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BT boosts Chinese presence

BT is to expand its research and development capability in China with the opening
of a new R&D centre in Shanghai. The company will also launch a Technology and

Service centre in the Chinese city of Dalian.

Plans for the new centres were announced by
BT’s chief executive officer, Ben Verwaayen
at the New Champions — World Economic
Forum event which took place in Dalian in
early September.

Ben said: “China is now a heavyweight in the
global economy and many new and dynamic
Chinese enterprises are looking for a partner
that can consistently provide world-class ICT
services to assist their growth into international
markets. BT is ideally placed to be that partner.
The setting up of the Dalian Technology and
Service centre and the R&D centre in Shanghai
will help us guarantee that Chinese customers
and global customers in China receive the same

BT Germany roundtable

high quality of service we provide in the rest
of the world.”

BT’s Dalian Technology and Service centre
will provide software development as well as
service delivery and a variety of support
services. China has a rich pool of software
professionals, particularly in areas including
software development, integration of software
and hardware functionalities and the
development of OSS/BSS (operational and
business support systems). The Dalian centre
will allow BT to tap this pool of local software
professionals in order to accelerate integration
testing and cut the product enhancement
lifecycle in a cost-efficient way.

BT's R&D centre in Shanghai will work closely
with BT China teams to assist customers and
partners in China in harnessing technological
innovations and challenges. It will also share
technology and service breakthroughs from
BT’s global research capability with Chinese
customers, suppliers and partners. The new
centre will engage in research and development
across a broad spectrum of technology areas,
from defining new product and service
concepts through to the development of
product prototypes.

e More

BT@Q

BT and corporate venturing firm New
Venture Partners LLC are working
together to develop the Real Time
Content (RTC) company as part of
BT’s external venturing programme.

RTC's adaptive media platform customises
video and audio, matching the preferences
of individual viewers in real-time to deliver
personalised advertising to enable brands
and digital content owners to dynamically
tailor their content to target individual
customers.

BT Group chief technology officer Matt
Bross said: “The adaptive media platform
innovation, which is the foundation of
RTC's business, shapes media in all forms,
to the time, location and device-enabling,
for the first time, a totally personalised
media experience.”

e More

In June, BT Germany held a round table event in Munich for
industry analysts such as from IDC, Ovum, Current Analysis
and PAC hosted by Jan Geldmacher, chief executive officer
of BT Germany and Raschid Karabek, head of strategy and
business development.

Jan Geldmacher with roundtable attendees

Those who attended were updated with some of the key facts

and figures for BT Germany from the last financial year and were
reminded that the organisation has now enjoyed more than a decade
of continuous market presence. Recent acquisitions and their impact
on BT's activities in Germany were discussed as were a number of the
latest significant German contract wins, for example, the
international data networking contract with Media-Saturn Group and
the MPLS network contract for Deutsche Post.

Jan Geldmacher highlighted some of the networked IT services that
have been launched in Germany recently. These include BT Corporate
Fusion - the first FMC service for corporate customers, Unified
Communications Video - a new generation of video conferencing,
and Contact Centre on Demand.

The analysts were also interested to learn about the success of the
‘strategic deal management’ team Jan has established to support
complex deals.

In addition, Jan provided attendees with an outlook of BT
Germany's future plans. Here he outlined the rationale behind BT's
move to become a global software-based services company and how
this will give BT a competitive edge in the global marketplace.
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Olivia Garfield is director of Strategy and Portfolio for BT Group. One of the
biggest challenges in her remit is to oversee the successful merger of two
separate units into one cohesive team following the recent BT transformation.

Olivia Garfield

You started this job in the summer -
what are your immediate priorities?

The immediate one is bringing together

the two different organisations — Corporate
Strategy and Group Portfolio — and making
sure we take the opportunity to make an even
stronger team. After that the focus for the new
Strategy and Portfolio team is defining what
the future ‘big bets’ are.

For example, five years ago we made strong
decisions to go after broadband and global IT.
We’ve got to make the same decisions for the
two to three years ahead - thinking about the
future direction. | think we’re confident that it’s
probably software and maybe content, but we
want to identify exactly where in software and
exactly what it would look like in content.

How long do you envisage it will take
these processes to actually happen?

We have a clear corporate strategy, but we
are always looking to evolve this for the future
and this is something that we’re going to be
debating in detail between now and next
April to gain agreement with the BT board for
execution next year. What we need to finalise
in that time is the market place options and
where we think BT can win, the critical areas

BT might want to focus on and how
we would drive from a choice to a concrete
implementation plan that we could go live with.

