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Telco 2025: objective and approach

 Telcos operate in a highly turbulent market, disrupted by new entrants and
new technologies, facing new regulations amidst changing consumer
behavior

 Deloitte has made an overview of trends and disruptions in the telco market,
analyzed from 4 perspectives:

— Customer experience

— Technology
— Competition
— Regulations

» Per trend two opposing statements are presented and the selection of the
statements provides input for a possible scenario for telcos towards 2025

» The objective is to provide insights in disruptive trends, leading to future
scenarios and possible measures & initiatives by (senior) management

1 © 2016 Deloitte The Netherlands



Today telecom companies are confronted with a multitude of challenges and disruptions
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Customer experience



Customer service will continue to transform through increased connected interactions enabled by
technology, thus enhancing customer experience and reducing operational costs

Towards a more customer-centric service Volumes on digital channels are growing but voice as well

Channels of the future: traditional vs. digital
TODAY TOMORROW . . . . .
_ B Self-service, email and mobile are ~ Voice, web chat and also email are
Operational Efficiency Customer advocacy likely to experience the largest projected to experience the largest
-% Service Transaction Managed journeys growth for simple inquiries for complex inquiries
o) . . .
*§ Reactive response Proactive advice 80% 77% 83% 68% EEos E30%
) Resolving issues Nurturing communities 0 0
Information silos Self Service
— Emails & Phone calls Information consistency Email Mobile  Self Service Voice  Webchat  Email
© a4
g Informative websites Social interactions L’ o
§ Information systems Engaging applications \/) : {.4{
§_ Desktop-based Connected experiences ' J{J ¢ ‘
Touch-based, Voice-based <
Source: 2015 Deloitte Global Contact Centre Survey

j

Range of impact for 2025

Social, digital and instantaneous customer service : :
Call centers, stores and customer field service

will remain the core of customer service

will be key (customer experience) differentiator for
operators
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A growing shift towards Augmented Reality (AR) & Virtual Reality(VR) in consumer behavior will
disrupt Telcos’ current sales channels mix

Market Trends

* In 2018, 85% of the overall sales will be influenced by mobile platform
showing strong orientation of consumers towards mobile/online channels

« Omni-channel strategy is at the forefront with consumers engaging
through multiple touchpoints, expecting the same experience

* AR & VR market is expected to reach $150 billion by 2020 and
businesses are investigating to use these technologies to grow

revenues/profits and improve customer behavior
MOBILE INFLUENCE ON RETAIL IN 2018

$5,552B
Retail Sales
~$4,5008 >

$492B

E-Commerce Sales

$133B

M-Commerce Sales

Challenges to overcome

* AR and VR technologies are still immature and further developments
are needed to be significantly commercially viable

* However, AR and VR can be an innovative way to let customers
experience new services, leading to awareness, interest and possibly
additional sales

Source:
http://www.wsj.com/articles/what-does-virtual-reality-do-to-
your-body-and-mind-1451858778

http://www.cnbc.com/2016/01/08/

Range of impact for 2025

Telcos will capitalize on disruption in sales

channels, caused by shift in consumer behavior
towards AR & VR technologies

Telcos will not be able to adapt their sales
channels to AR and VR technologies
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Customer experience

Social, digital and instantaneous customer service will Call centers, stores and customer field service
be key differentiator for operators will remain the core of customer service

Telcos will capitalize on disruption in sales channels,
caused by shift in consumer behavior towards AR &
VR technologies

Telcos will not be able to adapt their sales
channels to AR and VR technologies

Disruptive Conservative
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Technology



The number of connected devices (IoT) is expected to grow exponentially in the next years, creating
opportunities for telcos (e.g. connectivity, big data)

Examples of IoT domains

Consumer & Home

What role will the telcos most like be able to claim?

