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Rits tele.com: free web-to-phone calls

Van PC naar vaste telefoon

naar



  

Rits tele.com: business model
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9/11: end of free service

• 2001: webvertising 
market crashes 

• After 9/11: Amex 
campaign suspended

• Rits tele.com decides 
to migrate from a free 
to a paid service



  

Introduction Pilmo



  

Roadmap

2000 2001 2002 2003 20042000 2001 2002 2003 2004



  

2005

• Start of large-scale rollout of VoIP 
– Cable companies (UPC, Essent, Casema)
– ADSL companies (Tiscali, Wanadoo)
– Announcement KPN InternetPlusBellen

• Margin under pressure
• Big marketing budgets
• No independent right of existence 

• BBned
– No platform
– Whitelabel (100%)
– Acquisition finished March 2005



  

Technical developments

• What do you use to call with?
– Headset (browser)  
– Headset (PC application / softphone)
– Regular phone (USB device)
– Regular phone (CPE) 

• Critical success factors
– Regular phone
– PC-independence  



  

Pilmo based on H.323

• Multi-PC modems (routers): not possible
• 1 poorts ethernet modem (Cable / DSL)

– PPPoE
– DHCP
– PPTP



  

VoIP behind NAT

Pilmo Internet
modem
(router)

• #1 reason to migrate to SIP
• Migration

– From: GNU GK 
– To: SER 



  

Skype

Not so unique
• PC-to-PC calls
• PC-to-Phone calls
• PC-based Instant Messaging

Unique
• Brilliant marketing
• Timing: broadband penetration (!)
• NAT traversal solved
• Superior speech quality
• Exit strategy…



  

Consolidation: KPN

http://www.zibb.nl/tools/tp/asp/pg/item/iu/3F3EBA3A-979A-4311-BE91-9B90F5A9ED61/in/Freeler.htm


  

Consolidation: cable



  

NL Consumermarket



  

Why consolidation?

Passive
infrastructure

Active
infrastructure

Service
Management

Operations

Sales & 
marketing

Helpdesk &
billing

Each layer contains
• Overhead
• Margin



  

Operator’s perspective

Passive
infrastructure

Active
infrastructure

Service
Management

Operations

Sales & 
marketing

Helpdesk &
billing

• All internal margin and 
overhead within the same 
company

• Overall margin maximized



  

Service provider’s perspective

Passive
infrastructure

Active
infrastructure

Service
Management

Operations

Sales & 
marketing

Helpdesk &
billing

• All overhead and margin is 
actually charged

• As margin pressure rises, the 
business model will fall 

• DSL operators??
• MVNO’s??



  

Example: flat-rate calling

• 1999: Dialpad (USA)
• 2000: Superweb / Wish (NL)

– Onbeperkt bellen via ISDN

• 2003 / 2004: France Telecom
– Les illimités
– Ranging from EUR 9,- to EUR 35,-

• 2005: all Dutch DSL / cable operators 
flat fee national calling



  

Example: flat-fee calling



  

Example: flat-rate calling



  

Example: flat rate calling



  

Circle of life

1. High margin, low competition
2. Medium margin, medium / high 

competition
3. Consolidation
4. Low margin, low competition

• Niche players will always remain
• Who benefits: customer!!!



  

Next big thing: FMC

• Telecom Italia buys back TIM
– Financed EUR 20 bln for 44% buyback

• Telenor: big restructuring project
• KPN: integration of fixed and mobile 

divisions



  

FMC today (NL)



  

FMC today (NL)



  

FMC today (NL)



  

FMC today (NL)



  

FMC

Disruptive threats
• Mobile terminating
• Roaming

Big difference USA / Europe
• Receiving party pays

– Initial slow take-up
– Today: very, very nice FMC services



  

Consolidation

• Vodafone acquires TNF
– Broadband internet services B2B

• KPN has both fixed and mobile infrastructure
• Orange: for sale
• T-Mobile: WiFi / HSDPA

• Infrastructure owners will win the low margin 
game



  

Click-2-Call: Jajah



  

Click-2-Call: Jajah

• Click-2-dial via (mobile) web
• Free to USA, Canada, Western Europe, 
• Other countries paid
• Conferencing services
• 8 mln USD in venture capital



  

Click-2-call: Rebtel



  

Click-2-call: Rebtel



  

Click-2-call: Rebtel



  

Mobile IM: Fring



  

Mobile IM: Nimbuzz



  

Mobile IM



  

Residential VoIP providers



  

Business VoIP



  

ISDN over IP



  

ISDN over IP



  

SIP trunking



  

SIP trunking



  

IP Centrex



  

IP Centrex



  

VoIP PBX 



  

VoIP PBX



  

VoIP PBX



  

Smart SOHO / SME solutions



  

Conclusion?

Chances
• Low margin services

– Be smarter
– Be quicker

• High margin services 
– B2B