What about longer term challenges?

| think it is the constant evolution. We're

in a great position at the moment. We're
implementing the largest reorganisation in
eight years and we’ve done it from a position
of strength in the marketplace. We've got to
make sure that we keep that focus and keep
ourselves ahead of the competition.

We also need to make sure that we're
thinking more dynamically, be that acquisitions
or organic growth, as to how we’re going to
keep the business moving ahead.

How are you planning to tackle some of the
people issues that are inevitably part of any
major reorganisation?

The first big goal is around communication.
In my book informed people are happier
people, which means they’ve got more chance
of being successful people. | think we've done
a good job as part of the reorganisation
explaining what the rationale was for the
reorganisation, how it will work going forward
and where this takes us into the future.

The second is making sure we keep our
people really educated on the strategy.
It's my job as Strategy and Portfolio director
to make sure that our people, whatever market
unit they are in, fully understand the overall
BT strategy and their individual roles within it.
They must be able to explain that strategy in
words that make sense to a customer from
the customers’ perspective.

Can you describe what the Design Council is,
what its key objectives are and what your
role is in relation to it?

The Design Council is a brand new governance
forum set up to streamline decision making
across a variety of different areas. We used to
have a series of separate governance forums for
technology, architecture, portfolio and capex.
Those areas obviously interact with each other
and it was slowing down our decision making
and resulting in us taking piecemeal decisions

versus end-to-end choices. The Design Council
is about bringing together all of those elements.

The Design Council will cover any topics
that are pan-BT debates, such as decisions
around 21CN, the future portfolio, next
generation access, software driven enterprise
and capex prioritisation.

Is this just a talking shop?

Far from it. We only meet for four hours a
month so we don’t spend the time getting

on the same page. Every member turns up

fully educated on the topics and the focus is on
what decision we make, not presenting. Itis a
decision making and strategic driving body and
certainly for the first couple of meetings we've
been able to make real progress with issues that
have been bubbling round for a while.

How do you plan to improve co-operation
between the lines of business?

| think the formation of the Design Council
will help alleviate some historical problems.
Sometimes co-operation falls apart because
there’s an issue that’s causing tension on one
side, but another side isn’t feeling the pain.
| think understanding is the key thing,
understanding what is causing frustration
between one another, hence the fact that
people need to understand the strategy of
record for all jobs, not just their own jobs.
Also, by the fact that we’ve moved all of the
operational functions into one unit and all of the
design functions into one unit, it means that
we’re all driving towards a common aim.

You are a follower of Everton FC. Do you get
to see them much and do you feel they will
underachieve again this season?

Well | don’t think we’ve underachieved

over the last couple of years at all. That’s
outrageous! | do see them a lot - I've had a
season ticket for Everton since | was five, so
once you're a blue you're always a blue. |
think this year we will finish top six. We need
to strive to get ourselves to the top and then
when we get there, we need to be better at
staying around. | think Everton could probably
learn something from BT in that respect.
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I've been part of BT's
analyst relations team
since May 2006.
Before that | spent
four years working for
a leading technology
PR agency. Obviously,
one of the benefits of
agency work is having a real mixed bag of
clients and disciplines, and one of my key
engagements was running the analyst relations
programme for Colt, which | did for about two
years. I'm delighted to still be working with so
many of the analysts | know from my Colt days.

My dual analyst relations/PR role at
Openreach means | have to be able to
manoeuvre seamlessly between a broad variety
of activities. For example, one minute I'll be
participating in some heavy duty technical
discussions around a telecoms issue, but the
next I'll need to manage a consumer photo-
shoot involving 40 children. However, it’s this
sort of variety that keeps things interesting.

| try to approach my analyst relations activity
with a few key values in mind: thoroughness
(ensuring those key facts are correct),
responsiveness (I know how important it
can be to have ready access to information
or spokespeople) and creativity.

Creativity is important because it's not always
easy for Openreach to provide information in
the same way that a traditional vendor or a
downstream BT business might, so | try to think
of different ways of delivering. For instance,
slide-sets and the like can become very bland

Casey Balkham

In brief

NEW CEO FOR BT WHOLESALE

by the time they reach the analyst community,
so | have been using a variety of more informal
methods of sharing information, like one to
one meetings, roundtables and dinners with
the executive committee, which have been
well received.

Although each of the BT lines of business
has its own challenges, | think it’s fair to say
that Openreach has a unique set of its own.

