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If it is true that most great changes are preceded 
by chaos, we are in for a really exciting ride. 
Never before in the history of telecom, and more 
particularly of international wholesale, have we 
faced so many unknowns, disruptors and new 
technologies, nor have we been in such a state of 
flux.
 
Nevertheless, in the midst of chaos lies great 
opportunities for those who are courageous 
enough to write their own rules, and to take the 
necessary steps to transform themselves to lead 
the new wholesale world. This will be a place 
where agility, creativity, differentiation, taking risks 
and pushing the boundaries will be the norm and 
keys to success.
 
Concretely, this will require wholesalers to initiate 
a 360° transformation of their business. More 
importantly, they will need to not only start thinking 
outside of the box, but to actually get rid of the box 
altogether. 
 
This will happen with an evolution of the 
technologies used, services and business models 
offered above and beyond connectivity (to move 
towards cloud, platform as a service, analytics and 
interworking), and, critically, with a transformation 
of their culture and organization.
 
Without this final evolution, wholesalers will 
never really succeed in re-inventing themselves 
to become enablers of change and to offer what 
end-users really want: the flexibility to control their 
communication experience from start to finish.
 
In my opinion, to facilitate this culture shift, telecom 
operators and wholesalers will increasingly need 
to embrace and encourage diversity of thought 

within their organization. Not only by promoting 
diversity of culture, knowledge, expertise and age, 
but more importantly of gender.
 
Which brings me back to the title of this article: 
‘More women at the top - So what....’
 
Having interviewed a great number of inspiring 
lady commanders at the top of their game, 
successfully leading innovation, disruption and 
the industry’s transformation, I am convinced that 
we would be sadly misguided if we would try to go 
through this journey without them.
 
Each has something fresh and new to bring to 
the table and is not afraid to tackle this challenge 
with groundbreaking approaches and a certain 
subtleness and flair that men sometimes struggle 
to display.  At the end of the day, our industry’s 
success will come from having a mix of strong 
and inspirational leaders with the guts to stop 
fighting for the old and to start building the new, 
and women are an integral part of this equation.
 
As you will see, the women that have been chosen 
to be part of this second HOT TELECOM Lady 
Commanders interview portfolio, are telecom 
tigresses with unparalleled dynamism, intelligence 
and vision - all traits that are pre-requisites for our 
leaders of tomorrow.
 
Keep on reading and I am sure that like me, you 
will be convinced that a future wholesale world 
without women at the top would not be as exciting, 
inspiring or would ever come close to achieving its 
full potential. 

Isabelle Paradis
President, HOT TELECOM

more  women  at  the  top
so what.....
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The  NEW  WHOLESALE 
LIMITLESS  OPPORTUNITIES

RONNIE KLINGNER
President - PCCW Global

CONTENT
The ACC is one of Asia’s most awaited events attended by 
industry leaders from wholesale fixed and mobile carriers, 
including network providers, retail products and service providers, 
business communication and ICT service providers and enablers,
and just recently, the enterprise market. 

Network, connect and engage with a wide community of top 
executives, visionaries and influencers from all over the world 
at the ACC 2016. Join attendees from over 60 countries with 
an expected 1,500 delegate participation from more than 500 
companies in the international carrier community.

The 12th ACC is set in the dawn of remarkable change and great
expansions in today’s digitally-driven marketplace with the uproar 
of a new and exciting era. This year, the ACC opens its doors
to the enterprise markets to collaborate with carrier businesses 
and create a positive impact in the digital era ona global scale.

Lifestyles and work cultures are increasingly transformed by the 
Digital REvolution. The “omni-channel” approach to heightened 
customer relationship management, big data’s growing relevance
and dominance, as well as enterprise mobility — all demonstrate 
how the digital enterprise has rapidly evolved. The same goes for 
the wholesale business that has seen commoditization and shifting
markets with the onset of the big tidal wave of digital change. 
Together, we navigate through the seas of disruption. 
 

 

What is ACC?

ACC 2016 Business Theme

High Level Speakers from the Industry’s Biggest Companies 
Under One Roof

Exciting Lineup of Activities

REvolution
Navigating Through the Seas of Disruption

Learn from top entrepreneurs, innovators, and experts in the industry who continue to push
the boundaries of digital communication. Discuss important trends and vital information on the new capabilities 
of connectivity in the realm of today’s digital revolution.

