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Hi, good morning.  My name is Lillian.  I'm about an hour away from your lunch, so I 

would like to make this presentation very interactive.  It's going to be very different 

from what you have heard in the last day or so.  I'm going to move the whole cloud 

conversation and everything more to the consumers, to the users, the people that will 

be using devices to actually connect to what you are offering. 

So I have with me today four panellists, which I will ask them questions after my ten 

minute presentation to actually get some insights from them as to how they are 

offering new services, new business models.  Are they actually experiencing any 

challenges in order to support the multiple devices and the multiple consumers and 

users and even change in work space as what the previous presenter has talked about?  

So without ado, here is the title of the presentation, "Wholly smoke - Hot Trends for 

the Mobile Cloud". 

So what is mobile cloud?  So to Gartner there are these four forces or what we call 

nexus of forces, social, mobile, information and cloud.  And they are converging 

together very aggressively to be able to give new consumer experiences and new 

business models to organisations and to even telco providers like yourself.   
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So for information, in the nexus of forces, information is the key to drive the whole 

conversation of the mobile experience, the social experience for the person that is 

going to consume it.   

And the mobile devices is the platform as how they will want to be able to receive that 

type of information to be able to socially link with their friends, their workers and to 

be able to work in new ways and in new interesting places like out of the office.   

And of course the cloud is where the delivery model is.  The cloud is where all the 

data and where all the interactions between the device and of course, with the 

applications in between to actually get down the data as well as the type of services 

that is being made available to these consumers.   

So this slide summarises the change in the devices.  With the smartphone, 

smartphones are becoming the hub of cloud services.  It is sucking in all the static and 

single function type of things that you would want from the TV for example, gaming 

control and even your feature phone.   

And together with tablets that were introduced in the last five years, it is also creating 

new paradigm and new ways as to how mobile computing has moved to even new 

case and new usage that has never been used before or never been thought before by 

consumers.  Day to day, people down the street are using iPads in very innovative 

ways.  But again connectivity, applications, services is something that they will want 

and how are they going to get all these is the big question. 

And the PC which is defined -- you know the PC is here.  It's going to stay, but it's 

going to be more of a content creation type of device where you will want to sit down 

and continue to do your work or be able to interface with applications that at this point 

in time, it is unable to -- consumers are unable to do it on their mobile devices.   

So with all this, what is happening is that the cloud is going to connect, is going to be 

able to deliver and to even allow consumers to store their data as and when and 

wherever they are. 

This is mobile trends, mega trends.  As you all know we all live in a very connected 

world and the mobile devices are the ones that are helping us to make consumption 

very effortless.  And it enables us to share content seamlessly between different 

devices and with friends and with co-workers.   

And with interfaces, we also find that there is a new change in how interfaces are 

being given to the users.  No longer do you have the keyboard and the mouse type of 

interfaces.  There are new interfaces that are coming into the market very rapidly, 

gestures, speech.  All these things needs bandwidth, all these needs new applications 

and who is going to provide these type of services is the big question mark.   

And with all this data that is going to reside in a cloud somewhere, someone has to 

make sense of it.  Someone has to be able to deliver better and more informative type 

of applications back to the consumers, to the people and with the predictive, and with 

context awareness and location based type of services that many of you are actually 

bundling into your services into new applications that -- new type of applications that 

you are able to offer to the consumers. 
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Mobile was just this which is your phone, text or voice, but we believe that it's 

moving more.  It's moving into an age what we call as cognizant computing.  

Cognizant computing involves four stages.  Send me, which many of you are already 

sending a lot of your data to the cloud.  But it is actually progressing forward to three 

more stages: see me, know me and be me.  Especially in this where you have your 

personal or virtual personal assistant that is able to even make certain very mundane 

decisions for you.   

And all these type of applications are going to be available in the next ten years, in the 

next twenty years, and the network and operators, all the providers have to be ready 

for this.   

