
 
 

 
 

 
 

 
 

 
  

 

 
 

 
 

 
 

 
 

 
 

 
 

MNO, MVNO, MVNE 

Regulator Case Studies 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

28th November - 1st  December 2005   ■  Noga  Hilton Hotel,  Cannes, France 
 
 
 
 
 
 
 
 

 

IInncclluuddiinngg  kkeeyy ccoonnttrriibbuuttiioonnss ffrroomm:: 

TT--MMoobbiillee IInntteerrnnaattiioonnaall --  DDrr.. PPeetteerr  OOppddeemmoomm 

TTeellffoorrtt --  HHuuiibb KKlloooosstteerrhhuuiiss 

BBeellll CCaannaaddaa  --  MMaarrkk WWeeiisslleeddeerr 

TT--SSyysstteemmss --  PPeetteerr  HH.. WWiieessnneerr 

SSoonnooffoonn --  KKeenntt FFjjoorrddvvaalldd LLuunndd 

TT--MMoobbiillee UUKK --  RRoobbyynn  DDuurriiee 

TTDDCC MMoobbiill --  AAnnddeerrss  CChhrriissttjjaannsseenn 

DDeebbiitteell  FFrraannccee  --  GGuuyy MMaalliibbaass 

CCBBBB MMoobbiill --  BBrriiaann GGjjeerrssttrruupp 

OOrrbbiitteell --  OOllggaa BBootteerroo 

UUnniivveerrssaall MMuussiicc  MMoobbiillee  --  JJeeaann--LLuucc BBrrèèss 

NNoorrwweeggiiaann PPoosstt  && TTeelleeccoommmmuunniiccaattiioonnss AAuutthhoorriittyy -- 
SSiirrii KKaallaaggeerr 

 

 

POST-CONFERENCE WORKSHOP 
 

Thursday 1st December 2005 

Optimising The Success Of The 

Partnerships Developed Between 

Network Operators And MVNOs 

25% Discount For 
MVNO Delegates! 

 
 
 
 
 
 
 
 
 
 

■  Ensure  the long-term success of your 

partnerships by developing effective and 

mutually beneficial contractual agreements 

between network  operators and  MVNOs 

■  Understand how MVNOs are developing 

effective business models and  successful 

market  entry strategies 

■  Hear how network  operators are reaching new 

customers and  markets by hosting MVNOs 

■  Overcome the regulatory challenges of 

developing partnerships between network 

operators and  MVNOs 

 

 
Endorsed  By Media Partners 

 

 
 

 

To Register Please Call: +44 (0) 20 7915  5055      Fax: +44 (0) 20 7915 5056 

Email: registration@iir-conferences.com  Web: www.iir-conferences.com/mvno 
 

mailto:registration@iir-conferences.com
http://www.iir-conferences.com/mvno


 

 

 
 

13.50  Understanding How TDC Mobil Are Optimising Their Retail And Wholesale Activities Both Internally And Through  Their MVNO Partnerships 

◆   Assessing the strategic fit: why pursue wholesale SP/MVNO opportunities? 

◆   Identifying the branding conflicts  and  opportunities 

◆   Examining  how to manage the retail wholesale product life cycle 

- Impact of introducing 3G 

◆   Achieving joint distribution  and  logistics 

◆   Establishing how to ensure cost-effective MVNO marketing 

Anders  Christjansen 
SVP, Consumer & Wholesale Markets 
TDC MOBIL 

 

 

 