With three core products (WLR, LLU and
Ethernet services) and prices monitored by
the regulator, a more traditional vendor
programme just doesn’t seem to fit the bill.
Instead, | believe the organisation is well-
equipped to shed light on the intricacies of
the network that underpins the innovative
products and services offered today, as well as
giving unbiased, fact-based observations on
trends and market developments. We also make
use of the thousands of people in our business,
many of whom can provide fascinating insights
into the network they so proudly guard.

Strong team

The BT analyst relations team has a common
commitment to making the analyst relations
programme the best of its kind. | find our
monthly meetings especially useful for sharing
ideas and approaches that have worked well
elsewhere in the Group. Having a team of like-
minded people to bounce ideas off in order
to push your own programme forward is an
invaluable resource - and it helps that they're
great fun too.

BT

Outside of work | try to spend time with my
husband and family and friends - too often we
pass like ships in the night during the week.

If | can combine this with my love of going out
to eat in new places then so much the better.
My husband works in the airline industry, so

if | have the time (and if he's going somewhere
I fancy) I'll try to go too. I'm trying to see the
world piecemeal. | think it's also fair to say
that my shopping habit is also somewhat
legendary - my rather large shoe collection

is testament to that!
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THE MAGNIFICENT SEVEN

Sally Davis has been appointed as chief executive of BT Wholesale.
Sally, who until recently was BT’s chief portfolio officer, takes

up her new position in September reporting to BT Group chief
executive Ben Verwaayen. She replaces Dr Paul Reynolds, who
leaves BT to take up the position of CEO of Telecom New Zealand.
More

N3 NETWORK UPGRADE

NHS organisations in England can now significantly reduce their
communications costs thanks to a major upgrade of N3, the national
broadband network that BT is rolling out as part of the NHS
National Programme for IT. The network has been enhanced to
carry phone calls using voice over internet protocol technology
(VolP). This means that NHS organisations can benefit from
substantial savings by converging their voice and data over a single
network , including free calls across the N3 network to other N3
voice connected sites. More

For the seventh year running BT has been recognised as the
world's top telecommunications company in the important Dow
Jones Sustainability Index (DJSI). DJSI assesses 2,500 companies
worldwide looking at corporate governance and ethical practices,
investor relations, environmental management and climate
change, digital inclusion, community investment, human rights,
health and safety, diversity, supply chain and risk management.

SIR CHRISTOPHER BIDS FAREWELL

BT’s future as a company is based on the solid foundations of
financial stability, regulatory certainty and global capability.

That was the key message delivered by BT chairman Sir
Christopher Bland when addressing the company’s shareholders
at the Annual General Meeting in Gateshead in July. The speech
marked Sir Christopher’s final address to BT’s shareholders before
retiring in September, to be succeeded as chairman by Sir Michael
Rake. More
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The engine room of growth

The search for competitive advantage for commercial organisations is akin
to painting the Forth Bridge, an ongoing relentless challenge that you must
constantly overcome in order to survive and prosper.

Brian Fitzpatrick

Part of that challenge for a company is
ascertaining what is your core business to focus
on and add value to, and what aspects of your
operations are more sensible to outsource to
those with greater scale and expertise.

In the case of network solutions, BT believes
it can demonstrate how its efficiencies of
scale, use of the latest technology and
innovations, and industry leading expertise -
all available if desired as easy to adopt
packaged services — can deliver increased
efficiency, lower risks and reduced costs to
communications providers.

Brian Fitzpatrick,managing director at BT
Wholesale Markets, believes that letting BT take
the network strain is the fast track approach to
business growth, as well as the perfect answer
to managing legacy assets at a time when many
communications providers are trying to migrate
their services onto next generation networks.

He says: “Our wholesale customers gain the
ability to enter new markets without the need
to build their own infrastructure or new
customer service systems. They can capitalise
on BT Wholesale’s national reach, come to
market faster, and start generating revenues
more quickly.”

Greater challenges

BT has the broadest range of end-to-end
operational, technical and commercial
capabilities in the UK managed network

solutions industry. These include the strategic
outsourcing of network operations, back office
systems, field operations, customer support
operations, applications management and
billing systems. These can be delivered via
completely bespoke solutions or now as pre-
packaged service bundles.

This flexibility allows BT’s customers to focus
time, resource and capital investment on
customer acquisition, retention and
differentiation. This includes the challenge
facing all communications providers of how
to ensure continuity of service on current
networks while they migrate customers to
new, high speed digital networks.