Network m
Industry
Groups
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Service
Providers Cloud

Service
Providers
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1
I
a Healthcare o g - Transportation '

; A i
rﬁg ) H( __________ .\IOT I — %a 4; aﬂ IT se(rjvices Regg(l)a\tlttors/
2 ’ R i vendors -
3 Others Standards
) s o Bodies
-4 » ) Software Middleware
J ﬁ e ';;'_”;“':'“ vendors vendors

Range of impact for 2025

Telcos will be the orchestrator of new loT ecosystems, Telcos role within the IoT ecosystem will be

linking all relevant players and able to monetize 0T solely linked to connectivity with limited
services accordingly (connectivity, analytics, etc.) monetization potential (commodity)
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The NFV / SDN technological advancements will provide business agility to Telcos while lowering
opex and capex

NFV and SDN has potential to revolutionize network

NFV will decouple hardware and software elements, ending vendor-
locking

SDN / NFV provide end-to-end visibility to Telcos of its network whilst
increasing flexibility and easing its network management and introducing
tools to allow more interaction between the network, the end-user and/or
OTT services

SDN / NFV will not only increase efficiency in network operations and
maintenance but will transform the ICT sector and value-chain by
decoupling network switching and infrastructure from network service
provision

SDN / NFV will shift network processing, analysis and management to
the cloud, and thus enable global network service provisioning over multi
local SDN / NFV infrastructures

Would Telcos be able to exploit NFV / SDN technology?

* The extent to which Telcos can exploit NFV / SDN technologies
depends on the maturity of these technologies and thorough revision of
the current regulatory framework

» Adoption of NFV / SDN demands synchronizing legacy system with

virtual tools and resources with the advanced skillset of managing the
NFV / SDN technology elements in network

Evolution towards a network of
l interconnected networks & data centers l

® As s To Be @ﬂ< = .
D |, e ;
Q) 8 = s
o ¢ e hﬁu\oc / \ oc / =2

Source: Disrupting Telco Business Through SDN / NFV
http://www?2.deloitte.com/es/es/pages/technology-media-and-telecommunications/articles/disrupting-telco-
business-through-SDN-NFV.html

j

Range of impact for 2025

SDN / NFV will soon transform both network
architecture and the way telcos operate their
networks with considerable cost savings

Telcos will not be able to exploit the potential of

SDN/NFV in the near years to come
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Currently there are numerous mobile payments

Mobile banking & payments will grow towards 2025

* In arecent study, 65% of respondents (technology experts) said they
believe that by 2025 most consumers will have embraced the use of

smart-device swiping for purchases they make

* However, 33% said they do not trust devices with Near Field
Communications technology (NFC) and believe mobile payments will
not gain traction by 2025?

Mobile banking

Mobile payments

— | 22%

All mobile phones

33%
39%

| 43%

50%

Smartphone 519
= 52%
— 12%

. 15%
All mobile phones 179 [ 2011

209, 2012
[ 2013
| 23% M 2014

24%

Smartphone 24%
~- 28%

6

Source:

Pew Research
Center’s Internet &
American Life Project
and Elon University’s
Imagining the Internet
Center

Figure: Consumers
and Mobile Financial
Services 2015, Board
of governors of the
Federal Reserve
System

Google wallet

=)
] Qnents

Information

Mobile
Value-
Added

Location
Based

Coupons &
Vouchers

Ticketing &

Loyalty Access

Identification

Initiatives but the role of the telcos is unclear

A new ecosystem?

HUAWEI Pay

j

Telcos will play a significant role in the m-

payments value chain incl. monetization of their

Range of impact for 2025

Apart from providing connectivity, telcos won’t
be able to claim arole in the m-payments world

10

role
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Technological (r)evolution

Telcos will be the orchestrator of new |oT ecosystems, Telcos role within the IoT ecosystem will be
linking all relevant players and able to monetize loT solely linked to connectivity with limited
services accordingly (connectivity, analytics, etc.) monetization potential

SDN / NFV will transform both network architecture Telcos will not be able to exploit the potential

and the way telco operate their networks of SDN/NFV technologies

Apart from providing connectivity, telcos
won’t be able to claim a role in the m-
payments world

Telcos will play a significant role in the m-payments
value chain incl. monetization of their role

Disruptive Conservative
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Competition



Market consolidation is already on its way. Will there be any unexpected players?

