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What is TIS?

Telecom Infrastructure Services (TIS) is our broad term for:
Services delivered by vendors to carriers
Services related to the network

TIS has three segments:
Professional Services
Managed Services
Technical Services

All of these can overlap with each other
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Segmentation & Taxonomy

Professional Services

Network Design, 
Planning, Consulting, 

Engineering

System/network 
integration

Network optimization

Common characteristics:

• Project-based

•Custom

Managed Services

Application and Service 
Hosting

Operations outsourcing

Build-Operate-Transfer

Common characteristics:

•Process-based

•Recurring service

Technical Services

Deployment

Maintenance

Support

Training

Common characteristics:

•Traditional

• Product-dependent

Technical 
Services

“Interesting”
characteristics:

•Managed

•Multi-vendor
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Services Market Competitive Events

New Service 
Launches

New Resources 
(People, Places, etc)

Customer Wins

Andrew Corp. Launches Managed Maintenance Services

Nokia Joins the Managed Applications Market with Nokia Mobility Hosting 

UTStarcom Seeks to Add Value with New Professional Services Solutions

Ericsson Highlights Managed Field Operations Service

Telindus Goes RetroVue to Bring GoBackTV to European Operators 

Nortel Invests Long Term in New Service Center in Mexico 

Lucent Opens Another GNOC to Support Its Managed Services Portfolio

Nortel Brings Its Services Organization Up to Date 

Nokia Expands North American Services with LCC Acquisition 

Atos Origin Goes Automatic in Europe with Intelliden

Monthly Round-up: Infrastructure Services Contracts Announced in Oct. 2006
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Market Drivers and Trends

All suppliers have developed high priority services strategies
20% - 30% of revenues now derived from services
Service organizations now equal business units

Demand Drivers:
OpEx reduction is not a trend– it is a fixture
Increasing operator competition leads to commercial rather than 
technology orientation
Multi-vendor networks require new expertise
Use of technology “partner” rather than “supplier” reduces risk

Supply Drivers:
Monetize, measure and increase embedded services revenues
Avoid becoming a commodity supplier; increase value-add
Services approach gives vendors access to competitors’ accounts
Use of service partners to provide expertise lacking in vendor
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Carrier-Class Professional Services

Network Security

Network Optimization

Network Transformation

Typical Offers Typical Players Requirements

Platform

Project Management

Responsibility

Engineering

Technology Depth

Technology Breadth

Technology Depth

Technology Breadth

Process Management

http://www.nortel.com/
http://www.alcatel-lucent.com/wps/portal/!ut/p/kcxml/04_Sj9SPykssy0xPLMnMz0vM0Y_QjzKLd4w3cjUDSUGYpvqRKGIG8Y4IkSB9b31fj_zcVP0A_YLc0IhyR0dFAJgg_-M!/delta/base64xml/L3dJdyEvd0ZNQUFzQUMvNElVRS82X0FfMkU2
http://www.motorola.com/
http://www.alcatel-lucent.com/wps/portal/!ut/p/kcxml/04_Sj9SPykssy0xPLMnMz0vM0Y_QjzKLd4w3cjUDSUGYpvqRKGIG8Y4IkSB9b31fj_zcVP0A_YLc0IhyR0dFAJgg_-M!/delta/base64xml/L3dJdyEvd0ZNQUFzQUMvNElVRS82X0FfMkU2
http://www.cisco.com/en/US/hmpgs/index.html
http://images.google.ie/imgres?imgurl=http://www.paymamoviles.es/imagenes/LOGO%2520ericsson.jpg&imgrefurl=http://www.paymamoviles.es/ProACC.htm&h=170&w=255&sz=5&hl=en&start=28&tbnid=Q0cNKgUPgI7I7M:&tbnh=74&tbnw=111&prev=/images%3Fq%3Dericsson%2Blogo%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
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IPTV System Integration Solutions