So devices are enabled but as you know devices are like fashion.  They come in, they 

go off.  They are -- and as well as devices are also shrinking from now to wearables 

and the Internet of Things.  And with that more [senses] will be deployed and with 

senses, how are data going to be transferred by the cloud process and then it will be 

downloaded back or it will be integrated back to mobile apps that users will be able to 

use on their phone or on their mobile device.   

So with this I'd like to share with you a prediction.  By 2015, two-thirds of the 

workforce will own a smartphone and 40% of this workforce will be mobile.  And 

70% of mobile workers will be either using a tablet or a tablet hybrid. 

And with this I'd like to open some questions to the panel.  Before that, I would like to 

ask them to introduce themselves.  Maybe we'll start with Adam 

Adam Dodds 

Hi.  Adam Dodds, IDC 

Tawhid Rahman 

Tawhid from Grameenphone. 

Passakorn Hongsyok 

I'm Passakorn from UIH Thailand. 

Amit Sinha Roy 

Amit from Tata Communications. 

Lillian Tay 

All right, thank you gentlemen for being in this panel.   

So what I've done is to create a scenario, to create a world where many, many devices 

are going to come on line.  Many types of expectations from consumers, from office 

workers who will change the way they want to get that information, to be able to 

socialise virtually on the network.   
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So with this my first question to the panel is that are companies ready to actually be 

able to deploy or to be able to manage the type of devices that is increasingly 

becoming smarter and consumes more data?  And of course how are they going to 

manage the cost of this type of data that is being delivered on these devices?  So 

maybe we can start with Amit. 

Amit Sinha Roy 

Sure, happy to comment on that.  Thanks Lillian. 

So from a service provider perspective, if we look at the scenario you've created how 

is it that a service provider can actually enable this kind of usage for -- it could be 

enterprise as well as some of the power users in the consumer space.   

Clearly to make mobile cloud real, the first aspect of it is we need the cloud services.  

So from that perspective, a service provider is able to provide cloud services, integral 

to their network, which hopefully and potentially would provide a better class of 

service in terms of the applications that are served. 

From the availability as well as in terms of being able to drive standards -- participate, 

drive and adopt standards like the CloudEthernet Forum, that's another space that 

service providers can operate in and provided added value.   

The other aspect of it is access, the ability for the mobile devices to be able to access 

these applications.  And enterprise users are likely to be mobile more in terms of 

roaming across different geographic locations.  So from that perspective, service 

providers and specifically, companies such as Tata Communications have solutions 

where we actually are able to provide LTE roaming for other service providers to 

consume as a service.  And that helps access become ubiquitous for the enterprise 

users across the geographic locations that they may be accessing from, both from a 

quality of service as well as the ability for the service provider to actually set the class 

of service as well. 

And the final aspect where a service provider can play -- and there may be more -- is 

security and yesterday we touched upon it.  There is the network security in terms of 

unified threat management, DDOS capabilities as well as the access.   

So to enable the enterprise user as well the power user for using mobile cloud 

computing, these are at least the three areas where service providers should be able to 

play and provide the solutions for making this market real.   

Lillian Tay 

Tawhid, in the conversations we had earlier, I'd like to move it to the consumers.  You 

told me you've just started to offer 3G to your subscribers.  So can you just give me 

the landscape scenario as how that has actually changed some of the business model, 

changed some of the services and applications that you are providing to the consumers 

that are now empowered with smarter devices? 
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Tawhid Rahman 

Thanks Lillian.  In fact, I should say it's a complete change in paradigm after 

launching 3G, what we have seen.  We have started 3G last year and by this quarter, 

we have covered the whole country.  And you know in a developing country like 

Bangladesh there is not much broadband, fixed broadband or ISPs.  So they found that 

3G is the highest speed that they can get into their devices.   

And we have seen like the -- it's beyond our prediction like the amount of smartphone 

penetration, it initiated regarding this 3G and people's reaction to consume data.  So 

we are seeing exponential in data consumption and together with the need of services 

to use with this data.   

But from the service point of view it's really up to the operators or the telcos like how 

they want to play.  Like they can just give the bandwidth to the customer and the 

customer can find plenty of services through the OTT.  So that's one way.   

