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Magazine Cover Credit: Tabin Dharanikota, one of our interns, thought that our previous quarterly magazine cover 

sucked! We did not disagree. Well – you know you cannot win an argument with a teenager. Instead asked him to come 

up with something suitable for the topic that we are going to cover this time – The Transformation Basics. Here it is – 

this is his figment of imagination. You can clearly see where his mind is. He wants to be a physicist. 

Success 
Make our clients successful with our Quality, 

Focus and Dependability 
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Focus 

Our undeterred Focus on the task-at-hand 
makes us standout from the competition  
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Welcome to our Summer Magazine 

2017 focused on Network 

Transformation  

Welcome back. Thank you again for taking time to read 

about us and our thoughts. Like one of our client said when 

we started the quarterly – It is easy to start an initiative, but 

very difficult to keep it up. Yes. I do agree. But our team is 

stepping up and we have too much to talk about our thoughts 

and accomplishments. 

A quick marketing pitch for those who do not know us yet. 

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. 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. DTS offers strategic advisory, 

transformation guidance, and execution support for Cable 

Operator clients. We strongly believe in our mission 

statement: “Our Quality, Dependability, and Focus will lead 

to Your Success.” 

For the last two years, summer especially has been an 

exciting time at DTS. We have interns joining us to solve some 

of the latest problems in the Telecommunications industry.  

In this quarterly we highlight three such projects that our 

interns are working this year. In addition, Sudheer will 

introduce the basics of Network Transformation in his white 

paper. Enjoy reading them. 

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 DTS Transformation Project 

Credentials 

Network Transformation x.0 

    The Problem 

A leading Tier 1 Cable MSO 

was evaluating its multi-year network 

transformation strategies. They approached DTS to 

assist them 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 

▪ DTS 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. 

 

Fiber To The Home Strategy 
 

    The Problem 

A leading Tier 1 Cable MSO 

wanted to understand the financial impacts of deploying 

Fiber To The Home as compared to the existing DOCSIS 

deployments. They approached DTS to provide strategic 

support in making the decision and creating technical 

collateral to convince the senior management to fund the 

project. 

DTS Approach 

▪ Developed a high level cost 

assessment framework 

✓ Identified key architectural components for 

HFC and FTTH solutions 

✓ Worked with different teams on the end-to-

end solution cost 

✓ Developed flexible and comprehensive 

CapEx and OpEx models 

✓ Compared different total-cost-of-ownership 

scenarios 

▪ Collaborated with different teams on assessing 

boundary partner impacts 

▪ Developed an execution plan and budget forecast 

for the first five years 

▪ Created business cases and presentations to 

convince C-Level executives 

▪ Assisted with building the initial organization 

structure for execution 
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Client Benefits 

▪ The Client, Senior VP of Engineering, 

gained approval from the C-level 

leadership and the board of directors to strategically 

invest in FTTH deployments. 

▪ The client could successfully deter the fiber 

competition from the incumbents and the new 

entrants, such as Google. 

▪ The client was successfully able to rollout Fiber To 

The Home in three different markets within a span 

of nine months with a full end-to-end organization 

support. 

Network Transformation Access Model 
    The Problem 

 

A leading cable service provider needed a 

Network Transformation Strategy to evolve its 

network to address customer-demand growth, competitive, 

and product enablement needs for 10 years. 

. 

DTS Approach 

▪ Developed a framework for Access 

Network Capacity Modeling 

✓ Built a paper model to illustrate the overall 

approach 

✓ Designed the mock output to align with the 

stakeholders and partners 

✓ Created a technology and network capacity 

upgrade path 

✓ Analyzed the cost of upgrade for each 

technology lever 

✓ Identified drivers – growth, product 

enablement, competition 

✓ Compiled and scrubbed the node-level 

network utilization data 

▪ Developed an interactive base model to account for 

the demand growth 

▪ Incorporated competitive and product enablement 

overlays 

▪ Leveraged a programmatic approach to run the 

model within 60 seconds 

▪ Produced a 10-year technology transition by node by 

year for various scenarios 

Client Benefits 

▪ DTS approach provided detailed network analysis 

and capacity planning with every access network 

interface visibility. 