Vendor Solution Services Value
Accenture [ad hoc] Business Case

Partnership Advocate
Technical Solution Design
Operational Advice

Alcatel Triple Play Services Integration Services Definition
Reference Solution (Platform)
Project Management
Operations & Maintenance

HP HP IPTV Hardware & Management Platforms 
Ecosystem Development
Integration & Testing

Siemens SURPASS Home Entertainment Middleware Platform
Ecosystem Development
Turnkey Deployment

Wipro IMS-Enabled IPTV Integration and implementation
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Carrier-Class Managed Services

Service Hosting

Build-Operate-Transfer

Operations Outsourcing

Typical PlayersTypical Offers Requirements

Process Management

Footprint

Responsibility

Applications

Speed to Market

Flexibility

Platform

Project Management

Responsibility

http://www.ibm.com/
http://images.google.ie/imgres?imgurl=http://www.abingdonmanagement.co.uk/Images/X-20050705132811390.jpg&imgrefurl=http://www.abingdonmanagement.co.uk/index.cfm%3Fpage%3Dclients&h=160&w=237&sz=5&tbnid=VcjOCWcVaPKXJM:&tbnh=74&tbnw=109&prev=/images%3Fq%3Daccenture%2Blogo&start=3&sa=X&oi=images&ct=image&cd=3
http://images.google.ie/imgres?imgurl=http://www.stockholmstelefonab.se/Bilder/relacom_logo_red_eps.gif&imgrefurl=http://www.stockholmstelefonab.se/installation.html&h=45&w=200&sz=3&hl=en&start=3&tbnid=s3OkRVPk9WiymM:&tbnh=23&tbnw=104&prev=/images%3Fq%3Drelacom%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
http://images.google.ie/imgres?imgurl=http://www.paymamoviles.es/imagenes/LOGO%2520ericsson.jpg&imgrefurl=http://www.paymamoviles.es/ProACC.htm&h=170&w=255&sz=5&hl=en&start=28&tbnid=Q0cNKgUPgI7I7M:&tbnh=74&tbnw=111&prev=/images%3Fq%3Dericsson%2Blogo%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
http://images.google.ie/imgres?imgurl=http://www.paymamoviles.es/imagenes/LOGO%2520ericsson.jpg&imgrefurl=http://www.paymamoviles.es/ProACC.htm&h=170&w=255&sz=5&hl=en&start=28&tbnid=Q0cNKgUPgI7I7M:&tbnh=74&tbnw=111&prev=/images%3Fq%3Dericsson%2Blogo%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
http://images.google.ie/imgres?imgurl=http://www.gamestar.hu/apix/0604/nokia_logo.jpg&imgrefurl=http://www.gamestar.hu/kommentek.php%3Fsid%3D21601&h=150&w=250&sz=4&hl=en&start=12&tbnid=5k1TWuDm4pm0aM:&tbnh=67&tbnw=111&prev=/images%3Fq%3Dnokia%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://www.motorola.com/
http://www.alcatel-lucent.com/wps/portal/!ut/p/kcxml/04_Sj9SPykssy0xPLMnMz0vM0Y_QjzKLd4w3cjUDSUGYpvqRKGIG8Y4IkSB9b31fj_zcVP0A_YLc0IhyR0dFAJgg_-M!/delta/base64xml/L3dJdyEvd0ZNQUFzQUMvNElVRS82X0FfMkU2
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“Poster Children” of Telecom Outsourcing
Access

Transport

Switching

Call Centre

Network Operations

IT Operations

Radio Access

Mobile Core

Site Maintenance

Call Centre

Access

Central Office Switching

NGN

Transport

Power/AC

Field Operations

Call Centre

http://www.oni.pt/default.aspx
http://images.google.ie/imgres?imgurl=http://www.impactonews.com.br/new/admin/imagens/brasil%2520telecom%252022-11-05.jpg&imgrefurl=http://www.impactonews.com.br/new/read_news.asp%3Fid%3D5289&h=169&w=257&sz=12&hl=en&start=1&tbnid=TxJu2EQKbJcKVM:&tbnh=74&tbnw=112&prev=/images%3Fq%3Dbrasil%2Btelecom%26svnum%3D10%26hl%3Den%26lr%3D%26sa%3DN
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Market Demographics

