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STL Partners helps our clients innovate, grow, and stay aheadf
of existing and new competition in a digital world
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STL Partners Consulting: Develop and execute a winning strategy g ¢

the Coordination Age
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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
guantified 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.
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Planning for growth

Developing a winning
business model

Building a successful
Go-To-Market strategy

Engaging with
customers

Market analysis and
landscaping

Market sizing and
forecasting

Identifying and prioritising
strategic opportunities

Use case identification and
definition

Use case scoring and
prioritisation

Detailing and
recommendation of viable
business models

In-depth modelling of the
business case (revenues,
costs, ROI)

Customer proposition
development and testing

Building and detailing of
viable go-to-market and
sales strategies

Partner strategy, scouting,
engagement, & facilitation

Development of tools to
empower the salesforce

Generation of insights
driven by bespoke
research programmes

Promotion of insights and
lead generation through
customer engagement
campaigns (e.g. private
events, publications,
webinars)
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1. Planning for Growth ¢
(-I
Identify, assess, and prioritise the viable strategic initiatives to drive growth. E
AJ
_|
A Conduct research programmes, including customer interviews, to understand market trends and Z
: dynamics M
Market analy.SIS A Map the competitor and partner landscape, value chain segments, and wider ecosystem structure AJ
and Iandscaplng A Leverage desk research and existing expertise to build and extract learnings from a long list of case W
studies, within a technology or specific industry vertical, from within and beyond telecoms
A Produce market sizing research estimating, for example, addressable market, indicative revenues,
. expected data volumes etc. to forecast market trends and inflexion points
Market sizi ng A Provide underlying assumptions, model logic, and usage guidelines to handover model as a value -add
and forecasting tool to clients _ o
A Test and validate output and assumptions through customer/partner interviews
A Refine iteratively with the client to co-create a deliverable
Identifving & A Develop key criteria in collaboration with the client and wider stakeholder groups to assess the potential
_ y _g value of identified opportunities
prioritising AEvaluate and prioritise initiatives based on thle cli
strategic A Drive alignment and share knowledge in strategic workshops
T A Provide clear recommendations on initiative roadmap, including next steps, client roles and
opportuniies responsibilities, timelines and milestones
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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.

Use case
identification and
definition

Use case scoring
and prioritisation

Detailing and
recommendation of
the viable business

models

In-depth modelling
of the business
case

© STL Partners |

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

specific industry vertical

A Develop use case profiles including use case descriptions, Gaddi pitches/use case propositions, and key product

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

A Product: Edge use case service i click for more information

A Develop 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

A Scoring and ranking of the use cases against developed criteria

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

further development and exploration

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

pricing models/strategies

A Interviews with end users, customers, and ecosystem partners to validate the opportunity, commercial models, use

case drivers/proposition, minimum product/service requirements

ADevel op and
weaknesses, and opportunities

prioritise

t he

vi abl e

busi ness

model s

f

d

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

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

A Derive ROI for the service to build a detailed business case for the initiative
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https://stlpartners.com/edge-computing/edge-use-case-service/

3. Building a successful Gli-Market strategy o

Practical steps in launching new initiatives: developing compelling propositions, go-to-market plans, and reusable
tools to empower sales teams.

.. A Customer and channel interviews to fully understand end user and partner needs
Proposition A Develop2-3 propositions and positioning options for clie
developmentand A Testand validate options with target clients
testing A Process feedback and produce final proposition and positioning document
A Iterate as required: agile approach

L)

BLildi q A Evaluate marketing and sales options for proposition: online/offline, direct/indirect via desk research and
UI 1ng, an partner/channel/customer interviews
e[S Tslo oI AYiE1o] S A Synthesise findings into 2+ coherent marketing and sales strategies with associated targets, timelines, milestones,
go-to-mar‘ket and investments (ROI)
sales strate gies A Client 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

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

SEUNCIESINICANN A Pr cduce G6pen portraitoéo of potential partners f

engagementand ACreate partner evaluation criteria to map to t
facilitation A Develop pitch deck(s) for engaging with partners

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

or cl i
he cl i

Developing tools to A Create interactive sales tools to define sales strategy across customer segments (e.g. customer playbooks,

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

salesforce packs and battlecards)

2@
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4. Engaging with customers A

Build mindshare and engage

)

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

E)
g ey

Bespoke reports

Co-branded research report on a new technology or business opportunity, investigating emerging trends,
implementation challenges, best practice, case studies etc.

