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Integrated triple-play operators’ vision
Expand Services & Revenue

Increase revenue & profit

through a variety
of content options

Revenue currently

i = derived from
infrastructure
Portal business
Shift in
/' Infrastructure

& profit
sources
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Transformation

Shift in value as
seen by Asian
operators

In the industry

A global
operator's
transformation

“ServCo”

Yalue chain tomormow

O Service

< 4 providers

Application

Walue chain today
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A Latin
American
operator’s vision
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Efficiency: transforming the way we do business
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Engage with customers at multiple levels
Our future value lies in our ability to help our customers meet their
transformation challenges

Business value

I Transformation
BUSINess Partnership focused on innovation
partner and new business

Assurance
Solutions )
provider Enhance carrier performance towards

pre-determined business goals

Efficiency

Technology Focus on cost reduction and delivery
supplier of highly consistent services

Relationship
—» Intensity
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Focus on growth in adjacent areas =~
leveraging our existing strength and know-how
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Strategy
consulting

Professional
Services

“CSI”

11 CSI”

Product-related/lifecycle

services

“NIl and Care”

Business process consulting
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Transformation

Partnership focused on innovation and
new business

Assurance

Enhance carrier performance towards
pre-determined business goals

Efficiency

Focus on cost reduction and delivery
of highly consistent services

D>

Business process
outsourcing
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Managed
Services
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Characteristics of service market segments

Emphasis on profitable growth segments

Project

Acquisition

Bubble size represents size of addressable market

low

profitability high

. ia Si 3§
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Current Services portfolio

Project Management

Implementation

Customer Logistics
Site Acquisition

Civil Works

Network Planning &
Optimization (NPO)

Competence
Development _
Consulting Hosting
Hardware Services
i ' Network Operations
Software Services gxgtgrgchnrtfgratlon p
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Future planned Services portfolio

Innovation Practices

Proactive Care and
Health Check

Managed Care 3rd

party

Project Management
Managed Spare Part

Fixed and IP Network Planning &
Integration Optimization (NPO)

Implementation

Competence OSS/BSS Integration
. Development -
Customer Logistics Application Hosting
Integration

Site Acquisition Hardware Services Consulting

Civil Works Software Services Security hleivogaCpeanons
Nokia Siemens K
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Focus on services

Services support Services
products differentiate
products

Product focused

Services lead
products

Services are the
products

Service focused

3* %
market growth

Focus on
execution and
efficiency

Streamline Optimize Build
portfolio and sourcing solution
processes practices

* Estimated CAGR 2008 — 2011 for total services market
Source: Nokia Siemens Networks and external analysts' estimates
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9* %

market growth

Focus on
value and
growth
Services HQ Build best-in-  Invest in
to India class partner integration
ecosystem capability
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We transform the way customers do business
Global Networks Solutions Center - all in one center of excellence

Value proposition
Knowledge powerhouse -

Q knowledge/skills development
Q resulting in highest possible
quality
Q Cost efficiency - lowest possible
cost to achieve targeted quality
Network .
Operations Remote levels - combining local and
Center integration virtual/global operations
Transparent and comprehensive
- Global rermote visibility to the service levels
center Networks care Benchmarking of operator cases

Solutions
Center

| tB:Jl_siness Slannin GNSC offers a unique package of

Intefligence g integrated network services, far beyond
Knowledge a typical network operations center
management

Nokia Siemens
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Strong services references since launch

o HutchisonTelecom - 123 bhait:
vodafone™

'- ‘ Managed services o Prion ¥ A 2L

L =
3 AR 3GIS AIRCEL

- QMEW F “ Hutchison Telecom
- Consulting and ) 8 o n d

. I
Systems Integration m'-m - 7 [2<] ~ contum

A0 7 rerre (st g ﬁ&ﬂ & Telekom Stz
\ J
3 Jelefonica . 3 Chunghwa Telecom @
o, K3 ' 2
Care : wtamas i
7 e o elisa .+ ++Com:
~ Telefonica \
L Chunghwa Telecom (kcoscom ’6 x. 3
Network = : e
Implementation T AR 2 1l bhert
_ M £ Ai art
2 ka1 Mo sapoas

