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Q: Andy Long – Easynet

Assuming that the competition runs its course and an infrastructure is built, what, for you, are the key success factors that you want to see from the project?

A: Sir Bob Kerslake

I would probably pick out 3 things here.  First is that we do accelerate the process of implementation of high-speed broadband and that is critical to us.  A lot of people say when we pressed this, well, do you know what you are going to use it for really and in part we do and in part we don’t in truth.  There is the famous phrase from Bell about someone asking him what he thought he use of the telephone was going to be and he said “What use is a new born baby?”.  Now I think he probably won that argument on the telephone didn’t he with that particular person.  I am convinced, and the evidence elsewhere globally suggests that creating the opportunity will almost certainly bring with it the uses so actually that is a critical success factor.  I think the availability across the sub-region on an affordable level, both for businesses and residences is important here and I think alongside that the part that the public sector has to play is in a sense communication engagement and stimulation of demand and interest at community level so we recognise that an important part of what we have to do is to make sure that it isn’t just about the technology of course, it’s about working with communities and that’s what we do.  Our critical success factor is that it’s available faster, that it is widely available and affordable and that we have been successful as a public sector agency in stimulation interest, demand and opportunity.  I think the third factor, and it might surprise you in a way, is that you as a private sector have found this a worthwhile project and investment to be involved in because if you don’t then it isn’t going to happen in an effective way.  This has got to basically be a financially a rewarding and profitable for you.  If it isn’t, then something has gone wrong and what I would want is a showcase where we can say “We’ve delivered this.  Other people have talked about it, we’ve actually made it happen here”. And that is a kind of benchmark so that you as businesses have got ahead of the pack as well actually.  Whoever we partner with genuinely gains in terms of market advantage actually is a success factor for me in this project.  In terms of the way that it is delivered, Graham and others will talk about that.  I am personally very open-minded about that, that the Why is what I can focus on in the big level outcomes, the How is the bit that we employ all these experts to help us with.  I hope that answers your question.

As always, people are shy but feel free after today’s event, if there are questions you feel you need answers from us at Senior Level on this, the door is open, we will talk to you.  We have to obviously treat different competitors fairly and equally on that, but because it is such an important project to us, we will make the time to talk to you.

Q: Could you expand a little on the role of the Service Provider because there seems to be 2 roles here?  One is a Service Provider in the traditional sense of providing access to the internet but clearly there are these other Service Providers who are providing television or other interactive services or next generation services so how does that square with the concept of the network having its own connection to the internet?

A: William Murphy

If you think of an ISP as start we are trying to generalise that from being an Internet service provider to just being a service provider.  Because Broadband is only being used for one particular thing at the moment which is get to the Internet as quickly as you can, that service provider has been specialised that way.  As people come along with say high definition TV or video in demand platform there will be people who will just want to do video in demand or they will want to do some sort of business service, for example, offer access to accounting packages for the sake of argument that is just another type of service provider.  What basically the wholesale platform does is solve the problem of reach, how they get to the end users and allow service providers to concentrate on making really really good services and making their services more efficient and forgetting about the paces string that actually connects them to their end users so that’s the general sort of thought behind that.  I am not sure if the industry is there yet, it probably isn’t but if you look at some of the developments where people are starting to think about doing video in demand over the Internet and doing nothing else other than video and demand.  That in a sense is another type of specialisation of service providers.  Does that help?

