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Raymond Fung

Experience

Education

� 7+ years of APAC Region Data Center Design, Construction and  Operation Experience
• Relevant experience in past 3 years:

• Global Business Consulting focus in business convergence and resource 
optimization (APAC, South Africa, Canada) I

• ICT Business Consulting in South Eastern Asia Region
• Oversees over 80% of Global Fortune 500 Companies Data Center build out with 

accumulative over 3,000 racks deployment 
• Data Center Deployment Manager (Equinix, Hong Kong)
• Data Center APAC Regional Business Process Owner (Equinix, APAC)
• Business Management and Core Data Center Infrastructure Build out (Equinix, 

China)
� Other related experience includes:

• Data Center Civil, Mechanical & Electrical Engineering

• MBA , IE Business School, Madrid, Spain
• Bachelor of Civil Engineering, Ryerson University, Toronto, Canada 

Senior Managing Consultant (ICT – Data Center), Business Consulting South East Asia region
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Agenda

1. Cloud Transformation  Challenges, Approach & Deliverables 

• Unleash Operators’ potential in Cloud Computing markets

2. Business Case Sharing:  

• Teleco Operators Cloud Computing on Vertical Markets 

3. Technical Case Sharing:  

• Banks/ Financial Securities Cloud setup
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Challenges & Approach

• Industry revenues: Estimated to be 6.8 to 7.0 US $ bn in 2015

– Within organ ized segment as per Euromon itor

• ICT spend: Estimated to be 1% to 2% of total sales

– Includes annual Capex and Opex spend

– Based on Huawei estimates

• Total addressable market opportunity: Estimated between 70 to 135  US $ mn

– To be fine-tuned fu rther based on inputs from True Corp.

– Split between  IT and Telecom services – To be determined

• Revenue potential for True Corp.:

– Curren t revenues generated by True from restaurant vertical (~11,000 

customer base) – XXX

– Incremental revenues from new ICT solutions – XXX

There is no single service provider 
offering a full range of ICT solutions to 
restaurants industry in Thailand

Connectivity oriented services 

~40% of ICT spending for SME

Teleco

m svcs

38%

IT svcs

27%
SW

18%

HW

17%

Breakdown of ICT spending 

for SME

Source: Gartner Forecast Analysis: Small -and-Midsize-

Business External IT Spending, Worldwide,

Source: Huawei analysis

Market Sizing Industry ICT Solution Design

Front-end:
• CE focused

• Increase revenues

Back-end:

• Operations 
focused

• Reduce costs

Corporate Support:

• Enabler

• Improve 
productivity

Restaurant Back-end (op erations)F ront-end 
(Customer  experien ce)

Customer

Interaction  
Chan nels

Co rporate 
Su ppo rt

Target Segmen ts High -Income Locals Tourists …

Social  
Media Mobi le

Expats

Web TV Radi o OOH …Prin t Si gnage Email Direct …

Pre-Purchase

Purch ase /  POS

Payment

Post-Pu rchase

Merchan dizing 
/  Supply Chain  

Plann ing

Audit  / 
Compl iance / Ri sk 

management

Reporti ng / 
KPI 

Managemen t

Busin ess 
Intel ligen ce /  

An alytics

F inan ce 
& 

Accoun ts

HR & 
Payroll

F aci lit ies 
/ Security

Procurement

Inventory Mgmt. 
& F orecastin g

Ki tchen 
Operation s

Order 
Managemen t

Workforce 
Managemen t

Sup pliers

Imported foods

Local foods

Non-Food 
Related

Central Ki tch en

Recei pts

Food 
Preparati on

Di spatch

O utle t # 1

O utle t # 2

Ou tlet  # N

O utle t # …

Quali ty 
Assurance

Workforce 
Managemen t

Rewards / loyalty 
program

CRM App

Internet / Wi-Fi + 
customer analytics

Clienteling 
solution

Digital advertising 
& sales campaigns

Reporting & 
Analytics

eLearning/ VLE

Digital POS 
system

Supply Chain / 
ERP

CCTV / Security 
& Surveillance

Employee Time 
& Attendance

Cloud Services

EBITDA

Payroll

Advt. & Marketing

COGS

SG&A

Revenues

Main ingredients

Other ingredients

Beverages

Rent

F&B / D ining

Take-out / Bakery

Catering

Others (e.g. gif t cards)

Utilities

Others

ICT (IT & Telecom)