ACC 2016 is packed with unique and stimulating activities, nightly themed dinners, engaging plenary sessions, 
workshops and exhibits that provide great opportunities for you to network and interact with other delegates.

It’s always more fun at ACC! See you soon in the paradise island of Cebu, Philippines!
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Nerissa S. Ramos
Group Chief Operating Officer - ePLDT

SUCCESS
Doing things right the first time, every time

TElcos  need  to  stop

thinking telco

Nerissa Ramos, is Group Chief Operating Officer of ePLDT, Philippines’ 
premiere digital innovator. Since its inception, the company has led the 
industry in the development of enabling technologies for enterprises, 
as it sets the pace for IT innovation through a digital mindset and a 

forward-thinking culture.

In this article, Ms Ramos shares her views on the evolution of our industry 
and what she sees as keys to telcos’ evolution. Finally, she discusses her four 
pillars to success: customers first, hard work, attention to detail and, last but 
not least, grit.

Isabelle
Line
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ADDRESSING CUSTOMERS’
REAL-LIFE PROBLEMS

What are the main trends currently impacting 
the global telecom market?

Three parallel forces are at work and 
challenging industry players to think and act 
differently. 

First is the dramatic change in customer 
behavior. Today’s consumers and workers’ 
experience is almost fully digital. Which means 
they expect immediate access to watch, play 
and listen to content and information, all this 
via mobile devices. But more importantly, they 
expect access anytime, anywhere and with the 
best user experience possible.

Second is the need for enterprises to transform. 
In some way driven by the first transformational 
force, enterprises (both businesses and 
government) need to keep pace with these 
changes. Digital transformation has therefore 
become not just a buzzword, but a key 
business strategy. 

When I talk about Digital transformation here, 
I don’t merely mean technology platforms 
or new solutions, but a new way of doing 
business that must align with, and support, 
fast-changing consumer behaviors. 

The third force at play, is the need for telcos 
to shift their business beyond connectivity 
towards solutions. The boundary between 
telco and IT is blurring. To solve the customers 
of today’s ‘real-life problems’ telcos now need 
to pool these technology, IT agility and reliable 
connections capabilities together.

But what is more powerful is that together, 

these three forces are accelerating the 
adoption, and subsequently the monetization, 
of Social Engagement Solutions, Digital 
Mobility/ M2M/ IoT, Cloud, Big Data/ Analytics 
and Managed Security. This is a very exciting 
time!

NEVER FORGET THE BASICS

What are the top pre-requisites to succeeding 
in the current telecom environment?

The first thing that comes to mind is to never 
forget the basics. Consequently, the question 
we should ask ourselves each and every 
time we roll out new solutions, systems, 
processes, and organizations is the very basic 
question: “Will this solve our customers’ real life 
problems?” 

If the answer is yes, then change management 
will not be an issue, it will generate high 
adoption and create high impact to users 
and customers. It will ultimately result in quick 
monetization.

Another important key to success is the ability 
to adapt quickly to the changing needs of 
the market, as is providing services that are 
relevant to those needs. In our case, this means 
providing reliable and secure infrastructure for 
data and voice services.

Apart from infrastructure, it is also critical 
to build an ecosystem of partners who can 
provide complementary and value-accretive 
services that telcos can offer to differentiate. 

This requires a paradigm shift in telco thinking, 
from building all capabilities organically, to 
an hybrid model of partnerships and organic 

capabilities.

At the end of the day, telcos need to stop 
thinking telco. They need to innovate, not 
only in terms of technology and network 
capabilities, but more broadly in terms of 
legacy processes, business models and in the 
way they deliver customer experience.

THE PATH TO GROWTH IS DIGITAL

How is your company positioning itself in this 
new world and how does it plan to capitalize 
on its strengths to succeed?

It is very clear that the path to growth is 
digital. Our Chairman and CEO Manuel V. 
Pangilinan’s marching order is to protect 
our market leadership by accelerating the 
transformation of PLDT into the country’s 
leading and preferred digital service provider. 

