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Welcome to our first quarterly report  

Welcome to our corner of the world. Thank you for taking 

time to read about us and our thoughts. Let me start by 

introducing us. 

Duke Tech Solutions (DTS) is a strategy and technology 

consulting company built on the foundation of a highly-

accomplished team from telecommunications and analytics 

industries. Each member of the DTS team has a multifaceted 

background with ~20+ years of experience spanning functions 

such as corporate strategy, product management, marketing, 

business development, and product development. Our 

consultants have at a minimum three years or more of 

consulting experience in advising clients at various levels of 

the organization. DTS consultants have significant real-world 

strategic, business, and technology experience to become 

trusted partners to our clients from day one. We focus on 

interacting with the highest levels of professionalism with our 

customers, cultivating a team atmosphere to drive quicker 

results and contributing significantly to the projects though 

unparalleled knowledge. We engage at the highest levels of 

the organization to advise senior management on various 

strategic issues. 

Some of our core capabilities include Telecom (Cable, Telco) 

solutions and Analytics solutions. With significant working 

experience in each of these areas, the team is well equipped 

to become the strategy and technology partner for our 

clients. Duke Tech Solutions (DTS) offers strategic advisory, 

transformation guidance, and execution support for Cable 

Operator clients. Our highly experienced and qualified inter-

industry experts can be your trusted partners throughout 

your transformational initiatives. We differentiate ourselves 

by offering team members that are handpicked for your 

success.  

We strongly believe in our statement, “Our Quality, 

Dependability, and Focus will lead to Your Success.” 

This quarterly is an attempt to bring our thoughts on some of 

the problems we are seeing through your eyes and our 

analysis and work with you in solving them. We know your 

time is limited, so we will try to keep this report to the point 

and easy to digest.  

Feel free to contact us if you want to discuss any of the areas 

highlighted or any areas that you feel we can add value.  

 

Sudheer Dharanikota (Managing Director) 

sudheer@duketechsolutions.com,  

http://www.duketechsolutions.com  

+1-919-961-6175 

 

Quality 

Our Promise is to offer the highest Quality 
work products to our esteemed clients 

mailto:sudheer@duketechsolutions.com
http://www.duketechsolutions.com/
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Some of our recent accomplishments 
DTS Team 

Fiber To The Home Governance 
 

    The Problem 

A leading service provider was introducing a Fiber 

To The Home (FTTH) technology in its network and needed a 

governance team to coordinate the rollout of FTTH 

technology across the enterprise in a controlled fashion. 

    DTS Approach 

 Aligned with the senior executives on 

governance definition and framework 

 Engaged cross-functional teams to form a core 

Governance Team 

 Identified overall architectural, financial, and supply 

chain issues 

 Defined processes, developed responsibility matrix, 

and built relevant tools 

 Enforced accountability through 

governance process 

 Organized multiple cross-functional 

workshops 

 Quickly developed architectural guidelines 

 Enforced conformance to the standards 

 Drove financial and material efficiencies 

through standards 

 Created training to educate the team and 

on-board new members 

 Drove continuous improvement in all 

affected areas 

 Transitioned the governance process to the 

client successfully 

     

 

 

 

Client Benefits 

 The client rolled out developed 

governance processes and 

methodologies across 5 regions and 21 markets in a 

span of four months. 

 The client reduced the cost of the solution by 40% in 

approximately 1.5 years through architectural 

adjustments, RFP cost savings and new tools 

development. 

 The client reduced approval time per design from ~1 

month to less than a week and reduced material 

costs by 30-40% through standardization and 

diligent management. 

 

Fiber To The Home Analytics 
 

    The Problem 

A leading Tier 1 Cable MSO was observing higher-

than-expected-and projected project costs and needed to 

correlate actual costs to projected costs to understand the 

issues and better control budget overruns. 

    DTS Approach 

 DTS developed an analytics framework 

to look for trends and identify outliers. 