So you know still in Bangladesh Facebook is the number one site people use and we 

have like 25% of our traffic, data traffic is through YouTube.  So these are like the 

killing applications and it's very difficult for the operator to come to this OTT layer 

and provide services.   

But in fact we are trying with some of our own like we have our own app store and we 

have opened up our network APIs towards the local developer who can develop local 

apps which is like something extra what you can find in the Play Store or others.  And 

also we are having a lot of streaming type of services because data is getting cheaper 

but I should say still a bit expensive compared to the other countries.   

So you can have the streaming services and if you charge by volume, then it's bit 

difficult for the consumer.  So we are launching our own streaming services for music, 

for videos and we are using open cloud for this like we're using [CDNs].  With 

Akamai and Amazon clouds there are a few services we are launching and we are 

using Hungama for other type services.   

And we tried to put the business model in such way like customer needs to use 

subscription-based payment and we try to make the data usage free so that they have 

complete control on their expenditure like how much they have to spend for the 

services and they can feel better. 

But this is the way somehow we're trying to cope up with OTT based services and 

other way we're trying to do is that to really be tied up with the OTT players.  Like 

we're trying to have a collaboration with Facebook, we're trying to have collaboration 

with Google in other ways so that we can monetise on top of their services.   

So that like if you download apps from the Play Store then you may use your mobile 

account for paying this because in a country like Bangladesh it's not very common to 

have everybody having international credit cards and so on.  So there are a lot of 

people who are completely unbanked.  So I think it's also giving us some sort of 

opportunity to have better tied up with the OTT players and come to the consumer 

base with some additional revenue for us. 
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Lillian Tay 

So Adam, maybe you can contrast that in the mature country that you come from New 

Zealand as to what type of applications and what type of services that you as a 

consumer or as a user would is actually getting from your provider and how is that 

playing into this whole scenario of new and connected consumers?  

Adam Dodds 

Look, the thing that I'm really interested from a consumer point of view as a consumer 

of B2C products and a consumer of other vertically orientated solutions is the concept 

around personalisation.   

Understanding that having context, relative to information relative to an individual is 

sort of going to divide up a bunch of the populace around what's appropriate and 

what's not appropriate.  I think we're going to have some really interesting experiences 

around personalisation going horribly wrong.  They are being offered things that 

aren't necessarily relative to the thing that you're doing at that point in time versus 

personalisation where it goes incredibly right.   

And the example I'll use around it going right is, within the vertical industry of health 

right now, it's been widely acknowledged that hospitals are not a great place to treat 

people who are sick.  They [aggravate] health issues.  They are largely buildings that 

are have a process built within them rather than actually being built as a part of our 

process.   

So what's happening is we're finding a big push to this concept of in the home 

treatment.  And as such in that in the home treatment you're moving to the concepts 

around micro data sovereignty, understanding that people should have access to 

information relative to that person, relative to a time, relative to a device that isn't 

invasive and gets in the way of the way in which you're actually treating that 

individual.  That stuff I think is going to be critical for really changing the way in 

which people perceive their own health issues and the way they perceive the way in 

which they receive health services.   

So when you think about that, you've sort of got to look at it contextually across your 

entire fabric of your life.  I was going to try and come up with some examples of 

personalisation becoming really bad, but then I just realised that they're just not going 

to be appropriate.   

Lillian Tay 

Alright, thank you so much Adam.  So Passakorn, to continue on what Adam was just 

talking about personalisation, earlier also you mentioned about some of your 

customers, your B2B customers.  Are they actually ready to be able to again deliver 

these types of services that maybe Adam has just mentioned to their own customers?  



APAC Press & SP Summit NetEvents 

Phuket, Thailand – 21-22 May 2014 7 

Passakorn Hongsyok 

The mobility [inaudible], speeding up the paradigm shift.  We have seen enterprises 

conducting business on private links, then it's become a shared network.  So from 

TDM and then shifted to [inaudible] and now because of mobility, people start 

working at home and also it's a lot cheaper to go on the Internet.  So enterprises are 

conducting more and more their own business on Internet.   