\_

Nokia Siemens
Networks \-\“
A AN

11 © Nokia Siemens Networks Capital Markets Day 2007



http://www.mtel.bg/
http://www.cw.com/
http://www.cw.com/
http://images.google.fi/imgres?imgurl=http://www.mobilecowboys.nl/images/upload/1181634772China%2520Mobile.jpg&imgrefurl=http://www.mobilecowboys.nl/nieuws/5032&h=394&w=406&sz=22&hl=fi&start=37&um=1&tbnid=loXQueNzKFCMHM:&tbnh=120&tbnw=124&prev=/images%3Fq%3DChina%2BMobile%26start%3D20%26ndsp%3D20%26svnum%3D10%26um%3D1%26hl%3Dfi%26sa%3DN
http://images.google.fi/imgres?imgurl=http://content.answers.com/main/content/wp/en/7/7a/Telekom_logo.gif&imgrefurl=http://www.answers.com/topic/telekom-srbija&h=61&w=195&sz=3&hl=fi&start=13&um=1&tbnid=yy3IEQM7BgEFBM:&tbnh=33&tbnw=104&prev=/images%3Fq%3Dtelecom%2Bsrbija%26svnum%3D10%26um%3D1%26hl%3Dfi%26sa%3DX
http://images.google.fi/imgres?imgurl=http://www.mobilegazette.com/images/other/telefonica-o2.jpg&imgrefurl=http://www.mobilegazette.com/telefonica-o2-051031.htm&h=200&w=220&sz=14&hl=fi&start=2&um=1&tbnid=sQZJtE28yRd9GM:&tbnh=97&tbnw=107&prev=/images%3Fq%3DTelefonica%2BO2%26svnum%3D10%26um%3D1%26hl%3Dfi
http://www.terrestar.com/index.html
http://images.google.fi/imgres?imgurl=http://content.answers.com/main/content/wp/en/7/7a/Telekom_logo.gif&imgrefurl=http://www.answers.com/topic/telekom-srbija&h=61&w=195&sz=3&hl=fi&start=13&um=1&tbnid=yy3IEQM7BgEFBM:&tbnh=33&tbnw=104&prev=/images%3Fq%3Dtelecom%2Bsrbija%26svnum%3D10%26um%3D1%26hl%3Dfi%26sa%3DX
http://images.google.fi/imgres?imgurl=http://ru.infocom.uz/images/uploads/coscom_11_7_2007.jpg&imgrefurl=http://ru.infocom.uz/archives.php%3Fid%3DA2007071&h=46&w=206&sz=4&hl=fi&start=60&tbnid=dZnVX2Y4i9FMLM:&tbnh=23&tbnw=105&prev=/images%3Fq%3Dcoscom%2Btelecom%26start%3D40%26gbv%3D2%26ndsp%3D20%26svnum%3D10%26hl%3Dfi%26sa%3DN
http://www.cw.com/
http://www.fql.de/mediac/400_0/media/logo_t_com.gif
http://images.google.fi/imgres?imgurl=http://www.mobilecowboys.nl/images/upload/1181634772China%2520Mobile.jpg&imgrefurl=http://www.mobilecowboys.nl/nieuws/5032&h=394&w=406&sz=22&hl=fi&start=37&um=1&tbnid=loXQueNzKFCMHM:&tbnh=120&tbnw=124&prev=/images%3Fq%3DChina%2BMobile%26start%3D20%26ndsp%3D20%26svnum%3D10%26um%3D1%26hl%3Dfi%26sa%3DN
http://images.google.fi/imgres?imgurl=http://www.mobilegazette.com/images/other/telefonica-o2.jpg&imgrefurl=http://www.mobilegazette.com/telefonica-o2-051031.htm&h=200&w=220&sz=14&hl=fi&start=2&um=1&tbnid=sQZJtE28yRd9GM:&tbnh=97&tbnw=107&prev=/images%3Fq%3DTelefonica%2BO2%26svnum%3D10%26um%3D1%26hl%3Dfi
http://www.drei.at/portal/de/privat/Privat_Home_1.html
http://www.drei.at/portal/de/privat/Privat_Home_1.html
http://www.telekom3.de/en-p/home/cc-startseite.html
http://www.drei.at/portal/de/privat/Privat_Home_1.html
http://www.xl.co.id/
http://www.terrestar.com/index.html

Thank You!

Nokia Siemens

Networks \\\\
12 © Nokia Siemens Networks Capital Markets Day 2007 ’ --un“\\\\\\\\\\\\\



	Nokia Siemens Networks�Services: Transform to win 
	Integrated triple-play operators’ vision �Expand Services & Revenue
	Transformation in the industry
	Engage with customers at multiple levels �Our future value lies in our ability to help our customers meet their transformation challenges
	Focus on growth in adjacent areas �leveraging our existing strength and know-how
	Characteristics of service market segments
	Current Services portfolio
	Future planned Services portfolio
	Focus on services �
	We transform the way customers do business�Global Networks Solutions Center - all in one center of excellence
	Strong services references since launch
	Thank You!

