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Speaker Biography:

Jalal joined SR Telecom in November 1998 as an RF Engineer.  Since 2002, he has been deeply involved in the design, architecture and deployment of next-generation broadband wireless systems has been giving the direction for developing new business opportunities and partnerships with vendors, integrators and operators in the EMEA region. 

Jalal has been active in the telecommunications industry for over ten years, and has acquired a particular expertise in broadband wireless technology and WiMAX standards. He holds a Bachelor’s Degree in Electrical Engineering, a Master’s Degree in Telecommunications from Ecole Polytechnique de Montréal, and recently graduated from the MBA program at Hautes Etudes Commerciales in Montreal. 

Company and Value Proposition:

SR TELECOM designs, manufactures and deploys versatile Broadband Fixed Wireless Access solutions. For over two decades, carriers have used SR Telecom's products to provide field-proven broadband data and carrier-class voice services to end-users in both urban and remote areas and its products have helped to connect millions of people throughout the world. 

A pioneer in the industry and a principal member of the WiMAX Forum, SR Telecom works closely with carriers to ensure that its broadband wireless access solutions directly respond to evolving customer needs. Its turnkey solutions include network planning, project management, installation and maintenance. 

Abstract:

WiMAX is a set of standards focused on supporting high-speed IP communications across the wireless infrastructure, in concert with the direction many carriers are taking towards an all-IP wireline network.  It has the potential to significantly change the world’s telecommunications landscape.  CLECs would be able to provide a real broadband alternative using their own infrastructure; ILECs would be able to deploy high-speed Internet access in regions where wired connections are note profitable; and WISPs using WiFi technologies would be able to extend their existing service.

The advances promised from WiMAX technologies represent a radical shift in the wireless access business model for the scores of manufacturers and carriers involved.  But it is also important to note that the shifting is far from over.  

Carriers are faced with a strategic decision today. Most of them have to capture the pre-WiMAX market now and before their competitors do it. For this deployment to be a success they have to deploy a pre-WiMAX solution that: is a  field proven, carrier-class platform that is low-risk in order to offer a positive foot print in their network, a solution that will enable operators to address critical business metrics, subscriber growth, Average Revenue per User (ARPU), and customer churn, a solution that today includes some key optional features of WiMAX that will drive its success. 

Today’s situation makes it really hard and risky for operators and all this is new to everybody. It all changes to the usual business cases. 

This session would discuss how to build a winning business model for WiMAX in today,s environment considering the future impact of volume-driven CPE cost reductions, forward-interoperability, and mobility advances in WiMAX infrastructures.

We will be discussing:

· Target market

· Perfect mix between various applications 

· Network planning

· Impact of an experienced vendor to help operators and, its effects on the Return on investment.