EMEA, 
48%

Americas
25%

APAC, 
27%

• 227 announced service contracts 4Q05 – 3Q06

• Excludes standard product support services

• Figures indicate number of contracts, not the value
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Market Demographics

EMEA, 
48%

Americas
25%

APAC, 
27%

E. Europe
26%

MEA
18%

W. 
Europe

56%

Emerging 
AP

85%

Mature AP
15%

NA
59%

LAT
41%

• 227 announced service contracts 4Q05 – 3Q06

• Excludes standard product support services

• Figures indicate number of contracts, not the value
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Market Demographics

Fixed
37%

Other
4%

Mobile
59%

Managed
24%

• 227 announced service contracts 4Q05 – 3Q06

• Excludes standard product support services

• Figures indicate number of contracts, not the value

Networks and Service Types
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Competitive Landscape

Service Development

Platform Based

Platform
Independent

Local 
Integrators

http://images.google.ie/imgres?imgurl=http://www.abingdonmanagement.co.uk/Images/X-20050705132811390.jpg&imgrefurl=http://www.abingdonmanagement.co.uk/index.cfm%3Fpage%3Dclients&h=160&w=237&sz=5&tbnid=VcjOCWcVaPKXJM:&tbnh=74&tbnw=109&prev=/images%3Fq%3Daccenture%2Blogo&start=3&sa=X&oi=images&ct=image&cd=3
http://images.google.ie/imgres?imgurl=http://www.stockholmstelefonab.se/Bilder/relacom_logo_red_eps.gif&imgrefurl=http://www.stockholmstelefonab.se/installation.html&h=45&w=200&sz=3&hl=en&start=3&tbnid=s3OkRVPk9WiymM:&tbnh=23&tbnw=104&prev=/images%3Fq%3Drelacom%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
http://images.google.ie/imgres?imgurl=http://www.paymamoviles.es/imagenes/LOGO%2520ericsson.jpg&imgrefurl=http://www.paymamoviles.es/ProACC.htm&h=170&w=255&sz=5&hl=en&start=28&tbnid=Q0cNKgUPgI7I7M:&tbnh=74&tbnw=111&prev=/images%3Fq%3Dericsson%2Blogo%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
http://images.google.ie/imgres?imgurl=http://www.gamestar.hu/apix/0604/nokia_logo.jpg&imgrefurl=http://www.gamestar.hu/kommentek.php%3Fsid%3D21601&h=150&w=250&sz=4&hl=en&start=12&tbnid=5k1TWuDm4pm0aM:&tbnh=67&tbnw=111&prev=/images%3Fq%3Dnokia%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://www.motorola.com/
http://www.alcatel-lucent.com/wps/portal/!ut/p/kcxml/04_Sj9SPykssy0xPLMnMz0vM0Y_QjzKLd4w3cjUDSUGYpvqRKGIG8Y4IkSB9b31fj_zcVP0A_YLc0IhyR0dFAJgg_-M!/delta/base64xml/L3dJdyEvd0ZNQUFzQUMvNElVRS82X0FfMkU2
http://www.ibm.com/
http://images.google.ie/imgres?imgurl=http://www.culturalcenter.gov.ph/pilak/html_the_exhibit/other_images/HP%2520LOGO%2520copy.jpg&imgrefurl=http://www.culturalcenter.gov.ph/pilak/html_the_exhibit/Hawlett_Packard.html&h=209&w=354&sz=69&hl=en&start=8&tbnid=PblE-RmP5puFVM:&tbnh=71&tbnw=121&prev=/images%3Fq%3Dhp%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DX
http://www.nortel.com/
http://www.cisco.com/en/US/hmpgs/index.html