▪ Simple user interface, inclusion of dynamic factors, 

and flexible input configuration allowed “what-if” 

comparisons for multiple scenarios. 

▪ DTS solution reduced future uncertainty and allowed 

advanced and more accurate budget allocation and 

resource management.  
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The Interns 
 

Why is DTS interested 

in interns? 

Our goal is to continuously 
innovate ourselves. Whether it is in tools, 

technologies, processes or problem-solving methodologies.  
One refreshing place we believe is to start with the 
unfettered minds of the interns. They add value to us – 

✓ By providing fresh thinking 
✓ Through their inquisitive minds, and 
✓ By having a “can do” attitude! 

Last year we experimented with two interns. They did a 
phenomenal job of identifying - “How should a Cable 
Operator compete in the Gigabit fevered market – such as The 
Research Triangle Park?” They hypothesized the outcome, 
developed questionnaire (using conjoint analysis 
methodologies), surveyed around 1000+ customers through 
online and by going door-to-door, and presented the analysis. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

H ow to harness their 

energy and keep them 
focused? Although they 
did an exceptional job last 
year, it was an experiment 
for us. This year we are 
more organized to get the 
best out of them. 

Our approach – have a clear problem definition (give them 
the big picture and show them how their contribution is 
important), on board them quickly with the infusion of the 
domain knowledge, and provide them with the required 
tools to keep them moving. And then of course, let a PM and 
an SME be there to work with them along with a clear 
deliverable schedule.  

We are excited to work with them on some of the important 
problems, as they highlight in their project blogs. 
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Growth Projection Prediction 
Madhu Vadlamani, Tabin 

Dharanikota 

Problem Statement 

Hundreds of nodes spread across the 

whole country—there are an overwhelming amount of 

people in these nodes, almost all of which desire access to 

the internet. Consequently, with all these people comes all 

that data. Consequently, having all these nodes leads to each 

node growing at a separate rate, so a node in northeast 

Phoenix could behave drastically different than a node in 

southwest Phoenix. The next logical step is this: which of 

these nodes have the potential for growth? Each node has its 

own story, and our goal is to analyze the data on each of the 

nodes to predict which of these areas will be valuable in the 

future for telecommunication companies.  

Project Strategy 

So how will we approach this task? The methodology 

fundamentally lies in machines learning. Using various 

machine learning tools, we can teach the computer (by 

means of running our current data through the software) to 

create models that predict the future growth of nodes. Our 

models plan to explore tens of features—including various 

upstream and downstream data, distribution of plans in each 

node, and many more—in order to precisely convey the 

future of each node.  

Project Goals 

Initially, we want to create a concrete hypothesis on which 

areas are growing the fastest. We then collect historical data 

based on different demographic factors as well as different 

technological devices. Sequentially, we analyze and sort the 

researched data by 

creating futuristic 

projections and 

trends, which in turn 

will help us figure 

out which aspects 

and areas will be 

useful for telecom 

companies. Final 

goal is to identify 

where companies 

need to pool in their 

resources towards.  

 

 

About the Interns: Madhu 

Vadlamani is a rising junior 

at The University of North 

Carolina at Chapel Hill 

earning a major in 

Computer Science and a 

minor in Astronomy. He 

has 2+ years of experience 

in programming and coding and 

is looking to pursue a career in Data Analytics. Madhu is also 

part of UNC's IT Services, various clubs, and enjoys 

playing/watching sports. In his free time, he plays the South 

Indian violin. 

Tabin Dharanikota is a recent graduate 

of Raleigh Charter High School and 

interned for Duke Tech Solutions 

during the summer of 2016. During 

that time, he worked on a project 

analyzing the effect of Google Fiber 

on the telecommunications 

landscape. Outside of Duke Tech 

Solutions, Tabin has published a paper on Greece during their 

economic crisis through the Summer Ventures program. He 

has also worked on biology research through North Carolina 

State University and the North Carolina Research Museum.  

Besides science, Tabin’s major passion is in music. He prides 

himself in his borderline ludicrous aloofness with respect to 

his father’s words when listening to music. Tabin has also 

been playing classical violin for seven years.  