 Created data dictionary to map projected 

expenses to actual costs 

 Both labor and material expenses included 

in data dictionary 

 Focused initial review on projects with 

higher percentage overruns 

 Initially, reviewed only completed projects 

 Used analytics to drill down further on overruns by 

type of expense 

 Further analysis included projects in flight to allow 

earlier feedback 
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 Held project reviews to understand the need for the 

extra expenses 

 Took corrective action to stop unnecessary expenses 

 Captured and shared lessons learned with the team 

    Client Benefits 

 The client was able to identify expenses 

on spare materials that should not have been 

charged to the projects, leading to a development of 

a separate sparing program. 

 The client found that on over 10% of the projects, 

funds were being used to provide temporary 

services not covered in the funding request. 

 Overall, the client was able to understand what was 

actually being charged to the projects and better 

manage and control expenses and close a 43% 

program variance. 

 

Fifteen Year Network Transformation Strategy 
 

    The Problem 

A leading Tier 1 Cable MSO 

was evaluating its multi-year 

network transformation strategies and 

approached DTS to assist with the analysis, cost forecasting, 

and material preparation for the board of directors to 

convince them of their roadmap and hence the request for 

multi-billion dollar incremental funding. 

DTS Approach 

 Developed a transformational 

framework to build a 15-year strategy 

 Classified historical budget line items into 

five stacks for analysis 

 Aligned product and technology evolution 

roadmaps 

 Developed 15-year bottom-up technology 

optimization modeling 

 Integrated technology, competitive and 

product remodeling 

 Convinced C-level executives on the end-to-end 

strategy 

 Created presentations for C-Level execs to present 

for board approval 

 Assisted with budget allocation across multiple 

organizations and teams 

 Assisted with the kick off of the overall program 

governance 

 Monitored the budget, activities, and impact on 

customer experience 

    Client Benefits 

 Our clients, who are the officers of the 

company, convinced the board of directors to spend 

multiple billions of dollars in the infrastructure over 

5 to 10 years. 

 Our client has a multi-year executable plan with 

clear allocation across organizations that can be 

used as a baseline over the next 10 years. 

 Our client was able to conduct multiple technology- 

and budget-related “what-if” scenarios based on 

different market conditions. 
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Our blogs and white papers 
 

There you are, you have 

seen some of our credentials. 

Now we invite you to get a glimpse 
of our thoughts and pass time 
discussions. We call ourselves the 
geek strategists. Some of our 

latest geeky thoughts include how the cable industry is going 
through massive transformation. It may be strategy related to 
– how to compete against new fiber competitors, deploy 
wireless access, cost fiber deep solutions, introduce video 
transformation or price SDN solutions – we have an opinion, 
backed by experience of course! Feel free to skim though our 
blogs. Give us a call if you want to hear how we can help you 
solve some of your problems. 

 

 

 

 

 

A Vice President once 

asked us: “What is your 
core value proposition?” 

Here you go – “We are the cable 
industry technical, strategy, and 
analytics related problem solvers”. 

From a simple next generation RFP or a complicated next ten-
year transformation problem, we are here to help you with 
our knowledge, rigorous analysis and a collaborative problem 
solving attitude. It is not easy to gain the level of confidence 
of our clients to say, “I swear to god, we do not know what 
we could have done without your team’s dedicated help and 
knowledge”. Some of our knowledge can be seen through 
these white papers. 
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Blog: What happened to Google Fiber? 
Sudheer Dharanikota 

No free lunch – that is what happened here! 

Let us go to the basics – Profit = Revenue per customer * 

Number of customers – Cost of the solution 

As a newcomer to the Gigabit networking market, Google had 

three basic challenges. Of course, other than the mundane 

issues such as, selecting the right deployment technology, 

creating internal organization, acquiring talent, setting aside a 

couple of billion dollars for starting the venture etc.  

 How to price the solution?  

 How to attract customers?  

 How to contain the solution costs and time to 

market? 

Pricing: Of course, they need to be cheaper than the 

incumbent. Hence the $70 per Gig symmetrical speeds. The 

question is – can the competition match it with the same or a 

better solution? The answer turned out to be yes. Both Telcos 

and MSOs bounced back and offered Fiber To The Home 

solutions with exactly the same PON technology at the same 

price. Comcast even announced a 2 Gbps symmetrical 

solution (independent of whether they deployed it on a large 

scale or not). 

