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are reading the first

editon of our
newsletter,  which
will be initially pu-
blished  quarterly.

Our goal is to stay
connected with our
clients, by keeping
you informed in a
concise way on im-
portant and rele-
vant issues in
telecommunications,
and about the ac-
tivities of Goulet
Telecom. We since-
rely hope you will
enjoy ConneXion
and find it infor-
mative. We are loo-
king forward to
your feedback about
our brand-new
newsletter, and to
hearing from you
about the topics
covered or other
matters.

Michel Bruyere
General Manager
mbruyere@goulet-
telecom.com

Goulet Telecom Inter-
national is a Canadian
company offering
consulting and
training services to
telecommunications
stakeholders around
the world.

services. While offered
initially as a lower cost

(with  lower quality)
telephony voice ser-
vice, principally by

ISPs (Internet Service
Providers), it is now
being offered by many
major traditional tele-
phone operators, more
as a strategic offering
coupled with  other
value-added voice ser-
vices, and bundled with
their other telecom-
munication services
(including broad-band

including unlimited flat
rate pricing packages.
However, this strategy
is particularly difficult
for those operators in
developing regions
where telephone ser-
vices represent the
bulk of their revenues,
and where unit costs of
the legacy networks
may likely not support
VolP  price levels.
Nonetheless, all incum-
bent operators’ cost
infrastructure must be
significantly reduced to

Partnership in Training with DBI

In August 2004, Goulet
Telecom held a Trai-
ning Program on Sales
& Marketing Manage-
ment in Telecommuni-
cations at the Digital
Bridge Institute (DBI) in
Abuja, Nigeria, marking
the start of a partner-
ship in training with

X

DBI. Further Training
Programs on Telecom
& Interconnect Billing

Fundamentals, Inter-
connection Agree-
ments Negotiation &
Management, and

VolIP: Planning, Design
& Deployment follo-
wed. Some 150 tele-

tion, please contact
Mr. Wayne Hart at
whart@goulet-

telecom.com.

com managers have
been trained to date.
This collaboration will
continue in 2005, con-
tributing to the im-
provement of overall
telecom knowledge
and skills in the
Nigerian market.

pleasure to be a part of”,
said Mr. Brian Jones, VP
Human Resources, TSTT,
Trinidad and Tobago, about
our “Human Resources
Management in Telecom-
munications” Training Pro-
gram, Montreal, 11-22
October 2004.

“The material is so good
that we can use it as gui-
delines and reference in the
future”, said Mr. Mahazou
Cissé, Chief Financial Ser-
vices, Malitel, Mali, about
our “Financial Management
in Telecommunications”
Training Program, Mon-

treal, 4-15 October 2004.e
\ —————————

For more information on our
training services, please
contact Ms. Héléne Duran

hduran@goulet-
telecom.com.

®  Accords d'interconnexion - négociation & gestion, Paris, 7-18 March 2005

" Interconnection Agreements Negotiation & Management, Montreal, 4-15 April 2005

® Human Resources Management in Telecommunications, London, 11-22 April 2005

®  Financial Management in Telecommunications, Montreal, 18-29 April 2005

®  Sales & Marketing Management in Telecommunications, Montreal, 25 April — 6 May 2005
®  Telecom Billing Fundamentals, Montreal, 2-6 May 2005
®  Corporate Planning in Telecommunications, Montreal, 9-13 May 2005
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International Strategies Developed for Sotelma Lo =

In June 2004, Goulet
Telecom completed
a consulting project
for Société des télé-
communications du
Mali (Sotelma), the
incumbent operator
of Mali, to sub-
stantially improve its
international carrier
relations and increa-
se traffic growth and
revenues that had
been adversely af-
fected by serious

national and inter-
national competition.
We conducted an in-
depth analysis of
Sotelma's historical
and current situation.
Following this ana-
lysis, Goulet Tele-
com put forward key
strategies that would
optimize  Sotelma’s
international partner
relationships and in-
ternational network
routing, help repa-

triate lost traffic and
revenue, generate
new growth, improve
national interconnec-
tion agreements, en-
hance its organiza-
tional structure and
finally establish So-
telma as an impor-
tant regional interna-
tional hub, hence
ensuring Sotelma’s
success as the
dominant internatio-
nal carrier in Mali.

For more information
on our consulting
services, please con-
tact Ms. Naomi Amram
at namram@agoulet-
telecom.com.

Interconnection Agreements: Key to Telecom Sucess

In the new global
and competitive en-
vironment of the
telecommunications
industry,  intercon-
nection is a critical
area that both
operators and regu-
lators need to ma-
nage carefully and
effectively. In a given
market, the success-

ful liberalization of
the telecommunica-
tions  sector  will
largely depend on
the quality of the
interconnection fra-
mework defined by
the regulator and the
interconnection a-
greements negotia-
ted between ope-
rators. From the

operator's perspec-
tive, interconnection
might be viewed as
an obligation, but it
gives access to cus-
tomers beyond its
network boundaries.
Good interconnec-
tion agreements,
with  well-negotiated
rates on incoming
and outgoing traffic,

VSAT: An Enabling Telecom Technology

Recent technological
advances have per-
mitted the intro-
duction of the low-
cost small earth sta-
tion, known as VSAT
(Very Small Aperture
Terminal). It descri-
bes a small terminal
that can be used for

one-way and/or inte-
ractive communica-
tions via satellite.
VSAT networks offer
value-added servi-
ces capable of sup-
porting the Internet,
data, video, LAN and
voice/fax communi-
cations, and provide

powerful, dependa-
ble private and pu-
blic network solu-
tions. They are
becoming increasin-
gly popular, be-
cause VSATs are a
single, flexible com-
munications platform
that can be installed

allow the routing of
profitable new commu-
nications on the net-
work, generating im-
portant new revenues.

For more information,
please contact Mr. Jan
Czech jczech@goulet-
telecom.com.

quickly and cost effect-
tively to provide solu-
tions for consumers,
corporations and go-
vernments, for exam-
ple to meet Universal
Service Obligations
(USOs) in rural areas
lacking telephone ac-
cess. VSATs have

/ What Clients Say
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I “It was a very good eye !
I opener in the sense that it '
I covered all different as- !
I pects of marketing. It gave !
I participants who have spe- !
| cialized marketing responsi- !
| bilities a better insight and !
| appreciation as to what the !
| rest of the marketing disci- !
I plines were all about and !
| how we are all dependant !
| on the respective out-puts !
| from each other, to make !
| the marketing function !
| work”, said Mrs. Amanda !
| Hauuanga, General Mana- |
1 ger, Corporate Marketing, 1
| Business Development and !
1 Communications, Telecom 1
| Namibia, about our “Sales |
| & Marketing Management |
pin Telecommunications” |
y Training Program, Wind- |
; hoek, Namibia, 26 July - 6 |
\ August 2004. p

been in use for more than 10
years and, with more than 500,000
systems operating in more than
120 countries, VSATs are a
mature and proven technology.

For more information, please
contact Mr. Michel Bruyere at
mbruyere@goulet-telecom.com.

Goulet Telecom International, 666 Sherbrooke Street West, Suite 1000, Montreal, QC, H3A 1E7, Canada
Tel: +1 514 281 1211, Fax: +1 514 281 2005, E-mail: info@goulet-telecom.com, Website: www.goulet-telecom.com
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