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Overview

The development of new products and services Concepts and issues covered include:
as next generation networks are rolled out, throw
up new challenges to service providers. e The critical marketing functions of product development, packaging,
These include how to market and price these market segmentation and communications and sales
offerings as well as the challenge of increased
competition and constant changes in trends Competition in target markets and customer behaviour analysis
and consumer behaviour.
Market segmentation in strategies and product positioning
This course will equip participants with
the necessary skills to formulate successful Achieving and sustaining a strong competitive advantage
marketing mix strategies for next generation
products and services. Leveraging market research and competitive analysis for revenue-
generating products such as IPTV, fixed-mobile convergence,
unified messaging, and VolP in both defensive and offensive
business models

For more programmes and courses run by the PDT contact us at:
Tel: +44 (0) 208 600 3800 Fax: +44 (0) 870 0345 626 Email: programmes@cto.int

Course programme may change due to unforeseen circumstances
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Learning outcomes

At completion, participants would have acquired:

An understanding of the nature and complexity
of next generation networks and services

An appreciation of the need for a market-oriented organisation to build
superior value and achieve greater levels of satisfaction for customers

An understanding of practical business-to-consumer and business-to-
business marketing strategies

An appreciation of the need to research the market in order to identify
viable segments and develop appropriate positioning and marketing
mix strategies for next generation services

An appreciation of the need to have a marketing mix strategy in-built
into the new product/service development process (NPD) in order to
facilitate the commercialisation of these next generation services

An integrated approach to developing the right ‘mix’ of the seven P’s
for next generation services

Key objectives

This course will equip participants with the necessary knowledge
and tools to:

Understand the nature and complexity of next generation networks

Adopt an integrative approach to developing and formulating successful
marketing mix and in particularly pricing strategies for next generation
services

Conduct an internal and external analysis to identify and apply
companies’ competencies to gain competitive advantages

Develop and design models for effective strategic marketing decisions.

Anticipate and respond adequately to changing business/market
environments

Develop effective, market-tested strategies and specific, actionable
tactics and tools in order to succeed in the market

Who should attend

e Marketing professionals from the Telecom, IT, fixed

or mobile network industry

Telecommunications personnel with an interest in marketing issues
on NGN

Learning environment

Highly interactive and engaging teaching and learning methods aimed
at developing a variety of skills

Teaching tools will include slides, handouts, videos and other creative
materials

Case studies and class exercises are used to allow participants to
actively engage with the subject matter

Pre-requisites

There are no pre-requisites

Course content

A telecommunications market introduction

e Market environment for telecommunications
service providers

e Challenges of declining access line
and revenue

e Key success factors for operating
in this challenging market

Overview of NGN

e Definition and attributes of NGN

e Key technologies of NGNs, including
internet protocol, wireless and fibre optics

e NGN Services including multi-services,
virtual private network (VPN)

e Deployment and marketing of next generation
services
Marketing best practices

e Strategic marketing in the competitive
environment

e Business-to-consumer and business-to-
business marketing tactics trends

e Case studies of marketing tactics and pricing
Researching the market to identify potential
and viable market segments

e Analysing the marketing environment (PEST
factors) of the telecommunication industry

e Screening and evaluating marketing strategy
opportunities

e Scientific approach to marketing research
(secondary and primary data)

e Conducting a SWOT (Strengths, Weaknesses,
Opportunities & Threats) analysis

o Market segmentation for next generation
services
Customer management

e Interrelationships between customer needs,
marketing research, listening posts and
technology in customer-knowledge management

e Analyse the value proposition
e Scope of customer-satisfaction perceptions
e Develop strategies for customer retention
e Evaluate the most important drivers

of a customer-driven organisation
Analysing competition in target markets

e Assessing the unique selling proposition
(USP) of the new product or service

e Market analysis eg. actual and potential market
size, cost structures, distribution systems

e Customer behaviour analysis eg. how do they
make their purchase decision

e Identify and analyse competitors

e Formulating strategies using customer
and competitor information




Course content

Internal analysis

e Importance of internal analysis
and its framework

e Assess the performance and resources
of the organisation

e Dealing with resources that make

the organisation vulnerable
Developing an appropriate marketing mix
strategy for next generation services

e The marketing mix. (The four P’s has become
the seven Ps)

e 5 steps of the new product development
process (NPD)

e Tools to develop marketing mix strategies
(Product Life Cycle (PLC), BCG, Ansoff, etc.)

