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Good morning.  We can get more response out of that.  I think the first one was better. 

Anyway, my name is Mayank Kapoor and I'm an industry manager for data centre in 

cloud computing team at Frost & Sullivan, and I'll be talking about cloud-based 

business models.  But before I get in and give my part of the presentation, those five 

minutes of fame for me, I'll maybe quickly introduce the panel here.  That's a big 

panel for today, five.  Was there anyone else that lucky yesterday?  There was one 

more.  I must have missed that. 

Anyway, it's good to have you all here today and thank you for your time.  So quickly 

we have Teddy from PCCW, Bernie from Cisco, Tawhid from Grameenphone, Amit 

Roy Sinha from TATA Communications, and Chris from Verizon.  I'll give you guys 

each a chance to introduce yourself and maybe share what your role is in the 

organisation.  But first let me quickly have my five minutes of fame.  Can we have the 

slides on, please? 

So, as I said, we're talking about emerging cloud-based business models.  But I think 

the theme of my presentation will be the whole shift of IT, from information 

technology being focused completely on information to now it's going towards 

innovation technology.  I'm sure some of you must have heard of IT becoming 
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innovation technology.  No-one here is it?  That's good; I'm sharing something new 

today. 

So I think this whole journey of change form information technology to innovation 

technology is started by three key simple rules, or rather three key simple trends.  First 

is the increasing pace of innovation.  There's a small thing called a smartphone today.  

How quickly do we see new generations of phones coming out?  Every six months 

there's a new generation of smartphone coming out.  Two years ago, three years ago, 

how long did it take for every new generation?  That was a long time.  That's a simple 

example of how technology's changing today. 

How many of you have heard about IBM Watson?  There's a fair few.  It started off 

by beating or not exactly beating but drawing against the best in chess competitions.  

What is it doing today?  Going ahead and finding solutions for healthcare, finding 

solutions for automobiles and so on.  It's actually coming into the mainstream now 

and trying to find solutions.  It's basically artificial intelligence by IBM. 

Second, the new trends around app-ification, we all use a lot of apps today, Instagram.  

And thanks to Instagram a new word came into the dictionary, I think, a few days ago, 

a selfie.  I'm sure a lot of us have taken selfies, posted them on Facebook, Twitter and 

all of those.  But two people credited for that was Rihanna and Justin Bieber.  Apps 

are coming in, cloud is enabling all of that and that's social media.   

And there is the shift in IT's functioning.  IT's no longer going ahead and putting 

services together.  There was an interesting discussion earlier in the previous panel 

around how IT is going ahead, and leveraging all these service providers out there and 

maybe transitioning into a service provider on their own, not only putting together 

services but buying services from service providers that are on the panel today, 

buying infrastructure from service providers that are on the panel today and in the 

audience, and providing them as services.   

So that's the first point on my next slide, the innovation technology has driven 

business changes.  First is this whole shift from a products to a services play, IT is 

changing from products to services, service providers are more focused towards 

service now.  A lot of it used to be product play, data products, selling a lot of 

products.  Now it's all about solutions and services. 

Second is we are seeing co-creation and R&D through greater collaboration.  One 

enterprise alone or one service provider, one vendor cannot solve the challenges of 

today.  It has to be done through an equal system approach.  And I'd like to invite 

views from the participants as we go through the panel discussion today on how they 

are using co-creation and collaboration to introduce, innovate new solutions. 

Last but not the least is greater intelligence building through everything.  We have 

smart TVs today.  We are looking at smart cities.  There are smart city examples in 

Korea, Johannesburg and so on that's going to become a reality tomorrow and that is 

going to drive a lot more information and new challenges for the industry. 

So I'll quickly talk about some – a couple of industries now.  If you see the new 

business models that we expect, some of these are already here.  It's not – they're not 
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here in the industry.  But what is happening is cloud is driving faster transformation 

towards them, just that the pace of moving towards these business models is much 

faster.  We knew pay-as-you-drive taxis are already there, but car sharing is a new 

model that has recently come in.  It's being enabled through online. 

Pay by electrons.  Does anyone understand this model?  How many of you have heard 

about Tesla, the car company?  So they have electronic cars out there and every one of 

– each one of them has to be charged.  Instead of having petrol stations, they could be 

electronic stations, going ahead, charging them.  Again, how do you bill them?  How 

do you metre all those resources?  All the systems will have to be in place.  Would it 

be like a telco sort of a model where there's a bill at the end of the month?  You use 

these many electrons, you pay for them or just put it to a credit card.  All of these 

models are evolving today.  There's no one single solution for all of this.  And then an 

app store at the end of it. 

