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Case Objectives and Use

The case deals with Telecom New Zealand’s mobile division, Telecom Mobile. Telecommunications is typically an uncertain environment, but recent government announcements on new regulations and reviews of the sector have increased the uncertainty considerably.  Against this highly uncertain backdrop, Telecom has adopted a strategy of convergence between fixed and mobile devices which will likely require large investments.  While large within the New Zealand economy, Telecom New Zealand was tiny on the global scene and, therefore, had very little influence on the way technology developed.  Telecom Mobile had lessened that weakness by aligning itself with much larger international players in Sprint and Lucent.  However, Telecom Mobile could not afford to get their approach wrong when their chief competitor was the world’s largest mobile operator, Vodafone.  The case explores competitive dynamics in the fast moving world of telecommunications.  The case was designed for use by undergraduate, MBA and executive students of strategic management and technology strategy.
Case Synopsis

In May 2006 newly appointed General Manager of Telecom Mobile, Kevin Bowler, was faced with a telecommunications sector in apparent turmoil.  Telecom Mobile was the mobile division of Telecom New Zealand - the incumbent full-service telecommunications provider in New Zealand.  In April 2006, the New Zealand government had announced the unbundling of the local loop – meaning Telecom’s fixed line monopoly would be opened up to greater competition.  In addition mobile termination rates were set to fall and a full government review of New Zealand mobile market was underway with an eye to regulation.  Telecom Mobile had in fact been a real success story within Telecom over the prior three years under the leadership of Bowler’s fellow Waikato BMS graduate Kevin Kenrick.  On the back of initiatives such as $10 texting and T3G, Telecom mobile had finally stemmed the flow of customers to the world’s largest mobile operator Vodafone.  Now the game was moving to a potential battle between Vodafone’s preferred strategy of ‘fixed to mobile substitution’ (all you need is a mobile) and Telecom’s preferred strategy of ‘fixed mobile convergence’ (potentially a single phone connecting to a fixed or mobile network depending on location).  The stakes were huge and the uncertainty enormous – Telecom could not afford to get it wrong.
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