, STL Partners produced partner
profiles and an outline of the partnership models

Execution and influence with buying centre

g e e e e

1
1
1
1
1
L] 1
1
1
1
1
!

#
L]
LY

_______________________________________________________

Functional complementarity with Company X

© STL Partners |  Proprietary and Confidential
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STL Partners supported a Tier 1 European operator in developing &,
its proposition for an edge computing product -

Understanding customer needs,

Assessing the ecosystemand your role

within it

challenges, and the proposition

STL Partners built a picture of the healthcare industry and its
key drivers for the solution

Healthcare providers want to make. - Problems with running apphication using traditional servers

better use of patient insights collected v [G] z

from sensors, diagnostictests, 0, =} o
clinicians notes etc. o s Qo ] &
O

STL Partners mapped the local patient monitoring
ecosystem and value chain

STL Partners helped identify the product structure and
develop key requirements from the industry

« Herra vt atirng o oty ated spatems
© Tiiing and massenance ssoent 06 45 11 wam

Nidvd MR

+ agranon o eusng oen tagacy I syseme aed srocesses n
Pepralu(PLCare homes, i impeve tescpesabiry

s¥INL¥vd W]

+ Vo s o v 1 st 30 vssston ofress e e &
Expensive Difficult to manage  Tracitional servers not PR S i O YASH Sy Tl NliveCor  bwen
PO R R dedicated hardware forhospital safl _ acalableand siloed e o gt ofpd o RS SO @5 s o
Q date patient EMR and dashboards sadwpport e e e e ST s e s ey —rewws
+ Dronde sz boath du srbge and mrrary Vonie 2 o @
e R —
9. ECG/blood pressure i B ~ o ® ® O s
) ) ot e, 4 e 4 450 o : o
ot SSUes are C 4 e Leancy
Rl .. o i (on-prem) Hrgware [P R——— [ D B —
iury - Despiind Sreams) large and ‘o prvacy
data sets + Vthcam devce sod semaes fo mashoepairts 7 ‘-
tradorces [ e p =B e A"
STLPwiners | Proprietaryand Condidentio Lo " STLPMtners | Proprietry and Confdents STLPMtners | Proprietaryand Confidenta

We developed a clear proposition for the product and how it
helps solve the healthcare industry’s challenges

Scenario: improve healthcare productivity by freeing up clinician time and providing more accurate data

Nidvd WK

We believe that customers within. Through the ability to. 2
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STL Partners mapped the strength of capabilities across the
ecosystem to the client’s potential competitors
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STL Partners mapped how and where the client could g"
move further up the value chain within healthcare
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STL Partners helped to define the clients Go-To-Market strategy for
addressing the healthcare market

Primary option
Retail: direct-to-enterprise Public sector teams
+ The clent fronts the customer sclution./

telationship and provides end-o-end sciution and

service, using partnars to in-illcapabilties

« May use different internal channels for different
segments of the indusiry (e . Hospitals may
requice different capabilities to GP surgeries/care
bomes - given size and needs)

SMB teams

®

Secondary option
Wholesale / through channel partners

. The chent provides core afferngto other service
provders: connectiityand Pass

+ Chamnel partners kel to be established haakhcare
S/ developers/device manufacturers e g. PIlps, The cliant
Siomans, GE)

« Reducesthe chents revenues and confines the chent
primarly a8 a netwoek provide ather than deliver
value sclutior

+ Likely only to targer healthcare providers/ institutions
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STL Partners defined clear and practical next steps to
developing and piloting the solution

Long term developmes
from the chient may be
p

Co-development

Define MvP

Go-to-market

Recrut reforence customer ‘Commercal ral

SHINLYVL MR

ELTE LN

suInLavd WR




Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

XWB Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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STL Partners conducted a research programme with Juniper
Networks on the industry’s progress so far in telco cloud

Building a meaningful thought leadership-driven campaign for Juniper focusing on telco cloud

Webinar hosted by STL

Thoughtleadershipreport Infographic
9 prep grap Partners
Te'f\,uﬂ:tm:v:lhyt it hhasn’t dfiu‘;eéed oL j:JRﬂTI\‘PEeRrS STtsargument:1tyoure doing 56, you have to
Juniper 2 : o ’
B PARTNERS W
Extensive interview programme with
teICOS g IOba”y Executive Briefing :ng pl'::;'w;tt r\'h lh gpm: ch has y: r organisation taken
TELCO CLOUD: WHY IT
HASN'T DELIVERED, AND
_ _ WHAT MUST CHANGE FOR 5G
Insights and assets to drive customer e o et T
discussions 0l [ [V (oSO N T

5G Telco Clouds: Where we are .