As consumers and enterprises become more 
data driven, PLDT is resolute in consistently 
raising its network capacity, quality and 
resiliency, as well as persistently introducing 
digital services to the market.

As PLDT Group’s digital enabler, ePLDT has 
strengthened its capabilities based on three 
strategic pillars: infrastructure, expertise, and 
partnerships.

This is taking place from simple data centres 
to the full ICT outsourcing value proposition 
to the enterprise market. It therefore spans 
network, data centres, hosting services, 
business continuity, cloud services, big data, 
digital engagement solutions to managed 
security, and a number of real-life-business-
problem-solving digital solutions.

CAN’T GET NO SATISFACTION

What’s the best advice you wish to pass on to 
our readers to achieve success in business?

Agnostic of gender, I believe that there are four 
success principles that will stand any changes 
in market and technology.

The first is the age old cliché: customers first. 
Technology is useless no matter how elegant, 
if irrelevant to customers. 

The second is hard work. Nothing can replace 
hard work. 

The next is attention to detail. Most of us often 
get lost in the frenzy and confusion of a messy 
situation and before you know it, we are carried 
away by the tide of day to day problems. 

Attention to detail requires that we break down 
the issues into small pieces and prioritize 
according to what will have the most impact 
towards the achievement of our objectives. It is 
devotion to excellence. It is about consistency. 
It is about doing things right the first time and 
every time.

Finally, you need grit. To me, grit is about 
passion and speed. As Rupert Murdoch said, 
“Gone are the days when big is beating the 
small. Fast that will beat the slow”. 

Grit is about bringing an idea to action quickly 
so that lessons are learned and iterations are 
executed immediately. It is about not wasting 
an opportunity because we spend too much 
time analyzing, and even worse, arguing. It is 
a positive form of stubbornness, an attitude of 
‘Can’t get no satisfaction’.

Isabelle
Line



10     THE A SIAN T IGRESSES

The  new wholesale
limitless  opportunities

Ronnie Klingner is President of PCCW Global’s new Mobility, Security 
and Digital Communication Solutions group. For the past 9 months, she 
has spearheaded this new initiative with the objective of transforming 
PCCW Global into one of the most innovative wholesalers in the market. 

With a focus on future growth areas such as platform as a service, cloud, 
security and media, she is pushing the boundaries of the carrier business as 
we know it.

We recently discussed the hot topic on everyone’s mind at the moment: The 
transformation and future prospects for the wholesale business. This article 
summarizes Ronnie’s views regarding how wholesalers should evolve to thrive 
in the new reality, keys to future successes and the role of women in this 
evolution.

I have seen the future and it will be….

Ronnie Klingner
President - Mobility, Security, Digital Communication Solutions

PCCW Global

SUCCESS
Transform from the top

Isabelle
Line
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THE FUTURE STARTS TODAY

Is it really necessary for the wholesale business 
to transform and what needs to happen?

The transformation of the wholesale business 
is a really hot topic at the moment and it is 
always on our mind within PCCW Global. 
The voice and data traffic volumes may still 
be growing, but most carriers’ wholesale 
revenues and margins are under pressure and 
stagnating at best and these trends are only set 
to accelerate.

There is therefore no way around it, our 
business has to evolve rapidly to mirror our 
customers’ new digital, video and ‘everything 
on-demand’ types of requirements.

Hence, wholesalers have to start creating their 
future now and adapt to this new reality.  From 
my point of view, this cannot happen without 
embracing cloud services, and launching a 
set of digital on-demand applications on top 
of our global core networks. The trick will be 
to protect our core business, while launching 
innovative services on top.

Realistically, we cannot achieve all this on our 
own, so we will have to become experts at 
partnering with players of all sizes and at using 
federation type models to speed up our global 
expansion.

I HAVE SEEN THE FUTURE
AND IT WILL BE...

What do you think the future wholesale 
market will look like?

I think the wholesale market of the future will 

look completely different. It will be made up of 
a multitude of products, revenue streams and 
business models. The future ecosystem will also 
be composed of a diverse set of wholesalers 
with different expertise and capabilities, above 
voice and data services.

