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Asia Pacific Regional View 
Navigating Diverse Opportunities  

• Well Developed  East Asia & 
Pacific Countries 

• Strategic investments in driving 
business transformation 

 
• Fast Growing China and India 

• Strong government support 
• The rise of privately owned 

enterprises 
• Backed by a wealth of talent 
• Emerged as major global delivery 

hubs 
 

• Emerging ASEAN and other South 
Asian economies 

• Signs of positive economic prospects 
in individual economies 

• Growing choice in IT outsourcing 
locations 
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The Rationale Behind the Move 
Content-driven triggers 

Sporting Events Global Summits 
Knowledge-based 

Economy 

• Asian Games (China, 
2010) 

• Commonwealth Games 
(India, 2010) 

• Formula One (Singapore, 
2010) 

• FIFA World Cup (SA, 
2010) 

 

•ASEAN Summit ( Vietnam, 
2010) 

•ITU Telecom World (Geneva, 
2011) 

•World Economic Forum                
( Morocco, 2010 ) 

 

 

•Digital City (Shanghai) 

• eIndia 2010 

• Thanh Hoa City Socio-
economic Development 
Project ( Vietnam) 

• Intelligent Nation 
(Singapore 2015) 
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Asia Pacific Regional View 
Demand-side characteristics 

Consumer  

• Mobile service dominance 

• The rise of middle class 

• Intelligent consumers 

• Social media phenomenon 

 

Business 

• Economic influence of  SOEs 

• Compliance and regulatory 

pressures 

• Supporting a mobile workforce 

• Outsourcing for efficiency  

 

 Challenge:  Mobile interconnect 
management and bandwidth 
capacity remain major issues 

Challenge:  Boosting customer 

lifetime value through technology 

innovation and service integration 
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Other  
(MSPs, VARs,  

Resellers,  
Social media  

 providers) 
 

 
Telecom 

Providers  
 
 
 

 
Hosting  

Providers  
 

 
 

ISVs 
 
 
 

 
 

Systems  
integrators 

 
 

Competitive landscape: A fragmented environment 

Global 

National 

Regional 
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Maturity indicators 
Developed 
economy 

Emerging 
economy 

Consolidation 

Slower revenue growth 

Margin pressure 

Commoditization of 
traditional products 

Cannibalisation of existing 
business 

Telecom at a glance 
The signs of industry middle age 

High     Medium 

High     Low 

Medium 

High Medium 

Low Medium 

Low 
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Who is investing in the telecom cloud? 

Asia  

Motivation 

Grow Wallet Share 

De-commoditize the offering 

Lead ICT ecosystem 

Disrupt the disruptive  

Providers 

Australia:  Optus, Telstra (in private beta) 

China: China Telecom, China Mobile, China Unicom ( strategic partnerships) 

India/Indonesia: Tata Communications, Bharti Airtel, Reliance, PT Telekom 

Japan/ S. Korea: NTT Communications, KT, LG Uplus, SK Telecom 

Singapore/ HK: SingTel, Starhub PCCW, Wharf T&T 

Taiwan: Chunghwa Telecom ( heavily invested in cloud services) 

Target 

segment  

Consumers 

SMBs 

Mid-Market 

Business units within large enterprises  
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Cloud  Service Provider 

Large SMEs 

Mid-market 

Small  

Very Small 

SOHO/Self employed 

Financial and Banking 

Business/IT departments  

SIs/ Resellers  

and VARs 

Cloud provider supply chain and Customer Types 

Logistics/ transportation 

Bio Tech/Pharmaceuticals 

Public Sector 

Channel 

Consumers 

End customers 
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How do telcos approach the market? 

• Invest in infrastructure and technology 
• SingTel- spending  180M dollars on a Tier 3+ data center spanning across 150,000 

square feet for HPC 

• CHT-investing up to 40 Bn (NTD) in cloud computing initiatives (R&D,product 

development and testing) 

• Korea Telecom-investing 120 billion won ($102m)  by 2011 for the deployment of cloud 

services 

• Expand service domains through partnerships 
• Starhub-Hitachi Data Systems (cloud storage); JustLogin( e-HR management) 

• China Mobile-Baihui ( productivity suite mobile access) 

• Tata Communications -Google 

• Stick to the knitting 
• Service bundles 

• Relationship selling  

• Set sights on SMBs 
• KT ‘s uCloud pro ( Cloud compute) 

• China Telecom’s eYun  (Cloud Storage) 

• CHT’s value-added cloud services and applications ( Q4 2010) 

 



13 

Cloud Service Offerings 

• Market for cloud computing is still defining itself 
• PCCW -Described as 'the five layers of the cloud stack,' the current offerings are highly 

application-centric and vertical-specific as opposed to the generic offerings provided by 

today's IaaS/PaaS/SaaS players in the US and Europe.  

• Cloud offerings deliver the basics  
• SingTel-EXPAN Grid (multi-tenant sharable infrastructure, on-demand scalable cloud 

compute and storage, opex charging model and Internet/VPN access options) 

• China Telecom-eYun providers basic online backup  

• Vertical/user specific cloud solutions becoming available 
• PCCW’s 'content as a service.' Targeting healthcare practitioners, PCCW Solutions 

deploys an eHealth record repository that enables role-based user access. 

• KT’s cloud backup is designed for its smartphone users. KT is on track to deliver the 

cloud backup service over Apple’s App Store and support smartphones running on the 

Android OS in October.  

• Contract value remains relatively small 
•  Much of the contract remains application-oriented and reliant on third parties  
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The good and the bad  

 

The pie is growing, 

but not everyone  

can survive! 
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Following Up, Step-by-Step  

Acknowledge Build  Migrate  Prioritize 

•The scope of  

disruptive and  

competitive 

threats 

•Know the limits of  

your infrastructure 

•Awareness 

and support 

among 

stakeholders 

for the needed 

change 

•Service delivery 

and network 

infrastructure 

toward 

standards-based 

platform 

•Innovation and 

speed in 

packaging and 

distribution of 

applications 
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Recommendations 

To hosters and telecom providers 
 

• Develop: Grow expertise through 
partnerships 
 

• Simplify: Be careful not to get 
bogged down at a granular 
product/service detail level when 
selling or positioning your offerings 

 

• Validate: Demand proof, particularly 
of cloud management, security and 
compliance solutions 

 

• Focus: No matter how network-
centric an engagement or offering is, 
be sure to tie that offering to a 
business issue or challenge 

To ISVs, VARs, Resellers, and SIs 

 

• Educate: Identify the business value 

as well as operational benefit of your 

service to customers 

• Collaborate: Team up with hosters 

and telecom providers to become 

default intermediaries 

• Demonstrate: Highlight 

accreditations, certifications and 

partnerships to demonstrate 

capabilities and knowledge base 

• Define: Segment target customer 

base further by business 

issues/challenges they are facing 

instead of technology solution or 

vertical 
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Thank You ! 

Questions? 

Agatha Poon – Tier1 Research 

agatha.poon@tier1research.com 
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