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1. The SME Market of BT

2. Broadbanc powered of BT
3. BT Organization
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B2 BE-EBR
91.12.09-91.12. 11 (%R REEFT |(HRIEREE FT & Alcatel:
5 P Alcatel EREREHPMHE:
HEREZEOCEREFE

MERAGTH, HRERERE
WK E P TG R KR
BRI

Alcatel 3 P13 &

1. Meeting with HP in
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2. Hosted Call Centre
Services to SMEs.

3. Alcatel Multi-media
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Services in Europe

91.12.12-91.12.13

Bz

EBRER-HE




2 EMBETINOEERETHERKR

POLEHNEGE AT FHLEABRSEE B ELY®
o Kfm o AR RBEGRE BE P IO ERNESERANRETMNAEL
g etnBERAmE L ENRFERAA T IO EZ E 28
WhHE—FXE2EERE -

B 5A BATSTH 1042 R B T80 200 A B F KRB —1E
ZPNEZEERMARRELE > R ESFTZ P ¥
BAEBTHLEMN AR A CE e-mail server & domain name -

UAEZHER  —HRR > 68T I DERTNLALHER
b BATRA R ASAHRAR(T6.33%) ) F LB KBEDF 4
#.(64.32%); % = 4 A e-mail % #,(50.05%); M £ w0 % B AL £ @k

S8 EARBET  ARNEHEFTRAABHGMIEZ > S EEME
HRFEBHOERBO T KBGO EAEYREUREH T
WAL RIE > M ERAG L > Bk FMNHLT A B
MR E(41.52%) 5 AR E3R(27.78%) » ¥ B IRE H(25.58%) ; &
YA BH247%) CRM £ £ M4 532 % #.(20.29%) 5 LA %
B e lbRE(15.6%) ¥ e fbey R ey MFIZH -

Ko AP EP EAETRATELERSTHERIMARN
LRV NOERBARE - BHEEHT > AEEYF 9% )b
EEBRAINSMATHMAL MK S0%H F N OEEFRAT
MAEMOERELEETEUT AL EH YET ' 4% 16.65%
EREBMABR > MiEHR 2.89%0 ¥ N ¥HA BB MIC (%
W) P EERANRELS LS > EFEIR T IS EREN 92
FRAHMBOHE Y N D E et HESAERBAEIGNIAN > %
BEBERRBRERBRE Hp P oiddebtzBARFLE
REN O EMRABRREBBRFS -

MTAKRACEFLRHR T IOEZES > AR PN
RN B AR P RS ML AT B 2 4 R AT ¢



(=) PALEREMZFE Rk :

THERAE RIS ERAR
1. INEIE ST
2. BMAHZER - elbF &2t
(BMABK:AFHRE ~ 3. )

3. ¥R &+ hiPage
4. M E

Lo > ¥ o
1. SEMEK (SefbFER4E)
2. BEk#atE 2 - 6 &£ £ (nvpn-be)
3. RE SR EF
2R
1. JADSL RIA LW
2. P B BB
3. &% %% % (mvpn-bc)

(=) L& T4 HEHRPIE -~ LIHE © TEOAEEH
REZBA DR HNNZELPELR 2R ERABYT
MEelbER (W - oL ITHMRBEES) ' mb
SN ZRELR  ABIREK

FABeltROAZER -

@iBZRABREHEHZRAE  BANCHLAS R TAHE
MOEPEHERETETREHBM T > b THFLE
BPITHMERTHEECARBHZ RN FEREH
CABRITHERRAERZ S BRESM AR > Bdh AR
T FRARREERRL  THHREDE P EXTHAR

PEZEPERMEM -

BEFBIER AR



2 TEBRMFERMAN - BT / FT / Alcatel

— - RRAEE
(—)Bizmﬁ

AREE QAL A BMERRARZABRARAZELEEH &
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BT Ignite ~ BT Openworld » sA R B — BN AN G F 3#F
fEH %P2 38 42 BT Exact > 22 BT X BRBET+~EwTF :

British Telecom

BT a2 44 B
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BATHREEEERFEH I ERTFUBN LT -

BT ¥4 EBHEALE O
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BT Ignite

BT Ignite X £ & A A S EW%RR
7% 6,35 32 4t MPLS-based IP-VPN & v
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(2) eREAPTHIRMARER
— Total current spend with BT

CUSTOMER VALUE — 1 Size of company (Dun & Bradstreet)

L Number sites/employees

> Line of business

POTENTIAL GROWTH

L Technological sophistication (Pathfinder)
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Clear Sky

Valued Clients
Other SMEs within DTI definition (3.6m)

* 60-100k VAT reg on Consumer lines

® 200k non-BT with Thomson/YP entry

® 100k VAT reg start-ups (consumer/cable)
>2m informal home-based

microbus (<<£50k turnover) on

consumer/cable lines

Influencers

OFFEERZDEEPENEBEAFHEMRBES X
BHEBEREAFTXFAEYZARERZ P INOEYES B
FARRBZMBERERSZOLRKBNT > ATH :
l. B2 BT HARKRE-»34 1-10 A/ 5-100 A

/ 90-500 A/ KDERKREBRAZLE -

BRTATAZOEZPAPHE (FTF) 425/348/20/3.5

HERAE (3A2/%) 1 660/ 2,000/ 27,000/ 160, 000

27,000/ 160, 000 -

TGRS BHELBRE/ mRREESH/ BEFE

ERP/ REIBCREMERE

6. BRFsH A :Call center/ # A28/ EAMRE/ FAMR
R o

ST o
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(=) #REE2 ¥/ &% (Snile to Medium Enterprise) #3%
1. #AERYME THNARG—FLEBES @ TR
B AEMNTISEER  FHEFAAR HAMEEAN -
hofTH AL E N AR A F DG BIR K BILEH
B~ A~ BIERIE  ARBRHERE 0 BMERLT
EREKFE T -

Challenges to Businesses over next 12 months

Increasing market penetration

Managing cash flow/keeping 329

Recruiting key personnel 30%
Making a profit 30%
Managing in a downturn
Retaining key personnel

Growing without losing control

Innovation

Raising finance

Responding to competition 2
E-commerce I2° %

Source: Ernst & Young 2001 Enterpriser Survey (N = 479) -

2. EARBEF BI oW RHET IEXTIH LA DB EHE
BT
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A AREHERARKHEBEEBZBEHLE
Boresask s RARBRH RFHMAEE - - TRARE
BERRARBEFHR T NOETHEE IR AL - &
MEATERKGEBLT :

Difficulties facing Companies over next few years
Amount of red tape/ bureaucracy 75%

Rising Costs 72%

69%
The economy generally ’

UK legislation or regulation

European legislation or regulation
57%

Skills shortages 47%

Local authority legislation or regulation - 37%

Making most effective use of IT and Technology 32%

Getting best deals from suppliers 16%

None I 1

Source: British Gas Trading 2001 Survey of SMEs (N=456) - (Prompted list)

(m) 78 K%
1. BT Business #94# 4 B4E 5 :
® 4 BBTHMERAM  URRAXRBROCEEL TS
EXEE R =l
® {5 FZBRZAHBHREEMRS (end to end)
RHRLETEPZER -
2ME &9 R : BF ¥R RETRAEEE (IT) &4
BA > uRE ITLEL B ROBHE -
3. £% k= (Strategic Priorities) :
o FTREHERAMMCEH
® HHARAFAAOTHKFAD BRI SHH > B
HEBRARABCESHRE B EHEE -
® HNKREKOEHEIR  REFHBMARARES
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150 B TR B RPN S CEEB T T2 25
BEUNBEG TRAOMHAEHR - B MBETATYZ
(FrankDangeard) 13 B 4% > & 2002 4 12 A %47 7 30 f&8k
AEFE > 28 2002 FREBEA EHH 90 BeR TR 44
0 o sbRE T 55 B BR TR A F H Bh 2 8) T Ak 2003 ey &
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SEHHEER] 0 M B AT 700 BER T BB BRI — F 0 E N E) 8T
MEAMOLM - ZRAHPRARFFEEI—REFEHITH
o MKRETBAFEARE BEBEBEZ —REL B K
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PR -R2ZH FREEGHRBE—SFTL T BIAFA
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TG FRRABRGE S5 LF 55548 122148810
% iE 700 fEEk T B N 3 RABALSL T F H3h % ey CEO &
BR ABwEER 9 AkaRE LR34 ERER
#I B mEYeE -

LERRETN  FREEHRE BB BAKL27-75
BRLE B ATB B EIK 40% AL 0 160 B ¥/ R R Y ERik »
BREEEFRAT - NARR=ZFHNHMAEHEW LELET LT
2 500 18kt £ P 2003 £t A 150 fEek AR B A 0 2
ABRARTHHELRA OERT - AEHEEAT FRE
BERRFARAOBAIF > 2RRENNME > FHHER
BIEH -

BHROMBEBRAFTAES EARAR? oW ALR
B BEAFRT SV EERRTELALEAREATER
MBAKBZRER - 10 By L4268 CEO # THLEBH N
SIMBRAAMREANERZFEOEHL XREMEZH



AMHETHAEFAXCEFEE—BRECEEHAMOHY
LHEBRAH @ -

BBEERYFHEEF e LREWE S NFayHAF
W kB EEHAMATHENEIFE - BRENIHERHE
Wk =4k e

G R A IR ACE 2005 S ZFPHEM X
150 {88kt ° £ P4 & @13 F > 3] Orange &V X 30 /& ek
7o AL B2k Orange B FMBHFE (Hlio 3G) &
*ﬁﬂiB%F;] °

HAAAZHFRE2-2EA-BR—HEBARTOE
HomAFRAETEHAEIHE -SEZXS BRETRH
Bh=pz= MR HETFRLEEEMRES - B
Moo N E AR MR LB TIHLERT F - £XRK
rABRIINE—AFIHERA AEE o aHFEHER
W3RPT 0 — B FHRAK BRBEBMAT -