Nevertheless, in my opinion, a global network 
is and will continue to be critical to success 
and only a handful of wholesalers have that. 
True global presence is also becoming a must 
and having not only the sales team, but also 
the commercial, operational and technical 
people spread across the continents closer to 
the customers is increasingly critial.

So for those who have a global network and 
presence, the skillsets to deliver services above 
and beyond connectivity, as well as the mind-
set to adapt quickly to this new environment, 
the opportunity will be enormous. But not all 
wholesalers will be able to achieve this shift, so 
a consolidation of the market is inevitable and 
is happening as we speak.

In addition, as wholesalers move quickly to 
enter new digital markets, they will have to offer 
forward thinking types of products in the form 
of platform as a service and white labeling for 
example. Using new go-to-market strategies 
such as federation-type arrangements and 
cloud, will enable them to offer global reach 
rapidly, while minimizing their capex investments.

TRANSFORMATION NEEDS TO
COME FROM THE TOP

What are the key success factors for 
wholesalers to truly transform their business?

To be successful, the transformation push 
needs to come from the top, and needs to 

start with the organization. One of the main 
challenges in enabling transformation is to find 
the best way to organise your group to create a 
momentum and push towards transformation. 
If you continue to run your business as you 
have always done, using the same people, 
systems and processes, it will not work. 

It is also key to change your mind-set to move 
the wholesale organisation from a traditional 
way of doing business, to a more adaptable, 
dynamic and innovative entity.

PCCW GLOBAL
CHANGING THE WHOLESALE GAME

How is PCCW going about its own 
transformation?

The first thing we did is to organize ourselves 
to trigger this transformation from within, by 
creating the new group I am leading and by 
generating focus on change and innovation.

Another pillar of our transformation strategy is 
our global network. At PCCW Global, we see 
ourselves as a global backbone provider, with 
a growing number of value added services 
sitting on top. We have invested heavily on our 
SDN and NFV capabilities, which will enable us 
to continue to sell capacity services, but more 
and more on a demand basis, using innovative 
pricing models, giving customers what they 
really want: immediate access to products and 
applications.

A third table stake in our transformation is our 
media platform. 70% of the internet traffic is 
generated by media. So to take advantage of 
this opportunity, we started to look at content 
and how to bring it closer to our customers. 

This is why we invested in our media platform 
to offer this, not only directly to our customers, 
but also as a cloud-based solution to small 
operators that don’t have the expertise but 
know they need to get into this business.

WOMEN AT THE CENTER
OF THE TELECOM REVOLUTION

Do you think women have a special role to 
play in the industry’s transformation?

We cannot get around the reality that there is 
still a difference in business if you are a woman 
or a man. It does not really matter to me if I 
am viewed differently as a woman, as I know 
what I am worth and have proved it through 
the successes I have generated throughout my 
career so far. Knowing your self-worth is key 
to dealing with the man/women interaction 
challenge in business.

I think women are generally more open and 
adapt very quickly to change. We are also 
good at helping people think differently in a 
non-confrontational way. 

More importantly, we are good at giving credit 
when credit is due and this is very empowering, 
especially when people have to deal with the 
uncertainty that comes with change. In some 
way, men recognise that and many therefore 
think it is important to have women involved, 
especially in instances when transformation 
and change is on the agenda.

Luckily, things are changing and the role of 
women in business is very different to what 
it was 10 years ago. We see more and more 
women in key roles in the industry, a lot of them 
leading innovation and this is very encouraging. 

Isabelle
Line
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enabling  an  agile
communication  fabric 

Mui Hoon POH is CEO and Board Director at SP Telecom (SPTel). 
Part of the Singapore Power Group, SPTel runs one of the most 
extensive fibre networks in Singapore and delivers unprecedented 
reach, availability and service to its customers and partners.

With over 25 years of experience in the technology space in Asia, Mui Hoon 
has led various businesses in information technology, cloud computing, 
e-commerce and e-payments. I had the chance to interview Mui Hoon and 
exchange ideas with her on the main trends impacting our industry and how 
to successfully tackle these challenges and opportunities.

She shared with me her mantra for success in business and in life. Here are 
some of her thoughts. 