Similarly there's an evolution happening in the aerospace industry as well.  I'll just 

quickly use this Netflix example.  We did a case study around them.  And as you 

know, this was a dwindling DVD sales company out of the US.  They've completely 

transitioned their business model, became an online company based on the Amazon 

web services.  A lot of people say cloud is more for SMEs.  If you put out your 

business model, it'll be for SMEs.  How much money does Netflix make?  Latest 

annual report, 3.6 billion in revenues for 2012.  It's not an SME. 

And another point I forgot to mention, 25% of US internet traffic belongs to Netflix.  

27 million subscribers asked for the latest annual report.  What did they do?  They had 

an inflexible model, slow to scale new users, cumbersome provisioning, slow 

provisioning of new content, having to put it in every store that you have.  DVDs is a 

slow business.  Today, scalability, they can service or provision to any number of 

users at any point of time.  They don't need to look at how many users are coming in 

and so on.  Instant provisioning of content, IT infrastructure, completely Amazon-

based model.   

There's another company that was completely Amazon-based model.  Zynga, they 

have moved all their infrastructure into a private environment now.  But that's an 

evolution of business model for them also.  I'll pose this question as well. 

Generally, how many of you have heard about Jetstar?  It's a big company.  Can 

anyone, even the panel, if you know, if you have worked with them maybe then not?  

Can you take a guess of how many people were in their IT department at least six 

months ago?  Tens, hundreds, single digit, any answers?  Anyone from the panel?  

They had five full-time IT employees across Asia Pacific.  This was when we did the 

case study six months ago.  And this is we are talking about Jetstar.  So they had 

challenges in terms of growth because space is restricted, low-cost carrier, need for 

more IT support because they're increasing it and expanding so far, and so on and so 

forth.  Again, another disruption in the industry through cloud computing. 

That's all I had from my presentation today.  And now I'll open this up for the panel.  

Maybe, I think, you should take one minute and introduce yourself.  What is your role 

in the organisation as well?  So when you're talking about providing your perspectives 
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on different aspects, the audience will know where you're coming from and what the 

background of that is.  Maybe we'll start with Teddy.     

Teddy Ko – PCCW 

Hi.  I'm Teddy.  Actually I'm from PCCW.  I take care of the cloud business and the 

data centre business as well.   

What PCCW positions ourselves in the cloud area will be because we are actually 

providing for different services in Hong Kong, like the client network, internet 

broadband and content TV and mobile operator as well.  So that's why we try to 

leverage our full coverage connectivity in Hong Kong to give customers a choice of 

connectivity to the cloud resources.  So I think this is one of the major positionings 

from ourselves in Hong Kong. 

Mayank Kapoor 

Thanks, Teddy. 

Bernie Trudel – Cisco 

Yes, Bernie Trudel from Cisco Systems in Asia Pacific.  I'm the cloud CTO in the 

region for Cisco.  And my role really involves working with our customers, both 

service providers, governments, enterprises in terms of building cloud and cloud 

infrastructure for private, public and hybrid cloud.  At Cisco we believe it's a world of 

many clouds and different clouds for different aspects of the business, different 

industries. 

I also wear a second hat.  I'm also the chairman of the Asia Cloud Computing 

Association and so Cisco, along with a number of other vendors and service providers, 

are looking to accelerate the adoption of cloud in the region. 

Tawhid Rijwanur Rahman – Grameenphone 

Hello.  My name is Tawhid.  I'm from Grameenphone.  Grameenphone is a major, in 

fact the number-one service provider in Bangladesh.  Currently we are having 46 

million subscriber base.  

My role in Grameenphone is I'm heading the service planning team, which is 

classically responsible for overall IS/IT planning as well as the service layer.  And I 

also assume the role of Chief Architect in Grameenphone.  Thank you. 

Amit Sinha Roy – TATA Communications 

Hi.  I'm Amit Sinha Roy.  I'm from TATA Communications.  TATA Communications 

is a leading telco with global connectivity solutions, global data centre solutions and 

collaboration solutions.  My role is in marketing and strategy and I'm responsible for 

driving the adoption of these services through various marketing initiatives. 
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Chris Rezentes – Verizon 

Hello.  My  name is Chris Rezentes and I'm with Verizon.  I'm the regional manager 

for our partner and product strategy group.  And we basically – this is a fairly new 

group organised this year, primarily to focus on the cloud and data centre market and 

products that we offer, includes negotiating or not necessarily negotiating, but 

collaborating with other partners, service providers, data centres, in order to develop 

new solutions. 