Fitzpatrick has more than 20 years in network
carrier operations, including Global Crossing.
and Teleglobe International. He believes that
the challenges facing communications providers
now are more significant than ever, given the
explosion of broadband access and the growing
demands and expectations of end users.

He said: “We know all about the challenges
of maintaining continuity of service while
migrating to a next generation IP network — we
are doing it ourselves as a network owner. It
may be a more dynamic move for organisations
to focus on their ‘next gen’ network and let us
manage their legacy assets; equally they may
be able to slash capital investment risks by
letting us deliver their IP network infrastructure
while they concentrate on added value to their

customers. | doubt there is a faster way to
reduce risk and increase efficiency, while still
driving business growth.”

As BT is already well underway in terms of its
21st Century Network migration, the Managed
Network Solutions services have the experience,
capability and technology to accelerate
communications providers into the age of
the next generation IP network.

If a communications provider has its
own next generation network transformation
programme, BT can assume the burden
of managing its legacy network assets.

Fitzpatrick says: “This approach really allows
communications providers to reduce capital risk
and the chance to expose their business to the
latest technology advances while preserving the
legacy of effective communications that they
have built up over decades.”

The customer is always right

Recently, companies such as Vodafone, the Post
Office and T-Mobile have signed with BT
managed services contracts that free them up
to concentrate on their consumer brands and
products, rather than capital intensive network
developments with uncertain costs and
increased risks.

Vodafone, for example, chose BT partly due
to its geographical footprint and existing
infrastructure and skill-sets in delivering
consumer broadband.

Nor is it simply about network infrastructure —
managed services can be truly end-to-end in
terms of customer service and billing operations.
BT’s experience in these areas, along with its
national reach and 21CN next generation
network, are some of the key reasons for
choosing BT Managed Network Services cited by
customers —some 700 communications
providers so far and counting.

Fitzpatrick says: “The end-to-end capability
is what 21st century communications is all
about. New innovations and enhanced customer
experience are what we can deliver to consumer
facing organisations, letting them build their
brands on the secure foundation of our all
encompassing network services and
infrastructure.”

Focusing on the core business is a corporate
cliché for a reason - the strength of BT’s
Managed Network Services capability is that it
gives companies a springboard to greater
success in their chosen field, simply by letting
BT do what it does best.
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Wins, Launches & Acquisition

Wins

BT has signed an agreement with ZTE Corporation (ZTE), a leading
global provider of telecommunications equipment and network
solutions to provide Contact Centre Services (CCS) and Multi
Protocol Label Switching (MPLS) connection services. More

East Sussex County Council (ESCC), has awarded BT, working in
partnership with MLL Telecom, a multi-million pound contract to
provide a managed radio wave network for 174 primary schools.
More

Standard Chartered Bank has signed a global network services
contract with BT. The contract will see BT providing international
network services to Standard Chartered Bank in 16 countries,
including UK, Singapore, Hong Kong, India, and Malaysia. More

BT has become a provider of extranet connectivity for the Taiwan
Futures Exchange (TAIFEX). TAIFEX will utilise the Radianz Shared
Market Infrastructure to support the distribution of the exchange’s
real time market data, which will be available to more than 10,000
financial service sites worldwide. More

BT has been selected to provide global communications services to
Bell Canada for Canada’s Department of Foreign Affairs and
International Trade (DFAIT). Under the agreement signed with Bell,
BT will provide managed voice and data service to 105 Canadian
embassies and other DFAIT offices outside of Canada. More

Thousands of T-Mobile's base station sites around the UK will be
linked to the T-Mobile network following a new agreement signed
with BT Wholesale. The contract is potentially worth several hundred
million pounds over the next five years. More

Fragrance toiletries and health and beauty retailer, GRGMM
Blackledge plc (t/a Bodycare), has selected BT as a single source
supplier for the provision and management of its store infrastructure.
The solution provided by BT Expedite, BT’s retail solutions business,
will have the capability to comply with PCl: DSS, the new payment
card industry data security standards. More

BT Germany is to provide up to 1200 Unilever Deutschland GmbH
employees throughout Germany with a home office solution. The
contract is worth several million euros and will run for six years. More

BT has entered into a six year, global managed services agreement
with Unisys Corporation, one of the world's largest IT services and
solutions companies. BT will deliver network monitoring and
management services in outsourcing engagements for Unisys clients
worldwide. More

Leading UK health insurer, AXA PPP healthcare, has awarded BT and
Eckoh a five year contract to provide an automated Sickness Absence
Management service (SAM). More

Thistle Hotels has selected BT to manage and maintain its entire
telecoms estate. More