Mui Hoon Poh
CEO - SP Telecom

SUCCESS
Continuous learning

Isabelle
Line
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EVERYTHING IS INTERRELATED

What do you see as the main trends currently 
impacting the global, and more particularly, 
the Asian telecom market? 

It is common knowledge that some of the 
main trends that are shaping the future include 
Cloud, Virtualization, IoT and the creation of 
intelligence through Big Data and Analytics. 
What is more important is the interrelation 
between these different aspects and how they 
will influence each other.

When it comes to cloud, we are at a point 
where enterprises and operators are looking 
for ways to successfully merge and optimize 
the use of different types of clouds (public and 
private), to take advantage of the cost savings 
and productivity benefits it can bring to their 
organization.

Related to that, we have virtualization, which 
has moved from compute and storage to the 
network level. This is shaping a future where 
networks are programmable, and therefore, 
being able to envisage networks as software 
defined will be key.

A third trend is the evolution of the technology 
that enables a non-SIM IoT scenario to rely 
on low power wide area core networks to 
transport data between billions of devices 
and the cloud-based analytics platforms. This 
is a game changer and will have a significant 
impact on the way M2M is going to unfold.

The final trend, and one of the most important, 
is how companies will leverage Big Data to 
improve the customer experience. One solution 
is by first collecting valuable information 
from interactions across a number of devices 

and channels in real time and then utilizing 
increasingly sophisticated analytics to create 
new intelligence and insights from this data.

The challenge here is to achieve this in steps 
by first collecting valuable information from 
these interactions in real time and then utilizing 
Big Data analytics to create new intelligence 
and insights from this data.

CREATING INTELLIGENCE

What will be the top pre-requisites to succeed 
in this new environment?

Service providers will need to understand 
how all these different technologies can be 
leveraged to create the right services and 
solutions. In addition, they need to be leaner, 
more agile and able to offer services in a very 
cost effective way.

Customer-centricity will be key, meaning 
organizations that want to succeed will 
have to become experts at creating useable 
intelligence out of the different types of data 
they collect from their customers. Ideally, 
this intelligence will be used to create more 
personalized communication experiences 
tailored to different needs. 

At the end of the day, it’s all about information 
and how easy and cheap it will be to collect 
data. 

This brings us back full circle to connectivity. 
Operators who are able to leverage diverse 
infrastructure, such as different types of clouds, 
to drive down expenses will have an edge when 
it comes to attracting customers.

How are you positioning SPTel in this new 
world and what role are you intending to play?

At  SPTel, we  own  and  manage one of 
Singapore’s more pervasive fiber base 
communications networks and we aim 
to become the enabler of technology to 
international carriers and enterprises.

We are establishing a data centre corridor by 
connecting key and significant data centres. 
This is to facilitate the easy flow of data loads 
between different data centres and clouds in the 
country, allowing more choice for businesses. 
This will certainly help to position Singapore as 
a key data centre hub in South East Asia.

Singapore aims to be the world’s first smart 
nation by 2025, and with its extensive optic 
fibre network, SPTel is able to support this 
evolutionary push.

 
ALIGNING THE TEAM TO THE DREAM

What do you find the most exciting or 
challenging at the moment in your role as an 
industry leader?

As  somebody  who has worked in the 
technology industry for many years, I am 
intrigued and excited by the quickening pace of 
innovation we are going through in our industry. 
However, with this comes the challenge of 
finding people with the right skills and aligning 
them on a common vision to drive the business 
forward. 

Putting together the right team and inspiring 
peak performance has always been, in my 
opinion, the biggest challenge of any business 
leader. People, rather than technology, is 

the “secret ingredient” behind any business. 
Getting that strategy right is always my number 
one priority.

CULTIVATING A GROWTH MINDSET

From your point of view, what is the secret to 
success in business and in life in general?

The key DNA any successful person needs 
to have in our industry is the appetite for 
continuous learning. Change happens so 
quickly and you must stay current if you want 
to succeed. In addition to that, it is crucial to 
cultivate a growth mindset and believe that you 
can always find a solution to any problem.

Being able to connect the dots between what is 
happening now and the key trends of the future 
is crucial to success. You must always be on 
the lookout for the next mountain to climb and 
think about how you are going to ride the next 
mega-wave that comes along. These have 
been my guiding principles in my business life.