Customer acquisition: Kansas was a good success for Google. 

They could get by Time Warner Cable. But AT&T, Cox, 

Comcast and others fought back to retain their customer 

base by offering competitive bundled services and locking 

high valued customers sooner than Google could acquire 

them – point in case, MDU customers. 

Cost of the solution: This is another major pitfall. Fiber based 

solution for new entrants are very expensive both from 

deployment time and cost of the solution points of view.  The 

time: On one side we have a well-oiled machine with the 

Telcos and MSOs (the permitting, the established crew, pole 

rentals etc.) while the new comer has an uphill battle. The 

cost: The drop costs to reach the customers, the construction 

costs of the trunk side, the central office/MTC costs etc. are 

not favorable to a new comer.  

Why did Google get into this fiber business again? This is a 

discussion for some other time. 

 

 

 

 

Final outcome: So, who are the 

winners here? Customers. 

Whatever may be Goggle’s 

ultimate goal, they successfully 

created a Gigabit storm. They even 

brought the Gig Speed pricing to a decent $70 per month. 

But, now that they are not actively pursuing the Fiber To The 

Home solution, what next? A millimeter wave based drop 

solution? If so – how are they going to achieve Gig 

symmetrical speeds? Does the customers need symmetrical 

speeds at all? 

Who says Gigabit Networking is not sexy anymore  
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Blog: Fiber-To-The-Home or HFC? 
Sudheer Dharanikota 

 

FTTx (Fiber To The X) – FTTH (Home), FTTB (Basement), FTTC 

(Curb), FTTN (Node), FTTM (Mars!). You name it we have a 

Fiber To The flavor. 

Believe it or not… Fiber is in everyone’s network. In Telcos, 

MSOs, Google Fiber’s network and so on. So why the hype 

about Fiber To The Home? The quibble is about how far the 

fiber is deployed to you as a customer. I am not going to talk 

about this too deep – but refer to Rajesh’s guide to Fiber 

Deep (How deep is Fiber Deep?) for details. So what 

differentiates FTTx from FTTy? It is the last segment of the 

electrical medium. 

HFC (Hybrid Fiber Coax), what cable operators had been 

deploying also has fiber – but not to the home. A node is used 

to convert the optical signals to the electrical signals (Refer to 

HFC vs FTTH insert). There you go, you do not have that new 

fad – the fiber, coming to your home in HFC networks. The 

question is, other than the bragging rights to the customer, 

what is fiber giving that coax is not providing? 

 

 

                                                           
1 s 

 

 

 

 

 

 

Here is a 1high-level view of both solutions2 

 

 
 
 
 

2 Note that there are many inter related factors to be considered for 
these simple comparisons. Note also that these criteria are 
considered from incumbent providers point of view 
 

Criteria Fiber To The Home HFC 

Bandwidth per 
Sub 

Higher Medium 

Quality of 
Experience 

Good Good 

Integrated Next 
Gen Services 

Mandates – well mostly Can be offered 

Upgrade costs Higher Lower 

Figure: Hybrid Fiber Coax versus Fiber To The Home Deployment Comparison 
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Bandwidth per Sub: A common sense discussion – come on – 
fiber provides higher bandwidth than copper. We can slice it 
and dice it however we want it. Now the better comparison is 
what is the cost of providing comparable bandwidth offering 
in both deployments. It depends on what you have in the 
network now and what your subscriber wants. 
 
Quality of Experience: There are many claims that fiber 
provides better QOE. Now if I put myself as typical customer, 
my QOE rating is based on the performance of my internet 
connection to my home (bandwidth-wise) and how much 
better my video service offering is from my provider. If an 
operator is determined to mess it up – it is on them. Nothing 
to do with Fiber or HFC. 
 

Integrated Next Gen Services: Nothing stops an integrated 
(IP-based) solution from being implemented on FTTH or HFC 
networks. The only difference is the incumbency of the 
operator. How much of the operators network is deployed 
based on the three one-play networks versus how urgently 
do they need to upgrade to compete against whatever 
integrated service offering is being provided by the 
competition. This has nothing to do with Fiber or Coax to the 
home. There are MSOs who are offering integrated triple play 
solution on HFC networks and there are Telcos who are 
offering video on a separate striped network over the same 
Fiber. So the question here is not what we can do on FTTH or 
on HFC, but what the service providers product folks want. 
 

