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Company Case Description

Cumucore

*Originated from SIGMONA project

*Aalto startup

*Cumucore is selling vVEPC

*How to bring a light-weight cloud-based EPC on the
market?
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Scope Definition

° Countries with commercially launched
SCOpe LTE-Advanced systems
— Virtualized Packet Core AR SRR e ey e s

88 commercially launched LTE-Advanced systems in 45 countries

e Time frame

— 2017
 Markets

— Developing countries (i.e. N
LATA) Cat B_mome.ntum: F}

T3 commercial networks
37 ( > 50%) support the
maximum speed of 300 Mbps
; M saby taunched LTE SyS1BMS Up o CAt 6 (300 Mips) F 4
22 additional Cat 6 systems in @ o taunched LTE systems up o Catd (150 Mops)
deplayment, trial or study
A Diuta soirce: G5A Evokaion ko LTE report and LTE- { 2 : poak : el 21, 2015

(GSA Evolution to LTE report and LTE-Advanced Carrier Aggregation deployments:
peak speeds report; July 21, 2015)
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Technical description

vE
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» Customers

— MNQOs without LTE capability,
New entrant MVNOs, One time
operators (e.g. large scale
events)

» Competitors

— Cisco, Ericsson, OpenEPC,

Comptel (Hitachi EPC)
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(Modified from: Bai, X. (2013). Scenario Analysis on LTE mobile network
virtualization (Master's thesis))



Possible Scenarios

Competition level

Low High
Scenario 1: Long contracts A Scenario 2: Act early

3 e Competition between a few e Competition between many
o & e Continuous services Software vendors)
|.|>_| e Trustissues e Differentiation: SDN
=
ﬁ BEST CASE - UNREALISTIC
% . i
% Scenario 3: Focus on Scenario 4: Miracles happen
© B differentiation e Differentiate & Innovate or
% 3 e Sell as product + M&S Give up
I g e Giants dominate e Unattractive market

e Focus on additional services
REALISTIC CASE i WORST CASE
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Value Distribution in Scenarios

Competition level

How do MNOs buy VEPCs?

A”

Service

A

Product

Low

/ Long contracts \*/

Operators Competitors Cumucore

High

K BEST CASE /

\_

Act early

Operators Competitors

Cumucore
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/ Focus on differentation\

Operators Competitors Cumucore
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Focus on Differentiation Scenario VNC
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Service
e Offering Cloud based LTE
technology
e Target customers: operators
e Flexible and easy to scale,
lower OpEx and CapEx

Organization
e MNOs - providing RAN,
customer
e NEPs - providing hardware
e Cumucore - Software vendor
e Aalto University - Holding the
current patent
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Technology

Virtualized network functions
SDN
Work on COTS hardware

Finance

Start-up at an early stage
Self funded

Limited resources

Low costs

IPR after one year



Service domain
*Compelling Value Proposition - Lower CapEx and OpEx
*Clearly Defined Target Group - Mobile operators

Technology domain

-Better Quality of Service - Dynamic infrastructure, capable to be scaled
up/down

Organization domain
*Acceptable Division of Roles - Cumucore's role is clear

Finance domain
*Acceptable Profitability - Not profitable at the moment
*Acceptable Risks - Little to lose, a lot to gain
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« Creating value: How to create value for the customer?

* Trust: Do customers have trust in Cumucore's abilities?

« System integration: For the maximum benefit also SDN
needs to be implemented

« Partner selection: Easier market entrance with large
vendors

* Pricing: How to price the product?
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Business plan:

* Focus on MNQOs without LTE capability
* Developing countries

« Sell the product + M&S
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