When it comes to life in general, the definition 
of success is subjective, so what I deem to be 
a success may be different for another person. 

The definition of success also changes at 
different points in life. For me at this point, it is 
more about being significant than about being 
successful. It is about the impact that I can 
make. 

The best advice I have come across is to live 
life to the fullest and on your own terms. Be 
authentic and passionate about what you do 
and you will find fulfillment.

That to me is the true definition of success.

Isabelle
Line
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the  best
is  yet  to  come 

Ellie Sweeney has been leading the Global Wholesale Sales group at 
Telstra for the last year. Being a relative newcomer to the international 
wholesale family, she brings a greatly needed breath of fresh air with 
her optimism and dynamism to an industry that is constantly evolving.

With her many years of multifaceted experience working in the retail and 
enterprise businesses within Telstra, she also brings what the wholesale 
industry often lacks: a 360 degree understanding of what is required to 
succeed in this increasingly customer centric business. Recently, Ellie has 
taken up a broader role to look after global sales for both wholesale and 
enterprise businesses, embracing more challenges and opportunities in the 
telecommunications industry.

Through the course of our interview, Ellie shared her views on the next big 
things, how to support the digital transformation as a wholesaler and finally, 
how she has gone about achieving success in business. 

Keep on reading, if you want to know why she strongly believes that in 
telecommunications ‘the best is yet to come’!

Ellie Sweeney
Executive Director, Global Sales

Telstra

SUCCESS
A vision beyond profit

Isabelle
Line
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100G IS THE NEW 10G

What do you see as the trends impacting the 
international wholesale business now and in 
the coming years?

When I think of the wholesale industry, I feel 
pretty optimistic, excited and sometimes quite 
challenged by the global trends impacting it. 
The reason I say that is because these trends 
are forcing wholesalers to move beyond the 
infrastructure layer, and more and more into 
services and applications.

Also, coming in with my enterprise background, 
it is interesting to see the level of convergence 
that is presently happening between wholesale 
and enterprise customers. The lines are 
definitely blurring between those two markets.

More and more, the conversations I have with 
my wholesale counterparts are about the 
strategy around cloud, security, the Internet of 
Things and partnerships, and not necessarily 
about capacity and cable systems. This is 
indeed very positive for the industry.

Nevertheless, we cannot ignore the importance 
of connectivity that comes with the incredible 
data traffic growth we are experiencing 
globally. Increasingly, you hear people saying 
that 100G is the new 10G, and we are seeing 
this becoming a reality within our own network. 

Consequently, the capability of offering high 
speed, global connectivity is going to become 
increasingly vital for wholesalers who want to 
support what I see as the next big trend: the 
digital transformation.

DIGITAL TRANSFORMATION
THE 4TH INDUSTRIAL REVOLUTION

What will be the next big thing to influence the 
way we do business in our industry?

A lot of people are talking about the ‘4th 
Industrial Revolution’ being driven by digital 
transformation. It is a theory or position I 
subscribe to and I do believe it will drive 
fundamental changes in our industry. 

This transformation is itself driving the 
proliferation of technology across all industries 
to the extent that everybody has to become in 
some way a technology company. If you think 
about 3D printing, Augmented or Virtual Reality, 
Artificial Intelligence or even Blockchain, these 
are not future technologies that will be part 
of a 2030 vision. They are already becoming 
relevant in our day-to-day reality.

So the questions we have to ask ourselves is: 
how do we respond to that, and how do we 
support this transformation as wholesalers? 
What has made a wholesaler successful in the 
past, may not be enough to ensure success in 
the future. 

These disruptions will increase the relevance 
of adding cloud, big data and security within 
our service offering. It will also encourage 
wholesalers to extend their partnerships and 
possibly create federations to generate new 
operating models.

But maybe more importantly, wholesalers will 
have to ensure they can pivot much faster, 
become increasingly flexible and continually 
course correct their strategy to be able to adapt 
to the continuous disruption they are and will 
increasingly have to face. All this while finding 

new ways to go to market. The days of having 
a fixed 10 year strategy are gone. 

