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STL Partners helps our clients innovate, grow, and stay ahead 
of existing and new competition in a digital world

Research Consulting Events
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STL Partners Consulting: Develop and execute a winning strategy in 
the Coordination Age

STL Partners 

Areas of 
expertise

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

quantified 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.

5G
Artificial 

Intelligence Blockchain
Digital Service 

Innovation

Edge 

Compute

Digital 

Healthcare IoT Telco Cloud
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STL Partners Consulting: Develop and execute a winning strategy in 
the Coordination Age

Planning for growth
Developing a winning 

business model

Building a successful 

Go-To-Market strategy

Engaging with 

customers

1. Market analysis and 

landscaping

2. Market sizing and 

forecasting

3. Identifying and prioritising 

strategic opportunities

1. Use case identification and 

definition

2. Use case scoring and 

prioritisation 

3. Detailing and 

recommendation of viable 

business models

4. In-depth modelling of the 

business case (revenues, 

costs, ROI) 

1. Customer proposition 

development and testing

2. Building and detailing of 

viable go-to-market and 

sales strategies

3. Partner strategy, scouting, 

engagement, & facilitation

4. Development of tools to 

empower the salesforce

1. Generation of insights 

driven by bespoke 

research programmes

2. 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.

ÅDevelop key criteria in collaboration with the client and wider stakeholder groups to assess the potential 

value of identified opportunities

ÅEvaluate and prioritise initiatives based on the clientôs core objectives and capabilities

ÅDrive alignment and share knowledge in strategic workshops

ÅProvide clear recommendations on initiative roadmap, including next steps, client roles and 

responsibilities, timelines and milestones

Identifying & 

prioritising 

strategic 

opportunities

ÅProduce market sizing research estimating, for example, addressable market, indicative revenues, 

expected data volumes etc. to forecast market trends and inflexion points

ÅProvide underlying assumptions, model logic, and usage guidelines to handover model as a value-add 

tool to clients

ÅTest and validate output and assumptions through customer/partner interviews

ÅRefine iteratively with the client to co-create a deliverable

Market sizing 

and forecasting

ÅConduct research programmes, including customer interviews, to understand market trends and 

dynamics

ÅMap the competitor and partner landscape, value chain segments, and wider ecosystem structure 

ÅLeverage 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 analysis 

and landscaping
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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.

ÅLeverage desk research and existing expertise to build long list of potential use cases, within a technology or 

specific industry vertical
ÅDevelop use case profiles including use case descriptions, Gaddi pitches/use case propositions, and key product 

elements for the client (e.g. target customer segments)

ÅProduct: Edge use case service ïclick for more information

ÅDevelop 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
ÅScoring and ranking of the use cases against developed criteria 

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

further development and exploration

ÅMarket analysis to assess the competitive landscape, value chain, potential partnership opportunities and existing 

pricing models/strategies
Å Interviews with end users, customers, and ecosystem partners to validate the opportunity, commercial models, use 

case drivers/proposition, minimum product/service requirements

ÅDevelop and prioritise the viable business models for delivery of the service based on the clientôs strengths, 
weaknesses, and opportunities

ÅMarket sizing forecasts to assess the addressable market and revenue opportunity at a use case and country level

ÅModel costs over time for developing the use cases/services, including infrastructure/ platform building
ÅConduct sensitivity analyses to assess the value derived in different potential scenarios

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

Use case scoring 

and prioritisation

Detailing and 

recommendation of 
the viable business 

models

In-depth modelling 

of the business 
case

Use case 

identification and 
definition

https://stlpartners.com/edge-computing/edge-use-case-service/
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3. Building a successful Go-To-Market strategy
Practical steps in launching new initiatives: developing compelling propositions, go-to-market plans, and reusable 

tools to empower sales teams.

ÅCustomer and channel interviews to fully understand end user and partner needs

ÅDevelop 2-3 propositions and positioning options for clients and associated ópitch decksô
ÅTest and validate options with target clients

ÅProcess feedback and produce final proposition and positioning document

Å Iterate as required: agile approach

ÅEvaluate marketing and sales options for proposition: online/offline, direct/indirect via desk research and 

partner/channel/customer interviews
ÅSynthesise findings into 2+ coherent marketing and sales strategies with associated targets, timelines, milestones, 

investments (ROI)

ÅClient 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

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

ÅProduce ópen portraitô of potential partners for client 
ÅCreate partner evaluation criteria to map to the clientôs needs and prioritise partners via client workshop

ÅDevelop pitch deck(s) for engaging with partners

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

ÅCreate interactive sales tools to define sales strategy across customer segments (e.g. customer playbooks, 

visualisation tools)
ÅDevelop compelling sales collateral material for engaging with priority clients (e.g. bespoke pitch decks, sales attack 

packs and battlecards)

Building and 

detailing of viable 
go-to-market and 
sales strategies

Partner scouting, 

engagement and 
facilitation 

Developing tools to 

empower the 
salesforce

Proposition 

development and 
testing
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4. Engaging with customers

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

Å Co-branded research report on a new technology or business opportunity, investigating emerging trends, 

implementation challenges, best practice, case studies etc.