Upgrade Costs: Now here is a topic that needs attention. For 
some reason (motivations are not discussed in this blog) the 
operator wants to upgrade to FTTH, the upgrade costs from 
current state to fiber all the way to the home (the so called 
last mile or last few hundred feet) can be very expense. One 
will need to upgrade the headend equipment, in home 
equipment, lay fiber to the remaining parts of the network to 
the home, upgrade the back-office equipment and not to say 
come up with a differentiating product offering (and hence 
product, marketing, new service assurance and fulfilment 
expenses). So why would anybody want to make this drastic 
step of upgrading? It all comes back to you as a consumer. 
Your voracious appetite for bandwidth is increasing at an 
alarming rate (Refer to the future article – How big is a Gig?). 
The operators have to upgrade their network to meet your 
bandwidth needs – the first point “The Bandwidth Per Sub”. 
So the question is what is the NPV of upgrading now to FTTH 
or eventually at a later time? 

 

 
 

 
 
 
In summary, the scale of FTTH vs HFC is balanced on two 
things – what does the customer want (mind you – there may 
or may not be a technical need here) and what are the 
capabilities of the network operator. Then, turn this into a 
time series question for the next ten to fifteen years.  Based 
on the crystal ball of predictions on what a customer wants 
along with what the network is capable of doing – come up 
with a time series of investments and calculate the NPV and 
that gives you the answer. Sounds very complicated right! 
Welcome to the party. That is why we are here. 
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Blog: How deep is “Fiber Deep”? 
Rajesh Abbi 

 

The ever-increasing bandwidth demand in the broadband 

access networks is pushing the need for more and more fiber. 

The ultimate goal for all operators is undoubtedly fiber-to-

the-home (FTTH) – but, unfortunately, reality gets in the way. 

The high cost of building an all-fiber network is making 

everyone rethink the value proposition.   

The cost of building access networks is a complex mix of 

many factors that vary by operator and by market.  Each 

operator has to carefully analyze their networks and market 

conditions to see where it makes sense to build fiber-to-the-

home. 

Given the fact that actual subscriber demand for most 

subscribers does not really require an all-fiber network – at 

least not yet, and the fact that enhancements in legacy 

network technologies are helping extend the performance of 

the legacy networks – most operators are taking an 

intermediate step of simply driving the fiber deeper in the 

network to meet the bandwidth requirements. 

Telco operators have already been building fiber-to-the-node  

(FTTN) and using VDSL (Very High Speed Digital Subscriber 

Line) technology to serve up to 100 Mbps at distances up to 

500 meters.  The next step is to use the newly minted G.fast 

technology to drive data rates up to 1 Gbps – but that 

requires fiber to be driven all the way to the distribution 

point (FTTdp) within 100 meters of the home. 

MSO operators have also been building FTTN HFC (Hybrid 

Fiber Coax) networks with fiber serving an optical node 

typically serving a node area with 500 – 1000 HHP 

(households passed).  The coax network from the optical 

node typically requires 5-6 HFC amplifiers along the path to 

the furthest home.  This is referred to as an N+5 or N+6 

architecture, and can typically support a few hundred Mbps.  

In order to serve Gigabit data rates, the fiber has to be driven 

deeper so that HFC amplifiers are no longer needed.  This is 

known as an N+0 architecture.  The new N+0 nodes will 

typically only serve node areas up to 64 HHP. 

So, fiber is on the march.  Ultimately, how deep you drive 

fiber depends on the overall business case and the 

capabilities of the existing technologies which are constantly 

evolving.  
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White Paper: Why am I charged for the 

hardware, the software and the bandwidth? 
Sudheer Dharanikota 

Problem statement 
 

Value based pricing has a different 

connotation for the operators than for the 

vendors. We encounter these pricing 

philosophy differences in all RFPs. How can 

an operator navigate through this maze of 

pricing strategies and come out favorable 

at the end? With the major network 

transformation happening in the cable industry – pricing plays 

a significant role in technology of choice. This white paper 

introduces some of the basic pricing topics and their inter 

relationships in selecting your next generation technology. 