TELSTRA’S 3 PILLARS FOR SUCCESS

What is Telstra doing to position itself as a 
leader to support this digital transformation?

Telstra definitely has the ambition of becoming 
a world-class technology company and to 
achieve this, we have three pillars to guide our 
strategy: customer advocacy, driving value 
from the core and new growth businesses.

When it comes to the new growth businesses, 
at Telstra we are expecting to see this 
coming out of our international expansion 
and our investment in networks, applications 
and services. This may entail our classic 
managed network services, security, unified 
communication, cloud and consulting in the 
application space. 

We also expect to grow into different industry 
verticals, capitalizing on our domestic and 
international health business capabilities, as 
well as on our nascent energy and broadcast 
businesses.

In addition to that, our Pacnet acquisition will 
enable us to expand our reach and coverage 
within Asia-Pacific, giving us a strong and 
unique core Asian network. The Telstra network 
now accounts for up to 30% of active intra-
Asian submarine capacity. Building on this, 
we can then augment our offerings through 
hybrid collaborations, using the best from our 
long-term partners across the board, to meet 
customers’ requirements around solutions.

Ultimately, we are committed to helping 

organisations succeed in the digital era, and we 
are doing this by curating the best technologies 
available to empower businesses to grow in 
new markets, lead digital disruption in their 
sector and offer exceptional experiences 
to their customers. In today’s world of rapid 
technological change and digital disruption, 
organisations that survive and thrive are those 
that deliver transformative experiences to their 
customers. We are here to help deliver that 
brilliant connected future.

A VISION BEYOND PROFIT

From your point of view, what is the 
philosophy to adopt to achieve success in 
business in general and as a woman more 
particularly?

Some of the things I am trying to live by are: 
take some risks, take time to reflect and leave 
a legacy. In addition, one recommendation 
I would give women in business is: ‘just do 
it’. Push yourself to do the things you are not 
comfortable doing and prove to yourself and to 
others that you can do it.

Something that has also increasingly been on 
my mind is to become a purpose-led leader. 
This means being able to articulate why we 
exist as a business beyond profit, market 
share or shareholder value. This will enable us 
to acquire a competitive edge and drive our 
business towards success. We need to focus 
more on the ’why’ before we can define the 
‘what’ and the ‘how’.

To achieve this, you have to be able to dive into 
the intangibles such as the culture and develop 
a visceral or emotional connection with your 
team and your customers.

Isabelle
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reaching  for
the cloud

Gina Nomellini is the Chief Marketing Officer at GTT, a world leader 
in global IP network connectivity, looking to redefine enterprise 
communications by offering broader, faster, smarter connectivity to 
the cloud. 

During her 19 years as a global telecom executive, she has held various positions 
at One Source Networks, Telstra, Level 3 and Broadwing Communications, 
leading international product development and marketing. She is a true results-
driven leader and visionary.

This article will give you a glimpse, not only into GTT’s strategy for success 
and future vision, but more importantly it will show you what makes Gina such 
an inspiring telecom lady commander.

Gina Nomellini
Chief Marketing Officer - GTT

SUCCESS
Simplicity, Agility, Speed
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BLURRING OF THE LINES

What, in your opinion, are the key trends 
currently transforming the telecom industry?

My background spans both the large 
international enterprise and the wholesale 
space, so the trends that I will discuss touch 
both segments. 

First, we are experiencing a significant 
migration of traffic to the cloud, with many of 
our enterprise customers operating in hybrid 
mode, reaching their applications through both 
public and private/secure connectivity to the 
cloud. 

Second, we are seeing increased adoption of 
Unified Communication (UC) services within 
the enterprise wide area network, with a 
number of platforms gaining traction, including 
Cisco and Microsoft Skype for Business.

The next important trend is the migration of 
traffic from desktop and fixed connectivity 
toward remote mobile devices, either tablets 
or smartphones. With this comes the need to 
secure, monitor and manage that particular 
connection at the application level. This 
is a great challenge, but also a significant 
opportunity for wholesalers who are able to 
support this requirement.

The last trend I want to discuss, is the expanded 
outsourcing of network management. Until 
recently, managed services meant monitoring 
of the router or the switch, looking at the 
connectivity from Layer 1 to Layer 3. Now we 
are seeing greater demand for visibility up to 
Layer 7, the application layer. 