 After the summer of 2017, he will start attending the 

University of Chicago in the Fall of 2017.   
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Outside Plant Construction 

Permitting 
Jamie Stockdill 

 

Construction Permitting is not a very 

popular topic when it comes to leisurely conversation, yet a 

necessary one when it comes to construction. With the 

industry constantly growing and changing, construction 

projects are unavoidable.  

Whether you are performing maintenance on your existing 

plant, modifying or upgrading, or constructing new plants, 

you have to make sure both your permits and licenses, and 

your contractor’s permits and licenses are approved and up 

to date. 

The outside plant 

construction process 

starts with obtaining 

permits and licenses. 

Obtaining all of these is 

inefficient with regard 

to both time and 

money.  It is also 

difficult to determine 

which of these permits 

and licenses are 

needed in a given 

market as each market 

has its own process. 

Why, though, does it 

take so long to get all of 

the necessary permits? 

Shouldn’t someone be 

able to look at your 

plans, sign off on them, and let you get to work?  

Well, it’s not quite that simple. Once you decide on a project, 

you have to go through many different government 

departments, at municipal, county and state levels, and 

sometimes outside entities such as railroads, in order to 

obtain all of the required permissions and licenses.  

Permits are needed for everything from digging up dirt in 

order to bury cable to parking your construction vehicle on 

the side of the road or in a parking lot. You even need a 

permit to set up a temporary toilet on the site so your 

construction workers can use the restroom while at work. All 

of this results in a complex messy web of applications and 

fees, which, if not navigated properly, will lead to delays 

which will cost you more money. 

So how do we solve this dilemma?  First, we must clearly 

understand all requirements for permitting/licensing for 

each project.  Once this information is compiled and 

documented, we will know what to apply for based on the 

project and location of the construction.  Next, we need to 

understand the typical time frame between application and 

approval.  Once this is well understood, we can effectively 

determine when we need to apply for each permit/license in 

order to generate a smooth permitting process that is free 

from delays. 

A little extra effort up front is well worth it as it will lead to 

significant time and cost savings down the line. 

About the intern: Jamie Stockdill is a senior at Georgia 

Southern University. Jamie got invited to be 

a part of the Duke Talent Identification 

program which searches out academically 

gifted students. Through this program, she 

spent her summer in eighth grade studying 

3D computer aided design as well as 

structural design and analysis at The 

University of Kansas. In early high school, 

she was also able to take another course at 

The University of Georgia on Supreme Court 

law and ethics. During her senior year at 

Forsyth Central High School, Jamie was dual 

enrolled in The University of North Georgia. 

She is now pursuing her bachelor's degree in 

Civil Engineering at Georgia Southern with 

minors in both Physics and Mathematics. 

Along with her love for engineering, Jamie 

has a passion for music and quantum 

mechanics. She has been involved with her 

school bands for the past ten years and plays multiple 

instruments. Jamie’s passion for quantum mechanics was 

cultivated by her science teacher 

in sixth grade after school 

while learning about ham 

radio. During this time, Jamie 

also had the opportunity to 

speak with someone on the 

International Space Station 

which further encouraged her 

passion for applied mathematics. 
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Jibe: A Network Transformation 

Planning Tool Set 
Gianni Absillis, Bhavesh Parekh 

 

Jibe was conceived to tackle the problem 

of the massive planning effort that Telecommunications 

companies undergo to lay out the future of their access 

networks. The access network comprises around 80% of the 

expenses for these companies, yet the planning for the 

changes to their network is mostly done at a high level, 

instinctual basis, backed by the forecasting models of a few 

scenarios to be compared. Jibe will take this modeling effort, 

that usually takes days or weeks, and condense it to minutes, 

while enabling the user to tweak at a much finer granularity – 

all the way down to the network element level; the finer 

granularity can then be used to try hundreds of scenarios in 

the same time 

that planners 

used to do 

two or three. 

Ultimately, 

Jibe makes 

planning the 

future of an 

access 

network faster, 

more specific, and more concrete. 