Case studies

I nternal report to inform the clientds own strategy an
AMI ni reporto case study focusing on client reference
benefits of a particular solution or partnership

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

Designed to promote the clients thought | eader ship and

Videos

A video of the relevant consultant or analyst from STL Partners talking through findings of a piece of bespoke
research i format: being interviewed, presenting (either live or via PowerPoint recorded slideshow), etc.
Video available for the client to upload to its website, use in online and offline customer interactions.

Webinars

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

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

Private events

STL Partners-facilitated invitation-only events for senior telco executives
Dr aw upon -y& hisfos/ of tuining invitation-only events for industry leaders globally

Leverage insights from research and STLO6s relationship

Customer
workshops

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

Draw on STLG6s experience engaging operators worl dwide
practices

Leverage STLOs expertise in designing, preparing and

f
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

XWB Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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Agenda

Overview of our consulting services
Detailed breakdown of our consulting services

Relevant case studies

KWW Planning for growth
Developing a winning business model
XY Building a successful Go-To-Market strategy

Engaging with customers

The STL Partners Consulting team
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STL Partners worked with a global mobile operator to fortias{.
the connected car market C

-

Our client wanted to find out: How much data will a car in 2019-2025 consume from telematics ;35

services broken down by key geographical regions and car segments? —
=z
M

STL Partners created a Connected car units by region Global connected carrevenues by car type (,;E

tool for finding:

A ARPU

Data usage

Revenues (8 |

Car volumes = 7.4
| 6 | 6.2
. 34 5.2
from telematics by: s %
) 31 4.1
Country / region 2 °
3.0

11
|| || || || _— L _— B8 0 e 0 mmm03 [HENOS m

Type of service

Type of car (economy,
middle class, luxury)

2019 2020 2021 2022 2023 2024 2025 2019 2020 2021 2022 2023 2024 2025
End_market (OEM or B Africa Asia Pacific B Europe
CHEINECH) m Middle East ™ North America ® South America ™ Economy ®Mid-range M Luxury
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STL Partners conducted a hands session with an incumbent operator
to identify and prioritise strategic opportunities within healthcare

M LA
o N

>
S-Eélég Sclgshets | trer?/(lja;r:kvev?der A - i
sgjr(lj(ljets)a(g)oi%d Analysis of the s BG6sSTL Partners 6 deep insg
healthoare i cli ent A society and of the market supported us in shaping our M
key leanings for strengths & theiﬂgﬁ'st?care healthcare strategy, and their approach A
Eleee 'mp;?Z,er”e”t Y drove collaboration across our team. v

Overall STL under-promised and over-

delivered.

I Healthcare Strategy Manager, European

Strategy workshop Tier 1 Operator

Recommendations to include:

Prioritised list of initiatives (strategic and tactical)
High-level plans and roadmap

Goals and objectives clearly defined
Deeperunderstanding and insight of what others have
done and market trends

Alignment across the team about future direction

Do To Io o Do

Key recommendations
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STL Partners supported a global software provider to [[E_f7 ¢
understand the edge computing landscape and opportunity F
o
>
Clarify ed [ d o
Interview programme with industrials arity edge opportunity an |ldentify strategic implications —
landscape Z
M
po)
A Conducted globalinterview A Analysed the current and A Identified strategic implications for W
programme with senior executives developing edge computing the companyd6s edge propo
across target industries opportunity and partnerships
A Built picture of the edge landscape A Read-outto communicate strategy
‘l including needs of target verticals, to internal stakeholders
0‘ key use cases, and the edge
ecosystem _
Manufacturing Extractives Other Key findings from our research programme g
(inCI' OEMs and (inCI' Oil’ gas IndUStrIeS ;I-nl.'etea;lstl;a.t p.all't:fe:'s.le ?:%ear‘;‘lcular Slsac;(::s‘:ﬁii:iar:dustries a ey findings mplications for Company X E
automotive) and mining)  (e.g. smart cities, ¢ 42w o o 3 i e e 2
|OgiStiCS) ; barriers hindering adoption e mw-enmhvb-mu:awmyuns) ’
A Example Comp anles | . m’im&-"’eﬁ“&?u‘;ﬂ dad::lé:;nd- 0 avoid | oa-l-; T;!r:ls uﬁWwﬁW&w”
@ @ ROIIS-Royce O; — ~»E=7 Edge use cases are at different levels of maturity :;-5 m"'&":;n"::' J,,,,.,,.T....,.  poriclry i ndustveswih B ———_—_.—

ariners | Proprietary and Confidential
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STL Partners identified, developed, prioritised, and sized key
edge computing use cases for a tier one operator

CE

Use case identification and prioritization Market sizing of prioritised use cases