The IT department used to support just one notebook for one employee.  A few years 

ago, they had to support BlackBerry right?  Now BlackBerry is gone but this -- they 

have to support a smartphone.  And the third bit coming is the IT department has to 

support a tablet.  So look at the amount of infrastructure it has to accommodate all 

those.   

For us looking from the outside, we see people are using more and more -- enterprises 

are using more and more bandwidth.  And with the mobilities with tablet, with the 

smartphone, it only make us our lives easier in terms of we can keep supplying the 

bandwidth for them. 

On the other hand, I think that this kind of personalisation in a sense that you have a 

use case for a notebook, use case for more -- it used to be everything on a notebook, 

but these days not any more.  For a one day seminar, you probably don't want a 

notebook, you just need a tablet.   

Now I want to venture out of the whole topic because when I see the slide I was 

thinking of another product that in the enterprises it -- mobility has some -- I'm 

wondering if this product is going to get killed in the future.  You've all heard of video 

conferencing right?  Video conferencing is starting from PictureTel back in 1990s I 

think with ISDN.  These days you see Polycom.  And in the last few years CISCO has 

been trying to push video conferencing quite hard.  They tried to sell it to the 

consumer and try to sell to their business.  Last week PCCW has a joint conference 

with Huawei launching video conferencing for business.   

But in real life experience, our customer when they need to deploy video conferencing 

to support, say 12 party video conferencing you need to send an engineer a day before 

that to set up all that and to make sure it all works.  So on the other hand, all these 

people have FaceTime experience.  Everyone has seen the case where a grandmother 

see a grandson or granddaughter on FaceTime at home.   

So to me it's a tough act for an executive in the office to place an order for video 

conference kit which is in Thailand THB1 million, you're looking at $30,000 or 

$40,000.  On the other hand when he goes back home he can use an iPad and 

conferencing on it.  

Lillian Tay 

I think that is the different levels of expectations and the quality.   

Passakorn Hongsyok 

Yes, you can't avoid that.   
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Lillian Tay 

You can't avoid that, yes.  But I think Amit has a very different view about that 

because Tata has a very good product that is actually supposed to help you.   

Amit Sinha Roy 

Here's my chance to sell.  Yes but -- yes, thanks for pointing it towards me, Lillian.  

And you said the right thing.  There are different expectations.  There's different 

amount of integration and the quality of service that drives the price points.  And we 

do have the telepresence public rooms available which can be rented and used across 

multiple countries.  So one does not have to always invest in infrastructure.  One can 

pay per use as well. 

But beyond that what we have done is we've actually got our own -- well, when I say 

own, we drove the standards for that -- the GMX, the Global Media Exchange that 

allows different devices, different endpoints to be able to connect to the same video 

conference seamlessly, reservation-less, so we don't need to send the engineer the day 

before or a few hours before as is the case in some of the traditional, more 

complicated systems.  

Here the complexity is hidden in the system.  So the end user with a click of a button 

can set up a meeting across a telepresence room across a laptop, across a tablet, across 

a smartphone, any connected device and then be able to actually get into an immersive 

HD video conference where both sides see each other in Hi-Def.   

And that actually allows much better communication and collaboration than some of 

the shareware free platforms which are there which is fine for personal 

communications, but not when you have 12, 15, 20.  We've even had sessions where 

our leadership team, almost 200 people across multiple locations, offices, homes have 

connected in for a seamless experience.   

So there are solutions available which are cloud-based, pay per use where you don't 

really have to have high investment and infrastructure.  You do require the network 

and the access.   

Lillian Tay 

Right.  And continuing on this though, with video coming into play, what is the type 

of monetary expectations from consumers as well as the enterprise?  How are they -- 

are they prepared to actually pay and to actually go onto this new way of conducting 

business through the videos than being physically at the locations?  What is the 

change of the mindset with the CIOs and CTOs or especially the CFO that's going to 

sign on the dotted line as what Passakorn has said.  It's difficult for him to vision that I 

can do this on my phone but yet you're asking me to pay.  So what does it take?  