Mayank Kapoor 

Thanks.  I think how we'll split this discussion going forward is maybe just quickly 

start off with where these guys are currently, maybe in terms of their own usage or in 

terms of the services that are provided.  And then we'll talk about future and the 

emerging trends that they are seeing.  

So maybe just quickly I'll start with Chris.  Just if you could quickly summarise two 

aspects.  Number one is what are some of the services that you're going ahead and 

offering to your customers today?  And how did you reach to that point, because from 

what I know about the telco industry, it has been, maybe not for Verizon, it wasn't that 

big a change with managed services background, but for most of them it's a challenge 

coming to the ICT offerings, going ahead and selling that to customers.  So what was 

required for you guys to do and come to this level today? 

Chris Rezentes 

Right.  Okay.  So this year has probably been one of great change for Verizon, and not 

just here in Asia Pac but globally, as we become more aligned, like from a business 

model perspective.  We have more vertical groups organised and coordinated with one 

another because many of the products can overlap, especially when you're talking 

about cloud solutions, operating on private IP networks or public networks.  So we 

have all of these vertical groups that are well organised.   

We have our own Terremark cloud product, as many folks are aware.  But we have 

actually come out with a recent launch for Terremark Cloud 2.0, which is once again 

Europe and US in the first quarter and then out here in Asia Pac by the second or third 

quarter.  We'll be having your infrastructure as a service and a lot of those service 

offerings within that Terremark cloud.  But we're also taking it to another level with 

all of the restructuring.  We'd like to focus on other revenue-generating opportunities.  

So our company and our executives are saying think outside the box, look for new – 

whether it's a partnership or ecosystem and let's try bringing all of the clouds together.  

So you could see some of the existing service providers, for example, that may be 

more protective and only offering their own cloud, which we're very proud of our 

cloud offering but we would also entertain being able to connect with other service 

providers, cloud providers as additional revenue streams. 
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Mayank Kapoor 

So what you're saying is you're embracing the whole hybrid cloud model that's out 

there.  It will be a world of many clouds, I think.  It was discussed earlier in the 

session today as well. 

Chris Rezentes 

Absolutely.  And it's also about maximising your network.  We have a lot – Verizon 

has a very large global network and if it means we can have Google and Amazon and 

everyone globally connected, we can put a lot of business models together. 

Mayank Kapoor 

Maybe I'll ask Amit the same question.  How was the journey to becoming a cloud 

provider maybe three years ago when you launched InstaCompute and then follow 

that up with InstaApps and so on?  So how is that journey?  What are some of the 

offerings today and what were some of the challenges that you face in that journey? 

Amit Sinha Roy 

So InstaCompute, we launched about three years ago and it's had a fairly good run and 

it continues to be a focused area for us for public cloud offering.  And we have the 

service hosted out of India and here in Singapore.  Good traction in an IAS platform.  

I actually wanted to take two examples, where you talked about collaboration and 

innovation.  So I wanted to take two examples.  And also it so happens that my 

colleague from – well, he's from PCCW, Teddy, but TATA Communications and 

PCCW Global, earlier this year, actually September, so just a couple of months ago.  

We announced a partnership, so that's a collaboration across service providers, where 

we've actually interconnected our IP exchange networks.   

So we have about 74 IP exchange POPs in 40 countries.  And PCCW Global has 

about 130 countries.  So that actually allows the users, now how we're enabling the 

cloud services at the end of the day has got to be smartphone user, the 4G user who's 

able to access, right.  So the access then gets further multiplied because of this 

connectivity partnership.  And it also takes it to further MNOs who are on our 

network globally. So that's an example of a collaboration between two service 

providers who actually enable the delivery of these services, including, of course, 

services like HD voice.   

Then, since Bernie's here, I must take an example of what we're doing with 

TelePresence.  So I'm sure most of you may have seen TelePresence.  And TATA 

Communications has pay-per-use TelePresence model where we have public rooms in 

more than 40 locations globally.  But sometimes it's not possible to go to the 

TelePresence room because it may be in a different city, although it may be in the 

same country.   

So we have actually launched earlier this year again, so it's current, a very innovative 

video solution and collaboration solution called Jamvee.  That is actually available on 

your tablet and smartphones and your desktop and connects to the TelePresence room 
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in HD.  So you can actually extend your TelePresence meetings onto your desktop or 

to your home and they can see you and you can see them and that allows us to 

collaborate across rooms and across devices.  Other people use reservation-less model.   

So these are examples of innovation as well as collaboration, which allows us to 

actually add more value, bring more value to the end users. 