STL Partners generated a long-list of edge computing use

L 54 B Video analytics: Security and
cases = i
« surveillance
Use cases across MEC and private networks edge ante cas E m Video a_nalytlcs Production
I P— g and maintenance
it e . S E = Video analytics: Flow analysis
—
e ks st A sonadl TR Remote expert for field force
. ) . using AR
.. In close collaboration with the client, STL Partners v = Realtime UAV asset/site
developed scoring criteria for prioritisation c inspection
B Immersive experiences
1 How “edge™ E:;’Ii::;:‘;ﬁ\i:s nat solve the :F;;i:::ﬂ:ﬁzaﬁws{e'l Edge computals the “best” aption, Edgewmwlels;rr;mijlulw | | Drone detection
o ‘ =
o e s, ELEELLT, IERUNON. RRINIT SRR = . = AR in tourism
s . 2019 2020 2021 2022 2023 2024 2025 2026
sseames 1|0 e STL Partners developed a process to prioritise the use cases
o Network to take forward into future phases of work ¢
relevance
Output 2 .
5 Reference S8R 5o seveop use coses — x ® Travel & Transportation
customer N Longlistof use cases  mep [Reld °""ﬁ$‘:‘:l':ef°' E=ch 2 .
3 e e =
Technology . .
¢ radiness [} . MEC ramenerks verkshop & | Retail, Media and Events
o
[}
7 Application STL send use case long-ist -
readiness with initial score ® Other
Use case prioritisation |
e  use cases ® Natural Resources and
£ STL further develop use Ag riculture
Clu - cases
- Test with friendly customers e ® Manufactu ring
/ apeos / account managers — -
Final prioritisati q Refined k f
B Footiortemon Final Susecases == [y ey 2019 2020 2021 2022 2023 2024 2025 2026
@STLPartners | Proprietary and Confidential 3 | Energy & Ut|||t|es
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STL Partners supported an alliance of mobile operator
to define its strategy around 5¢&nabled initiatives

Phase 1. Identification, development and Phase 2. Detailed business and

prioritisation of initiatives commercial model development

STL Partners identified key 5G use cases within each « STL Partners built an activity map to highlight key areas of Py
opportunity area P opportunity for the client c
P =
" r - . Stage
~ o
Ganing AR HE=mn w eEriE = 5. Ecosyste wih Partner Ecosystem New partner =
1. FWA high-performance multiplayer gaming 1. AR/VYR Training 1. Smart Wearoble Devices z - Bcosystem gro management recruitment negotiation =
2. Immersive Online Shopping m m
e 2 AR remote expert 3. AR/VR Travel and Tourism z - 2
3. High-performance multiplayer mobile gaming e — 545';'1?‘6'7!&:;:;‘;::"1 4. Operate
4 AR/VR cloud gaming
6. AR/VR for mediia consumption
5. Dynamic in-game advertising R oStk as 7. Connected haptic suits
6. eSports media streaming 5. AR/VR for process support B30 holographics 3. Build & deploy
Private/Temporary netwe  STL Partners and the client selected opportunity areas to move « 2 Define & commit
forward based on key criteria “!
1. Connected events - T+ Discover Market & frer
= ° analysis
2. Pop up Network =
AT Opportunity Size of Member telco | The Client's Tactical Operator retail z
areas opportunity applicability | Value opportunity | Dependencies | conflict ;
w

Smart industry

©STLPartners | Proprietary and Con @STLPartners | Proprietary and Confid

Immersive
consumer & events

Gaming

Private/t H
) STL Partners conducted market analysis to understand the Py
Video analytics scale and trajectory of the opportunity areas P
AR/VR empowered o
workforce =
Growth of the global IloT market (USD): + APAC ls the fastest growing market and accounts for 7_3‘
39% of the overall market. Significant contribution is z
32 57 b 7 5 1 observed from China, Japan, South Korea and Australia. g
o n b n + Growth in this region is due to high industrial presence n
17 estimat
P ———. estimate 2024 prediction endl !Ie‘lng adoption on automation technologies across
pl y vertical
Estimated impact of 56 on manufacturing GVA (USD Billions) P
in Bridge Alliance markets
— 56 is set to play a key role in growth of the smart
industry market -
mowner
$2042 _— - Industrial companies consider 56 one of the
e e cntaring most important enablers of digital
si2a7 ———— d only to cloud
wenr I femo axpert
s207 madnced predetie 5
a4 g Two thirds of industrial companies want to
Wz s me 80 0 W I e @ implement 5G within two years of its roll-out
00 w2 N0 NB XM WS X6 XD WA XX 2N X
Source:STLParnats
@STLPartners | Propristary and Confidential 33
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