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Cisco IBSG Helps VNPT IMS Validate Business Opportunities

“Thanks to IBSG and Cisco, IMS now is ready to launch professional managed services in Vietham
and target $300 million of annual revenues by 2012.”
—To Hoai Van, vice chairman, VNPT IMS

In Brief

To keep pace with competitors in China and Thailand, Viethamese investors in new
industrial parks and economic zones have growing needs for better broadband infrastructure
and managed services. To address these requirements—and, as a result, increase exports
and attract more foreign direct investment (FDl)—the government-owned, integrated service
provider VNPT established a new company called IMS (Integration and Managed Services)
to become Vietnam's first professional managed services provider.

Customer
VNPT IMS (Integration and Managed Services)

Industry

Service Provider / Managed Services

Challenges

« Convince VNPT to set up an independent, professional one-stop shop for managed services.

« Create a solid managed services organization, taking advantage of VNPT’s strengths and
identifying remaining capability gaps.

« Develop value proposition and go-to-market plan to successfully launch offerings as quickly as
possible and capture a dominant share of this business opportunity.

Solutions

« IBSG helped VNPT’s executives validate the business opportunity and shared worldwide best
practices from leading independent and professional managed services companies.

« IBSG validated the company structure, which will draw on VNPT’s infrastructure, customer base,
and government relationship, while being nimble enough to make decisions, set prices, and so
forth. VNPT will own 40 percent of IMS. The remaining ownership will be reserved for a foreign
strategic partner to provide IMS with expertise, as well as for IMS’s top management and
employees to attract top talent.

« IBSG assisted executives in creating the company’s value proposition. Customers will no longer
need to deal with several business units or extensive bureaucratic hurdles.
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«  Customers will be guaranteed specific quality of service (QoS) / service-level agreements (SLAs).
IMS will be able to set its own prices and offer bundling discounts, as needed.

» IBSG worked closely with the top management to develop a go-to-market plan, including defining
the most attractive market segments, identifying a list of target customers, and designing tailored
solutions for these potential customers.

« IBSG introduced VNPT's top management to potential strategic investors from Asia and Europe.

Next Steps

«  Monitor the pilot project implementation and fine-tune the joint execution model between Cisco
and VNPT IMS, as needed.

» Introduce the Cisco Connected Real Estate team to VNPT and its customers to explore additional
opportunities for Cisco with large real estate developers.

» Plan Phase 2, which will mainly target the small- and medium-sized business (SMB) market.

Projected Results / Benefits
« Create a cumulative, addressable opportunity for IMS in excess of US$1 billion over five years.

— IDC forecasts that the managed services market will grow from $150 million in 2008
to $400 million in 2012, which translates to a cumulative opportunity in excess of
US$1 billion over five years.

« Create a cumulative, addressable opportunity for Cisco of US$200 million to US$250 million by
2012.

* This IBSG engagement is the first of its kind partnering with a service provider to develop a
managed services organization from the start. Cisco has signed an MOU with IMS for a pilot
project in Tan Tao industrial park to fine-tune joint execution moving forward.

Best Practices / Lessons Learned

« Cisco can have a huge impact in emerging countries by being their “window” to the outside world
(best-practice sharing, introduction to foreign strategic partners, and so forth).

« CP5 was achieved in roughly six months, not only because of our strategic and industry skills, but
because of the close relationships with the customer. In Asia, this is much more critical than in
other parts of the world.
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