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Outsourcing
- A strong partnersh|p with operator
that deliver unique, long: standlng value
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Challenging developments for operators

3

Market: Operational:
e Saturation of main markets

S N e Ess el Organizational inefficiencies

(eg MVNOs, ASPs) * Focus on core processes
e Fierce comp’etition * Non-optimized value chain

* Price erosion * Time-to-market for
* Customer loyalty new services

Operator

Technological: Sl
* Increasing network * Asset utilization

cc_)mplexny_ * Operational costs
Fixed/mobile/IT convergence - High growth expectations

Multi-vendor environment
from shareholders

Fast technology cycles : :
High CAPEX demand Need to improve cash flow
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Operators are re-thinking their value chain

To tackle the challenges, operators need to...

* Reconsider their strategy and position
* Consider new solution alternatives to their business challenges

Outsourcing area  Key differentiator for carrier

Customer Relationship

Technical Service
Operations Management .h Management
Position — - mRRRtt .,
in the future , Ooperator RS
...'.llllllll-““
1] Operator |11
today
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Where our outsourcing capabilities can help

Technical ' =i/le: Customer
Managemen

o« Operator
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Product _
develop- Project /
ment program

Product
Process VAS selection

analysis and j platform and

optimization Jconception f procure- and HEELE- SCOpe for outsourcing

custom- ment
ization

Service capabilities and enabling software

ment
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Enjoy our value-boosting operational efficiency
and quality while simultaneously improving
financial performance

Our value How is this value achieved? Customer benefits

Managing complexity Technology managed with OSS

Enabling new growth
with improved top line

Efficient technology
introduction

Continuous improvement
of network and

Networks & new services optimized

Increas!r_lg and released quickly
competitive edge

service quality

Streamlined processes

Improved cost base
_ and cash flow
Sharpening Proven outsourcing partner enables
business focus core business focus
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Ingredients of a win-win relationship

Working as a team
Ensure joint goals and high level relationships

Set up efficient governance to implement joint processes for
planning, transition, measurement, escalation, change management
etc.

Display trust — success is delivered together

For the operator

* Clear understanding
of business scope

* Allow managed service
partner to build
economies of scale

Nokia Slemens
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Managing networks that together serve close
to 80 million subscribers worldwide

160 managed services and outsourcing contracts globally

Our proven track record with jointly more than
IS one of the strongest reference portfolios in the market.
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Why choose Nokia Siemens Networks
as an outsourcing partner?

Comprehensive and innovative service portfolio realizes the full value

of outsourcing to manage change, enhance services and sharpen
business focus

20 years of expertise and success in running fixed and mobile
networks, plus unrivalled technical, engineering and operational
know-how stretching back 150 years

A truly global player:

Managing networks that altogether serve 80 million subscribers
worldwide

Jointly more than 160 outsourcing contracts globally
Delivering OSS jointly to over 300 customers worldwide

Providing solutioneers capable of implementing
solutions worldwide
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Thank you
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