-

-

=

P&L line items impacted

Front-end related challenges:
• Marketing eff ectiveness
• Sales campaigns
• Omni-channel customer experience
• Customer loyalty
• Mobility solutions

Back-end related challenges:
• Cost control
• Streamlined operations
• Physical security

Employee productivi ty

BI & analytics 1

ICT costs
Data securi ty

Restaurant P&L

Trends & insights on Industry ICT impacts on P&L

Front-end (customer experience) Back-end (operations)

Cost contro l: Reduce op erational costs wit ho ut sacrif icing quality 
and customer experience

Streamlined operations: Integrate dif f erent processes and 
workf lows between customer f acing and operations

Employee product ivity: Increase the productivity o f staf f and 
empower them with right inf ormation

Physical  security: Prevent  / control incidents of  thef t and pilf erage

Marketing ef fectiveness: Reach r ight target custo mer seg ments, get 
hig h marketing ROI f rom brand building  

Sales campaigns: Attract more first-time custo mers, increase table 
turn-over 

Omni-channel customer experience: Deliver a p ositive and  
personalized CE across all to uch p oints / channels

Customer loyalty: Increase repeat visits b y custo mers, fo rm strong 
and enduring  relationships

Mobility solu tions: Use innovatio ns in mo bile and internet to 
improve cust omer engagement

Corporate 
support 

(enabler)

Business intelligence (BI) & analytics: 
Capture and use customer and 
co mp et ition insights t o o ne's advantage

Data security: Protect sensitive business 
and  cust omer data

ICT costs: Ensure ICT systems continue 
to  suppo rt evolving business o perations, 
d eliver high availability and reliability 
while keeping costs down

Burger fast food chain, UK
Use of social media

Fine dining  chain, UK
Clienteling solution

Budget dining  chain, UK
Use of mobile technology

Casual dining  chain, USA
Customer rewards 
program

Franchise in UK
Tableside ordering and 
kitchen display system 
integration

Examples of ICT 
solutions adopted…• Increasing emphasis on promotional 

and marketing strategies

• Growing use of digital and social 
media to engage customers

• Use of customer data to respond 
quickly to changing customer 
preferences

• New offerings / concepts / formats / 
customer propositions

…leading to several 
innovations in the sector

Industry benefiting from 
favourable macro-trends…
• Higher consumer disposable income

• Trend of eating out

• Overseas exposure of people (through 
studies and travel)

• Use of internet and social media 
in fluencing eating choices

• Increasing urbanization

•Enable operator to launch cloud based solutions (horizontal and industry specific) and implement a replicable delivery model to 

drive cloud adoptions among the selected sector

•Develop innovations to the business processes of enterprise customers through cloud based ICT solutions, creating higher stickiness 

with customers

•Proposal was accepted as the engagement model to grow new revenue streams and drive new customer acquisition

• Joint innovation between Huawei and operator to develop additional industry verticals to grow cloud service revenue

Challenges

Approach & 

Deliverables

Results

Enterprise customers in many sectors lack 

the knowledge on ICT and cloud; Needs a 

trusted source to get advice and procure 

these services

Need advisory on packaging and 

bundling new value-add services to 

targeted sectors based on cloud 

platform with existing telecom 

services

Operator want to grow new revenue 

streams with its large enterprise 

customer base but requires more insights 

and expertise on offering cloud and ICT 

solutions

Require a cloud business 

strategy and Go-To-Market 

(GTM) plan to engage with the 

targeted customers
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Pricing & 

Product

• On-demand, cheap, 

transparency etc. are 

pricing principles

• Bring the cloud &

technology into the 

heart of innovation

• e.g., Dedicated sales force 

for large corporate

• Mass-market channels for 

SME

Go-to-Market

Business 

Models
Innovation

Sales 

Channels
Verticals

55 77 88 9966

• Experience with new 

business models

• Expansion into 

verticals to accelerate 

cloud penetration

Organization

Operation Model

Implementation
3311

• Structure the 

organization to avoid 

new silo

• Partnership, outsourcing & 

acquisition are 3 popular 

models

• Focus resources on the 

right customer needs

• Target customers by 

size
Customer 

Segmentation

Market Context

Customer Needs
4422

Using the 9 Key Building Blocks (9KBB) Methodology for CSP’s Cloud 

Computing to analyze Operators’ Cloud Services Deployment

6 Huawei confidential

Agenda

1. Cloud Transformation  Challenges, Approach & Deliverables 

• Unleash Operators’ potential in Cloud Computing markets

2. Business Case Sharing:  

• Teleco Operators Cloud Computing on Vertical Markets 

3. Technical Case Sharing:  

• Banks/ Financial Securities Cloud setup
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1 Organization: Think like how Operators would think, learn their end 

customers’ needs

Launch of Services

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

4422

11

Operators: Traditional offers  

Fixed Voice & Data Services,

Challenges: 