http://images.google.ie/imgres?imgurl=http://www.uraniid.net/infosec-dl_files/huawei_logo.jpg&imgrefurl=http://www.uraniid.net/infosec-dl.html&h=150&w=140&sz=10&hl=en&start=5&tbnid=SheixGEkBkKMtM:&tbnh=96&tbnw=90&prev=/images%3Fq%3Dhuawei%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://h71028.www7.hp.com/enterprise/images/AMDOCS_LOGO.gif&imgrefurl=http://h71028.www7.hp.com/enterprise/cache/11306-0-0-197-470.html&h=34&w=148&sz=4&hl=en&start=9&tbnid=gYKXkFOXiSnPrM:&tbnh=22&tbnw=95&prev=/images%3Fq%3Damdocs%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://dnd.ecitele.com/company/imagelib/logo/eci_logo/eci_logo_without_tag_lowres.jpg&imgrefurl=http://dnd.ecitele.com/company/imagelibraryfiles.html&h=875&w=917&sz=109&hl=en&start=1&tbnid=eOqonSadbNyZNM:&tbnh=140&tbnw=147&prev=/images%3Fq%3Deci%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.trainingoutsourcing.com/uploadedImages/Executive_Toolkit/Knowledge_Community/Supplier_Spotlights/TO_Spotlights/convergys-logo.gif&imgrefurl=http://www.trainingoutsourcing.com/to_spotlight.asp%3FID%3D313&h=55&w=151&sz=2&hl=en&start=9&tbnid=1QfeKD9KMq0FyM:&tbnh=35&tbnw=96&prev=/images%3Fq%3Dconvergys%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.sonusnet.com/contents/images/sonusLogo.gif&imgrefurl=http://www.sonusnet.com/&h=60&w=83&sz=3&hl=en&start=12&tbnid=UCNhaTQ-DjcIQM:&tbnh=54&tbnw=75&prev=/images%3Fq%3Dsonuslogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.tieroneoss.com/uploads/136/tellabs_logo.jpg&imgrefurl=http://www.tieroneoss.com/equipment_vendors&h=70&w=211&sz=6&hl=en&start=4&tbnid=paN_vMgL9L3lqM:&tbnh=35&tbnw=106&prev=/images%3Fq%3Dtellabs%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www-iepm.slac.stanford.edu/monitoring/bulk/sc2005/ciena-logo.jpg&imgrefurl=http://www-iepm.slac.stanford.edu/monitoring/bulk/sc2005/&h=48&w=132&sz=3&hl=en&start=5&tbnid=xck0JRtPri5HjM:&tbnh=33&tbnw=92&prev=/images%3Fq%3Dciena%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://upload.wikimedia.org/wikipedia/en/6/6b/UTStarcom_logo.gif&imgrefurl=http://en.wikipedia.org/wiki/UTStarcom&h=80&w=258&sz=5&hl=en&start=5&tbnid=5hQ0ORxg8hg_VM:&tbnh=35&tbnw=112&prev=/images%3Fq%3Dutstarcom%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://rentatent.dk/stafet/_highres/eds.jpg&imgrefurl=http://rentatent.dk/stafet/_highres/&h=300&w=524&sz=18&hl=en&start=2&tbnid=98Q-ZedmZWZIoM:&tbnh=76&tbnw=132&prev=/images%3Fq%3Deds%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.siliconeer.com/past_issues/2005/march2005-files/mar05_IT-Logo-WIPRO.gif&imgrefurl=http://www.siliconeer.com/past_issues/2005/march2005.html&h=152&w=150&sz=13&hl=en&start=5&tbnid=FUxgrZdXhbZkAM:&tbnh=96&tbnw=95&prev=/images%3Fq%3Dwipro%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.cynical-c.com/archives/bloggraphics/Fujitsu.jpg&imgrefurl=http://www.cynical-c.com/archives/2005_02.html&h=222&w=360&sz=6&hl=en&start=3&tbnid=YANvuDiRtTyBFM:&tbnh=75&tbnw=121&prev=/images%3Fq%3Dfujitsu%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.mobilecomms-technology.com/contractor_images/lcc/logo.gif&imgrefurl=http://www.mobilecomms-technology.com/contractors/networkplanning/lcc/&h=60&w=200&sz=5&hl=en&start=6&tbnid=6G-frI1-SWKw3M:&tbnh=31&tbnw=104&prev=/images%3Fq%3Dlcc%2Binternational%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
http://images.google.ie/imgres?imgurl=http://www.mca.org.uk/MCA/Admin/images/logica%2520new%2520logo%2520200.jpg&imgrefurl=http://www.mca.org.uk/MCA/Members/MemberDetails.aspx%3FCompanyID%3D52&h=51&w=200&sz=17&hl=en&start=18&tbnid=Zdhf7mpMgTPSSM:&tbnh=27&tbnw=104&prev=/images%3Fq%3Dlogica%2Bcmg%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
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Solution Selection Criteria for Services