Mayank Kapoor 

Actually I think if I look at just statistics and numbers, unified communications 

collaborations is one of the largest pieces of the cloud market, be it more just a 

hosting model or looking at the software as a service market.  So I think that's an 

important play there.  Maybe, coming to Tawhid, what about your organisation?  

What sort of services are you using, more as a consumer of cloud services?  You 

talked about desktop virtualisation in the first panel.  Are there any other applications 

that you're maybe putting into the cloud or how you're using it internally? 

Tawhid Rijwanur Rahman 

Yes.  Group-wide we are trying to use cloud-based services heavily, like we have put 

our ERP systems in some data centre in Iceland somewhere and we're using all over 

the world, all the teams are using, we have our HR inner system in Finland.  And 

Asia-wide we are also trying to build an IT infrastructure in Malaysia and use 

infrastructure services and all Asian [views].  So the way is in fact that enterprise-

wide we are trying to use the benefit of clouds. 

And without that, we are trying to also give our end customers some cloud-based 

services.  We have visitor service organisations group-wide and we collaborate with 

[Comoil], in fact we bought in [Comoil] and we are providing the services, like 

Netflix type, so we have like movie rental services.  And also through [Comoil] we 

are trying to integrate standard APIs, like in-app billing APIs or SMS or MMS APIs 

to really have the integration and collaboration with other [OTP] players, like Google 

Play or Microsoft and Nokia there.  

So those are – in fact, two ways.  One is – in fact three ways.  One is having the 

efficiency in enterprise level on operation and cost and also to get the revenues from 

the new virtualisation of new cloud-based services.  And also try to monetise all the 

[IT] services where we can collaborate. 

Mayank Kapoor 

Thanks for that.  Bernie, maybe over to you.  I think there are two parts of the 

question coming from a vendor perspective, coming from Cisco.  First part is how are 

you enabling your customers or the service providers that you partner with in terms of 

this whole shift to a cloud provider, with some of the innovative things that you may 

be doing.  And I think I've been hearing a lot of from you guys about the Internet of 

Things or the Internet of Everything.  How do you see cloud enabling that, if you can 

share your perspective on that?  I think that'll be interesting for the audience. 
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Bernie Trudel 

Alright.  I'll try to be brief. 

Mayank Kapoor 

I've just been told, five minutes left. 

Bernie Trudel 

Right.  Okay.  You want to give Teddy some time.  So, yes, certainly we see cloud as 

an IT delivery model, as a new IT delivery model.  It's been around for a number of 

years, but it's disrupting businesses, it's disrupting industries.  And we're – at Cisco we 

have – you might be familiar with our visual network index that we started publishing 

ten years ago.  About three years ago we started publishing another index, called a 

global cloud index, which looks at the move, the shift towards cloud.  And what we're 

seeing is that the growth in cloud data centre, the traffic in cloud data centres is three 

times what it is in traditional data centres.  So certainly the shift towards cloud is 

definitely there.  We're measuring it across a lot of our service provider customers. 

The other piece is we're seeing five times the growth of workload in cloud data 

centres versus traditional data centres.  And so in answer to your question in terms of 

what about the services that we're seeing with our service provider customers, 

obviously the traditional service is based on infrastructure, platform and software.  

But also within that, things like Amit mentioned, collaboration as a service and how 

that gets integrated and used as an innovation engine for IT delivery. 

Analytics as a service, don't try to say that as an acronym, but certainly is we're seeing 

a lot of interest from different groups, whether it’s in memory analytics in Hadoop-

type clusters.  So there's a lot of work and interest happening in those areas.  

And then another area, which obviously Cisco has a lot of expertise in, is network as a 

service.  And so those types of business models are starting to come out.  And where 

that leaves telcos and where telcos and service providers can really innovate is that 

they have the opportunity with network assets to be the IT delivery engines for many 

of their customers because they can marry their system integration capabilities and 

skills with those network assets, which really leave them in a pretty unique position. 

Now what are we doing at Cisco to enable that?  I think this is what you were 

referring to.  We have a program called Cisco-powered cloud.  And for our customers, 

and many of them here with me on the panel, Cisco-powered cloud means that we 

develop, along with them, we develop services.  We develop joint marketing 

programs.  We enable their sales force.  We even compensate our sales people to sell 

services on Cisco-powered clouds.  So where a salesperson would normally have sold 

an on-premise solution, if he works with his counterpart in one of our Cisco-powered 

cloud service providers, he will also get – he or she will get compensated for selling 

that service, just as they would have been compensated to sell the [CapEx] solution.  