Our focus behind the design for Jibe is flexibility and 

scalability. We use user defined technologies and architecture 

changes, as well as user created inputs to define, refine, and 

restrict the evolution of the footprint as calculated by the 

tool. This means that the tool can be used in any context with 

an access architecture. We also designed the program to be 

easily extended so that we can accommodate a variety of 

requests for tools which operate with the Jibe core; these 

requests range from inventory and operational planning, to 

product and revenue planning, to in-depth financial analysis. 

The ultimate goal for Jibe as a tool is to provide inputs that 

represent strategic thinking and use that to take the current 

state of a network and create a 10+ year plan while tracking 

the footprint, costs, and important information for all the 

access network elements in the given network topology. By 

visualizing and post-processing this footprint data, we hope 

to provide the means to effectively try multitudes of 

strategies and pick the best scenario to chart a firm course 

for the evolution of the network. 

About the interns: Gianni Absillis is an 

undergraduate student in the 

mechanical engineering department at 

North Carolina State University. 

Alongside pursuing a mechanical 

engineering major, Gianni is pursuing a 

music performance minor and computer 

programming minor. He has a 

background in FIRST Robotics as a team 

member, team leader, and mentor for 

teams 435 and 5518. In FIRST Robotics, 

Gianni participated in, and managed the 

design and construction of a robot from the ground up in a six 

week build season to compete in a challenge created annually 

by FIRST. As a mentor, he now helps the next generation of 

high school students to participate and succeed in the new 

challenges created for them. 

Gianni is also an avid musician: 

he was a member of the Eastern 

Music Festival for three 

summers, and Principal Double 

Bass of the Triangle Youth 

Philharmonic for 2 years. Gianni 

currently performs bass in the 

Raleigh Civic Chamber Orchestra. 

Bhavesh Parekh has experience in data analysis and code 

debugging as well as instructional 

technology platforms. As an intern 

at DTS, he has been working with 

the team to research trends in 

network element transitions. He is 

a 3rd year undergraduate at North 

Carolina State University studying 

Biomedical engineering with a 

minor in Computer science. At the 

university, he focuses his 

education on bioinstrumentation 

and is also a part of a chapter of the UN organization 

HeforShe. In his free time, Bhavesh enjoys playing music, 

doing bhangra, and boxing.  
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Understanding the basics 

of Transformation in 

Telecom Industry 
Sudheer Dharanikota 

Executive Summary 
Lately telecom industry has been going through 
significant transformation due to - gigbit fever, storm of 
next generation technology availability or industry 
consolidation. If you are a senior executive who directs 
your team to spend ~20% of your revenue every year 
into your core assets, these transformational decisions 
can be very unnerving! Balancing the revenue 
opportunities, competing effectively and investing with 
future in mind – make this a crucial and very challenging 
task. Our goal in this white paper is to give you the 
basics behind transformation, provide a metric that can 
navigate you through the transformation jargon and 
assist you in engaging different partners to participate 
in a successful transformation.  

What is transformation anyway? 

 

Merriam–Webster dictionary defines Transformation as 

“A complete or major change in someone's or 

something's appearance, form, etc.” Fundamental 

questions, when someone says Transformation in the 

Telecommunications industry, have to answer includes: 

✓ Why are they changing completely?  

✓ What are they changing? and 

✓ How much is it going to cost? 

Bottom line (intuitively) should be where is the money? 

How will this complete makeover help the company to 

increase their topline and profits? This article attempts 

to stich major components of the Transformation story. 

First let us clearly understand when a Telecom 

executive says Transformation – what is or which asset 

is changing? Yes, yes, yes – I agree with you, the 

customer is a Telecom company’s asset. Let us get off 

the hype for just a moment. To meet the ever-

demanding company’s revenue generating customer 

needs, the company needs to feed the beast – the 

Telecommunications Network Infrastructure. It may 

not sound sexy – but the bottom line in Telecom 

Transformation is significant changes to the operator’s 

network infrastructure. There may be other changes 

that will be triggered as part of this transformation – 

namely the operational improvements, process 

improvements etc. But in this white paper let us focus 

on the elephant in the room (I hate this phrase – but 

unfortunately this defines what I want to say) – namely 

the Capital Expenditure (CapEx) due to transformation.  

Refer to the insert for a crisp definition of 

transformation and what asset changes are we talking 

about under this transformation. 