• Wants to overcome falling 

traditional revenue

• Transform into a Digital ICT 

Service Provider

• Require Mandate from CEO

Identify potential partners

• Seeks to establish itself as a 

innovative digital services co.

Collaboration by 

identifying mutual needs 

and synergy

Launch its “Smart Retail” and “Smart 

Restaurant” vertical-specific cloud-

based solution in October 2015. 

Subsequent vertical plans for launch 

may include:

• Smart Manufacturing

• Smart Professionals

• Smart Healthcare 

Vertical Customers

8 Huawei confidential

2 Customer Segment: In-depth research are used to identify the 

needs as well as corresponding cloud services for different segment

1) Retail & Restaurant Verticals

• Restaurants & Hotels

• Retail & Distribution

• Manufacturing

• Property

• Reviewing market study of current and potential, 

restaurant verticals are selected as the first vertical 

to trial ICT services

• Various cloud-based services are defined (e.g. ePOS, 

CRM, Cloud WiFi)

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

442222

36%

22%

15%

6%

5%

4%
3%

2%
1% 4%

Retail & 

Distribution

Transportation

Manufacturing
Telecom & 

IT

Hotel & 

Restaurants

Property

Administrative 

Services

Professional Services

Hospitals

Others

Enterprise IT spending, 2014, 100% = $9 bn

Facts on Market Composition (3M registered businesses)

• Medium & Large Enterprise: 1% of total, but 69.6% of GDP

• Small Businesses: 99% of total registered biz, 30.4% of GDP

Other Analysis



2016/1/22

5

9 Huawei confidential

3 Implementation: Provide holistic picture on implementation of its 

digital and partner strategy

Identify and provide roadmaps 

for solutions, where its 

partners helps grow the whole 

ICT Eco-system for providing 

ICT Services
Resell

Build

Organic Growth

Buy

Acquire

Organic Growth through 

Partnerships & Capabilities 

Grooming

• Empowers the operator, 

partners, with market and 

technological knowledge

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

4422

33
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Different business models are adopted to cater for effective partnerships

6 Business Models: New Models are tested by Operators and its 

partners to obtain a win-win scenario in the local market 

Free
• e.g., free trial

Free
• e.g., free trial

Pay per Use
• Common for IaaS and SaaS 

solutions to SMEs

Pay per Use
• Common for IaaS and SaaS 

solutions to SMEs

Bundle
• e.g., with Broadband service 

Bundle
• e.g., with Broadband service 

Subscription
• Popular for marketplace 

software

Subscription
• Popular for marketplace 

software

• Free Trial to its basic bundle to all of its potential customers. In addition, for 

large enterprise customers, PoC environment can be set up to help enterprise 

test  their cloud services

• Smart Business Package are rolled out for SMEs who 

are looking at a one-stop-shop services for 

connectivity, fixedline and cloud services

• IaaS services supports the Pay-per-Use model, where end-users will be 

charged based on their monthly usage. Subsequent SaaS applications offered 

will also be running this model

• Subscription models are also utilised by certain 

partners (e.g. Microsoft 365) who have already 

established a mature partnership model 

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

4422

66
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8 Sales Channel: Utilize multiple channels for GTM strategies for 

cloud-based services and solutions

Large 

Enterprise

Direct Sales Force

Services Platform

SME

Cloud Biz Center

Direct Sales Force

Website

Telesales

•To be deployed multiple locations to 

showcase its newest innovative 

solutions for its targeted vertical 

industry customers

• Leverage its own direct sales force for different 

verticals (e.g. Government, Retail, BFSI)

