


e Additional Location based value

— Beam history and tracking
— Location Tracker coded historical points
— Location Tracker EIRP footprints in digital polygon form

— Triggers and actions on polygon change and predictions on polygon
change

— Dynamic CIR oversubscription can alerting
— Global coastline DB

— FCC ESV compliance

— GSM restriction compliance
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e EXxpertise — Service Providers have a wealth
of expertise and experience running applications
over satellite

e Several Service Providers are looking at building
Professional Services teams based on SatManage
functionality and the expertise of Senior Engineering
staff

e Has the significant additional benefit of providing a
charging mechanism for something sometimes
provided anyway
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e These are just some examples
e Many more
e Often Vertical Specific
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How can these offerings be
structured and what sort of
revenues can be achieved?
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e While direct revenue is the easiest to quanti
providing a good range of good value VAS does win
new business and does reduce churn

e Further upsell e.g. Additional bandwidth once over
utilisation is proven

e \We do have direct evidence of this

e One contract won or retained will easily surpass
direct revenues

e Hard to build into a business case/ROI calculation,
but an important component nonetheless
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e Give everything away and rely on indirect
revenues — good strategy but hard to prove returns

e Give away nothing, charge for everything — creates
poor impression with clients and risk of overcharging

e Give away decent basic package and charge for
Silver and Gold package with enhanced features —
excellent balance and easy free trials!
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e Seen every type of ROI Model
— 100% ROI based on pure automation
to
— 100% ROI based on additional direct revenue
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e My recommended model
— 30% ROI based on automation

— 20% ROI based on operation efficiency, advanced systems
and instant reporting and SLA reporting

— 10% ROI based on faster incident response and improved
Availability

— 15% ROI based on indirect revenue
— 20% ROI based on direct revenue

— 5% ROI based on reduced admin and support of legacy
systems
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e Very conservative — a truly state of the art
customer web portal and guaranteed proactivity will

only create < USD 9k per year of indirect revenue
across all customers??!

e As a complete solution typical ROI times 9-15
months. Examples < 3 months
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— 30% ROI based on automation

— 20% ROI based on operation efficiency, advanced systems
and instant reporting and SLA reporting

— 10% ROI based on faster incident response and improved
Availability

— 15% ROI based on indirect revenue
— 20% ROI based on direct revenue

Clients have proven 100% ROI on each of these
separately in different cases
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e But ROI is not a complete picture — numerou
unquantifiable elements
— Staff job satisfaction
— Customer satisfaction
— Improved business processes

— Improved business intelligence and forecasting with the
right data

— Reduced site visits
— Better utilisation of bandwidth pools

@

SATM@NAGE

parallel §)

SatManage v5 launches in 22 days 3 hours



e What to charge for and how much to charge
varies between organisations

e For Traffic Reporting USD 20-40 per circuit per
month is typical

e For a full advanced pack of functionality figures up to
USD 100 per circuit per month are possible
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Common mistakes
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e Over charging for Value Add in an effort to
recover costs faster
Large number * 0 sales = USD 0!
Win:Win => Loose:Loose

e Charging for things customers have a right to expect

e Charging for things competitors are giving away —
creates poor impression
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e Waiting too long:

e The value of these services is such that
clients who's service provider does not offer these

features will often buy a SatManage system for
themselves

o Usually after this happens once or twice, a Service
Provider will recognise the lost revenue and
implement their own system
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Conclusion

@

SATM@NAGE

parallel §)

SatManage v5 launches in 22 days 3 hours



Win:Win's do exist and they create
enormous value and good will

With a state of the art web portal full of Value Add
Features Service Providers can derive additional
revenue while increasing customer satisfaction

At the same time the systems implemented can
create huge internal cost savings and improved
performance

There a potential traps with offering VAS that can
cause them to backfire
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Thank you

Chief
Technical
Officer

GuyAdams
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