Before getting into some serious stuff – let us get a 

couple of things out of our way. Not every change can 

be called transformation. Unless you have some other 

motivation 😊 So what are the basics behind 

transformation? Three things to be aware of in 

transformation, namely it should  

✓ be focused on the revenue uplift (if you are not 

talking about this – something is wrong),  

✓ be a strategic investment – will spend enough 

time on what is strategic in this white paper, 

and 

✓ extend the strategic horizon to 10 to 15 years to 

make a meaningful transformation  

What does Telecom Operator’s Transformation mean?  

✓ The Capital Expenditure (CapEx) involved in reassessing 

and changing the investment in operator’s core asset – 

namely the network infrastructure – to meet the 

demands of their current and future customers. 

What comes under network infrastructure?  

✓ The network equipment such as routers, modems, CPE, 

set top boxes, transport equipment, outside plant 

construction equipment, fiber, Coax, tools etc. 

Basics of Network Transformation: A transformation should -  

✓ Address your basic problem – meeting your customer, 

competitive and product demands 

✓ Minimize CapEx spend and maximize revenue through 

strategic long-term (~10 – 15 years) investment 
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Why is Transformation important? 
 

Let us get to the transformation details.  

A typical investment in Telecom industry is cyclical in 

nature.  There is much literature out there that talks 

about why cyclical (best place would be to refer one of 

the Telecom giant’s 10Ks over the last 10 years) – so let 

us focus on the transformation aspects. This cyclical 

investment has three phases, as shown in Figure 1 

Different phases of Telecom Transformation investment 

cycles, that - 

✓ Strategizes the investment both for short term 

(more for tactical reasons) and long term (more 

for transformational reasons) 

✓ Invests in the transformational core assets 

(network infrastructure) at appropriate rate, 

and  

✓ Optimizes the CapEx investment and other 

aspects, such as operational spend, to reap the 

benefits of the investment 

 

On an average, the CapEx investment will trend up in 

any growing Telecom company. This is the Investment 

Trajectory, as shown in the figure. Guess what will 

happen if the Telecom Company’s investment trajectory 

is not trending up! 

CapEx investment without talking about revenue does 

not make sense. Although not drawn to scale, the 

revenue trajectory should at a minimum be parallel with 

the investment trajectory for a healthy company. 

Unfortunately, there are many factors that impact the 

revenue growth – poor transformation investment that 

does not meet growing customer demands, competition 

from new entrants and incumbents, and of course the 

changing habits of the customers. 

 

The obvious question would be, what is the relation 

between revenue and transformational investment? 

Obviously, this depends on the status of the telecom 

company. The incumbents get this to a stable ratio, 

while the new entrants are open to higher risk (that is 

the investment trajectory may be above the revenue 

trajectory). In this white paper, we are focused on the 

incumbents who have a stable investment and revenue 

cycles. 

Before we get into the transformation details, let us get 

the intuition on the goals of Transformation from the 

investment and revenue cycles point of view.  

 

Figure 1 Different phases of Telecom Transformation investment cycles 
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✓ Network investment should be aligned with 

revenue over a cycle. That is the ratio of 

average investment and the average revenue 

over a period of investment cycle should be the 

same or lower. 

✓ Keep in mind, transformation spend is cyclical 

and hence the profit expectations from the 

investment will be cyclical in nature. 

✓ The operator need to find the right spend mix in 

the network to keep up at least with the 

revenue expectations of the finance leadership 

and at the same time fuel growth. 

Metrics to measure and control transformation 
 

Question is how are we going to measure this tangled 

web? Or politely put - what should be the 

characteristics of a metric that truly represent the 

different facets in transformation?  

Here are some characteristics. This metric should –  

✓ Be simple to understand, 

✓ Capture the true relation between revenue and 

investment cycles, and 

✓ Remain meaningful for companies in the same 

sector 

BTW, we already introduced this metric in the previous 

section. It is the Capital Intensity Ratio (CIR), the ratio 

of the capital investment of a given year to the revenue 

in that year.  