•Utilize distribution partners to resell all their 

services, including connectivity and cloud-based 

solutions

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

4422

88

Through global 

experiences, BNC 

team helps identifies 

the best practices to 

sell cloud, as well 

recommends 

partners to assist 

True Business & True 

IDC in their channel 

strategy

Partners (e.g., ISVs, IT Companies, 

Professional Service Companies)
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9 Industry Verticals: While solutions for each vertical exists, 

horizontal solutions are also included to help with basic ICT needs

Business and Network Consultants helped to adopt the vertical strategy for its SMB sector, with the 

restaurant vertical launched in 2015 and 2 other verticals (retail and manufacturing) in 2016, with these 

solutions to showcased its Cloud Business Center

Pricing

G o-to-M arket

Bus iness  Models Innovation Sales  Channels Verticals

55 77 88 9966

Organization

Operation M odel

Implementation

3311

Customer Segmentation

M arket Context

Customer Needs

4422

99

Horizontal 

Cloud Solutions

Cloud Co-

Working Space

• Google Chromebook

• Wi-Fi / Internet

• Entertainment 

• Office 365

• Flow Accounting

• ERP on Cloud

• Simply Cloud (Compute & 
Storage)

• Digital Signage

• CCTV on Cloud

• Transportation

• Additional Ascend Solutions  

Industry 

Solutions on 

Cloud

• Restaurant (Wi-Fi, CRM App, …)

• Retail 

• Manufacturing
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Pricing & 

Product

Go-to-Market

Business 

Models
Innovation

Sales 

Channels
Verticals

55 77 88 9966

Organization

Operation Model

Implementation
3311

Customer 

Segmentation

Market Context

Customer Needs
4422

Summary from 9KBB Framework Analysis: Enable Operator 

capabilities at all levels to compete in the local cloud market

14 Huawei confidential

Agenda

1. Cloud Transformation  Challenges, Approach & Deliverables 

• Unleash Operators’ potential in Cloud Computing markets

2. Business Case Sharing:  

• Teleco Operators Cloud Computing on Vertical Markets 

3. Technical Case Sharing:  

• Banks/ Financial Securities Cloud setup
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Building an Interconnected Network Platform in Fina ncial 
Securities Industry

…
Interconnected network platform

B2C market for 
financial product 
trading

Online customer 
service

Funds payment 
system

Core accounting 
system

Consumption 
payment system

Historical data 
system

Intermediate 
business 
platform system

...

Payment system 
for exchange

Institutions and 
members

Credit Reference Center of the 
People's Bank of China
Public security system

Internal management 
personnel

Individual users and 
merchants Customer service personnel

16 Huawei confidential

Requirements for the IT System

� Supports core service systems, such as 

transaction, payment, and settlement systems.

� Provides 24/7 uninterrupted core services.

� Allows 50 million users to access the 

platform and gains more than 5 million 

transactions per day.

� Supports up to 250 million daily accesses 

to the B2C market for financial product 

trading.

� Elastically allocates resources based on service 

requirements.

� Supports the developing, verification, and launching of a 

large number of new services in the development and 

test environment.

� Provides high scalability to meet the explosive future 

service growth.

� Uses open architecture and supports mainstream 

hardware and software.

� Supports hierarchical decoupling of components.

� Developed by Huawei and financial companies for 

joint innovations and can be separately managed 

by securities companies.

3. Elastic resource allocation and rapid 
service launch

1. High reliability 2. High Capacity Performance

4. Openness and controllability

Interconnected 
network platform
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Building Three Cloud Platforms

Production site DR site

Intra-city active-
active data 

centers

Development 
and test cloud 

platform

� Builds active-active data centers between two cities (call it City A & City B) to support all IT service systems, including 
payment and accounting systems.

� Builds a development and test cloud platform to achieve the rapid iterative verification and service launch.

18 Huawei confidential

Overall Solution Architecture

VMVM

Physical 
resources

Virtual 
resources

Infrastructure 
services

VMVM

x86
Cloud host Block storage VPC

Virtualization 
resources

Virtualization 
resources

ELB Elastic scaling
Application 
deployment

Service 
applications

Payment and settlement 
system Account system

Cloud 
management

Hardware resource 
management

Non-virtualized 
resources

Non-virtualized 
resources

VMVMVMVM

Converged 
appliance

FusionSphere

x86 rack serversConverged 
appliance

VM performance 
monitoring

VM Resource 
Management

Storage resource 
allocation

Patch and upgrade 
management

Computing and storage Computing and storage 
capacity expansion

Backup and DR 
management

Centralized alarm 
monitoring

VMVM Network 
virtualization

Network 
virtualization

Networks 

FusionStorage

Cloud resource scheduling

Historical data system
B2C market for 

financial product 
trading

Online customer 
service
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Constructing Secure and Reliable Active-Active Data  
Centers