This trend encompasses the management 

of voice or video traffic, where quality is very 
important, and goes as far as monitoring by 
traffic type or at the application level within a 
specific enterprise.

At the end of the day, there is a blurring of 
the lines between enterprise and wholesale 
customers. For years, we have seen cloud 
service providers such as Google and 
Microsoft, act as carriers within the network 
space and this trend has recently expanded 
to include other cloud service providers which 
we typically considered as large enterprises. 
Oracle or VMWare for example. 

The result is that customers that we typically 
thought of as enterprises 10-15 years ago are 
now actively participating in the wholesale 
space, building, buying and selling connectivity 
to the cloud. The line between enterprise and 
wholesale is therefore blurring.

It is important to realize that all these trends 
are not only opportunities, but also challenges 
that wholesalers need to tackle, as they are 
forcing us to move away from the traditional 
relationships and to support and sell services. 
This is very exciting.

SIMPLICITY, AGILITY AND SPEED

What is GTT’s strategy for success in this 
rapidly changing environment?

GTT is a top 5, Tier 1 ISP. We sell IP transit and 
wide area network services on a global basis, 
and being able to think and apply creative ways 
to market our services as a challenger brand is 
an amazing opportunity.

Basically, to meet our customers’ rapidly 

evolving requirements, our company focuses 
on three core values and these set our entire 
direction: simplicity, speed and agility.

These values come into play in every aspect in 
which we conduct our business. For example, 
we aim to find simple ways to package services, 
we deliver our solutions quickly, and we want 
to be agile and strive to say ‘yes’ to our clients.

This sounds very simple, but at the end of 
the day, everything comes down to good old-
fashioned customer service and by operating 
in a simple, agile and rapid way ourselves, we 
are also enabling our clients to extend that to 
their own end-users. That goes a long way in 
the current market environment.

In addition, our top level tagline is ‘we exist to be 
a better way to reach the cloud’. We are looking 
to be able to take our clients wherever they are 
located around the world, bring them on-net 
through our network of partners and connect 
them to their final destination in a secure and 
private way that is backed by SLAs. In addition 
to that, we feel strongly about offering a flexible 
commercial model that scales on both public 
and private clouds.

THE SECRET IS THAT
THERE IS NO SECRET

What is your secret to succeeding in business?

The secret to success in business is that there 
is no secret. There are no short cuts. For me, 
success comes down to hard work, dedication 
and commitment when the times get hard. 
It also comes with efficient use of your time, 
establishing the right relationships and utilising 
your network of contacts in a smart way. This 

advice applies to both men and women, 
because at the end of the day, it comes down 
to your credibility and what you bring to the 
table as an individual. As a woman however, I 
think I am extremely blessed to live and work 
in the time in which I do. As it is a time where 
women have the opportunity to grow, succeed 
and hold very senior level executive positions. 

We are also lucky to have a growing number of 
amazing senior level women role models out 
there to inspire us in our journey to the top and 
that goes across the technology industry.

HAVE PASSPORT WILL TRAVEL

How do you define success in life in general 
and what is your best advice to achieve it?

I have had the opportunity to live in a lot of 
places around the world, to travel and to 
experience other cultures and to me there is no 
greater joy. Success for me is being happy in 
what I am doing both in my professional and 
personal life. 

But ultimately, it is about having the freedom 
to travel, experience other cultures and interact 
with people around the world. This is the richest 
experience and gift you can give yourself: the 
ability to share with those who have different 
view points.

I did mention earlier that the secret to success 
in business comes down to hard work, but if I 
could give some advice to my younger self, it 
would be to not take everything too seriously. 
You should enjoy your successes, have fun and 
be present in that moment. I keep this in the 
back of my mind at all times and it helps me 
enjoy my work much more.

Isabelle
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Dare
to be different

Contacts us
Email: info@hottelecom.com
Web: www.hottelecom.com

HOT TELECOM
Real life strategy 
consultants leading 
the wholesale 
transformation

• Strategy and transformation
• Market insights
• C-Level workshops
• Creative thinking

• Thought provoking events
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