Support services and construction company Carillion has chosen BT
to be its implementation partner for convergence and to conduct a
complete analysis of its information and communication technology
network. The deal is worth £26.6 million over five years. More
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BT and LogicaCMG have successful implemented the first phase

of a major network services contract. Under the terms of the
agreement, BT will manage LogicaCMG’s voice, data, LAN (local area
network) and mobile network infrastructure. More

Launches

BT has launched a new search engine marketing service - BT Web
Clicks — which helps small businesses to reach new customers over
the internet, offering guaranteed results for a fixed cost. More

BT Business has joined up with PayPal to allow BT Tradespace users
to buy and sell products and services directly within the online
community. More

Adult Swim, Turner Broadcasting System’s smash hit dedicated to
edgy animation, is now available to customers of BT’s next-
generation TV service, BT Vision. More

Small businesses across the UK can now take advantage of the
benefits of Voice over Internet Protocol (VolP) and still maintain
their local identity, with the launch of Geographic Numbers from BT
Business. More

Small and medium-sized businesses can now dramatically reduce
the time it takes to get documents signed, with the launch of BT
eSignature. The new service is fully compliant with the UK Electronic
Signatures Act which gives electronic contracts the same weight as
those executed on paper. More

BT has launched BT Vision Sport service. For just £4 a month,
the service allows fans to catch-up with more matches in full
than any other service. More

BT has launched a unique credit card for its customers. It not only
offers competitive rates, but also an innovative reward scheme that
automatically reduces users’ BT bills every time it is used. More

Acquisitions

Basilica Computing, one of the UK’s leading providers of IT
solutions to business has been acquired by BT. The acquisition will
help enhance the ability of BT to service the IT and communications
needs of the UK’s small and medium-sized enterprises. More

BT has submitted a binding offer to CS Communication & Systémes,
a French IT systems and network services provider, to acquire its
Mission Critical Infrastructures division for up to £60 million. More

BT has agreed to acquire Brightview Group Limited (‘Brightview’),
the internet service provider (ISP) owned by Brightview plc for
approximately £15.8m in cash, subject to approval from
Brightview’s shareholders. More

The acquisition by BT of i2i Enterprise Pvt Ltd has been completed
following the attainment of all necessary governmental and
regulatory approvals. More

BT has agreed to acquire INS Group S.A. (“INS”), a Belgium-based
network and systems integrator. The acquisition will strengthen
BT’s operations in the Benelux and enhance BT’s position in the
global LAN and IP telephony services market. More

© British Telecommunications plc. Registered office: 81 Newgate Street, London, EC1A 7AJ. Registered in England no. 1800000.


http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=c4445700-2654-4326-933a-26bce3364088
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=4d0fa63d-1ccf-44ba-ab08-7375fa2d1dda
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=10c7330b-30f7-49f8-9ae3-f5614d4dbeea
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=9f4a7e6b-6929-4ef3-b93d-32705e4c6451
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=99245267-1810-43d4-b541-66f0e3b7e2aa
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=d77e7a53-3afa-4980-bb07-ebf027b87cdc
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=f7a41085-74c2-4379-a403-114aa95aa566
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=a6542e87-6f0f-40dc-980c-26b870ef091f
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=085acd7d-1def-49cc-a45c-727ad9d7f1e8
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=031829f6-c9dc-4b2c-89b6-ba70ce3f7a57
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=09a95e61-c86e-4f08-af8e-ec9785c26687
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=0978988e-af00-4c0b-bd0a-57c6d23a9166
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=98b9f8f8-c041-4417-8482-7a20fb31bc58
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=5bc669b9-cc13-4c9a-a020-cc9e3ebd000d
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=df1d8a14-36bc-48f0-8f71-e95daf1e5672
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=786fbe02-5b40-435a-85e4-bd5e2b1304f0
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=c04fb757-a106-4d8c-ba09-206251cb2299
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=5c09a1af-37e3-43b4-bd42-b7291cca0e4e
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=9e15ed99-10a6-407e-889d-cb5e53436bfc
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=29e4b3a5-57a7-41db-a632-5aa5d7a533d6
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=9f7504e7-dd0a-4486-92c8-30d05d5621d2
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=c68e1d94-f05c-47ca-81f0-775231fd182c
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=614aa052-b6a6-421a-9d91-14964b6fa74f
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=9b2e09ed-be94-4def-a073-21a353c8735b
http://www.btplc.com/News/Articles/Showarticle.cfm?ArticleID=c4165553-4b9f-4cb4-a56b-8cbe08756b8b