Å Internal report to inform the clientôs own strategy and identify areas of opportunity or development recommendations

ÅñMini reportò case study focusing on client reference customer(s) and highlighting quantified, expected and achieved 

benefits of a particular solution or partnership

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

ÅDesigned to promote the clients thought leadership and for distribution to clientôs and STLôs own channels

Å A video of the relevant consultant or analyst from STL Partners talking through findings of a piece of bespoke 

research ïformat: being interviewed, presenting (either live or via PowerPoint recorded slideshow), etc.

Å Video available for the client to upload to its website, use in online and offline customer interactions. 

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

segment of this)

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

warm leads

Case studies

Videos

Webinars

Bespoke reports

Å STL Partners-facilitated invitation-only events for senior telco executives

Å Draw upon STLôs 10-year history of running invitation-only events for industry leaders globally

Å Leverage insights from research and STLôs relationships to drive deeper engagement with multiple operators

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

Å Draw on STLôs experience engaging operators worldwide, with specific insights regarding markets and industry 

practices

Å Leverage STLôs expertise in designing, preparing and facilitating interactive workshop sessions

Private events

Customer 

workshops
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STL Partners worked with a global mobile operator to forecast 
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?

STL Partners created a 

tool for finding:

Å ARPU 

Å Data usage 

Å Revenues

Å Car volumes

from telematics by:

Å Country / region

Å Type of service

Å Type of car (economy, 

middle class, luxury)

Å End-market (OEM or 
aftermarket)

Connected car units by region Global connected car revenues by car type
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STL Partners conducted a hands-on session with an incumbent operator 
to identify and prioritise strategic opportunities within healthcare

STL insights: 
telco case 

studies (good 
and bad) in 

healthcare ï
key leanings for 

telcos

Market 
trends: wider 

trends in 
society and 

the healthcare 
industry

Analysis of the 
clientsô 

strengths & 
improvement 

areas

Strategy workshop

Key recommendations

Recommendations to include:

Å Prioritised list of initiatives (strategic and tactical)
Å High-level plans and roadmap
Å Goals and objectives clearly defined

Å Deeper understanding and insight of what others have 
done and market trends

Å Alignment across the team about future direction

STL Partnersô deep insights and knowledge 

of the market supported us in shaping our 

healthcare strategy, and their approach 

drove collaboration across our team. 

Overall STL under-promised and over-

delivered. 

ïHealthcare Strategy Manager, European 

Tier 1 Operator
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ÅConducted global interview 

programme with senior executives 
across target industries

ÅExample companies:

STL Partners supported a global software provider to 
understand the edge computing landscape and opportunity

Interview programme with industrials
Clarify edge opportunity and 

landscape
Identify strategic implications

Å Analysed the current and 

developing edge computing 
opportunity

Å Built picture of the edge landscape 

including needs of target verticals, 
key use cases, and the edge 

ecosystem

Å Identified strategic implications for 

the companyôs edge proposition 
and partnerships

Å Read-out to communicate strategy 

to internal stakeholders

Manufacturing
(incl. OEMs and 

automotive)

Extractives
(incl. oil, gas 

and mining)

Other 

industries
(e.g. smart cities, 

logistics)
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STL Partners identified, developed, prioritised, and sized key 
edge computing use cases for a tier one operator

Market sizing of prioritised use cases

2019 2020 2021 2022 2023 2024 2025 2026

Video analytics: Security and
surveillance

Video analytics: Production
and maintenance

Video analytics: Flow analysis

Remote expert for field force
using AR

Real-time UAV asset/site
inspection

Immersive experiences

Drone detection

AR in tourism

Use case identification and prioritization

2019 2020 2021 2022 2023 2024 2025 2026

Travel & Transportation

Retail, Media and Events

Other

Natural Resources and
Agriculture

Manufacturing

Energy & Utilities
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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 

prioritisation of initiatives

Phase 2. Detailed business and 

commercial model development






