Amit Sinha Roy 

So everyone gets it there's a different class of service.  And you're right, it's a more 

difficult sale when it is an infrastructure sale and so if you're building the room with 
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all the equipment and a cabinet dedicated system inside a company then the 

discussions tend to be far more long drawn and more complicated and the ROI 

question comes up over and over again.   

But in a pay per use model where there is no commitment and you just sign up for a 

service that adoption we're seeing is far easier and in the end simpler.  And that gives 

an almost -- well, it's not the same thing, but it gives you an almost similar immersive 

experience in a conference, in a video conference.   

So the adoption, the barriers towards a pay per use model which is no commitments in 

hardware infrastructure is much easier to get over than a hard room set up within 

multiple offices.   

But having said that global companies -- and we have customers who have set up 

multiple rooms across different geographies for their internal meetings as well as 

meetings with suppliers.  And we have case studies up on our side which show the 

cost savings that one particular customer has actually had by having a collaborative 

design capability with their supply chain.   

And inside of Tata Communications, the rooms are always booked so I know they're 

being used.  It's very difficult to get into one, to get a booking done.  So we've 

switched to the mobile app which is more easy to access.  

Lillian Tay 

Okay, Tawhid a question for you.  Again with all these new subscribers that is coming 

in to your space, how or what are the challenges in the back room or in the cloud that 

you're experiencing?  And how are you going to actually plan in the next five years?  

There are new things going to come out.  You have just opened a Pandora's box as 

they say.  As what I mentioned earlier, video conferencing, gestures, new interfaces, 

new applications are going to come online.  So how are you as an operator preparing 

this for yourself?   

Tawhid Rahman 

Thanks.  I think the major challenges we are facing to cope with the boom would be 

infrastructure, to scale up infrastructure with the growth and related investment, not to 

mention the data growth and revenue growth are not in line.  So that's one of the 

major challenges.   

And another challenge is our planning.  What we're doing is how to know the data 

subscribers more and more.  So the analytics part is very critical.  So because with the 

boom of data, we also are facing with lot of data inside our enterprise with all the 

customer data.  And to have analytics systems up and running, the business 

intelligence is up and running to really know the customer usage background, their 

interest, where they want to go and how, what should be offered to them to make it 

more personalised, that's also a major challenge.   

So we have started thinking and started investing on analytics part more and more.  So 

we are also considering the Big Data, how can it be materialised, the information of 
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customer and can be reflected on the product offering that we bring to market.  So 

what are the Facebook users and what are their expenditure pattern and what should 

be the best product for them something like this and some more also.  So that's 

another important part. 

And another major challenging area we are facing is how to do the policing part.  

Because you have to have proper policing, you have to place proper [inaudible] to 

restrict mal-usage because most of the packages are like you cannot really sell pay-as-

you-go model much because that's really not very attractive to the customers.  So 

most of the data packages we are selling is you buy a bundle for a month package, 

unlimited usage something like this.  But also you need to have some sort of control 

so that it cannot be mal-used a lot.   

So those policing part are also getting critical and complex.  And at the same time 

how to combine, how to converge all the existing technologies.  Like we are having 

3Gs, we are having fixed broadband, we are offloading Wi-Fi with 3G and all these 

internet access need to be converged, have to have common account, common wallet 

and the service should be seamless to the customers.  They should not feel like what 

type of access they're using.   

And this is, to put into that picture put into the solution is another complex area what 

we are trying to address.  

Lillian Tay 

Alright, a question for Adam.  Consumerisation of IT, now with consumers 

empowered, businesses how are they actually going to manage?  Are they coming up 

with strategies to actually manage all these devices that is out there?  What are your 

thoughts and what are the conversations with vendors as well as end users?  

Companies, CIOs, CTOs, what are they experiencing?  What keeps them awake at 

night with all this power that is out there in the hands of the employees?   

Adam Dodds 

Look it wasn't so long ago that we had a global financial crisis.  And as a part of that 

process we went through what they termed the employee-less recovery.  So that was 

could a business continue to exist without its reliance on that stable workforce?  Out 

of the back of that it created a whole bunch of thought processes around what are 

things as a service.   