RGN EE o B 2004 F > AFABAGE LMK
WEHE - BAZNNEHREERSEA FRARREA
3 ANTG R R R S & T 4T A AR R -

BAENSEHHERAG R T ERAEERAEGET LR
B ETHREAZN ) RAERM B EHIEIAER - 256
HBH O FSMGINNARBROKRFMAHAHARR &
- S HETE - FAMOE T - KRB T3 Orange
BBERFTGUREBGFHREE -

TR Bl ek AR

FHREEHAKBAIMYE > RAHER B BT &
ol THF o FHAHZNE 56 - S%AH 6k B BUT @B —
FHA R A S kR B4 90 MR TR REBHRR
HoREPEERESEANEEELHREMB R - B4
210 R FHEBEARBEOHETY  wREFNOFER
T3 A8 ENBEERAAM S 1558 - B0 RIFEE B
£ HAHZNI ML SALTEESD 150 F&KT -

ERERMERALL  AAHEREELANETRLT
R ER TSR AB  MBRALE  EHrFFa ek B
REBBREFATHEORZIARTTHEFELAEGENE
{g_ °

WEFERTREHBEAG AL SHREZN  RE
R AT TRIAGRS KRASRATEHRRMELT 0




HEUGBEHER BRARKRIFRFHIE AR
RBARBEYSF L -

BRAHHAREHANRBEOLENRTIET RS - BRI
REGERMNERTIHF LA ERE  HABRRERRTH
FHAEBGMAREY MARRBER &KUEEE£E
SRBEBAR AFHEET RUBALERBAHERT
ZIBRAHENHETRETLARRESH B | -

MmEBRBURM-FFEeHBE -8 ERN AWk > ¥i5d
W FFARFNEIREE ~INRIGRE—AHY £
ETHE BHOEAERGEERONLCETHALE
¥ A EPIC” » 2R —AfERAERR I LT HG
O BRABROCEDRAGALTHEY - SUTHOOERH
BERARBIFHEB MR RIED - FREGH T BB R
A EFRMETEFAEOAREX -

EREEWBEREIC-BHPERFZERFER BAG
Wi B ey RBRIER - AT HEBE FREMZ NI
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BRI ~ 150 BER T B A ENFo 150 {E 8K T oY 4R4T
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W BIRARA ~ BRE LB ERARREMRBRA LR
FREBEHMAE BELFRECTHEIERR  xHELZ A
HERE BHEmE BREREAFTHEH EE - FBHEE
kE@RERMR  BRERFAEREEZ S HBMANHE LT
BATMBARHEEZRRZ — 7

B 1998 FxBRMKBATREAINRR > ERAEMEZ NI
BRBBHREEARZEN > BEFKS 100%%FE 56%44% -
LYEBRRSEBRAEFIPHEN > RERELARAEE
A LRy REFEEBRTAE 1996 £ ik R iBiB— I IEE
FEBRHRLBARFEREEAHOREKEL -

R ERAMFRIREGLEP BRI FRAER
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BlD ZS0WUTF - ¥4 REICERBZEEL A5
BARBRBEERAPRBOCERTA S -

ER TN B M LIFR B EAETEHEAN AOA
BB A iR R IPHB - 2WALRE > FRTIEZH
MEIERA—BERAGGEZ  THEE R - 44 80N
TR T Gtafo > BFAERZ > ER TN 5) &I mEERGH
BIATE0 RS AR MEEEEBITENBELL
BBREMRTIBRBR > EERESBHRTET 60%~70%
REFHEEREMG S  FEREENNATHLERE P
o B S 0 AR K B BUR BB TG AR A AR D BT R &
ARG A BPREARRZFEPEREEAEBRET 450 &
BT 0 54 2005 FR M AFHBRI B SERBERT -
(MEAMPZEREMZZERRENS MM RIS ERES
HHEE 2)

FRERHERTENIAANRFEN  2HNAFTARZEHR > %

HEERERELT
FT ¥ %8 % ERYERLKEBAE

Fixed-Line service &
Distribution France

BHAEND RBERLIRBZHENITE UAEK
PGB ~BERPHNATIEER b
Pl EEERETIHAMAEITY £xH
BEPARB _TwEE -

Corporate solution

BAHRCEZRA - BRCEZFPELWT
52 S| R BRAF AR R T R AR BAR
BARFE > mB A YR E Equant RARE -
EHMESECAEZTRAG S NIHCERFR
BERRFS ©

HAar et ey 754 © Transpac (data
transmission) -~ Expertel Consulting ~
France Telecom e-business ~ TDF
(audiovisual services) % -

Networks and Operators

FEFREZFEHAMBNRARESLZ
HE o AFTHEBAEREB R
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Orange
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PH_TERE THEEREER S RRA4T
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200l #FEIBP MBI TIBEL,  £&
%4 28.8% -

R OMS £z A EABMIEE S T3
HBAAH1E2TO0EEE LB A8 )
& 10%24 E -

Wanadoo

tE ISP £ EEREBBRBZE&E
RERXREEBERER (commuted
network - cable » ADSL - satellite) - &
RUHLCEZPRUEDCEHDET TS
(B2B) » Aok » 3 ERNERSE
ERF -

Research & Development
and IT
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AREE B4 ABRE/RAER TS Alcatel 235 L& HE
7 %23 1P # Total Solution Lab & Alcatel ##>F L& ¥ARE
HAESRE > BB EEREHEH I X ALXLEHRAREH
X ERRFTICETHURAEIBERFEL AN -

AR A EELESEEARALAERE  BARRAL
ELBELE AURARLAARGKRL £RA TRBMAERCTD)
BEET > AR FIOELREE2AMEHNAESETE
b BPARASEE A HE R B Bk Alcatel fBMTHFA
SEBREE O/ E e 9353 A5 (easy install ~ easy use ~ easy
maintain)- OmniPCX Office > ZERMT3HH R4 RMBE > kA §E
A RO RBERBAT BT ¢

. BRABRMEAET R

%S ¢ % Intranet B2 > AEEREER
o TR XA SHEAERAERSE - b5 OmniPCX Office
A FRTNRED % BRALRS > BLERABITRE
HoRELPTEHABREABRANE IP&MK -

2.ETRHEAMBRAT R
OmniPCX Office 43t BmAMEXESE—F & £
NG AAEEN OEERESER - TTH4AARE - &
BEBEBEIRE - THREEEES BANEAZEEHA
Aoy BESEE - @M (on-site) BHF -

J.EBEMATR
TR T REH R Ea kst 0 B3R VoIP IRAF
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BOTRFAMRBBITEEIPEEX IP TEHKHE A FRg
— &AM % (Integrated Media Gateway ) % % H. 323
REBEREG - LARBTARGECERETES -

4. IR R T R
BrrEnERAER Rt ZEMH o K- 2 X
KRR b BRAS ~ RABACH T IE ] &) W IR R8RS ¥ - F
HEAACEXEAGETHNAARE RAZEEH AR

EFEHM4ESHAE -

mAL s > Alcatel XS b REHEBBEREF N DENHE
2> AUTHAESRREHE

FBFAAEBRFLEHR RS @AR RSN - ET4
TFHAHARBRE > REPIOEEE RIFEAS Al
M BB ECE¥RERA BARSZTHLE 0% FH
FHEF P IO ESEBERHETE > BSE (4/2) EHAEE
AEH#E OmniPCX Office 24 XM EH > L4600 ¥R T HEK
LB O ELTERIBRASG  EARATTFHEHHEHR
TR REPICERERROEBREEESB -

ETEKBATHEREERAEY  AKNLELTHAELELBE
R ARZERANSHTRILE 0% AL REFEE
244 Linux %44 BREkASatRt > EFTusfs
B B8~10 & REFMRE  FBOEREA FHF RKRBTEE-
ML &2 #E 6 OnniPCX R B8, % ADECT & R {F 864547 » 42
I FEATEAL  KBEBAHERT > AHEBEBTHRB
BITHENEZT BT AL ENBEREK - FU—1E8 30 Athd
$56) RERARYGEEI E -

BEAGAEZTFHRCABMAT LT > ZRBEALSF
HhBEAAS  BAREAATLELXRALE 24 FFRR
MEBES TR RECF AR T TAEBEMRFHABR
SEREERE  BRONFYMISAANHEE -



B PEEEIBAEECTERARRR)

BARERFZ-_BAABTEARAETEREIBEEHN P IO LR
TR EGEEAAHTEER > A2 ELEXFOD) st T
I EHEPRIEEMBEZEN  PIOERPRIIRBONERE
T PIOEZERURRELACERAFEMATAZXIT > ZHKBEH
BE o BT 4o 0 REHMN SME FRUEH > RAZHHERBAT OB
P BEEBARNIBETRAEI -

BAT > AN D E efbwAE LG IPEABRBRHECEERER AL
(IP-VPN) ~ # ¢ 512 - ##&XL8¥@% (FTTB) > &4 4R BHERER
bz e g4 » k&% P W14 % 2 (CRM - Customer Relationship
Management) ~ & ¥ & /&3t %] (ERP : Enterprise Resource Planning -
NBA A4 A a2 2% (PKI - Public Key Infrastructure) ~ 42 J& 4 4 32
(SCM : Supply Chain Management) » 3y ;A L ¥ F# R S ¥ e LRF -
BILEEBRBELESL HY NOEPEE-

BRETHANNZF IO EESRETEELEFP EEWEH
RNFZHABREARDINAYMITH T IO EIBRART ERAF
ZSFRE
— ~ OUTBOUND % #1 # 5% 47

OUTBOUND 9 X 2 B R A E B BEHAEF P BBy I X BAT
EBITH - B R RF P MR > Bt OUTBOUND 9 &3t o £
BRUTHEL&EAX
® HAZEPHEIHITH
o EZPAHR(AHER - HERAL)
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Broadband
powered by BT

Andy Jugg
Broadband Strategy & Business Management
BT Wholesale
So
BY Wholesale E l t I i l u
Broadband Volume Targets
» Summer 2003 3
1 million

. 2004
2 million

. 2006
¢S5 million

A new partnership with service providers
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Asymmetric - ADSL

Downstream up to 2.5Mbps

]é°°;| %@MWMMM%W% Customer
xchange
& Upstream 64 - 250kbps
and baseband telephony
xDSL POSITIONING
OlLO’s
Sole
Access
Advanced ISP
fervices and VPN
Basjc ISP
services
SOHO, occasional  Retail premises, e-business, sgjngi?;”:%
home-worker, home worker, school corporate <8 voice Iirlr)es i
information seeker, branch site, estate agent, .

