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Uptake of advanced handsets and value-added non-voice services is
growing, and mobile network operators worldwide are inspired by the
success they have seen in Japan and South Korea. However, mass
availability and adoption of full 3G services still remains some way off
in the future, and this detailed strategic market study attempts to help
you identify the opportunities that are available for making money

out of mobile data services in the immediate future.

This report looks at the mobile data services that are available today,
in 2004, and the extent of uptake of those services. We also cover the
strategies operators, applications developers and content owners are
using to drive revenue and ARPU growth from subscribers.

Key questions addressed in this study:
[0 Why are data services so important?

[0 How are mobile operators pushing data
services to subscribers?

[0 How do operators share the revenue and
how much money can brand and content
owners make from data services?

00 Who are the most valuable customers -
consumers or business users?

[0 Who owns the “customer relationship”
and how do you protect your brand?

[0 How will data services drive up ARPU?

[0 What different strategies are operators
adopting in different world regions?

0 Who controls the value chain and where
do you fit in?

[0 What are the major market growth
opportunities in the next few years?

Worldwide, mobile operators in most mature markets are facing a
difficult time delivering financial returns to their shareholders. Most
MNOs accept that subscriber penetration in mature markets has
reached near-saturation level, and with voice revenues static or
declining amid fierce competition in some markets, operators must
drive the uptake of new value-added services in order to sustain
revenue growth and profit. Added to this, operators face increasing
levels of competition from MVNOs and airtime resellers, as market
forces are driving down the price subscribers are willing to pay for
voice, whilst driving up churn. As if all that was not enough to worry
about, operators continually have to balance this declining ARPU
against the ongoing cost of upgrading and building new advanced

2.5G and 3G networks.
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Mobile data service revenues are
forecasted to account for almost 20%
of total mobile operator revenues by
2008, representing a significant
growth trend for the mobile data
services market over the next five
years, with revenues more than
doubling from the 2003 level. While
voice revenues are forecast to grow
at a slower pace, the total mobile
market will continue to expand, as
usage of services such as messaging,
games and music start to penetrate
the mass market.

s e ot e T g S
g o o e e e by e bn b e

et s H b o el iy St It et

[ S—

Outside of Japan and South Korea,
the only non-voice service to have
gained mass market use so far is SMS,
but that picture is starting to change
as increasing numbers of subscribers,
equipped with advanced, feature-
packed handsets, begin using MMS,
mobile email and other mobile

data services.

Read about all this and much
more in this in-depth new

200-page market study...
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EXECUTIVE SUMMARY

DEFINITIONS OF AVAILABLE
SERVICES

Service Categories

EXTENT OF DEPLOYMENTS AND
SERVICE TAKE-UP OF MOBILE
DATA SERVICES: 2004

Market Size and Penetration Level
for Service Categories
—Introduction

—Messaging Applications
—Mobile Entertainment Services
—Mobile Office Applications
—-LBS

—M-commerce

—Bundled Data Services

-WAP

-3G

MARKET TRENDS AND
CONSUMER PREFERENCES

Trends in the consumer mobile
data market

—Messaging Applications
—Mobile Entertainment Services
- LBS

Trends in the Enterprise Mobile Data
Market
— Mobile Office Applications

Trends in Mobile Content and
Application Development

— Demographic Analysis

— Applications

— Devices and Platforms

- Advertising Channel

— Revenue Sharing

Trends in Data Tariffs, Pricing and

Billing

— Common Pricing Methods/Models
for Mobile Data

— SMS Pricing Comparisons

— MMS Pricing Comparisons

— Differences in Prepaid and Contract
Tariff Plans

— Content Aggregation

— Charging Structures

Consumer Behaviour
— Present Status of Mobile Data Services
— Preferred Services in the Future

Operator Go-to-Market Strategies

- Services Offered by Key Network
Operators

- Vodafone Group PLC

— NTT DoCoMo

— China Mobile (Hong Kong) Limited

— Cingular Wireless

— Verizon Wireless

— T-Mobile International

- mmO2

— Orange SA

— Sprint PCS

— América Moévil

— Telefénica Méviles

- TIM

— Business and Revenue Models

—Value Chain

— Future Outlook

Five Operator Case Studies:
Vodafone

T-Mobile International
Cingular Wireless

SK Telecom

América Movil

Each case study covers the following:
— Group Strategy

— Current Business Model

— Data Services Strategy

— Go-to-Market strategy

Other MNO Strategies
Summary and Conclusions

— Business and Revenue Models
— Drivers

— Strategies

CASE STUDIES

Case Study 1: MNOs Perspective —
mmO2

—Big Brother

—Marketing

—Products and Services

—Pricing & Revenue Model

Case Study 2: Content Owners —
Walt Disney Internet Group
—About Walt Disney Internet Group
- Principal Revenue Streams
—Distribution

Whilst every care is taken to ensure the details contained herein are accurate and true to the best

of our knowledge, the Table of Contents and prices in this brochure are subject to change without
notice, at the publishers discretion. All rights reserved. Portio Research Ltd.

-Disney’s Wireless Content Deals
—Revenue Sharing
—Future Outlook

Case Study 3: Software or
Application Developer - SurfKitchen
—About SurfKitchen

—Position in the Value Chani
—Revenue Model

—Market Segmentation

—Customers and Partners

— Key Success Factors

Case Study 4: Enterprise Application
- Vodafone Mobile Connect Card
—Types of Data Cards
—Segmentation Strategy
—Security

—Business Benefits
—Go-to-Market Strategy

—Pricing

—Customer Propositions and USP
—Competitive Advantages
—Customer Perspective

Case Study 5: Application Portal
Failure — lobox

—About lobox

—Products and Services
—Principal Revenue Streams
—Principal Features

—Failure of lobox

—Key Lessons

CONCLUSIONS AND
RECOMMENDATIONS

Market Summary

- Introduction

— Growth Inhibitors of Mobile Data
Services

— Future of Mobile Data Services

— Strengths, Weaknesses,
Opportuities and Threats in the
Mobile Data Industry

The Road Ahead

APPENDIX

Glossary

— Methodology

- Bibliography

- About the authors
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