and where we are headed

Thought leadership-driven
engagementforwebinar recruitment

Matt Pooley, Practice Lead | matt pooley@stipartners.com | February 2020
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STL Partners highlighted the benefits of implementing an >

advanced analytics solution through an operator case study &l

&)

Exploring the qualitative and quantitative impact of advanced analytics on telco operations

ROI modelling

[ Operator X

| S ————
Perception platform cost (USD millions)
Metric Year 1 Year2 Year3 Yeard Year5 Year6
Annual cost of the platform $1.36 50.36 50.39 50.82 50.35 51.20
Curnulative cost of the platform ] s136] &171] sz10[ s$292[ s327] s4a6]
NPV
Annual cashflow
Scenario Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 NPV
Base case 1.4 0.4 -S04 -50.8 -S04 1.2 -50.83
Low impact 0.6 1.2 2.4 3.4 5.8 7.1 0.63
Medium impact -80.1 2.1 3.6 5.2 8.0 9.9 1.38
High impact 80.0 §2.7 §5.0 §7.5 8115 §14.5] $1.98
Payback
Cumulative cashflow
Year2 Year3 Yeard VYear5 Year6  Payback (years)
Base case -§1.4 817 -52.1 529 533
Low impact -30.6 0.6 3.0 5604 $12.2 §19.3 2
Medium impact -50.1 2.0 5.6 $10.8 $18.8 $28.7 2
High impact $0.0 $2.7 §7.6 $15.1 $26.6 $41.1 2
Cumulative cashflow from project (USD millions)
350
340 8411
430 8287
420 §123
#10
o
Year ear 2 ear 3 CEE CER “fear 6845
410
—Paze 0258 —Low impact = Medumimpact  ——High impact
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Co-brandedcase study report

el pigparee by

DeaL

=3
5

3L PARTNERS =

Executive Briefing

02 UK: DRIVING CUSTOMER-
CENTRICITY IN NETWORK
ANALYTICS

We expiore the qualiative Impact of advanced analytics on teicos
100KING 10 1aKe 3 CLSIOMAr COMAC view Of Tel ODEratiora. We Joo
Quantfy Te retums for ODAraONn who choose 10 Invest.

Infographic

02 UK: Driving customer- Oy PARTNERS
centricity in network analytics DAL (ine)

Teleos invest resources heavily in measuring how well their network performs

= )
e Large investments ﬁ-y’ 300+KPls

.'II" Siloed efforts

Telcos invest heavily in abundance Efforts aresiloed and tracking
mea: twork 1 KPS — but “ 055
perf with the zim of

providing a marketdeading o aggregate view

‘exparience for thei subscribers

02 used analytics to bring together network metrics and customer experience (CX)
measures

NCX allows 02 to balance investment and impact

02 uses machine leaming and data from customer surveys to prioritise which
KPIs most strongly impact customers’ perception of the network.
x £ e

This has a positive impact on custemer experience - and also 02 business

m ok k
@ i i'E
Cros: == " " Better customer

‘across muitple business it
Wit O théreby helpng to
g thair afloets

Far more information, read STL Partners’ Executive Briefing 02 UK: Driving customer-centicity in
network analytics or contact Matt Pooley (matt pooley @istipartners com).

et BTL Pt s o Cetata 20
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We promoted a Nokia co-sponsored thought leadership repé
and survey findings in telco’s Al maturity

brl’ PARTNERS

Executive Briefing

TELCOS AND Al: WHAT IT
WILL TAKE TO CREATE AN
Al-DRIVEN TELECOMS
INDUSTRY

An overview of the current state of Al in telecoms, where the industry is
looking to progress and how it is planning to do so.

Tilly Gilbert, Consultant tilly gilbert@stipartners.com | June 2019

© STL Partners |  Proprietary and Confidential

The state of Al in the telecoms industry

The role of Al in simplifying telecom
operations

How can telecom operations be more agile,
dynamic and efficient? Nokia's Brendan Ziolo
and STL Partners' Matt Pooley discuss.

Opportunities for Al-enabled customer
experience

Are telcos taking advantage of how Al can
significantly reshape customer experience?
Nokia's Brendan Ziolo and STL Partners' Matt
Pooley discuss.

Click eachtile to access the link to the videos

X5

SHINLYVL MR
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https://www.youtube.com/watch?v=9t8Q0xpMFYQ
https://www.youtube.com/watch?v=l1WUoVQXtQo
https://www.youtube.com/watch?v=l1WUoVQXtQo
https://www.youtube.com/watch?v=FKLpJ4V0AFQ

© STL Partners

STL Partners recruited panel
speakers from Airbus, Sanofi
and Telenor

Organised event within 3
weeks

Secured attendance of
30 senior telecoms industry
professionals

Developedcompelling
content for the discussion
“How will 5G deliver unique
value to other industries?”