IT not central to

online purchaser IT important to the company the company
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BT wholesale

L BT sateliine acerr.at mal ssmed on
Moy 3istE H

Tnravatse markeging schems

solies is Broadband?

T Whitcar ) use it fo

, Theswsrimonng desgn | | CamFgetit?
: Tunsuiancy Wt saved wme
@ ndmnes by uichng e ] | Cohvow get ADGL Breadband® Enter your BT
e B3 { | telephone numbzr hers to find out.

B iGem

T telephose nuaber, i
+ passcode.

Biy Susgestwey of
ng the 1pecs of

About Broadband Availobility

2 10w what you can do if ADEL Braadband
srea? Click here for more

A
& fenzs one of o he map es ser whar's
Seoashand,

Bt of supptincs,

Check Registration Levels k= J a— Y ]

9 s SILTE L Eotes your pher
169 derand ot Legisied s

e hers to 322 how Many paopis have
5t in ADSL at sour snrhange

ADSL Coverage

3.5km covered 75%
of customers

)

5.5 km covers
.. 95% of customers
in the exchange

ADSL is a
“distant
dependant”
service

“Rate Adaption” - introduced to allow reach of
~95% of customers in an exchange area
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Broadband Rollout

= 60% of households, 70% of internet
users covered by 1,015 DSL enabled
exchanges at end of April 2002

= 66% of households and 75% of internet
users with 1119 DSL enabled
exchanges at end August 2002

« Further rollout to be based on demand
via pre-registration scheme

« Partnership opportunities

+ 1 way satellite trial underway

% Fixed wireless trial later this year

Broadband Registration scheme
- commercially viable Broadband

Broadband Avoilability Checker
sintroduced 1st July 2002

Exchange Name: INVERNESS CLLLOGEN
Exchange Code: NSICL

*Trigger volumes determined for
each exchange based on cost

<y z0n

AD:
I er-ough pa
axchange il

is exchange refiects the
adir.g thiz exchange.
exchange hai not reachad

Ritwicd 4

providers that are pamcipating in our demand
registraton schame.

The baromaeter spporita shovs how man
connected to this axchangs hava reg:

Gakimes

intarast
We sre intro o
commera -
decnand far bre. -
! charge, For =
e snd viraless x
se and bar of joint public -
and grivate 1 ector funding it atives sre baing z
intreduced acrers the UK. Slease go to the "
Getting Broadbend sactior. for rmore inforn:ation, <
Thars yo:: for your interest. i
RN
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One to Many Products
=

ADSL
Lines

ISP

Shared BT
Broadband
Network

BT’s wholesale DSL portfolio

. ISPs provide
Corporates prf)wde subscribers
teleworkers with with fast access to

fast access R BT IPStream B content/the Interne
to LAN

BT VideoStream
\

Other network operators Service providers
provide DSL solutions to  offer TV based services
other service providers, or ¢ g, video on demand
maybe direct to subscribers

g5
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BT Wholesale Broadband

Infrastructure Service End
Provider Providers Users

[Service ProvidersiOiner Retaier
. Other Licensed Operators

BT is both a wholesaler
and a retailer

BT Wholesale Broadband Options

Local Loop Unbundling]

The “BUILD”’ option

buy space in a BT
exchange to establish
own network

& use to deliver
broadband services

o BT Wholesale is committed to
Nl ® helping Broadband Britain
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BT Wholesale Broadband Options

Local Loop Unbundling WholesaIeDSL
The BUILD option ‘The BUY option’

Available to OLOs |

Available from any of
BT’s 5.5K UK exchanges

OLO defines how
broadband is delivered
to end users

295

To Build or to Buy?

+ B BUY (BT Wholesale DSL)
Capital

ety | N BUILD LUy i

Managed LLU

BT DataSam
& BT VideoStream
BT IPStream

Flexibility

Y
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>200 Wholesale DSL
Customers

Ng | P’"S@

i ; easynet €
sropenworld

@gsewe Data(:omms
<¢ o
ygm GRIFFIN

INTERNET

The UK has one of the most
open markets in the world

\!
@1 PEX - %é‘{’;.‘é’r?é

NTE NTE
Customers

VP shared between all
customers
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[PStream Home & BT Central

BT IPStream ! .. Yoinn

g
........

End user access speed options:
512Kbps / 64-256Kbps

1Mb / 256Kbps

2Mb / 256Kbps

1PStream Home/Office

PSTN line

Existing PSTN wiring
Plug in micro filters required
Customer/end user provides modem
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BT IPStream - BT Central

Data rate options:
—512Kbps- a1 Bond
—-—]Mb,p.s‘ =
* 2Mbps
~4Mbps— T
- 10Mbps
* 34Mbps -
_"I‘%Mbp-L BT Central
*155Mbps
*155Mbps L2TP

ISP

[PStream Home and Central Plus

BT Central Plus
Purchased in 5000 port blocks
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[PStream Symmetric

PREMISE

BT Ceniral +~ CUSTOMER

BT Network

Features

* Shared Virtual Path

— Virtual circuits contend for available data space in VP
— Virtual circuits are configured as Variable Bit Rate

« BT take the risk

— what demand is placed on the core network
— infrastructure rolled out to entire coverage
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IPStream pricing - ex VAT

Product Connection Rental
IPStream 500 £210 £14.75pm
IPStream Home £50 £14.75pm
IPStream S500 £260 £45pm
IPStream S1000 £260 £65pm
IPStream S2000 £260 £85pm
IPStream Office 500 £50 £40pm
IPStream Office 1000 £50 £60pm
IPStream Office 2000 £50 £80pm
BT Central 2Mb £3000 £9000p a
BT Central 10Mb £14000 £17000p a
BT Central 34Mb £14000 £21000p a
BT Central 155Mb £40000 £40000p a
BT Central 155Mb L2TP £40000 £40000p a

resilience options available for 10Mb & 34Mb, resilience included for 155Mb

The DataStream portfolio

BT DataStream enables a Service Provider and
Corporate Businesses to access multiple End
Users via an ATM-based data network, and to
develop their own Layer 3 transport services over
the native ATM.
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Service Components......

NTE

DSLAM ATM-155

Virtual Path(s)

Service Components......

ATM-155
DSLAM

Virtual Connections  yp

43




DataStream Home/Office

NTES

PSTN line

Existing PSTN wiring
Plug in micro filters required
Customer/end user provides modem

DataStream Virtual Paths

In span, Local, Regional and National Variants

Any number of end user ports can be reserved against each VP
- subject to availability and an annual reservation fee
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DataStream Symmetric

\ CUSTOMER

S
PREMISE

-> (ATM Access Port)

BT Network

Aggregate Points of Presence

Q "7
* Based on BT ATM nodes gﬁ m{ ’\}/j
- 120 PoPs Nationwide Joe 7
» Fixed price up to 40km ’ ,«9' : J
* Can be extended on a per Km = =
charge basis £ é’gf;‘ }_{“\
* Supports a mixture of Local, Y X }Q

Regional and National VPs { 7 § Q‘z‘”){- \
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ATM In Span interconnect
= eh s e

Interconnect @ Interconnect @

parent ATM node distant ATM node

Local VP + ATM port + eg national VP + ATM port +
In span component In span component

DataStream pricing - ex VAT

Product Connection Rental
DataStream end user data path £50 £9.25pm
DataStream Home Local VP 4Mb £2200 pa
DataStream Home Regional VP 4Mb £3200 pa
DataStream Home National VP 4Mb £4000 pa
DataStream Office Local VP 4Mb £2200 pa
DataStream Office Regional VP 4Mb £3200 pa
DataStream Office National VP 4Mb £4000 pa
DataStream 155Mb CAL £50000 £30000 pa
End user port reservation fee

per port £10 pa
ATM Port (In span) £2000 £8000 pa
In span hand over component varies ~£3000 ~£3000pa
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The VideoStream portfolio

The BT VideoStream service is aimed at Service
Providers who want to offer video based multi-
media content services to a community of End
Users in a specific geography

Overview - BT VideoStream

' Downstream (2.3Mbit/s)

Upstream (192kbiv/s)

and normal telephony
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VideoStream Channels

Low pass filter
(splitter)

2300 kbit/s Video <&

28 kbit/s Control/data <EEREHRS Local loop

160 kbit/s Control/data
32 kbit/s Boot EENENGEEP|

EUDP 25.6 Mbit/s
ATM25 port

Carried on control VP

VideoStream attributes

144 end users per VP package (1 per DSLAM)
120Mb VP for video - CBR traffic
8.2Mb Control/data VP - VBR traffic

Contended @ 3:1 1i.e. only 50 end users can watch
video at any one time - controlled by Service
provider
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Feedback

Accelerating Broadband

« Summer 2000 - launch of ADSL

* June 2001 - BT Wholesale takes control

- August 2001 - launch of rate adaptive product
+ September 2001 - 1,010 exchanges enabled

« January 2002 - launch of self-install product

« February 2002 - world competitive pricing

- May 2002 - launch of BT Central Plus product
allowing unbundling of access and
content.

+ End May 2002 - 1,115 exchanges enabled

» July 2002 - Registration scheme for further
deployment

+ September 2002 - Major advertising campaign
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BT Wholesale t I l [ [l U

Making Broadband Affordable

Wholesale consumer rental

£2500
now

£14.75

Supporting Broadband Britain

Pricing Initiatives

Biz “ " Res |

= £5 price cut !
(Sept 01) '

» Special offer 6 8
(Oct-Dec01)

» Cheaper self install”’
(Jan 02) 30

» All products reducézi
(Apr 02) 0
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Marketing Activities

National advertising campaign (Sept/Oct)
National advertising 26th Feb - March
Press & Radio advertising (Mar/Apr)

- Marketing toolkit - brochures now available

- 43 Marketing Grants:

+ Marketing Grant Competition

“This is about a different look Brome e om
to broadband.

As you will see, we expectin
four year’s time to have 259, of
our connections as broadband
connections...