Capital Intensity, in its native terms is a leading 

indicator for the capital investments a company needs 

                                                           
1 Source: 2012 Morgan Stanley Investments analysis 

to make back into the business to remain in business 

and thrive. Different industry sectors need to invest at 

different rates. As shown in Figure 31, for example, a 

food manufacturing company needs to invest only 3% 

to keep growing, while a telecom industry being an 

infrastructure intensive business, needs to invest 

around 22% to stay in business. 

Let us, for example, consider the airline industry. 

Common sense says it needs heavy capital investment 

to buy planes, maintain them, operate them and 

refurbish them. This higher capital-intensive nature of 

airlines makes it very difficult for new comers to break 

in. Same is the case with the Telecom industry. A 

continual upgrade to the network requires significant 

(~22%) reinvestment of revenue. This was one of the 

reasons why Google has had such a tough time making 

business sense of their Google Fiber investments. 

As shown in Figure 2, within an industry sector the CIR 

changes between companies. This could be because of 

the customer base they are addressing with their 

products, or where they are in their year over year 

investment cycle or a simple misclassification (for 

example the media sector, as shown in the graph). 

Comcast, with the inclusion of NBC in its portfolio, can 

be categorized as a Telecom company or a media 

company. NY Times on the other hand is a pure 

newspaper media company. Comparing CIR of Comcast 

and NY times in this case is not accurate.  

11%

5%

9%

6%

18%

3%

Novo Nordisk Merck Daimler
Chrysler

Porsche Comcast NY Times

Pharma Automobiles Media

Capital Intensity within Industry

3%
6%

9%

15%

22%

Food
Manufacturing

Media Pharma Utilities Telecom

Capital Intensity Ratio

Figure 3 Capital Intensity Ratio for different industry sectors 

Figure 2 Intra sector Capital Intensity comparison 



16 
 

© Duke Tech Solutions Inc. Confidential and Proprietary DTS Summer Magazine 2017 

Let us say we sorted it all out and figured an industry 

sector specific average CIR, as shown in Figure 4.    

The Telecom company that you represent is trying to 

evaluate if they are investing less or more on their 

infrastructure. Get their CIR over the last few years and 

compare with the industry norm as shown in the figure. 

One gotcha to remember - CIR has to be a running 

average over a period of 10 – 15 years (Why? – again 

the investment in Telecom industry is cyclical).  Let us 

analyze three scenarios as shown in the above figure.  

Scenario 1: Downward swing in CIR: Unless a 

company found a silver bullet in making money 

without spending nearly as much as their peers, 

this is a good sign. Typically, this is not the case. 

This shows that the leadership is risk-averse, 

leading to potential downward spiral. As a 

colleague of mine says – not investing in the 

network will self-solve the problem by pushing 

the customers away. 

Scenario 2: Upward swing in CIR: This is fine 

when you are a new comer in town. You may 

want to take risk and hence invest in the 

growth. But if you are an incumbent and you 

are spending more than the industry norm – 

you are taking a higher risk. What is going on? 

Why is it taking you more CapEx for gaining the 

same ARPU. Time for you to investigate.  

Scenario 3: Slight upswing in CIR: It is ok to 

invest in your core asset to gain more customer 

base, be a little aggressive in investing in your 

future safe network. Question of how much 

incremental investment really depends on the 

revenue opportunity that you are creating for 

your company. This is always the struggle. 

The big question then is – How to manage capital 

intensity ratio during transformation to align with 

company’s strategic goals? 

The Push and the pull of taking controlled risk 
 

The capital investment in the Telecom industry using 

revenue (long term) or customer growth (short term) 

needs, in most cases, do not align. The push and pull 

between these needs spread across the whole 

organization. Let us look at how these differences in 

opinions (and incentives 😊) can be harnessed for the 

greater good of the company. 

The revenue focused vision, aka product management 

view, increases the denominator in the 

CIR.  

✓ The target here is fueling 

growth in revenue. Product 

Management does not get paid to optimize 

investment but to maximize revenue. They 

typically focus on - 

o New products 

o Deter competition 

o Increase customer footprint 

o Potentially increase customer revenue 

That is, the product team pushes the 

company to take more risk with the 

intention to retain the customers and 

increase customer base. 