Knowing where the incentives are for the vendors and 

navigating through what is acceptable without giving away 

too much margin are essential in any RFP negotiation. 

 

Key takeaways 
 

 Pay as you grow can be very expensive if not 

negotiated carefully 

 One needs to optimize the cost of high volume 

deployment scenario(s) 

 Pay attention to the licensing pitfalls 

 

Key words 
 

Pay-as you grow, kit price, licensing, pricing strategies 

 

                                                           
3 Why vendors? If the operators do not buy equipment or choose 

alternative access technologies – you have to close the development 
divisions! 

 

 

 

Problem in detail 
 

How better to explain the problem than 

with an example! 

We were helping an operator with a major next generation access 

technology RFP. We gave vendors multiple deployment scenarios to 

price. This included a couple of centralized architectures, a couple of 

distributed architectures and a virtualized architecture. What does 

commonsense tell us? The centralized architecture should cost 

slightly more than the distributed architecture which in turn should 

be way less expensive than the virtual architecture. However, what 

we have seen is that a distributed architecture is ~ two – three times 

more expensive than centralized and the virtualized architecture is 

another ~ two - three times more expensive than the distributed 

architecture. This did not make sense what so ever! 

Getting to the bottom of the analysis, the culprit is the value based 

pricing on steroids. It so happened that the cable equipment 

vendors and operators have been used to the so-called pay-as-you-

grow pricing. This pricing methodology may be reasonable (if you 

say so) in a centralized architecture as the operators are deploying. 

The more distributed and virtualized networks become, this concept 

can work against the overall cost. This is a disadvantage for both the 

operators and for the vendors3 in turn.  

Understanding what is value? – A vendor’s 

perspective 

 

What is value based pricing?  

Simply put - charge what vendor thinks that the operator can 

bear (and is willing to pay of course). Let us take a simple 

waterfall review of how value based pricing is calculated. 

 

 

 

 

 

Value 
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In a typical cost+ based pricing the vendors will focus on 

profit margin as a minimum target and add customer value as 

an additional margin from the pricing point of view. This 

incentivizes the sales and the engineering teams to focus on 

cost reduction as a primary target rather than value creation 

for customers. 

 

Value based pricing on the other hand, encourages the 

organization to create value in the product (that the 

customer appreciates) and start putting a price tag to the 

value. So it goes like this – understand the market price, add 

incremental value added by the product and finally include 

any incremental price (due to other offering such as 

professional services etc.). This rigor forces the vendor 

organizations to start thinking in terms of what value can be 

offered by the product.  

Now you will agree (as an operator) – yes this looks like the 

right way to price and think – right! Well it is not that simple. 

Let us peel the onion. 

 

 

 

How vendors use value based pricing? – A Telecom 

use case 

 

Ok – let us see what is in this value 

creation business. Everything in this 

world can be seen through the 

eyes of a pyramid. Here is a 

pricing pyramid.  

If a vendor is thinking of 

value based pricing first 

they need to create 

value in the 

product. Then 

they need to 

create a price 

structure. 

 

 

 

 

This value based price structure in the telecommunications 

world is called “Licensing”. We will get to this in a minute. 

The next step is to create a value communication mechanism 

through tools. Again, in the telecom world this is typically 

done through “Licensing Granularity” as a selling unit and 

“Licensing Auditing” as a monitoring tool. OK, if the pricing 

policies and levels are not clearly articulated – you know what 

happens – especially when the sales folks are incentivized for 

revenue not for profit! Hence the procedures and rules are 

set. 

In summary, value based pricing in the telecom world is 

managed through the licensing constructs. Let us pay serous 

attention to this value based pricing in the rest of the article, 

as you need to understand how this magic works to analyze 

its impacts on your bottom-line. 
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What does value based pricing mean to the 

operators? – A Telecom use case 
 

Let us go back to the example I gave you at the beginning and 

analyze it a bit. So, if I am a vendor, how do I want to 

communicate the value of my product? There are few 

different ways – 

 Basic one – sell the hardware – router, line cards, 

controller cards, SFPs etc. 