e Branding and using it in strategy planning
e Integrating marketing mix strategy
into the marketing plan/programme.
Pricing objectives, settings and strategies
for next generation services
e Pricing objectives
e Choices of marketing managers for price flexibility

e Considerations of marketing manager during
the early stages of the product life cycle

e Varied options of a price structure including
discounts

e Value pricing concept and its advantage
in offering target customers superior value.

Marketing strategies and sustaining
competitive advantage

e Identify sustainable competitive advantages
(SCA)

e Evaluate the types of strategic options using:
competitive strategy, strategies over the
organisation’s life-cycle, strategies for building
relationships with key stakeholders, global
strategies

e Combine these four strategies to formulate
a market strategy

e Differentiation strategy and the six types
of differentiation

e Principles of a low cost strategy and cost drivers

e ldentifying the key dimensions of service
quality and managing service delivery.

e Competing through superior service
and customer relationships

Grant Forsyth

This course will be facilitated by Grant Forsyth
from Telkom SA, Centre for Learning. He has
over 20 years experience in sales, marketing
and management in the ICT Industry and holds
a BBA degree and an IMM diploma in Marketing
Management. He lecturers at two South Africa
business schools, consults and has developed
and conducted many training courses

to corporate clients.

His specialist areas are principles and practice of marketing,
marketing strategy, customer service, international marketing,
selling skills and sales management. His success in the training
environment is due to his theoretical knowledge of the subject matter,
his work experience and his ability to enable students in a fun

and informative way.

Hosted by:
Swaziland Posts & Telecommunications
Corporation

In partnership with:

Telkom South Africa

About the CTO

The Commonwealth Telecommunications Organisation (CTO) is an
international development partnership between Commonwealth and
non-Commonwealth governments, business and civil society
organisations.

It provides the international community with effective means to help
bridge the digital divide and achieve social and economic development
through the use of Information and Communication Technologies
(ICT) in the specific areas of Telecommunications, IT, Broadcasting
and the Internet.

About the programme for development
and training (PDT)

Managed by the CTO, the PDT is a unique low-cost membership
programme providing needs-based professional training and capacity
building courses on telecommunications policy, regulation, technologies
and telecoms business management.

The PDT has delivered over 3600 bilateral training and
consultancy projects, covering every aspect of the telecommunications
industry, training over 35,000 professionals in 33 countries

of the Commonwealth.

For more programmes : Tel: +44 (0) 208 600 3800
and courses run by | Fax: +44 (0) 870 034 5626
the PDT contact us at: | Email: programmes@cto.int

See more information

i www.cto.int
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Please fill in this application form and fax it back to +44 208 600 3819 or return it to the CTO at the address Fill in and fax this form back to
below. Please use CAPITAL LETTERS. = +44 208 600 3819
Personal details = Eiitggspgggagé%%team at
Mr/Mrs/Ms/Other .................. First name ... Last name ..o |

i @ Email this completed form back
OB I o to register@cto.int

OISO EARLY REGISTRATION DISCOUNT
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CitY o Postcode - COUNIY oo 'i  Register by 20th June 2009
for a 10% discount!

Tel o Mobile FaX e

NEED HELP?

m
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o

Authorising [iN€ Man@agEI'S NAME o oo
Call us now on +44 208 600 3800

Authorising line Manager’s @Mail ..o § or e-mail the programme team at
programmes@cto.int

Payment options ‘ Summary Terms and Conditions

1) Select delegate rate The CTO will endeavour, as can be reasonably
expected, to ensure that the course is
delivered to meet delegates’ expectations.