European operator market share

Who can we expect towards 20257

Acquisitions & joint ventures
TeliaSonera _ Belgacom T(;A h tak | thv: . . . .
3% ‘\ 2% 1% ave taken place recently: Traditional consolidation Surprise moves?
Telenor . . .
KPN g0 S Liberty-Ziggo, Telefonica/O2-
W Eplus, Vodafone-Ziggo (JV), - "
VimpelCom e Telenet-Base, etc. alla -
18% J ERICSSON
Vivendi (Telecom) ) 'S A
5% vodafone LIBERTY GLOBAL \", 4
3 o % ((
2 g |
Telecom Italia ﬁ\a ltl Ce ! kp n H UAWEI /
9% /
\— TJelefinica  Google
15% - \
Sources: Gartner Market Share Analysis: Top 30 ver,zon Mablle
Communications Service Provider Rankings;
Fricsson, “Traffic and Market Report”

Range of impact for 2025

Traditional consolidation will proceed, large telco Non-telcos will enter the consolidation game

players will increase their footprint and benefit from buying network capacity to secure and
economies of scale expand their position in the value chain
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One of the biggest competitive disruptions for telcos would be to lose control of the SIM card to
OEMs, who would be able to create a rival ecosystem using soft/virtual SIMs

The traditional SIM card value chain

The disrupting soft/virtual SIM value chain

* Telco provides SIM card that connects

to a proprietary mobile network *  Physical SIM is replaced b
propri Y ! " (( )) (( )) (( )) sof)t//virtual SIM WitFr)ﬂn mob?lle
* Replaceable SIM card to be physically device (software)

ut into the (mobile) device
P ( ) * Mobile connection is based on
* SIM card coupled to product proposition \ I e.g. best deal available
ensures customer relationship /

ownership e.g. through billing relation

* Proprietary SIM card connects to
- international networks via roaming ;

agreements

» Telcos sell network capacity as
wholesale product

+ Customer ownership not related to
SIM anymore

* With the right deals in place no

f .' Prnmsunce roaming needed

e

Source: GSMA Embedded SIM Specification

j

Range of impact for 2025

Soft/virtual SIMs will not be adopted to a large In 2025 OEMs have managed to create an

extent and there will be no significant changes in ecosystem of soft/virtual SIMs, decreasing
the traditional telco SIM card ecosystem degree of customer ownership by telcos
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Will the telcos be able to keep their voice users by introducing high quality VOLTE or will the OTT
players like WhatsApp, Facebook & Skype take over voice services?

Voice (& Video) over LTE (5G): a USP for telcos

Will OTT players leverage their customer base to win voice?

: : Guaranteed E2E quality of i i i i
Provide faster call setup time <t quality Regular calling with ~ OTT voice usage in NL
service smartphone in NL (via WhatsApp, Facebook & Skype)
. . . - 100 ] 86%
Enhance voice quality with Take benefit of low band LTE for 80 - 76% Il often
wideband coded extended coverage I Sometimes

%01 M Tried it
. : Enable voice services over 40 - ied i
Enable simultaneous voice and : : Bl Never tried it

different technologies (e.g. 1 No idea it exists
LTE data - 20
WiFi
0 -
Provide evolution from voice to age >13  age 13-19
next generation rich IMS
services
Source: Nokia Solutions and Networks 2015 Source: GfK 2015, Multiscope 2015

Range of impact for 2025

In 2025 VOLTE has proved to be the most In 2025 OTT providers have fully taken over

reliable voice service with the highest quality, the voice service from telcos, leaving MNOs
maintaining this revenue stream for telcos to only providing IP access
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Increasing competition

Traditional consolidation will proceed, large telco Non-telcos will enter the consolidation game
players will increase their footprint and benefit from buying network capacity to secure and
the economies of scale expand their position in the value chain

Soft/virtual SIMs will not be adopted to a large In 2025 OEMs have managed to create an

extent and there will be no significant changes in ecosystem of soft/virtual SIMs, decreasing
the traditional telco SIM card ecosystem degree of customer ownership by telcos

In 2025 VOLTE has proved to be the most In 2025 OTT providers have fully taken over
reliable voice service with the highest quality, the voice service from telcos, leaving MNOs
maintaining this revenue stream for telcos to only providing IP access

Disruptive Conservative

16 © 2016 Deloitte The Netherlands



Regulations



Net neutrality is heavily debated across the world, but the details are yet to be defined

What we know now...

telecompaper::

What might be the future...