So you think about the concept of choose your own device or bring your own device 

or workspace as a service or context related working, if you buy into some of the 

messaging that's coming from Ginny Rometty out of IBM, she's challenging whether 

or not enterprises are going to exist at all.  Now what she's saying with regards to that 

is the concept around why do enterprises exist?  Ultimately they are trying to deliver a 

product at a cheaper cost, so everybody gets that.   

So you go an extension further on that, which is I think a great challenge for CIOs and 

service providers alike to be thinking about and that is what does people as a service 

look like?   
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The realities are businesses need functions, not specifically over extended periods of 

time.  They need them for focused outcomes.  And those focused outcomes are what 

are -- they are the functional requirements.  So if you take that point of view and you 

challenge yourself to meet that requirement as an organisation then you've got the 

opportunity to think really dynamically about how your business best serves its 

customer, how a customer views the business and values the business and therefore 

how you can be a lot more elastic in the way in which you apply resources, including 

people to that outcome that ensures that you get a customer for tomorrow and most 

importantly, you get a great return to your shareholder.   

Lillian Tay 

Alright.  So with that Adam, I think you just took up my five minutes of time.  So I 

will just open to the floor.  Any questions that you want to give to the panel?  Maybe 

you can just shout out?  

John Tanner - Telecom Asia 

John Tanner from Telecom Asia.   

Coming back to the overall topic of mobile cloud and the focus on enterprises and the 

workforce, mobile operators by which I mean the actual cell cos not like carriers like 

Tata have already gone after the enterprise market, but mobile operators they've never 

really gone after the enterprise market.  They've always been focused primarily on 

consumer for many good reasons.  And they're looking at enterprise now, but they 

don't have a lot of experience with it.   

It seems like it would be harder to target a BYOD kind of environment because before 

they sort of preferred that all the employees be on your network and that's really no 

longer an option.   

So realistically what can mobile operators do to target enterprises?  What can they 

offer them?  And is this something that enterprises really are going to want or need 

that they can't do themselves or they can't get from some other solutions provider?  

Where do mobile operators really fit in an enterprise push with this mobile workforce 

that we're talking about?  

Tawhid Rahman 

You're very correct.  The primary focus is always the consumer base.  But I can 

mention like our initiatives towards the enterprise customers.  What we're trying to do, 

we're trying to give them tailored solution for their enterprises for connectivity.  So 

that's the major part.   

So we prepare like a separate intranet for them and which is kind of secured.  So it's 

also about the trust and brand value that you're selling towards them.  So if you have 

the big name and trusted name then you can -- the enterprises will rely on it.  So like 

we are providing intranet and over that together combining with the solutions for 

emails and other office stuff.  And as a whole package, you can really offer and that's 

something that's very common for our enterprise customers that we're offering.   
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So mostly connectivity, security and moving forward, we are thinking of the 

infrastructure services and software services that will come.  But it's still in the 

pipeline and we have yet to offer but we are working towards that.  Thanks. 

Lillian Tay 

Okay, thanks Tawhid.  Any other questions from the floor?  Okay, with that thank you, 

gentlemen from the panel and I'll invite [Manek] back. 

Manek Dubash – Editorial Director, NetEvents 

Thank you, Lillian for steering the ship to a safe harbour as we think about lunch.  

Thanks to the panel and thanks to Lillian.   

And it only remains for me to say thank you to all of you for your rapt attention to the 

intense debates that have been going on, the presentations, the speeches and all that 

business.  And hope you enjoy the rest of the event where we'll be meeting at some 

intense discussions about stuff that we've been talking about over the last couple of 

days.   

It's been lovely to see you all and hope you've found it useful and enjoyable and all of 

those good things.  Hope to see you next time we're back in Asia-Pacific.  Maybe 

some of you we'll see at the next one in Europe, I don't know.  But anyway good to 

see you thank you very much indeed and let's head off for a little break before lunch.  

So long.  

 

 

[End] 