. . . %
Standard rate Early registration/Group discounts Registration is subject to availability and
| payment received by the deadline, where
CTO members D £701 D 10% ! specified for each course. Dates may be
i subject to changes. Travel, accommodation,
PDT partners D £701 D 10% i daily transportation to venue, subsistence
! and other costs are the sole responsibility
Others D £1,132 D 10% i of the delegate and are not included in the
above fees.

* two or more delegates from same organisation Applicants are responsible for their visa

arrangements and other formalities wherever

2) Payment mode (choose one option only) required. Course bookings may be cancelled

. i at the discretion of the CTO or its partners.
D Invoice D Bank transfer : Applicants paying by bank transfer are
Invoice me at the above Make payments to: Coutts & Co. : responsible for bank charges and any other
address (Discounts do 440 Strand, London, WC2R 0QS, UK i such costs and should ensure the exact
not apply, payment A/C Name: CTO; A/C Number 08367507 | amount in GBP Sterling is credited in the
must be received by us Bank Sort Code :18-00-02 | CTO bank account. Applicants requiring
prior to event). SWIFT Code: COUT GB22 | additional information prior to their booking
IBAN Reference: GB72COUT18000208367507 : should ensure they provide sufficient time

before the booking deadline.
D Credit Card: Visa / Mastercard (delete as appropriate) ) )
Cancellation rules apply, as summarised
above. For a full version of our Terms and
Conditions, please visit our website at

(0221 ¢ I 1 o) (o T=T 3N 1 = 2 4 [= YT wwctoint,

Card holder’s billing address (if different from above) ...
Withdrawals / Cancellations / Refunds

For delegate cancellations/withdrawals,

Cardrumber L L [ [ I I [ [ [ [ 1 [1] i the following refund rules apply:
| o 31 days or more prior to event: the full
Valid from ... Expiry date 3 digit security code |_|_|_| amount less a handling charge of £55

o 30 days or less prior to event: no refund

For CTO cancellations/withdrawals, delegates
. : are entitled to a 100% refund within
Signature ' i 60 days of the cancellation/withdrawal.

] Refunds will be made by bank transfer only.
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Additional information The CTO does not sell, rent or lease its

. . - - customer information to third parties.
To help us improve our services to you and your organisation, please tell us more about yourself and your organisation. We may, from time to time, contact you on

behalf of a third party/partner about a

Your role in the organisation  Your area of work in the organisation i particular offering that may be of interest to
O strategic / executive O Business development O Marketing and sales ; }’gu-tl? tgfs?« (%ases,t_your( unlqlue personally
) . ) ) . identifiable information (email, name,

OPlanning O Corporate affairs O Public relations and corporate communications address, ’gelephone number) is not transferred

(Ocontrol (3 Customer service and care (O Regulatory and legal affairs to the third party/partner.

DOperationaI @] Engineering and technical management O Telecoms network management I”. addition, we may share your information
O Financial, purchasing & investor relations (3 Human resources i with trusted partners to help us perform
OIT/ IP management O Other statistical analyses, send you by e-mail or

postal mail, provide customer support, or
arrange for deliveries or other such services.

Yourorganisationtype Your organisation’s service areas e
(O Government (O Fixed network / services (O Broadcasting All such third parties are prohibited from
) using your personal information except to
O Regulator (O Mobile / wireless network / services O Value-added services § provide these services to the CTO and they
O Operator (O Satellite network / services O Support can[eygi?‘?'r:fodrr:;mﬂ”tgp rmec?ﬁfgﬂigtt'@ln'ty
(O Manufacturer O Internet (O Other services about our Privacy Policy, visit our website at
Oother | www.cto.int

Commonwealth Telecommunications Organisation, 26-28 Hammersmith Grove, London W6 7BA, United Kingdom