- TOM TOLES |

Big VNS
1l TIME FOR SOME

' : L TRAFFIC PROBLEMS

B On THE INTERNET .

HOME : MOBILE & WIRELESS

Ny:ilae GENERAL : FIXED

Dutch parliament adopts net neutrality
amendment

Wednesday 18 May 2016 | 11:02 CET | Mews

DeTe CEO: special services do not oppose net

neutrality “a differentiation between services is necessary
to facilitate certain sensitive services”
Monday 30 May 2016 | 17:35 CET | News

Range of impact for 2025

Telcos will be in charge of what goes through
their networks and are allowed to

discriminate traffic for commercial reasons

Very strict net neutrality legislation will be in

place, leaving telcos no room to discriminate
traffic for commercial reasons
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Privacy will remain a hot topic towards 2025 as customers and the public become more privacy

aware, whilst rules and regulations are tightening

The state of privacy in 2016

* The EU is heading towards a new Privacy Regulation: new,

stricter rules will come into effect before 2025 THIS IS YOUR THIS IS oYﬁZTNER'VACY

» Big Data: Telcos are sitting on a mountain of valuable user
data, waiting to be commercially exploited

* Ever more companies are using privacy as a prominent
selling point — “Trust us. We'll guard your privacy”

* The European Union declared that the USA is no longer a
‘safe harbor’ for European privacy data

European parliament approves tougher
April 2016 data privacy rules

Range of impact for 2025

Privacy is history. Telcos (following OTT players Strict privacy legislation will be in place
like Facebook) use their knowledge to maximize restricting telcos to commercially exploit

commercial exploitation of consumer data consumer data
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Regulatory reform

Telcos will be in charge of what goes through Very strict net neutrality legislation will be in
their networks and are allowed to discriminate traffic place, leaving telcos no room to discriminate

for commercial reasons traffic for commercial reasons

Privacy will be history and telcos (following the OTT Strict privacy legislation will be in place

players like Facebook) use their knowledge to restricting telcos to commercially exploit
maximize commercial exploitation of consumer data consumer data

Disruptive Conservative

20 © 2016 Deloitte The Netherlands



Thank You!



Deloitte Global TMT footprint
Over 15,000 TMT professionals

Canada
|
Europe
Practitioners oo ® ® 410004_
‘ _ . Practitioners
) 0.‘ ]
o: ®
United States ®
o e® O g
o o0
5,150+ ® o
° Practitioners ® P ]
° I ° Asia Pacific
L X
® ®
o® . oo 3,900:
Y Practitioners
() I
LATCO & Mexico
I —— Africa & Middle East ()
o e 500+ [
¢ Practitioners 650+
] Practitioners Py