 Not so basic but understandable – sell the software 

– major releases, minor releases, new features etc. 

 Now comes the fun – license the right to use – 

software, hardware, features/functionalities etc. 

 Here is a kicker – sell the same thing a few more 

times using the licensing – sell the bandwidth with 

technology 1, again with technology 2 etc. 

 Here is where we have some fun – cashing in on 

inefficient licensing use – so the vendor can charge 

for the inefficiencies of the operator’s usage. 

Yes – I might be exaggerating a little to get the right 

effect – but the bottom line is licensing is the carrier for 

the value based pricing, and it can be used to extract 

every penny (economic rent) that the vendor thinks that 

they deserve. 

Let us see how this translate into cost. 

 

The stuff that an operator can touch and feel are to be paid 

of course (This includes the hardware – Kit, Cards and Ports 

etc.). The stuff that allows the hardware to work – the 

software – shall be paid. Note that some of these hardware 

components can be pay-as-you-grow. 

 

 

Now comes the value based pricing part – namely the 

licensing or the right-to-use. The right-to-use could be 

applied for the features, ports, security hardware, software 

packages, type of bandwidth etc. The consolation part here is 

that these fees do not kick-in until they are used. But there 

are few of these can be very expensive. For example, as the 

title says, you paid for the hardware, you paid for the 

software – and additionally you are paying for the bandwidth. 

The question is - is this fair? Let us say the same hardware 

supports multiple technologies, is it fair to ask to be paid 

twice? Let us also say if the hardware can support more 

bandwidth (enable additional bandwidth as needed), is it fair 

to say to pay more? Now you can see how your per 

subscriber cost can blow up if attention is not paid to these 

costs 

Well there is another gotcha here in this whole scheme of 

licensing. Namely, efficient licensing granularity. 

Let us say you buy a piece of hardware and you paid all your 

dues. For some reason, you need to move or obsolete the 

hardware. How efficiently can the RTUs paid for the 

equipment be reused? 

Licensing Granularity Inefficiency 

Port based Highest 

Line Card Based  

Chassis Based  

Market Based  

Enterprise Level Based Least 

 

So, the deal is, if the licensing is transferable across the 

enterprise that gives the best efficiency. On the other hand, if 

the RTU is tied to a port level, then that is the most inflexible 

licensing granularity. As shown in the table above the 

inefficiency levels change. 

But, there are costs to build hardware, develop features and 

the operators needs to spread the risk (using pay as you 

grow). The operator needs to pay for some of the travails 

faced by the vendors in the name of licensing. 

In summary, the operator needs to decide what level of 

licensing costs are acceptable to them without letting the 

costs go through the roof! 

Required components 

Pay as you go lic. items 
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How should the operators evaluate the pricing 

anyway? – Continuing the example 

 

Here is a proposed and vetted methodology (refer to the 

figure “RFP Pricing Evaluation Methodology”).  

Firstly, the operator needs to know what they are paying in 

the name of the RFP in unequivocal terms. The properties of 

this soul searching should be able to – 

- assess current technology payment structure 

- compare costs across different vendors in the RFP 

and their price structures 

- compare the costs across alternative technologies 

- communicate crisply to the senior leadership 

Let us call this a normalization measure. In telecom RFPs, this 

could be cost per port, cost per sub, cost per Mbps etc. Pick 

your measure early in your RFP process. 

Secondly, use this measure across all the comparisons that 

you need to do. These comparisons typically go across – 

- Old technology and new technology 

- Competing technologies that you can deploy 

- Different vendors in the RFP race 

- Different solutions that the vendors are pricing 

Thirdly, evaluate the value based pricing nuances carefully 

with the measure. Some of the comparisons that you may 

have to measure include the impact of – 

- Baseline price (ala kit price) 

- Pricing of the high-volume deployment components 

- Different deployment scenarios 

- Different licensing structures proposed by vendors 

- Different licensing granularity methodologies 

Now the final fun part. Consider following different questions 

(not exhaustive by any means) objectively and get to the 

conclusion. 