Services Heritage

Financial Position

Geographic Footprint

Services Resources

Technology Heritage
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TEM Competitor Analysis Overview



17

TEM Competitor Analysis

Threatening

0 1 2 3 4 5

Technology
Heritage

Services
Resources

Geographic
Footprint

Financial
Position

Services
Heritage

• Solution 
Positioning

• Strengths & 
Weaknesses

• Market Traction

http://www.alcatel-lucent.com/wps/portal/!ut/p/kcxml/04_Sj9SPykssy0xPLMnMz0vM0Y_QjzKLd4w3cjUDSUGYpvqRKGIG8Y4IkSB9b31fj_zcVP0A_YLc0IhyR0dFAJgg_-M!/delta/base64xml/L3dJdyEvd0ZNQUFzQUMvNElVRS82X0FfMkU2
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TEM Competitor Analysis

Vulnerable

0 1 2 3 4 5

Technology
Heritage

Services
Resources

Geographic
Footprint

Financial
Position

Services
Heritage

• Solution 
Positioning

• Strengths & 
Weaknesses

• Market Traction

http://www.nortel.com/
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TEM Competitor Analysis

Threatening
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http://images.google.ie/imgres?imgurl=http://www.gamestar.hu/apix/0604/nokia_logo.jpg&imgrefurl=http://www.gamestar.hu/kommentek.php%3Fsid%3D21601&h=150&w=250&sz=4&hl=en&start=12&tbnid=5k1TWuDm4pm0aM:&tbnh=67&tbnw=111&prev=/images%3Fq%3Dnokia%2Blogo%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff
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TEM Competitor Analysis

Very Threatening

0 1 2 3 4 5

Technology
Heritage

Services
Resources

Geographic
Footprint

Financial
Position

Services
Heritage

• Solution 
Positioning

• Strengths & 
Weaknesses

• Market Traction

http://images.google.ie/imgres?imgurl=http://www.paymamoviles.es/imagenes/LOGO%2520ericsson.jpg&imgrefurl=http://www.paymamoviles.es/ProACC.htm&h=170&w=255&sz=5&hl=en&start=28&tbnid=Q0cNKgUPgI7I7M:&tbnh=74&tbnw=111&prev=/images%3Fq%3Dericsson%2Blogo%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26safe%3Doff%26sa%3DN
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Summary & Conclusions

Market Size & Growth

Vendor Services Orientation

Portfolio Development

Increasing Competition & the Need for Differentiation
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Competitive
Intelligence

levels the playing field…

Current Analysis is the only competitive research firm that 
provides solutions to improve your company’s Competitive 
Response

[ Competitive
Response ]

enables you to

Win.



Professional and managed services are now a critical business opportunity 
for Telecom Infrastructure vendors.  Mobile and fi xed service provider 
networks across the globe are facing inevitable technology convergence, 
generating demand for telecom infrastructure expertise stretching across 
multiple, complex technologies and processes.  Telecom vendors are 
stepping in to enable these network transformation projects.  At the same 
time, these vendors are struggling to differentiate their service offerings 
in the marketplace, while coping with challenges and opportunities from 
“co-opetition” with the IT services industry.