© 2016 Deloitte The Netherlands


https://people.deloitteresources.com/profile/RNardi
https://people.deloitteresources.com/profile/RNardi
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eopenshaw&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eopenshaw&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|fsilva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|fsilva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|wmartinez&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|wmartinez&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|gmaury&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|gmaury&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|dlatorraca&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|dlatorraca&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|nvalero&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|nvalero&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|egraber&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|egraber&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|fcovecino&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|fcovecino&p[idType]=adfs
https://people.deloitteresources.com/profile/mbrandao
https://people.deloitteresources.com/profile/mbrandao
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|aberlingeri&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|aberlingeri&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|pfpgaziano&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|pfpgaziano&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|mcasey&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|mcasey&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joaolsilva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joaolsilva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jenavarro&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jenavarro&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|ssaguto&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|ssaguto&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|talchen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|talchen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|tyaveroglu&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|tyaveroglu&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|aldonato&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|aldonato&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|frmonti&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|frmonti&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|abucaille&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|abucaille&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eshedd&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eshedd&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joconnor&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joconnor&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|hmoen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|hmoen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eolin&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|eolin&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jsuortti&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jsuortti&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|vfosty&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|vfosty&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|DWitteveen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|DWitteveen&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|agentner&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|agentner&p[idType]=adfs
https://people.deloitteresources.com/profile/otabakova
https://people.deloitteresources.com/profile/otabakova
https://people.deloitteresources.com/profile/pohou
https://people.deloitteresources.com/profile/pohou
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|hmjoshi&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|hmjoshi&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|sungchung&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|sungchung&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|inakayama&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|inakayama&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|rickylin&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|rickylin&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|wkrisadawat&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|wkrisadawat&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jimmylai&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jimmylai&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|shbarmaky&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|shbarmaky&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|stujohnston&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|stujohnston&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jobell&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|jobell&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|gkioes&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|gkioes&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|nhira&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|nhira&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|csanderhage&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|csanderhage&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joholiva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|joholiva&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|alopezcarnabucci&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|alopezcarnabucci&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|iluzica&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|iluzica&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|kkoundi&p[idType]=adfs
https://people.deloitteresources.com/_layouts/Deloitte.peoplenetwork.api/index.aspx?p[id]=i:0%C7%B5.t|adfs|kkoundi&p[idType]=adfs
https://people.deloitteresources.com/profile/jgoeres
https://people.deloitteresources.com/profile/jgoeres

TMT Global clients overview

Rogers Comm.

BlackBerry

Microsoft

Cisco
Intel

HP

Oracle
Apple

Flextronics

Motorola Solutions

TE Connectivity

(13
[ ]
L[]
o ry
0.. ] o [ ] ° [ ]
S°  AT&T o
* Dell
° Verizon
America Movil
IBM

KPN Ericsson SK Group
Liberty Global Nokia Samsung
VimpelCom LG Group
JvC
o i Sistema
Canon

Vodafone Deutsche Telekom

° SoftBank

BT Group % Telecom Italia
(
L @ . : Kyocera
[ ]
o ® “Nikon
Alcatel-Lucent )
. .
I . Telefénica China Telecom NTT
Orange & o® S
[ ]
[ ]
[ ]
Portugal Telecom °
O Huawei
Etisalat China Unicom
Bharti Group o Singapore Telecom
Telstra
[ ]
()
MTN Group ®