Data Center City A Data Center City B

External area Internal area

Development and test 
area Production area

Cloud resource pool

Cloud resource pool

Cloud resource pool

Cloud 
management

(active)

Cloud resource pool

Unified cloud 
management platform 
(Active)

External area Internal area

Production area

Cloud resource pool Cloud resource pool

Cloud resource pool

Unified cloud management platform
(standby)

Active DB

Cloud 
management

(standby)

Standby DB Active GaussDB Standby GaussDB

Heartbeat synchronization 
between the active and 

standby modules

Real-time data synchronization between 
active and standby management 

databases

� The unified cloud management platform centrally manages and maintains six resource pools in both DC A & DC B.
� The standby module of unified cloud management platform is remotely deployed in the resource pool of Tonglian production area. If the active 

module becomes faulty, heartbeat communication between the active and standby modules interrupts, and the standby module takes over 
services of the active module, ensuring 24/7 uninterrupted core services.

� Multiple resource pools are centrally managed through open interfaces.

20 Huawei confidential

Elastic Scaling Based on Service Applications

FusionSphere provides an elastic scaling mechanism for application resources to 
avoid resource waste and improve resource utilization by over 30%.

FusionCompute

App

FusionCompute

AppAppApp

� Enables the automatic scheduling policy 
during the service peak period to 
achieve load balancing and enhance 
service efficiency.

FusionCompute

App

FusionCompute

App App

� Enables the automatic scheduling policy 
during off-peak period to gather VMs 
and intelligently power off idle hosts, 
reducing power consumption.
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Ten Millions of IOPS Meets Storage Performance Requ irements 
for Core Services

…

…

Payment 
and 
settlement 
system

B2C market 
for financial 
product 
trading

Intermediate 
business 
platform 
system

Core 
accounting 
system

…

FusionStorage distributed storage resource pool

�� Distributed architecture: Distributed architecture: Resolves performance bottleneck, 
supports I/O parallel processing and up to ten millions of 
IOPS.

�� IndustryIndustry--leading distributed cache:leading distributed cache: Support read/write 
cache, uses SSD disks as main memory, and dynamically 
adjusts read/write cache as required. 

� Allows 50 million users to access B2C market for 
financial product trading and gains more than 250 m illion 
of daily accesses.

FusionStorage provides ten millions of IOPS to meet concurrent access requirements for ten millions of users.

22 Huawei confidential

Controllable Platform with An Open Architecture

OS

Security

KVM

Cloud
Stack

Apache

XEN

Hadoop

Open-source 
project

Cloud
Foundry

FusionSphere supports hierarchical decoupling of components and more than 5000 service 
applications.

�� Uses the OpenStack architecture Uses the OpenStack architecture and and 
supports hierarchical decoupling of supports hierarchical decoupling of 
components, preventing single vendor components, preventing single vendor 
locklock--in.in.

�� Supports more than 5000 service Supports more than 5000 service 
applications applications and various service and various service 
systems and security software of the systems and security software of the 
financial industry.financial industry.

�� Developed by an R&D team with more Developed by an R&D team with more 
than 6000 membersthan 6000 members, this platform has , this platform has 
continuous evolution capability, can be continuous evolution capability, can be 
separately managed by financial separately managed by financial 
companies, and ensures service companies, and ensures service 
innovation in future.innovation in future.
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Customer Benefits

Builds leading active-active cloud data centers

Consolidates scattered computing and 
storage resources into centralized storage 
resource pools

Improves management efficiency and 
resource utilization

Uses open architecture to prevent single 
vendor lock-in

Constructs a network platform for information 
sharing

� Builds active-active data centers between City A and City B.
� Provides 24/7 core services without interruption.

� Centrally manages and allocates resources in data centers.
� FusionManager dynamically schedules resources based on 

service loads to improve resource utilization by more than 
30%.

� Launches services rapidly and improves the efficiency by 
over three times to meet the concurrent access requirements 
for ten millions of users, with more than 250 million of daily 
accesses.

� Uses the OpenStack architecture and supports hierarchical 
decoupling of components, preventing single vendor lock-in.

� Developed by Huawei and financial companies for joint 
innovations and can be separately managed by securities 
companies.

� Provides a computing resource pool housing over 200 
servers.

� Constructs the high-performance SDS resource pool 
supporting up to 1200 TB storage space.
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