... I's not just about price. ltis
price, customer experience and
marketing”’

Ben Verwaayen 26th Feb 2002 N —
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New TV marketing campaign - 22nd September 2002

Characters used on BT. COM
WOME > | AT ; m.twy:svucdi-o ‘: " @‘3

To help build tvoadbend Britain, BT {

{ wholessle provides broadband 10 3

wide range of suppliers who in tum
offer beoadbard services 1o theis

o providers,
take roe o the BT wholesale site to
el e more,
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COME ON BRITAIN, [§ COME ON BRITAIN,
WE KNOW YOU WE&N%W YOU
WANT IT.

BT Wholesale

800,000

600,000

Mar02  Apr02 May02  jun02

Jul02  Aug®2  Sep02 002 Nov02 Dec@2

Jan03  Feb®  Mar03
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Weekly Broadband orders

06-Sep 13-Sep 20-Sep 27-Sep 4Oct 110ct 180Oct 250ct 1Nov 8Nov 15Nov 22 Nov

Broadband market share Cable v BT DSL
- BT currently 41%

UK broadband take-up in 000s

600
500
400
300
200

—e—BT
—a—ntl
Telewest
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Focus for 2002

What we have
- Good portfolio
Price that meet market needs

Focus for 2002

» Continue to enhance products
= Improve service further

» Focus on the customer experience
= Wait for the orders

I million lines by mid 2003
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The SME Market

4th December 2002

BT.com/business Connections that get results. BT[
{

BT Business: the elevator pitch

+ 1.2m customers

+ 25% of BT Retail
revenues

+ 80% of revenues from
products which existed
80 years ago

* No.1ISP

» No.1 Broadband
To earn, for BT, the position of market and thought

leader in communications for Business customers in

1 A

BT.com/business Lonnections that get results. BT;?
£
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SME Challenges

Challenges to Businesses over next 12 months Difficulties facing Companies over next few years

Amount of red tape/
bureaucracy

Rising Costs

Increasing market penetration

Managing cash flow/keeping
costs down

Recruiting key personnel The economy generally

Making a profit UK legislation or
regulation

Managing in a downturn Eurorean legisiation or
regulation

Retaining key personnel Skills shortages

Local authority legislation _
or regulation m 47%

Innovation Making most effective use _,7%
of IT and Technology

Ralsing finance Getting best deals from 32%
suppliers

Responding to competition tnternational Competition [:g 16%

E-commerce I”ﬁ
None I 1%

Source:  Emst & Young 2001 Erterpriser Survey (N = 479) - (Prompted fist) Source: British Gas Trading 2001 Survey of SMEs (N=456) - (Prompted list)

BT.com/busin Connections that get results. BT‘}? §
¢ i

Segmentation

.
BT.com/business Connections that get results. BT ;
¢
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BT Segmentation Philosophy/Principles

» Value-based/customer-centric approach across whole base

- Graded treatment appropriate to needs, potential & risk and
cost/return of service

- Combines key internal and external criteria

» Dynamic allocation of customers (‘promote/demote’)

» Clear/Logical business rules

- Benefits to date:
- £900k saved on Catalogue @ increased resp (Micro)
- Organisational focus/redesign

— Segment plans (resource, spend, propositions,
treatment)

BT.com/business Connections that get results, BT)%'

Information Used

Total current spend with BT
CUSTOMER Size of company (Dun &

VALUE Bradstreet)

Number sites/employees

Line of business

POTENTIAL

GROWTH Technological sophistication
(Pathfinder)

BT.com/business Connections that get results, BTF’
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UK SME ICT MARKET

Includes BT shy
of SOHO/coy
Comms @ +3% CAGR
A 1T @ +10% CAGR

B Source: MARS &co.

& 1T Market
m Telecoms Market

0BT Share Telecoms Market

BT.com/business Connections that get results, BT:‘z?
i

Hierarchy

Clear Sky

Other SMEs within DTI definition (3.6m)
« 60-100k VAT reg on Consumer lines

* 200k non-BT with Thomson/YP entry

* 100k VAT reg start-ups (consumer/cable)
* >2m informal home-based

microbus (<<£50k turnover) on
consumer/cable lines

Valued Clients

Influencers

NB - CRS has had major effect on
Micro base size versus previous
segment counts

BT.com/business Connections that get results. BTy
{
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...and they are very different

Gold

Entreprises

Segment Breakdown

Who?

How many?

BT spend pa?
Primary Objective?
Sales Treatment
Marketing Treatment

Competitors

BT.com/business

Clear Sky

- dot.com companies, fast rising

- internal/externally sourced data
- 10k (847 internally matched)
-£10-15k
- growth in spend with BT
- dedicated F2F Sales Team
- establishing credibility (inc
PR/Sponsorship/Brand)
- increasing speed to market
- from IBM downwards

Connections that get results, BT//
4
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Segment Breakdown

High Value - Platinum

Who? - high spend and high potential

How many? - 3,761

BT spend pa? - £160k

Primary Objective? - growth

Sales Treatment - ICT Solutions/Valued Clients desk
based SC + Field Specialists/CUG

Marketing Treatment - Relationship Marketing/Propositions
Online/Extranets/Managed Solutions

Competitors - Energis, Colt, Uunet/Worldcom, C&W

BT.com/business Connections that get resuits. Bij
i

Segment Breakdown

High Value - Gold

Who? - mid-market;traditional focus;50-500
employees; usually heavily multi-sited
How many? - 20k
BT spend pa? - £27k
Primary Objective? - defence
Sales Treatment - ICT Solutions/Valued Clients desk
based SC + Field Specialists

Marketing Treatment - Events/functional/iT Mgt
advertising/DREAM/Mail/Propositions

Competitors - Energis/C&W/Vodafone/Demorv/Sage

BT.com/business Connections that get results. BT??
i
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Segment Breakdown

Enterprises
Who? - small but with growth potential;need
help with e-business; 5-100 employees
How many? - 348k
BT spend pa? - £2k
Primary Objective? - growth
Sales Treatment - campaign-driverVIslands of

Excellence/Defence

Marketing Treatment - Campaign - o/b calling;advertising/Direct
Mail/Online/Field Mkting/Events

Competitors - ntVAOL/Orange

BT.com/business Connections that get results. BT%J
€ 4

Segment Breakdown

Microbusinesses
Who? - small (1-10 employees); low spend;low
tech; local catchment;inert
How many? - 425k
BT spend pa? - £0.66k
Primary Objective? - keep loyal
Sales Treatment - Inbound
Marketing Treatment - Minimal - outsourced/ mobility/ISP campaign
+ Bill Inserts
Competfitors - AOL/FreeServe/Reseliers

BT.com/business Connections that get results, BT% i
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Segment Breakdown

Niche - Start-Up

Who? - <1 year old;

How many? - B0k (target 100k next year)

BT spend pa? - £0.6k (but higher growth potential than
Micro)

Primary Objective?
growth

- to get in early and evaluate potential

Sales Treatment - Inbound & campaign-driven

Marketing Treatment

- Magazine;online;o/b calling;affinity

Competitors - low with Telcos, but high with Banks etc

BT.com/business

Connections that get results. BT}/
é

Segment Breakdown

Who?
Bodies;
How many?
BT spend pa?
Primary Objective?

Sales Treatment
Marketing Treatment
Competitors

BT.com/business

Niche - Influencers

- Trade Bodies;Chambers;Professional
with influence over top 25 SICs

- <1000 (12 badged to date)
- £114K (skewed due to small numbers)

- create cost-effective route to market for both
sales and opinion-forming

- graded
- graded (eg from 3rd party deals - Press Releases)
- varied

Brjg

Connections that get results.
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Clusters - Objectives

Explore mass SME segments for meaningful clusters/sub-segments

Data-driven approach based on richer data/info set than in main
segmentation

- esp calling behaviour
— more use of Pathfinder data
— verified/characterised using external MR (Teled)}namics)
+ Uses:
- Identify pockets/clusters of potential
- define marketing treatments to increase ROMI (pilots in Q3 Broadband)
~ Refine segmentation rebuild Oct/Nov 02 & beyond
— Possible promotion/demotion between segments
- Next steps
— pilot calling/response tests
- overlay Work X financial trend data

7231480 e annlication fag B2A L)

BT.com/business

Connections that get results, BT;/%

e3_005:14_1

Clustering Criteria

pct_isdn_ravenue(75.5%)

pct_duration_top25(43.3%)

lines_ladder(30.4%)

pct_we_pstn_minutes(30.1%)
calls_rev_00_01pc(27.0%)
new_tech_00_01pc(26.6%)

BT.com/business

Connections that get results
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Enterprises

4 (Trading as Trades)
11 (Broadband Nationals) 141%Base  413%Rev
1.8% Base 4.13 %Rev
8 (B2C Pastimes Lifestyles and Services
185% Base  14.55 %Rev

5 (Pubs, Clubs and Dayime Admin)
1.7% Base 0.59 %Rev

3 (Indian Food and Football)

1.5% Base 0.79 %Rev

9 {Low Use Organisations and Out of Hours)
7 (Single Sited Digerat) 59%Base 0.9 %Rev
7.5% Base  14.78 %Rev 2 (Specialist B2C)
—
53%Base  1.40 %Rev
14 (Low Use Smali Office)

7.3% Base 2.27 %Rev
10 (Service from Afar)
2.5% Base 3.29%Rev

13 (Traditional Industiaiists)
9.9% Base 17.88 %Rev

12 {Loyal Low Spend Family Businesses)
12.0% Base  4.02 %Rev

6 (Big Companies and New Industrial Estaters)
8.8% Base 26.24 %Rev

1 (Tak-a-lot Offices)

BT.com/business Connections that get results, BT;‘?

