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How to Transform Products into Services?

Digital Business Models Transforming Industries
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Who we are

A1l Digital - About Us

fii =<
3 Headquarters More than 500 Affiliated Group
Vienna, Munich and international A1 Telekom Austria
Lausanne - present customer projects Group & America Movil
in 10 countries
e 0 b
i ’ Do
180 *__q Your Partner
Employees "c" for Cloud, loT and
* Security

Al



3 Predictions and 3 Hopes for today's talk

In the next 3 years at least one major
manufacturer in YOUR INDUSTRY will offer an as a
Service Consumption Model and disrupt the
competition

In the next 3 years at least one major customer
will ask for an as a Service Performance Contract
for YOUR Product

In the next 3 years you will be forced to develop
and deliver intelligent products (using loT & ML) in
an as a Service Model.

A1 source: Volkmar Mohs / Francis Cepero - Upcoming Webinar Series



XaaSSubscription Business Models

E Rolls Royce

Long Term Performance Contract
~Power by the hour"
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What are the benefits of XaaS?

Improvement of the competitive situation

Long Term Growth and stable margins

Higher customer loyality, more intensive customer knowledge

Predictable revenue streams

Higher company rating with analysts due to recurring revenues

Improve maintenance efficiency and effectiveness

Inferences from product use lead to more targeted R&D

A1 source: Volkmar Mohs / Francis Cepero - Upcoming Webinar Series
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Leading the path to new Business Model for Manufacturing OEMs

Equipment-as-a-Service (EaaS)
OEMs where operators pay by an usage metric e.g. per sqm produced ‘\
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EaaS Software

Building software and platforms that enable EaaS Business Models

"
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Software-Driven Revenues

Selling own Software products in addition to Parts/Machines
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Service 4.0

Service Process can be pro-active with data and software
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Service 4.0 Software

after-sales offerings and data-driven service operations
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How to transform? - 3 Takeaways
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Start with yourself. Now.



#1 How to transform - rethink value creation and value capture

TRADITIONAL PRODUCT MINDSET CONNECTED PRODUCTS MINDSET
VALUE CREATION Customer needs Solve for existing needs in reactive * Address future needs in a predictive
manner manner. Prioritize clusters.
Offering Stand-alone product that becomes * Product refreshes through OTA updates
obsolete over time and has synergy value
* Reduce complexity through platform reuse

Role of data Single point data is used for future * Informs all services and product design
product requirements * Datais the product
VALUE CAPTURE Path to profit Sell the next product * Enable recurring revenue

* Expand into data products
» Service competitors markets

Control points Commaodity advantages, IP ownership * Adds personalization and context; network
& brand effects between products; outcome
oriented business models

Capability Leverage core competencies, Combine ecosystem strengths
development resources & processes * Solve and optimize for the industry
ecosystem

A1 Source: Smart Design, HBR.ORG, AlDigital customer engagements 10



Solution:
Connected Product in Railways &

REQUIREMENTS

= Global Tracking of Cargo Wagons

= Analysing weigth, position, acceleration and velocity
= Full service from Hardware/Software to Rollout
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OUR SOLUTION

= IoT Platform customer branded
= Customer-specific Applications
= Device Management Integration
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RESULTS

= Customer-specific Analytics Dashboard

= Highly robust telematic devices

= Enabling new business models for rental and asset mgmt
= Improvement in operations and maintenance
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Integrated Solutions Evolution

#2 How to transform : Think in terms of Vertical Services Ecosystem
(/ike Tesla or Apple)

WEATHER MAPS WEATHER FORECASTS
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#3 How to transform: Start with your own organization

Domain Plan
Knowledge Financial
and Skills burden

New
organisation
models




Connected products = connected skills in new connected domains.

Direct
Customer
Relationship

Core
Competencies

Manufacturing

& Sales
Subscription “

Business
Legislation
Warranty
& SLAs
l?ata
Privacy Consumer

Protection
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Al Campus Networks - Keynote

5G+IoT Application examples

...and many more Wilbfollow soon! &
o ° '

Video Streaming

Service Documentation
Safety and Security
Al powered inspection

Shop Floor

Connecting machines
Automated Processes

Connected
Products

Critical
Infrastructure

Priority & Bandwidth for
critical communication

Remote service
Predictive maintenance

Smart City

Traffic control
Environmental data
Safety and Security

Smart Metering

Consumption
Load distribution

Asset Tracking

Telemetry
Logistics
Theft protection

/

Robotic Vision

Quality control
Work safety
Autonomous driving



Connected products require a networked organization.
Working along a knowledge graph and connected data analytics
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Financial burden during transformation. No free lunch

Additional Investment in new capabilities, people and skills

- Higher Recurring Revenues

~

Revenue

Costs
—_ e o = Revenue drops as a result

of CAPEX -> OPEX shift

Lower Costs

Transformation Phase

b

Fish Model, Technology Services Industry Association, 2016




Recommendations for transforming products into services

Rethink Value with Plan for long term
digital partners ! Domain Plan financial results.
Knowledge Financial Short-term focused

and Skills burden strategies will kill you
in the long term!

New
organizational
models

Transform your
organization. Start now!



Connected Products and XaaS models
will
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Are you ready?
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