Proprietary and Confidential

Sample set of our attendees

Head of Corporate Strategy and PMO

CEO

Chief Strategy Officer (CSO)

Global Strategic Solutions

Vice PresidentGroup Strategy & Transformation
Innovation Management

Business Development, Innovation, Evolving Edge

VP of Worldwide Sales

lIoT Program Architect and Product Leader
Domain Sales Representative

AVP Product & Business Development
Global Strategic Marketing

Senior Networks

CEO

Director Product Marketing

5G Squad Member

Team Manager Mobile Solutions

EVP

Principal Business Development— Data and Al
OnLife Networks DevOps Senior Expert

SVP Internet of Things

Dir. of NFV Solution Engineering and Validation
ITDNE Sr Networking Architect

5G IoT Project Director

ChiefOperating Officer (COO)

Alfa Mobile

Bridge Alliance
CableLabs

Colt

Deutsche Telekom
Deutsche Telekom
Equinix

Ethernity Networks
Georgia-Pacific LLC
Hewlett Packard Enterprise
Hutchison Global Communications
Juniper Networks
Kazakh Telecom
Onycom

Oracle Corporation
Orange Spain
Proximus
Qualcomm
Swisscom
Telefonica

Telenor Group
VMWare

Vodafone

Wind Tre

ZTE ltaly
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STL Partners ran a customer workshop at MWC to promote TELUS
Health’s success and viability as a telco partner

STL Partners’ presentation teed up the vertical TELUS Health presented on their platform and their
opportunity in digital health for operators journey to success
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All telcos need to leverage new technologies ¢ TELUS in Health - a 3-Step Strategy 4
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Agenda

Overview of our consulting services

Detailed breakdown of our consulting services

SYINLYVL M

Relevant case studies

The STL Partners Consulting team
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Our partners have all worked extensively in industry

Philip Laidler, Consulting Partner

Phil’s experience is in strategic planning,
corporate developmentand strategic
marketing consulting. He brings over 23
years’ experience in TMT both as a
consultant and business leader, having
held senior roles with Verizon Enterprise
for eight years. A fluent French and Italian
speaker, Phil holds an MSc in Information
Systems fromthe London School of
Economicsand a BA in Engineering and
Management Studies from Cambridge.

© STL Partners |
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Chris Barraclough, Partner

Chris is a key contributor to both
consulting and research activities at STL
Partners, He has over 25 years’
experience in strategy and business—18
in the TMT sectorworking for operators
such as Verizon Business and Orange.
Particular interest in strategic analysis,
proposition developmentand the use of
financial and operational metrics to
manage and govern change. MA in
English Language and Literature from
Oxford University.

Andrew Collinson, Research Partner

Andrew leads STL Partners’ research
business and has over 25 years’
experience working in telecoms, holding
senior business and strategic roles the
within mobile, fixed line, VOIP and internet
services sectors. Andrew has particular
interests in how organisations and people
change, Al, and neuroscience. Andrew
holds a BSc in Medical Physics from
Exeter and an MBA from Warwick.

SHINLYVL MR
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STL Partners specialist consulting capabilities

Practice lead

Assets &
capabilities

Example projects

Website hub

© STL Partners |

Examples of STL Partners’ expertise

Dalia
Adib

» Database of 150+ use cases

* Interactive model for forecasting use case
revenues

» Ecosystem tool mapping 80+ edge vendors

* MEC site ROI model & hyperscaler negotiation
tool

» Supported 3 major operators to develop a
commercial strategy for edge computing

» Advised global telco on hyperscaler
partnership negotiation worth €0.5M

Proprietary and Confidential

Telco cloud

Yesmean
Luk

» 25+ reports covering NFV, SDN, etc.

* NFV deployment tracker covering every
announced live NFV deployment

e Dedicated Telco Cloud research stream

* Helping a software company to identify and
evaluate suitable partners for telco NF Vi

* Building an operator playbook tool for a major
technology vendor to accelerate the
deployment of NFV/SDN technologies

Digital health

Darius
Singh

» 5+ reports on telcos role in digital health

» 10+ case studies of telcos’ digital health
solutions

» Developing the healthcare strategy and core
propositions for an incumbent European
operator

* Quantifying 5G’s impact on the healthcare
industry, including three detailed use cases,
for a technology vendor

SYINLYVL M
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https://stlpartners.com/edge-computing/
https://stlpartners.com/telcocloud/
https://stlpartners.com/digital-health-telecoms/

Meet the STL Partners Consulting team

Dalia Adib Matt Bamforth Tilly Gilbert

Principal Consultant Consultant Senior Consultant
& Edge Lead

Reah Jamnadass Yesmean Luk

Consultant Senior Consultant

© STL Partners |  Proprietary and Confidential

»

Darius Singh

Senior Consultant &
Digital Health Lead

Miran Gilmore

Consultant
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