Talk-a-lot Offices
34%Base  4%%Rev P ..
/ Survey Highlights hY
i *LARGE (68% >=10 empl; 78%
T ) T R i tumover £500k-£5m)

Description — Smaller cluster whose primary focus is voice traffic. Typically !\ +Optmism - HIGH

single sited but with about 5.5 exchange fines. i +CSAT - LOW {40% @8-10)

Industry areas are mostly ‘White Collar’ professionals and they have about 18 | . pya) sourcing MED (36%)

employees L+ Switch HIGH (60%)

. ) . |© «Mobile HIGH (73%)

Treatment - Tailor their plans for high voice volume AN
Who are they? Y { What BT Products & Services? )
Likely professions: 5.9% Legal activities (440% Generate 6.6% of calls on the network, 195% uplift
lift), 17.8% Medical/Dental activities Insurance | 95% of customers have traditional calls/lines/apparatus revenue
Brokers, 3.6% House Sales Agency | | streams of 95% total revenues.

Recruitment Consultants ; \_Avg Bill £3,830 /x

How — Calling Behaviour
Recurring revenues are lowest at 38.5% of revenue

BT.com/business Connections that get results. BT!I;
{
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Single Sited Digerati
27.295 Customers 75%Base  14.2% Rev [— S -
/ Survey Highlights \
| *SMALUMED (87% 2-49 empl;
P o T\, 64% tumover £500k-£10m)
Description - Single sited companies exploiting digital technologies. Typically |1 * Optmism - MEDIUM
employing about 19.0 employees and being in High Tech industries. Upiitin  |: * CSAT - MED (67% @8-10)
Postcode Areas in M4 Corridor {1 *Dual sourcing MED (40%)
|+ Switch HIGH (53%)
Treatment - Need to support their growth whilst ensuring their retention { *Mobile HIGH (67%) J
_ . Y,
. .y
{ Who are they? 1 [ What BT Products & Services?
Likely professions: Computers and Software, | Higher numbers of exch lines (avg. 8.2)
Imaging and Copy Bureau, Consultancy, 1 High Digital - avg 3.5 lines
Advertisting, Printing/Plate-Making ; ¥ Avg Bill £4,870, and highest discounts at 11.2% indicating
N ./ . optimal plans
S — T T ~
{ How — Calling Behaviour )
ISDN generates 47.6% of call revenue

" BT.com/business Connections that get results, BT’
. €

MicroBusiness

8 Daytime Administration
3.5% Base 2.8% Rev

3 Multi-sited Light Industrials Ltd. 7 Bare Lines Brigade

2.7% Base 5.3% Rev 16.3% Base 7.8% Rev
4 T/A Local Lows
21.2% Base 13.8% Rev
6 Serving the Urban Poor and Needy
17.1% Base 8.8% Rev
5 Intemational Contacts
11.1% Base 8.4% Rev
1 Digital Offices 2 Talk about Beauty and the High St
14.5% Base 32.6% Rev 13.6% Base 20.5% Rev
BT.com/business Connections that get results. B'I'{g

67



T/A Local Lows (“corner shop”)

117 756 Customers 22%Base  138% Rev

/ Survey Highlights
|V SMALL (47% self-empl, 100%

likelihood to be ‘Trading As’.

Perhaps Low Telephony needs so low touch.

Description - Large cluster of customers with lower revenues and a higher

Typically seem to be local shops serving the consumers.

| tumover <E500K)
« Optmism - LOW
+ CSAT - MED (54% @8-10)
+ Dual sourcing V LOW (<5%)
|+ Switch V LOW (<5%)

| Mobile MED (60%)
AN

" Who are they?
Likely professions:
Butchers
Tyre and Brake Shops

\

i { What BT Products & Services?

Bill £589
Single sited analogues

How — Calling Behaviour
¢ No Intemational calling

BT.com/business

Bare Lines Brigade
{“one line inert”)

163%Base  7.8%Rey

90.546 Customers

/ Survey Highlights
. *SMALL {86% <5 empl; 61%

use just one analogue line

Treatment - Possible Acquisition Targets

AN

Description - Lowest revenues per line. They employ about six employees and

. tumover <€50k)

i »Optmism - LOW

. +CSAT -LOW (40% @8-10)
i+ Dual sourcing MED (39%)
+ Switch V LOW (7%)

« Mobile LOW (33%)

e

Who are they?
Likely professions:
1.9% Retail sale of meat (208% uplift).
Craft and Care Services

\ Design and Services Offices

" What BT Products & Services?

i Bill £412 - lower revenues per line
¢ Lowest on the intemet use (ladders)

e

How — Calling Behaviour
. Local Focus (highest proportion 54.5% of minutes)

BT.com/business

Lowest number of calls (133/month)

.
Connections that get resuits. BTW
{ :
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Digital Offices
(“explorers”)

80.828 Customess. . 14.5% Base . 32.8% Rev

Good uptake of New Technology products

Treatment - very Enterprises profile

Description —Large and technically sophisticated business.
Just under a third are mutti-sited. Have a large staff with about 11 employees.

/ Survey Highlights \

i~ *MED (53% 2-9 empl; 55%
tumover £500k-£5m)

i+ Optmism - MED

i +CSAT - VLOW (33% @8-10)

© »Dual sourcing HIGH (42%)

i1 Switch LOW (27%)

|+ Mobile MED (60%)

S

{ Who are they?
. Likely professions:
| Most likely to be ‘Companies’ (54%)

\ s

What BT Products & Services?

. i Bill £2258 - highest revenue per line
i i i 22% have digital lines, generate 51% of ISDN rev.
. Solicitors, Property Management, Consumer Groups o

Higher on the lines ladder ~ half having Bus

! How - Calling Behaviour
Higher revenue per line (80% have more than £250/line)

N BRnaT)

BT.com/business.

+ Highway/FtLine/'SDN/ADSL etc.

Connections that get results. BT%
{

Strategy

BT.com/business

Connections that get results, BT;’? “
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Where do we want to be?
Vision & Mission

BT Retail & BT Business-
Vision ,

BT.com/business Connections that get results, BTj/L’
{

Strategic Issues — Pressure on Revenues & Margin

» New Wave Market Very competitive
Worldwide ICT slowdown (growth below 2%,
~ UK Software & IT vendors made net loss of £2.5Bn in 2001
SMEs taking a "Make do and Mend” approach
- Want support for existing IT
- Want to drive greater value from existing IT

BT.com/business Connections that gel results. BT;‘?
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Strategic Issues —

T s

*Must Ensure Consistent Customer Experience

Customer Experience

£3

*Across All Managed Channels (Internal & External)
«Contact Centres, On Line. F2F, Vars, ISVs, BTLB........

*For Sales, Service & Advice
*Supported by Customer Centric Systems
*Enabled By New Behaviours

BT.com/business

Connections that get tesults. B %f :

Strategic Priorities

8T.com/business

71
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Improve Customer Sat

VOICE MARKET SHARE

APPS

BROADBAND PENETRATION/

DRIVERS OF SATISFACTION/
DISSATISFACTION

BT.com/business

NEW WAVE

MOBILITY

T

: = : T ol
NABLING OUR PEOPL »

Optimum Channels = i
(logical aitematives in brackets) |

Customer Segments

Enterprise

Corporate

Broadband

[mm Sales (Indirect)

Desktop Management

Indirect - Solution
Indirect - Enabler,

IP Infrastructure

[mm Sales (1ndirect) ]

Mobility & WLANs

[um Sales

Applications, Mgmt &
Hosting

Indirect - Solution.
{Indirect - Enabler;

—

=

Network-based Services

BT.com/business
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Channel Alignment

Segments Current Alienment New Alionment

BT.com/business . Connections that get resuits.

Customer Satis.faction

BT.com/business Connections that get results. BT?? i
& o
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Business Satisfaction Overview

+ 1900 Customer Interviews each month across
Platinum/Gold/Enterprises/Micro Business segments

+ Cover ‘overall satisfaction with BT’ and ‘Competitor satisfaction’

+ Also; key drivers of satisfaction and verbatim feedback ‘what BT
needs to do to improve satisfaction’, ‘why very satisfied with BT", ‘why
more satisfied with competition’

+ Satisfaction improvement programme implemented in April 01

+ Objective to be significantly better than the competition in each
+segment by March 03.

+ To reduce dissatisfaction within each of the segments to 10%, from
circa 17% overall Business. Platinum from circa 30% dissatisfaction.
+ Input from Business MD and Directors including Customer
Satisfaction Director who are involved directly in improvement
programmes.

BT.com/business Connections that get resuits. B-'.j/g
&

Business Satisfaction Programmes - built around
‘verbatim feedback’ and ‘drivers of satisfaction
model’

. Customer Value Perception & Billing

. BT Service - Provision/Faults/Complaints

. Sales Relationship

. ICT & Business Propositions

. Brand & Communications - Contact Strategy

G h WNR

+ Targets Set for Each of the Key Drivers and initiative’s
implemented to improve performance

+ Monthly reporting of initiatives and satisfaction
performance

BT.com/business Conrnections that get results. BT//
i
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c [— —=

'g Question Ceoefficients l

o -

8 Cares about customer needs o119 |Improvement Coefficients impact on

) trust : . 9 " -

b S 8 company you can fru 012 | satisfaction if drivers move up by 1 point
R4 Helps customers get the most out of comms 0.099

"& Is the company would prefer to buy from oose |SME

Can meet my changing comms needs in future 0095 Image
(72} 9
S A

- Meets needs of small and medium businesses 0.079

o Keeps you informed about relevant comms apps. 0065 67
£ |

g T

n Value for money 0.219 S —— 0.54

S5 — Overall satisfaction with pricing 0.169 Price and Billing | -
O -8 Overall satisfaction with Billing O,M?