So that's something innovative that we're doing in that. 
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And then we don't only do that with our own salespeople but we do that with our 

whole channel.  So if our resellers do the same thing, we compensate them also.  So 

that's how we're working and innovating in this space.  I could go on for some time.  I 

haven't talked about IOT yet, but I'll leave Teddy some space. 

Mayank Kapoor 

Teddy, what about from a PCCW point of view?  What are some of the things that 

you are seeing or your customers are demanding from you in terms of enabling their 

business or helping them change their business models today? 

Teddy Ko 

Yes, actually we just launched our service at the beginning of this year, but we are not 

just talking there.  We have a good collaboration with different [SPs], as mentioned 

by TATA.  And what we can see, like if we want to make our cloud platform more 

attractive, probably we need to work with those [ISV] and application partners to why 

they use utility-based application like SaaS platform. 

And second step, we're also evaluating, like you mentioned earlier, maybe a [talent 

blockage] or maybe the marketplace area.  That's where we find out if we can create a 

common platform, let those small application partners to participate in our 

marketplace.  Then actually for those SMEs, they have more choices to pick our cloud 

resources for usage because we have great connectivity for those broadband users.  So 

this is the area actually we are trying to look for. 

Mayank Kapoor 

I know we are almost out of time here, I think, but I'd still like to ask one more 

question and maybe keep it open to who wants to answer that.  You see, there are 

specific industries out there, like automotive, which are driving change or asking for 

changes in their business model.  Three years ago the automotive industry was in a 

slump and so on.  We have seen all that transform.  But who would you say are the 

top three verticals today that are really innovating and making advantage of the 

technologies that you are providing.  Just maybe off your mind, is there any top three 

verticals or any couple of examples that you would like to share?  I think that would 

also be useful. 

Bernie Trudel 

Well if I can jump in here, in terms of what we're seeing, aside from service providers 

and obviously – 

Mayank Kapoor 

Yes.  I'm more talking about from enterprises actually. 
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Bernie Trudel 

From an enterprise perspective.  So the health industry, and this goes back to the 

Internet of Everything, and how they're using sensors, both for patients and patients in 

an outpatient-type environment but also inpatient environments, with equipment, with 

lots of different examples where the Internet of Everything coupled with cloud is 

bringing advantages to the health industry.  So that's one area. 

Another area which you might be surprised about is FSI.  And the banking industry is 

actually making use of cloud.  Now hopefully nobody from MAS in the room, but the 

banks, even in Singapore, are using cloud. 

Mayank Kapoor 

They don't call it cloud; they call it outsourcing. 

Bernie Trudel 

Right.  Are using cloud in areas where they can see efficiencies, and obviously 

staying within regulatory environments.  But with things like Basel III and the 

pressures on CapEx spend, it's certainly an area that banks are being quite innovative 

in.  We're even seeing banks in Europe that are putting core banking on the cloud.  

Now that's a first, but I think we'll see more and more of that as the pressures in the 

FSI industry continue to be there. 

Mayank Kapoor 

I think that's something that I'm also seeing in terms of the healthcare and financial 

services verticals.  Any other examples, apart from healthcare and financial services? 

Amit Sinha Roy 

Retail.  If you see online, and now there's clicks and mortar of course been there for a 

while – we chatted about it yesterday – where you can actually order online and pick 

it up locally.  And there's a lot of innovative models and partnerships coming up there.  

Travel industry has been an early adopter in terms of the online booking as well as 

now the entire itinerary as well as marketing.  And from end user perspective, I'm 

getting hooked onto location-based services everywhere I go.  So I think that space, 

although the companies may be smaller and really not call them enterprise, but we are 

partnering with enterprise to promote their services.  So these are some of the areas 

where you see a fantastic growth as well.  

Mayank Kapoor 

Any last comments on verticals apart from  that? 

Chris Rezentes 

I would only just add that I think what we've structured in our company is verticals in 

line with all of those.  And so it's – I don't think we've seen any one that's more 
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important than the other yet, but what we're trying to do is drive all angles with every 

enterprise vertical. 

Mayank Kapoor 

Right.  Thanks for that.  I think I completely agree, there are different verticals 

coming out, smart cities, smart grids are going to be the future.  And all of that will be 

driven through innovations in IT, and IT will be the core or the foundation for that. 

And with that, I think we are beyond time, but I'll thank Manek for not coming up 

onstage and stopping me.  But thanks to the panel as well for coming and sharing.  I 

think it would have better if we had slightly more time for another couple of questions, 

but I think we'll close it for now.  I'm sure the panel is available in case anyone has 

any further questions or wants to delve a little deeper into any of the aspects. 

So with that, thank you.      

 

[End] 