Current Analysis provides a structured approach to better understanding 
and responding to your competition.  By providing real-time business 
intelligence on competitor strengths, weaknesses, services, and trends, we 
enable Competitive Response™ - the process of formulating both strategic 
and tactical plans for responding to the competitions every move.  

SERVICE DESCRIPTION

Delivered via our web-based platform CurrentCOMPETETM, Current Analysis’ Telecom 
Infrastructure Services solution tracks and analyzes events, technologies, and companies 
shaping the value-added vendor services market in the telecom sector.  Comprehensive 
coverage includes vendor Solution Assessments and analysis of key events in the marketplace, 
covering announcements of new services and strategies, mergers and partnerships, as well as 
a monthly round-up of new vendor contracts.

Benefi ts

Understand competitors’ value-added service portfolios, including scale, strengths, 
weaknesses, market positioning, and market traction

Leverage analysis of breaking news in the services market, including new service 
offerings, strategic partnerships, and mergers and acquisitions

Track new services contracts awarded by operator customers, with assessments of the 
competitive impact of each new deal

Learn about new strategies and business models that work, or don’t work, in the context 
of an infrastructure vendor, through in-depth advisory reports that examine issues that 
affect all competitors 

•

•

•

•

Service Features:

�  Solution Assessments of Service Portfolios

�  Industry Intelligence Reports

�  Market Assessments

�  Advisory Reports

Telecommunication Infrastructure Services
A solutions-based analysis of the vendor services landscape

© 2006 Current Analysis Inc. All rights reserved. 

Solution Assessments

INDUSTRY SOLUTION

Telecom Infrastructure Services

MARKET AREA



To learn more about Current 
Analysis Solution Assessments, 
please contact:

Thomas A. “Tag” Greason
Vice President, Sales - Telecom Services
+1 703 788 3582 
tag@currentanalysis.com

KNOW YOUR COMPETITORS, THEIR STRATEGIES, AND TACTICS 
FOR RESPONDING EFFECTIVELY

COMPANIES COVERED (PARTIAL LIST)

»  Alcatel » Ericsson » Motorola

»  Amdocs » Fujitsu » Nokia

»  Atos Origin » Hewlett-Packard » Nortel

» CapGemini » Huawei » Relacom

» Cisco » IBM » Siemens

» Convergys » LogicaCMG » Telent

» EDS » Lucent » Telindus

      

MARKET SEGMENTS COVERED

Market Segment Service Opportunities

Professional Services
Network consulting
Systems integration
Network optimization

Managed Services
Network outsourcing
Managed network services
Hosted application

Technical Services

Deployment
Maintenance
Support
Training

STAY INFORMED WITH ANALYSIS OF MAJOR INDUSTRY ISSUES

»  The incessant drive among network service providers to reduce operating expenses

» Growing demand by operators for multi-vendor expertise from equipment suppliers

»  Increased pressure on vendors to assume greater risk in new technology deployments

» The debate on outsourcing, including the changing defi nition of what constitutes core 
   functions and competencies

About Current Analysis

Current Analysis has been helping leading technology companies improve their competitive 
responsiveness since 1997.  We enable you to improve your performance by creating a repeatable 
process advantage over your competitors.  

Our business model and solutions are built on the foundation of solid, quality intelligence and 
data, making Current Analysis the leader for competitive intelligence demands.  We serve more 
than 40,000 users at over 250 enterprise clients.  Our client base represents the preeminent fi rms 
in the telecommunications, information technology and consumer electronics industries.

21335 Signal Hill Plaza, Suite 200 
Sterling, VA 20164
www.currentanalysis.com

Fax +1 703 4049300
Voice +1 703 404 9200
Toll Free +1 877 787 8947
Europe +33 (0 )  1  41 14 83 17

“Current Analysis’ 
info is more precise 
than the other 
research services. 
It is tuned to the 
faster pace of sales.” 

    - National Account Manager

Tier one service provider
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