9 o

3 E Easy to do business with 0.189

Capabilities of BT people 0174 Relationship

[~
— Offers right comms solutions for your business o017 [

0 Business partner rather than just supplier 0.119

= i
Y- Provision of Service 0507 Buying from BT

(o] Satisfaction with BT sales team 0005 [

0

14

o !

i N

2 Faut Repair Dealing with problems

BT.com/business

Lonnoctions that oot results, BT ;

Business Overall Sat vs Competition

Oct ‘02 Index: 1.00 Business
Index target Aprit - Sept 1.0
target Oct - March 1.03
Threshold 7/12 months
Target 9/12 months

8o Stretch 11/12 months
' March ’03 target
75
70
6.5
—BT
6.0
===~ Internal Target
55 = Competition
April/May/June 01
50 BT average 6.56 - - - - Linear (8T)
N N L3S WU 5O - - - ~ Linear (Competition)
9@690 9009 &0»99\»@«0 S

IS
S <® é" v"’\\@ PRI WO v‘\k« WP S

BT.com/business
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Platinum Overall Sat vs Competition

. Platinum Index Target {end of year}
Oct ‘02 Index: 0.94 Target 1.00
Stretch 1.03

8.0
75 March '03 target
-/

70

65

8.0

55 J BT

50 e Competition

.5 .Ap:ill.M:yl lune 01 e Pla Internal Targels
BT average 5.65 - - - - Linear (8T)

40 4+ ———— T
0\ IS N ST \ N Dq’ pf; 9"‘ SSL v oq, & - - Linear (Competition)

g
S \@v\&@f “%"Qd‘@ *{ P s°‘p':5\¥°

BT.com/business Connections that get results. BT%A
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G Chunghwa Telscom Co., Ltd.

Dec 2002

_Objective of Workshop |

> Begin to work together to:

. Share with you our experience and lessons we have
learned

- Produce together an action plan that we can follow to
move forward with Managed Services

Siide No 2 rved ® 2002,
Ouplication and distribution are not authanized All nghts reserved ® 2002, Alcatel

v
Without Alcatet witten authonz ation Alcatel Confidential ALCATEL
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. — "
What we know about - is only public info.

i i’ Chunghwa Telecom Co., Ltd.

* Wiseless

Al digws Ragarvnd

Shde No 3 i
Duphcation and dhstribution are not authonzed Al rights reserved © 2002, Alcatel

¥
Without Alcatel written authonzation Alcatel Confidential ALCATEL

T s Efficency ™
PR

@ Pesonal & Home
User In an age of global e-transformation, how can you get the best prices and quickest response
& Businres Usirs times to win business with upstream or pomies? The HZ2B
2 FmdLiie 2Camameice Flatiorm provides sl the functions needed for online eCommerce transaction
management for both enterprise procuremant eniities and supphers. The platformyis extensive
2 Windless advanced tools can also be used to manage al of 3 companyils procurement data of fo
# DaaConin. establish your own sCommerce transaction platiorm. taking the first slep toward becoming a
= Susise . fuly fiedged e-business.
& Tourists Telecom
BEAQ - -
3 trrvestor Refations:

Freversndi

Al nghts reserved © 2002, Alcated

Shde No 4
Duplication and chstrbution are not authonzed hd
Wahout Alcatel writen authonzation Alcatel Confidential ALCATEL
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SMEs - who are they

> Manufacturing

+“Consumer Industries
+ Energy and Utilities

+ Health Care

+ Transport

> Service

, 1atio nology
» Media, Entertainment and Sport
+ Retail and Services

Side No 5 .
S s istibubon are ot authorzed Allrights reserved © 2002, Alcate! ¥
Without Alcatel written authonzabon Adcatel Confdertial ALCATEL

SME Vision

State-of-the-art
Business related applications

Enhanced Capabilities

JO0O DO~ ~TOTOW

Slide No 6
Duplication and distribution are niot authorized

Allrights reserved © 2002, Alcatel v
Without Alcatel written authorization Alcatel Confidertial ALCATEL
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SME market

> Rule of thumb
- SME sophisticated communications belief
- Correlate with Taxi transport availability
> SMEs need to solve their fundamental needs

- But are seeking a solution that can easily migrate to the more
sophisticated applications.

> Increasing interest in managed services

Side No 7 erved © 2002,
Dupheation and distribution are not authonzed All ights reserved © 2002, Alcatel

¥
Without Alcatel written authorization Alcatel Confidential ALCATEL

%)
-
S 300%
2
o 250%
o
]
x 20.0%
k=
S 150%
o
]
& 100%

5.0%

0.0% i .

Cut Shorten Reduce  Redeploy competitive
costs flexibility  project mgmt. existing advantage
knowledge and 1 effort assets
reliability
Reasons Source: Dataquest survey

Ducanen and s re otz Alrights reserved © 2002, catl v
Without Alcatel written authorizabon Alcate) Confidential
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- - |
: SME Managed Services needed now ,

>

Hosted Communication applications the SME market seeking,
in the first place

Communications
Applications

e-Mail

Voicemail  Business

Contact Unlfied
Telephony

Center Messaging
Source: Mercer Management Consulting - Customer Interviews
Side No9

Duplication and distrbubion are not authorized
Without Alcatel written authonzation

Al rights reserved ® 2002, Alcatel

Alcatet Confidential

v
ALCATEL

SMEs Make Up the Vast Majority of a

National Economy

United Kingdom Business Segmentation

Euroll.183B
Euro4.258

Euro4.24B

[E 0-9 Employees [ 10-49 Employees

@ 50-249 Employees

# 250+ Employees

Shde No 10

Duphication and distrbution are not authorized
Without Alcatel written authonzabon

Source: Benchmark IT 2001
Al rights reserved © 2002, Alcatsl

Alcatet Confidertial

¥
ALCATEL
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SME Seiection Criteria

> Cost reduction
+ 15 to 20 percent required
- Achievable with single CPE device
> Simplicity of solution
- No technical jargon, just benefits
> Added value
- Does this solution have the ability to improve the productivity
of my business?
> Reassurance
- Is there going to be disruption by changing supplier?
+ Is my new potential supplier reputable?

Siide No 11 e © 2002, Alcatel
Ouphcation and distntasbon are not acthonzed All rights reserv .

¥
Without Alcalel wnitten authonzation Alcatel Confidential ALCATEL

Who do SMEs buy from

Directly from Carriers

Through IT/Telecom Retailers or Distributors
Through Software Suppliers

Directly from Manufacturers

Through Professional/Trade Associations
Through Consultancy Companies

Through Integrators

Other

Don’t Know, No Answer

> Recommendation from local systems integrator
- Distribution model! for Managed Services offer

Shde No 12 Al nights reserved ® 2002, Alcatel ¥y
Dupication and distrbut on are not authonzed
Without Alcatet written authonzation Alcatel Confidertial ALCATEL
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Objective of Workshop

> Produce together an action plan that we can follow to
move forward with Managed Services

Shde No 13 rights 2002,
Dupheation and drstrbution are not authorized Allrights reserved ©2002, Alcatel ¥
Without Alcatel writen acthonzation Aicatel Confidertiat ALCATEL

Foreword

> The success of managed services implementation is linked to a
dedicated Project Director in each of the involved companies

> Depending on the estimated time to market , up to five working
teams will be required

- Business-plan, technical, operation, services, legal

> Synchronized regularly by Project director meeting.

> The Phases of a successful project
+ Phase 1 - Opportunity analysis
- Phase 2 - Pilot investigation
- Phase 3 - Launching

Slide No 14 2002,
Duplication and distrnbubon are Nk authonized Allrights reserved © 2002, Alcatet A
Without Alcate! wrtten authonzation Alcatel Confidentiat ALCATEL
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Actions Phase 1
Opportunity analysis

> Step 1: Analysis of CHT SWOT

- Strategic : does the Easy Office program fit in the strategic
direction CHT is taking towards SME customers ?

- Marketing wise: What does the program bring in terms of CHT
image building and positioning in the market?

- What are the side effects to be taken into account ?
- DSL boost, customer retention....

Stide No 15
Dugticaton and dis are not zed Ali rights reserved © 2002, Alcatel
Without Alcatel writs

¥
ten muthonzation Alcatet Confidential ALCATEL

Actions Phase 1
Opportunity analysis

> Step 2: Customer needs investigation
« The value chain ?

- The evolution of existing solutions to an Easy Office type of
solution (PBX, LAN/WAN, IT infrastructure...)

- The evolution in customer needs ? ( BB Internet , Teleworker,
Hosted applications, leasing...)

- The expense model of customers ? What are they ready to spend
?

Shde No 16 i ) Alcatel
Duplication and distrbution are fot authorized Al ignts reserved © 2002,

¥
Without Alcatel written authonzation Alcatel Confidential ALCATEL
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. Actions Phase 1
<. Opportunity analysis

> Step 3 : Customer configuration analysis
- What are the different types & their architectural implications :
- Mono-site
- Multi-site with equality larges sites ( IP VPN, WAN)
- Multi-site with smaller remote site and/or teleworkers (V+D?)
~ CHT connections portfolio ?

Shde No 17 Alf rignts reserved © 2002, Alcatel

Dupkcation and distribution are not authorized ¥
Without Alcatel written authonzation Alcatel Confidential ALCATEL

- . Actions Phase 1

. Opportunity analysis

> Step 4: Analysis of business volumes and go-to-market
- Partitioning of value chain between the actors ( HP, Alcatel, CHT,
channels..)

- High level business plan looking at the volumes to be expected

- Go-to-market analysis:
- Indirect and or direct channels ?
- Channel analysis
- Determination of roles

- Market access cost

- Itis an Initial exercise , taking into account the support given by
Alcatel and HP .

SlideNo 18 2002,
Duplication and distnbaution are not authonized Al nghts reserved © 2002, Alcatel hd
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Actions Phase 1
Opportunity analysis

> Step 5: Go/ No go on opportunity analysis

Siide No 19 2002,
Dupkcation and distribubon are not authanzed Al rignts reserved ©2002, Alcatel ¥
Without Alcatet witen authorizabion Atcatel Confdential ALCATEL

Actions Phase 2
Pilot investigation

> Step 1 : In depth design of the solution and its evolution
- Choice between components offered by Alcatel / HP and CHT
- Take into account go-to-market model

> Step 2: Design of provisioning and support system

> Step 3 : Pilot implementation process study
- Scope of the trial + objectives
- ldentification of pilot customers
« Launch process study

Siice No 20
Duplication and distibution are not authonzed All rights reserved © 2002, Alcated

y
Without Alcatel written authonzation Alcatel Confidential ALCATEL
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Actions Phase 2
Pilot investigation

> Step 4: Go/ No go on technical and operational feasibility
« Including signing on MOU for the trial

Siide No 21

Dupbcation and distribution are not authonzed Al rghts reserved © 2002, Alcatel ¥
Without Alcatel wrtten authonz ation Alcatel Confidential ALCATEL

Actions Phase 3.