© 2016 Deloitte The Netherlands


mailto:adburke@deloitte.ca?subject=Approval to use BlackBerry name
mailto:frochon@deloitte.ca?subject=Approval to use Rogers Communications name
mailto:stujohnston@deloitte.com.au?subject=Approval to use Telstra name
mailto:dorliu@deloitte.com.cn?subject=Approval to use China Telecom name
mailto:patyip@deloitte.com.hk?subject=Approval to use Huawei name
mailto:trantanen@deloitte.fi?subject=Approval to use Nokia name
mailto:mdeszilbereky@deloitte.fr?subject=Approval to use Vivendi name
mailto:Agazzi, Jean-Pierre (FR - Paris) <jagazzi@deloitte.fr>?subject=Approval to use Alcatel-Lucent name
mailto:jagazzi@deloitte.fr?subject=Approval to use client name
mailto:Moulin, Frederic (FR - Paris) <frmoulin@deloitte.fr>?subject=Approval to use Orange name
mailto:dschlereth@deloitte.de?subject=Approval to use Bertelsmann name
mailto:agentner@deloitte.de?subject=Approval to use Deutsche Telekom name
mailto:rabanerji@deloitte.com?subject=Approval to use Bbharti Group name
mailto:aldonato@deloitte.it?subject=Approval to use Telecom Italia name
mailto:keiichi.kubo@tohmatsu.co.jp?subject=Approval to use NTT name
mailto:junko.watanabe@tohmatsu.co.jp?subject=Approval to use Sony name
mailto:yasuhiko.haga@tohmatsu.co.jp?subject=Approval to use JVC name
mailto:keiichi.kubo@tohmatsu.co.jp?subject=Approval to use Canon name
mailto:kinya.suzuki@tohmatsu.co.jp?subject=Approval to use Nikon name
mailto:akemi.mochizuki@tohmatsu.co.jp?subject=Approval to use SoftBank name
mailto:jonghokim@deloitte.com?subject=Approval to use LG Group name
mailto:jonghokim@deloitte.com?subject=Approval to use SK Group name
mailto:fsilva@deloittemx.com?subject=Approval to use America Movil name
mailto:joaolsilva@deloitte.pt?subject=Approval to use Portugal Telecom name
mailto:mraikhman@deloitte.ru?subject=Approval to use Sistema name
mailto:pyuen@deloitte.com?subject=Approval to use SingTel name
mailto:disteyn@deloitte.co.za?subject=Approval to use MTN Group name
mailto:mcasey@deloitte.co.za?subject=Approval to use naspers name
mailto:fhuerta@deloitte.es?subject=Approval to use Telefonica name
mailto:jmalmlund@deloitte.se?subject=Approval to use Ericsson name
mailto:mudajani@deloitte.com?subject=Approval to use Etisalat name
mailto:vniblett@deloitte.co.uk?subject=Approval to use BT Group name
mailto:jrbarker@deloitte.co.uk?subject=Approval to use Vodafone name
mailto:rwhitney@deloitte.com?subject=Approval to use Intel name
mailto:sshirai@deloitte.com?subject=Approval to use HP name
mailto:jrussi@deloitte.com?subject=Approval to use Oracle name
mailto:tbriggs@deloitte.com?subject=Approval to use Apple name
mailto:cwigginton@deloitte.com?subject=Approval to use Verizon name
mailto:adaecher@deloitte.com?subject=Approval to use Electronic Arts name
mailto:rwilliams@deloitte.com?subject=Approval to use Microsoft name
mailto:epatsalos@deloitte.co.uk?subject=Approval to use client name
mailto:rwhitney@deloitte.com?subject=Approval to use Google name
mailto:rlucenti@deloitte.com?subject=Approval to use Walt Disney name
mailto:skmoore@deloitte.com?subject=Approval to use AT&T name
mailto:tschiro@deloitte.com?subject=Approval to use client name
mailto:pasmundson@deloitte.com?subject=Approval to use Cisco name
mailto:rwilliams@deloitte.com?subject=Approval to use Motorola Solutions name
mailto:rdalton@deloitte.com?subject=Approval to use client name
mailto:mtitta@deloitte.com?subject=Approval to use Comcast name
mailto:jfarin@deloitte.com?subject=Approval to use Time Warner name
mailto:bbaer@deloitte.com?subject=Approval to use Flextronics  name
mailto:jtrichel@deloitte.com?subject=Approval to use Dell name
mailto:tonyhu@deloitte.com.cn?subject=Approval to use China Unicom name
mailto:gstastny@deloitte.com?subject=Approval to use TE Connectivity name
mailto:jeffblack@deloitte.com?subject=Approval to use News Corp. name
mailto:khsong@DELOITTE.com?subject=Approval to use Samsung name
mailto:Sato, Michinori (JP - Tokyo) <micsato@tohmatsu.co.jp>?subject=Approval to use Kyocera name
mailto:micsato@tohmatsu.co.jp?subject=Approval to use client name
mailto:Schouten, Aart Jan (NL - Amstelveen) <AaSchouten@deloitte.nl>?subject=Approval to use KPN name
mailto:mvreedeveld@deloitte.nl?subject=Approval to use Liberty Global name
mailto:StephenWard@deloitte.nl?subject=Approval to use Vimpelcom name
mailto:grrichardson@deloitte.co.uk?subject=Approval to use WPP name
mailto:wtouche@deloitte.co.uk?subject=Approval to use Pearson name