- What are my short-term payments? 

- What are my long-term payments? 

- What is my NPV by using vendor 1 vs 2? 

 

 

 

- What is my NPV with technology 1 vs 2? 

- How can I avoid different licensing inefficiencies? 

Note that this is just a pricing discussion. There are many 

other factors such as vendor capabilities, commitments, risks 

etc. that need to be analyzed in addition to the pricing. 

At the end keep in mind, you as an operator have the 

responsibility to keep the vendors in the market for many 

reasons – be it to lower pricing, to compete with the other 

types of providers or to keep the lights on in the installed 

base. A healthy competition can be created only when there 

is decent margin in the business. Yes, yes, yes – I know that 

you know it. But again, please do not take the complete 

margins (economic rents) out of vendor’s business in the 

name of negotiations. But at the same time do not fall victim 

to value based pricing. 

Key Takeaways 
 

Here are some key takeaways. 

- Licensing is synonymous to value-based pricing 

- Licensing can burden the overall cost if proper 

attention is not paid 

- Inefficient licensing granularity could be an unknown 

burden at a later time – if care is not taken early 

- Finding a proper normalized measure that can be 

used for comparison across different scenarios is 

essential 

- Clearly evaluate the economic rents for the vendor 

and decide how much are you willing to pay 

- Of course, you need a good negotiation team to get 

you there 

Good luck!  

Want to further explore your thoughts along these lines? 

Reach out to the author at sudheer@duketechsolutions.com   

 

1 2 3 4 

Identify a 

normalization 

measure 

Check its 

usability for 

different use 

cases 

Use it for kit, 

high volume 

and licensing 

prices 

Evaluate your 

short & long 

term NPVs on 

measure 

RFP Pricing Evaluation Methodology 

mailto:sudheer@duketechsolutions.com
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So, what can DTS do for you? 
Ashish Chandwadkar 

 

DTS combines a unique blend of technology expertise and 

business acumen to develop customized strategies for our 

clients. Whether it’s developing a new business, transforming 

an existing one or divesting, we can help develop a plan and 

help in the execution.  

DTS has engaged with the clients entering a new business to 

create strategies for entering new markets, launching new 

products, and developing business cases. With an average of 

20 years real-world corporate experience in the telco service 

provider space, DTS consultants are equipped with the 

industry knowledge that serves as a foundation for 

technology analysis and market insights for developing 

business plans. In addition, with an average of over 3 years of 

Management and Strategy Consulting experience, they are 

equipped with the tools required for churning ambiguous and 

incomplete data into useful business insights and effectively 

articulating corporate strategy to gain executive alignment.  

DTS has also helped matured businesses transform their 

business models to identify new revenue streams and 

optimize cost through technology, architecture, and process 

improvements. DTS follows a unique approach of integrating 

and working closely along with the client teams to develop a 

plan that’s truly actionable.  

With a wide-ranging project qualifications across multiple 

clients and various business situations, DTS can leverage on 

its experience to develop strategies and an execution plan to 

ensure clients long-term success. 

 

Ashish Chandwadkar (Senior Manager) 

Ashish.chandwadkar@duketechsolutions.com  

http://www.duketechsolutions.com  

  

Dependability 

Our clients’ success is always on our mind 
as their most Dependable partners  

mailto:Ashish.chandwadkar@duketechsolutions.com
http://www.duketechsolutions.com/
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Contact Duke Tech Solutions Inc.: 

 Website:  http://www.duketechsolutions.com 

 LinkedIn: https://www.linkedin.com/company/duke-tech-solutions-inc./ 

 Facebook:  https://www.facebook.com/duketechsolutions/  

 Email:   contact@duketechsolutions.com  

 Phone:  +1-919-961-6175 

http://www.duketechsolutions.com/
http://www.duketechsolutions.com/
https://www.linkedin.com/company/duke-tech-solutions-inc./
https://www.linkedin.com/company/duke-tech-solutions-inc./
https://www.facebook.com/duketechsolutions/
https://www.facebook.com/duketechsolutions/
mailto:contact@duketechsolutions.com
mailto:contact@duketechsolutions.com