. Launching

> Step 1 : market pre-emption

+ Creation of bundle (if needed ) that can evolve to a full MS
solution

- Alcatel + CHT
« CHT + HP

> Step 2 : communication to channels
- Training
- Incentives
+ Presentation, road show, seminar....
- Installation guide

Stide No 22 2002,
Dupiication and distnbution are not authonzed Al rights reserved ©. . Alcated
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Actions Phase 3
Launching

> Step 3: Communication to market
- Press release
- Announcement
- Advertising
- Tele-marketing campaign

> Step 4:
- Sales follow — up 11!

Shde No 23 2002, Alcatet
Duplication and distribution are nct authonized Allrights reserved © A v
Without Alcatel written authorizabon Aicatel Confidertial ALCATEL
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EERFEER (PBX - IPBX ~ PCBX = #:%4#%)

o PBXs: HAMATHRIMIEMHERETALEH
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Alcatel OmniPCX Office : e-EFHHBRER A &

OmniPCX Office 2 — £ A P PO ¥ R THOBEMBEA 24 X—E§FARLIFHA
REAA XLOWMBER B EARBARAE P L ARAENTARB—FTEY
WWRA  RAFMBHGAERETRE R BRI EMARN  ER B2 EFUEN
4 Z N BAZ-OmniPCX Office R —F#H AL AR BHMMRAFTE TREPHEHT K-
aRER RRITERMESI7id -

CESHAFRNE-—F RS R—BREMBE -TEE L - HEAEHER
BRA% FADESRRFRAREFY - FAREEATHABG K BBE L ELNEN
BRFPHFMARNER - GEBRALFERNEN —AESHAAREN  OHEREBER - T
FHAARS - BREABTERRY - THEELES BAYEAZTICHRBEHTEHE -
#N(on-site) B 8 ¥ » TRME R A ARAKEGBREH GRF - '

S ENB AR IES > FEB 4 OmniPCX Office £ 4 4t B BMFHH ML T A2
BBHHELRY  BAYHFINTHE-RMHE - Balbs)RHMEH > URE A BMEMmMER
3t o BiRIEA PR ¥ (6~236 EEEN#H) 35 FTEHF4 OmniPCX Office £ —18 19
s MRIERN SRR EZ AR RBEAN G TH B L EARBARREF EOFLER
RENDEEERISTERZETAHWS » B B RBRELE - B> OmniPCX Office T kg B4k &
YHEBREMAR - Balbey AR RERH > Y-S RBHSETELL R Mo EEP
S [ B Ao BT 2 AE B ok e BB+ K243 OmniPCX Office & % #i46

B # OmniPCX Office It MR 2 4 EHA 648 MATHAERE KA R4
Linux £ 24 X E0TERBHAR - Lnux £EMEEHBTARS R—FETIEH - BE
AR -BEGELLS > EELSTRBASHHEREBARS T - sbsh > OmniPCX Office X &
T4 ¥ 3L A28 4,45 CSTA-TAPI-IP~PPP - PAP/CHAP - PPTP - IPSec - POP3/SMTP >
ATERALBANFA AL CBBEHAHESSEEANERKE -

O TREFHKA%2002%F - MBREHAREAFALS AN ATHUMA A SHR WA PR A 5

91



ALCATEL

OmniPCX Office BB ML F £

BB AR R

T @ 4% OmniPCX Office A4 ¥RV —EREFEHEREABR AT L RA LK
RERFZTHREO R BHRLAEHE 10/100 BRAB X B ENBREALR —F & URFEETE
MEREBEL AL - CARRASRIRERAE  TURS P I EENTERAR MG
AR WAHFHTHBR BRACWEATHETR  URERSUBBAE -

ONAEREABAHINLEF 10~100Mps ¢95hsE > LA LT ALBRE > RTUA
BARI AL R R EIRB AR - #4350 » OmniPCX Office T8 5 ¥ 40 ¥/ &
(A CHBERME RERARREM RY L OEAPACH TS LMBE—EAHORES
iR 6 B R - T H K4 OmniPCX Office # it e B IR M ARTE » 124 83881 16 B MR
HFoAmEEM (2% 6 XBREB/R) 95 LB REABN DR AR 4 Eik(uplink)g
TR/ BRWRABIHE R ERFARFOELE -

e % 48 25 ARES

sboh o FTA 4532 OmniPCX Office A5 £ ENE P $ EREBRY  AFET I
LEYEREBRITHEIE - ldo > WEDHCP (HEXTREIHE) ARE  TRAHAS
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OmniPCX Office @@ @i F £

BBBRAEREAALEABLEANE AT ENEE RAFBHEHEAER£4E
teF Kt Lm0 FTH F4 6 OmniPCX Office a4 R B3 2 E - OmniPCX
Office £—£#4B—BRAFE > TREZ LS IAEAREBERAE  wREETTFH
s e R REOSBRAER S o ok HHFEeEMR 0 OmniPCX Office & P/ ¥
SR H - T THBBAY RN R B -
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o ¥ th B ik M P 48 84 BROIR B

OmniPCX Office T A B B B B s Pty %8R A & BBF — @ IP- B8 F K -
Hikid PR @S o TRE PO ERLMRBRABN BEHE - # 64Kbps 9 ISDN 2] 2Mbps
&) ADSL & R gie@H X -

MERERGELE TR TUARERAY L TUKRABLH T L -

OmniPCX Office X4 A @R EBIHR - F4 - BHEMHTREL S FTEABRFTR ®RY
R EHIRE R '

REHEEEBER

OmniPCX Office #4 7 #5822 # 4 > O ERERER - ABATHREY -
BELAANE T —ELEBRE I KAE T A% H 2 3] 69 TR AR 2 S - OmniPCX
Office & 17 X b 04838 i858 3. &9 T & § % ¥ (West Coast Labs)#g ik B XA IR — KA HEK
RAMEF BN RG T ERE -

T 45 4] ) 49 35 3 B

OmniPCX Office P X3 (proxy) E# 2h A8 > T A M ERFAEAHBGER - BiBE
SRR EH 0 %A L EBAE B A6 R R R BUE RIE R A5 RIS 69 R Fl 4RI
B AR B R AN A B LA R b iR g 0 SR B HAM AR A R o R K 4
BB TRE o sbSh 0 B BRI E MG T IR ¥ e o MO PR A2 SLE AR A 8 ST BUER -

AR AL ) 48 B 4 35 3 BUR

OmniPCX Office % &t BB (cache) FIR BT A BB E R LR S W B RYZE  #d
— B4 R T A A AN TR TG HTTP @A X FTP R4
RoBHk EF—EEALEERAMETRN SATATRALGRRARERYE  FARA
E PR - S HERTREMBIARK -
HHAEBRELABRETFHRALLSAR
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BT B F45F OmniPCX Office izt 84 FEH4AM B ayzhke P o Eeh@m
FEARTB —EEHAER - OmniPCX Office EFHAH AR BB N > WE— 60 %K
HEAHEAFARSE K ROEFERBEL-—SHRARS ASEE BB THRRAK
B EMIMHEGRES I A ENSSHE—EERAENTURABAGEHEE T H40
ht o OmniPCX Office I EFHSHFIMBE X B E2 T FHAB T > U AR E £49 POP3/SMTP
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HREBEME o —tRENHAMES  IHXX - SHHFFEFARER TELENNA
SR T FEAAIER o

FI A4 OmniPCX Office EFHM4HFAMBHBIBEr Ak FTREZRREA A4
¥ RUERRFT2EH AERAmE LR RS -

XOMEMAEF R

gk > OmniPCX Office M RBEFEH AT FHAESOHE > T o@s P %
HBEESNABATE ROEAANEREAFARERTESBRANE N - B—EEAH
# T E£4 OmniPCX Office ARzt Y BALE S MERA BREEACHELTEH - TFH
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BB ¥ A MR (VPN)) s34 22 o 3 0 5838 3 BURFY
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—ERFALREAERBETELR
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PC - #E 4 PCHBIESIPTHITERE LA - RIS YT ABBETRE  FA L3I
REEAF - B LXK FREE S FRAROREE T ARBALTERTRO S0
TAE

OmniPCX Office 2 &Mk F £

1. RS
ﬁﬁ%ﬁOmM{X@heﬁ#%i%%%%m%’@ﬁéﬁﬂﬁ%ﬁm%mﬁ‘mz
KELTREASE - BAE 24M%E - AHEEE > URAMEESNE -  DIGTERYE

HAANFAFTHEFESHRLOZ LA TER AL B THTHRK IP T4y Alatel
Reflexes® 2 L A1 B3 - A& % 4% PC TiE )4 49 PIMphony® # % -

B # L% 5% M ey A

RULSHEFEDE REREARBRLBENFT KT TR ABATHERB UL ES

ﬁﬁZ%WT"it%?%ﬁ*iﬁﬁﬁf?##wﬁ'ma#gﬁ%*ﬁ&%%ﬁ&ﬁ@

H R PATERICRE 5 Reflexes B3 Loy S A7 irde HEIEHMEHFE RETH AR
E?mﬁv#ﬁ?ﬁ%% RMEMETE - REREEE > URKBRERTERSE -

WQ-Q B If“-ﬁ

H—18 OmniPCX Office 244 ME —E% KRB THAMBTEH A » 2R 20 5
3 Pk k 200 NSRS c ANETREARBAIHEERTHLFL > RREAR
—HEZ CRABE-BAEAEFAREORA > EERZK LT LS PIMphony B3 4142
BRFE - REZLAERAN G - R THHLEBROBERETEE - REXKTE -

BABE

BABIIZhAE » 3 Reflexes Bt AE P ERERM L FTURRBEREELFE5 14
TR % BER OB ELTZH - THITERE NS TERSE R TERS (T
S RADNTNER - SHBHMNTERLEAESTRELERALENEIE -

A#PIRE
T 8 F 4% OmniPCX Office RIEA R REFZEH AT THROFEL IARGNHR
ERRIRA - 2SN FEET AR T » £ T R AR DN M FR/ERF R Lok
HRAREE  oRERFHBBRGE - ;
BEAATRECHERGTHAGTHLIRE  AEEAL 16 PRE T4 (RER
W) RRRE278HFHSMAG T LB BB RS TRER K 10 24565 SEHRE)-
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BHEEE