The growth focused vision, aka operational view, 

increases the numerator in the CIR. 

✓ The target here is optimizing 

the capital investment by 

meeting customer growth 

demands. That is, spend 

CapEx to meet current demand 

and future growth projections and stay within 

Year 

A
vg

. C
IR

 

Telecom Avg. 

Figure 4 Different CIR situations for a Telecom industry 

~20% 



17 
 

© Duke Tech Solutions Inc. Confidential and Proprietary DTS Summer Magazine 2017 

budget. These operational groups typically 

focus on - 

o New technology options 

o Lower spend with higher returns 

o Deploy in a targeted way – where 

required 

That is, the operational teams spends the 

investment in a targeted way to manage 

growth and customer satisfaction. 

Most of the time the revenue and the operational goals 

are diametrically opposite – requiring 

the need for a referee. The goal of 

the referee should be maintaining a 

sustainable and healthy growth by 

tracking Capital Intensity Ratio. 

The finance team, who typically acts as a referee in 

transformational programs, focuses on  

o Keeping the owners (shareholders, PE 

firms, private owners etc.) happy 

o Controlling spend 

o Monitoring, monitoring, monitoring 

▪ Revenue 

▪ Spend 

▪ Different business cases etc. 

My goal in this article is not to mess up your day. But 

unfortunately, this transformation thingy is very 

complicated. Multiple teams pull and push to meet 

their objectives and hence incentives.  

 How can DTS help you with your transformation? 
 

The question is how can one navigate through this 

complex problem. We at DTS  have had the privilege to 

assist our customers through transformation multiple 

times. Be it may be to compete against new comers, 

introduce new technologies or counter the incumbents 

– we have done it a couple of times in the last five 

years. 

We also developed different tools and processes to 

assist in navigating the maze of transformation decision 

making. Give us a call to assess our capabilities. 

 

You can reach the author at  sudheer@duketechsolutions.com or call him at 

+1-919-961-6175 

 

mailto:sudheer@duketechsolutions.com
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DTS Team – Creating Culture to Meet 

Changing Customer Demands 
Dennis Edens 

Because our team is made up of engineers that have many 

years of real world experience, DTS has been able to help its 

clients in many ways over the years.  Most of our success has 

been centered around our three main core competency 

areas.  These areas include business analytics, technology 

management and strategy planning. 

DTS uses business analytics to enable clients to make 

proactive decisions by analyzing and modeling data to 

address specific problems that work to transform their 

business. By modeling the data, we are able to solve 

problems at the root cause.  This also enables clients to 

optimize their processes to obtain sustained improvements.  

We have seen remarkable results, which have truly 

transformed some companies.  Because all of our consultants 

have strong technical backgrounds, technology management 

come naturally to the DTS team. This allows us to help drive 

technology based RFPs and lead technology roadmap 

discussions.  Over the years, DTS has developed tools that 

have helped our clients in the area of strategy planning.  Long 

range planning is very important, especially when you are 

spending millions of dollars enabling your network.  Spending 

funds in a way that you do not regret later is critical.  DTS not 

only helps its customers identify the optimum strategy, we 

can also be instrumental in implementing the logistics around 

its implementation. 

By staying focused on these competencies, we are better able 

to help our clients more effectively.  We continuously work to 

improve our skills through weekly learning sessions and 

following relevant industry news. Each week, we present 

industry news relevant to areas that we are following.  We 

also focus on one learning area each week to help us stay up 

to date on tools and technologies that are applicable to our 

business.  This continuous learning environment not only 

keeps our team relevant, but also enables us to reach our 

own personal learning goals. 

As the training lead for DTS, I also work with each individual 

to create a twelve-month development plan.  All of these 

activities work to make our team better and stronger, so that 

we can help our clients address their unique challenges.   

Please do not hesitate to contact us if we can help you or 

your business with issues that are preventing you from 

reaching the next level of performance. 

To learn more about how the DTS team can help you manage 

technology effectively visit us at www.duketechsolutions.com 

 

Dennis Edens (Manager) 

Dennis.Edens@duketechsolutions.com  

  

http://www.duketechsolutions.com/
mailto:Dennis.Edens@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