BHEREARETRE R 24 ) HREFBERSY > TR —EERREF T
FEZOHE THHERIETE ARG EIRT BB EN - RETUARIER N T4
1R 9308 o fpldo L BERFR] -

BE I
FT 8 £ 4% OmniPCX Office A% £42 "T@IEHT ) e hie > MEEZH R TBEY

TERY - SEARZTIHMTEABEYE  URAE G —MEBOETHE - ETRE—MEE
ERBUBHATE > LTUMEEEE - RERELEE REAARBRERTERF -
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2. 3% ¢ Voice over IP (VoIP)iR %

FT & £ 4% OmniPCX Office 2 — (¥ Aty VolP BMBA 24 #d— 58 Linux £ %
A0 EBAMRE  TOLARBEABNETEAAGIPEZRIPEHHRE - AT ARBRIKA
TEHRTBBEMOTELS > ELEHHEAT > OmniPCX Office &2t — & KAKBNA S
(Integrated Media Gateway)  U& S EBEEN D FAER I BN BT - TS TEARER
REBHEEEAS BB X4 HI323 R R HBERE > ARATA LR EMBRENTH
FHRIEFBFHBRAAZBYEAT » SHA HI23 FIMBE A BB -

IP 815 il

OmniPCX Office Tl ie B Fohe ¥4 2 O E B EB G R BEB L UKD L EFRF
Bz EETERR - £i8 OmniPCX Office #) B R A R L A X AR BB EB B S
R  CENNYEEARTUAR AR BER LBT - FHiEHGBE B > OmniPCX
Office #p+T424% ISDN & 32 8385 sk (overflow) 32 A 485 #h(back-up) & #] 69 BA 9N B 4E - (%
A EERARYGELTRY -

IP EEE

th/NEREEE A IP EBEE - BB S R T IR IR - LIRS EERERIIIRE - TR LA
BIAERHIBCAR R - PR OmniPCX Office P DHCP Al HIRE Latat - FREEAERSEEIG NN
—% IP EEERE - RE ST —E Z AR S R BT W@, -

OmniPCX Office i85 B IP BEEE AR ¢
o IP Reflexes : —RFIE8M IP S EFES - RUHFAEMHESE/Y IP 3BTRS -
* Fast IP Enabler : —EL 58S - ERIE AT Reflexes R imattEeRifink IP Reflexes FE3F -
* IP PIMphony. P —EERRRE > LSS A BT IP Ay IP ERRTHEE -
* H323 B - —FEHER) H.323 EEEHE » LR IRIERE H.323 sxAgyE A B - antierdy
NetMeeting ki -

i/ SR IE R BRI B TAIRAER SUER R B TAF - #RAEEA & IP WIS RAVATR - JEE
B 1P FERRRITIRERE AR — S B ERR A RN RERE (AR ARATEEE - A& B T T LAGE iRy B R TReRt
BHFHEATINES— - EARERE S EAERENESSER - — @ LUE B BdRELS - 1
Hig 1P EROENERER - ERZEENRERS IR BEEAE N ERENGETRK -
OmniPCX HIEE BERLBRERE 77 SR FTHR SLAU MR MR B TR - OB &/ Rl RER G TIF & BT TIE
%o
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3. BRFLHAR LRIEEE

FTER-RFrR it SRR P AVEERRRE AR IP RIABGER AR R8T - TR
FERRERE - SRR A S PCEREG -

2 RIIHIFTEH4 IP Reflexes SUFTHE 155 Reflexes BfiIEE ML LASMEAE I BB ELE ATARATH -
W LREARRIGE AT 3+ BRPEETH OmniPCX Office FHRHATBIAIRES -

IP-Reflexes B{/FEME—EIZUE RIS IP BIAHENEFRM - BF —HE SRS
a% DU~ (B8 a8 \ BB a5 - BB S - B2 EME S M VolP 36 - B AT 26
FEAE T ERE S EWARRE TR - REAE B8 Reflexes RIUFTIRELH— BT

Alcatel IP Bifi5588  Alcatel IP 815518 Alcatel Easy ‘ Alcatel First
Advanced Alcatel Premium Alcatel
Advanced Premium L SGVERT BATEEHS

4. Mobility #EM:

TEBAR SR SRR M RETRENERERE - MITHBEANEERNENS - B2
A B TRERRE S HEENRE - MR Reflexes BIEEMR IR ENS BB KIRET)
g€ » DL OmniPCX Office » SR MEFRITEREAT T BBRAIME T E - 1o - SBRANEDIREE
BRI LESHE - F5  PIATEEFEM AR LERE - RBIERNH - BEETURIEE -
Bl et -
H AR i 5 B Reflex 52 RUMEARTESEAORCERLET » FIE R OmniPCX Office BAA R AIHREEE
PSR MERER - R THGREEII - MAUFES W ES - WTRR T RIS KSR EE
EPRHTENN - BEISISETAFEN -

Alcatel Mobile 100 Alcatel Mobile 200 Alcatel Mobile 200 Alcatel Advanced
Reflexes 4 FH#8  Reflexes i Fi Ex Reflexes DECT Reflexes

&5 Alcatel Advanced DECT Reflexes 5% Premium DECT Reflexes ¥l 2/ REF BB EE A
RYBCHRESER » SRSEOE A B EAIREIRE - TG HEFEEERE T REIHIR - MaERIHERE R IR
£ > BRI A OmniPCX Office REFTIRILRIFTHIIRE -

5. PC telephony and CTl openness PC E3EHRAMEA CTI NH
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OmniPCX Office PiREYEE & BIEEE(CT) ke A5 IR M HEEET @ EARE 28
CTI RT3 - SLEAtuERSMES CTI {RIARZAYEEA T RABLLE: - OmniPCX Office THIFSMII—E IR
BHIMELL - AIBESBRAELREE EAYE  WEAEABELRHERZAR (EZ 25 0) -

OmniPCX Office %€ CT) A\ RIFZHE :

CSTA 152 © HHBXNEISRLE G (ECMA) SRHIIIEESIGHE - FESITSORE > RAERBIBGRRAIZES
20 -
TAPHZ5E © EFERAT IR LAY EESEFER /I (AP) - B A BRI IR ES R AR

PR PC EEERRLI R

OmniPCX Office iBEA T R &—1E PC FIRIHEREESS  PIMphony - PIMphony 22— A &R
EHi(Person Communication Manager)#XR8 - FAGEERF MM TE - Rl FRIERKEAERS -
iR —ERIA )T - BREANEERE - DIKE - BHsRNEFR -

PIMphony 12 PC —E2RAETERE - EmHEEAS L g EEA -

PIMphony £ H §ii# 72 {57 FIEE A BB BIEREE (PIM) 2 — » 8k Outlook FEFIIBR R ERES
FREEA- R EEREEEANBEAR M REAEESHREE T HOREEH -

PIMphony Z:AhR ~ HEPEAR - BEIBSAR =3k 5 B AT AT LR SE AR - AN AR Es{ Ay "PC 43

PEERERR , - LAR TPCHEIEMAR, -

PIMphony E&K
feem A N ERSE AR - PIMphony EUARRGER I LUE B—REEI AR E N iR it wiE
FEDIRE o EUAEFTEERS - BOEERS - RGBT - B EIREWRUAE - REEE - RY  BEEY-F

PIMphony RN
g1 - PIMphony $ERERREEZR S E FRERES » 20 Microsoft Outlook ~ Actl Goldmine ~ Microsoft Access %58
FRES - TIRER R IRIRE R HAINIRT - $HEEAEEEEH - PMphony #ERAR IR L EA LA INEE -

PIMphony B8R

PIMphony EIRSRRIZ(HEMMARSITIRE - AREEH - BUEITHAESS - HFISH W EHEAEAR KA

it -

© FTAFHRALA2002F - FAFHAREAFAS AR THEAHERHMR R A 13

99



ALCATEL

G

PIE-R%F OmniPCX Office B—E St NEREIEMIERASE - B BARR TR SRR -
Y - BiR=EEAR -

Company benefits {PEERITIE

B RER—H PR -RF OmniPCX Office e- B F A EFEA AR RIMRERSHEMFE 2—ER
BES(—IHER) - RERMEES - EHESNERESCRARK -

RERM— =T RIS - DURESFEMAIEE - 3 OnmniPCX Office ATHRHEE IR
fE - RO B —EEERALG - IERA S - ARG IREE—BETRIREENER - TIRE SR
KRB R RIRRCE -

BRI —SARBARGRRIEEET > 8 OmniPCX Office TMBRFFTE FEFHASMNESLES - BN
RSB 40 CSTA-TAPIIP % » Eofth Linux FEFIER AR 235 FBASR AVEEAERES AR AT HY OmniPCX Office
1 - BAt > OmniPCX Office thBFRARE FARFS HEHER(ASPS) FIBEAREIR T 5 - A0MEMHE B AR ES (LA
A -

ZINRERY—OmniPCX Office HILUZ—ER B EHIEARM - IRELENMEE - ST HBURER
% MERALE—GEMNERLEE A (PBX ACiEE) - S0 IP EaEfIREE AR 55 (IP-PBX
RIAE) °

User benefits {8 fHERIIFE

OmniPCX Office ERIFABREARIR T RIZH—EHENRIRMIARTE - RARE L KRS BE
2 - RMiEE IS AUAEE R - AATERAVEE - EERERIEER - DU SHASRER SR
BE -

OmniPCX Office HEBEHERAARLR /7 Kb/ b2 LU AT/ G MRS - RS — B2 - &
% - AR SRR A —EE B ERE  —ERSASEARM -

OmniPCX Office FEE IR T R IBHESMRLLAYEEINARE - IRAFFS AR BRAVERZINEGT BFE
WERSAGRFhES (AHTEHEA DECT) #Ekat - G EAFIREG R ER IP EIE0EHRAVEE

Bk - AEESEAEARSE CT FERSESE - MATENTEA » #ES/ MEZEE T S ERAR#HE
W NERETAES -
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