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Innovation in the 
telecommunication 
industry is changing the 
world 



This is a story of how 
hard innovation at scale 
can be and how it’s been 
fixed 
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Working in partnership with the 
customer and importantly together 
in order to succeed 



The complexity is huge 

22 Operating Countries 

9 Systems 

Global and local systems integrators 



Managing stakeholders is critical 

Different ideas globally dispersed 

Same ideas implemented differently 

Conflicting ideas 

Different timeline for ideas 



Development infrastructure 
was rudimentary 



Driving blindfolded with 
“Status by Slideware” 

Lost predictability of cost and time 

Ability for business to make sensible 
trade offs was lost 

Assessing impact of change was next to 
impossible 



1,500 complex 
processes poorly 
automated and 
governed 



Let’s not do that again! 

One definition of insanity: 
Doing the same thing over 
and over again and expecting 
different results 



More licences of 
RequisitePro 
wasn’t the answer 
so what was? 



Rational had much more to offer 

1. End to End collaborative environment 

2. Streamlined demand capture 

3. Simplified impact analysis 

4. Real-time frictionless status reporting 

5. Automated governance workflow 

6. Software Supply Chain Thinking 



Rational much more too offer 



From Paddington to Pune to 
define what good looks like 

14 days back to back 

25 people 

3,500 hours  



13:45 Review RACI matrix and process for next 
quality gate 

17:00 Review Rational tools basic capabilities in 
process area for that gate 

19:00 Leave Infosys campus for hotel 

19:45 Prototype how tools would automate 
processes discussed that day 

Kick-off Workshop agenda 



Kick-off Workshop Agenda 

07:30 Review yesterdays progress in the car 

08:15 Arrive at Infosys campus 

08:30 Walk through yesterdays process with 
tools automation prototyped overnight 
from yesterdays workshop and agree 

12:30 Lunch 

* Repeat for 14 days 



Infosys, Rational and 
customer consultatively 
reworked the processes 
and tooling approach 



Governance & Relationship Management 
The Demand & Deployment Country Manager (DCM) provided by Infosys acts as a consistent governance & relationship 

manager throughout the Online programme lifecycle to continue the momentum of the programme. This horizontal focus 

complements the vertically-focused Component Managers as well as the other managers in the programme governance 

structure. 

Demand & Deployment Country Manager (DCM) & Sustainability Managers 

OpCo 

DCM responsibilities: 

 OpCo Relationship Management (end-to-end) 

• Coordinates the touch points with the local 

OpCo throughout the Online programme 

• Owns communication of timeline commitments 

• Provides weekly programme updates to key 

stakeholders on “progress status” 

 Promoting and sharing “Best Practices” 

 Project Planning and Delivery 

• Own end-to-end (integrated) component 

delivery plan  for the local OpCo (spanning 

multiple components) 

• Collaborate with Commercial (Product) Leads,  

Component  (Delivery) Leads, and Local SI 

Leads to define end-to-end project plans, 

milestones, and deliverables as per the client’s 

gating process 

• Maintain overall local OpCo-specific delivery 

plan with updates 

• Operational Readiness 

OpCo = Operating Company 



C3 Private & Confidential
VTIS Transformation

2

 Domain demand gathered & identified

 Business Req. Spec defined & updated

 Demands prioritised and approved

 Bus Case updated & proj. financials reviewed

 Vendor Project Commercial Terms agreed

 Solution Definition Options reviewed *

 Business Requirements Finalised

 Solution Definition Agreed

 Business Case signed off

 Projects scored and prioritised

 System Requirements baselined

 High Level Design produced

 Committed Project Price agreed

 Test Strategy updated

 Project Acceptance Criteria agreed

 Acceptance Deliverables Agreed

 Detailed Design produced

 Software developed and system tested

 Domain Acceptance completed & approved

 Defects managed and resolved

 Local Deployment planning

 Local integration and testing complete

 Local training completed

 Deployment preparation

 Operational/deployment testing completed

 Local acceptance testing

 Deployment to production environment

 Issue and Defect Management

 System monitoring, user trials, pilots *

 Post Project Review and Closure

* Optional Activity        VDA – Vodafone Domain Acceptance        RGL – Ready for Go Live      

Deliver
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(Domain)

Idea Concept Feasibility

G2G1G0

Design Build Test

G3 VDAG4

Deploy
(OpCo/Local SI)

Go Live Closure

G6G5

Integrate

RGL

Focal Point 

Delivery Model – Demand, Deliver, Deploy 

Requirements Composer 

Quality Manager 

Focal Point 

Requirements Composer 

Quality Manager 

Team Concert 

Focal Point 

Requirements Composer 

Quality Manager 

Team Concert 
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Automation starts with Rational 
Focal Point to Gate 2 

Creating a single funnel of ideas across the 
business to create products not projects 
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Focal Point manages the 
estimation, work order and 
governance processes  

Managing the seams between the business to 
I.T. to outsource partner 





Tetris™ based release planning 
using Focal Point’s trade-off 
capability 









Having acceptance tests linked 
to requirements before coding 
begins  
 

Testers find gaps in requirements 

Developers creatively fill them in 

 



From Gate 3 and beyond… 

Refining ideas in to visualized requirements 
linked to acceptance tests and down in to code 
giving the ability for accelerated impact analysis 
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Using real time feedback loops 
over Slideware Status reporting 

Measure outcome over outputs based on 
business value giving the development 
engine the flexibility it needs with 
frictionless traceability 





Never under estimate how hard 
getting hardware is! 

We were saved by the 





Utilising the Telco solution and expertise can reduce both implementation time and 
risk 

Implementing the common solution represents a significant 
saving in time to launch the capability 

Requirements 

50% saving 

Design Build Test 
Build with 

standard 

product 

Build with 

Telco  20-30% saving 30% saving 30% saving 

• Starting with a 

reference set of 

requirements 

• Using a demo version 

of the product to 

visualise the solution 

• Key design 

decisions already 

made 

• Reference designs 

in place (eg hosting 

model) 

• Access to Telco 

knowledge 

• Frameworks are 

already in place 

• Access to Telco 

experience and 

guidance 

• Majority of 

functionality already 

tested and proven 

• Access to Telco 

experience and 

guidance 

Actual time depends on the scale of implementation 
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The automation & traceability are critical 

Requirements Composer 

Quality Manager 

Focal Point 

Requirements Composer 

Quality Manager 

Team Concert 

Focal Point 

Requirements Composer 

Quality Manager 

Team Concert 



Rational had much more to offer 

1. End to End collaborative environment 

2. Streamlined demand capture 

3. Simplified impact analysis 

4. Real-time frictionless status reporting 

5. Automated governance workflow 



Evidence of success 

 Rational Tool Implementation Across the 
Organisation 

 Rational has the Master Copy of Demand 
and Roadmap 

 



Some Key Takeaways 
1. Think of these programme as software supply chains 

2. Invest early in a sustainable coalition between you, the delivery 
partner and your Rational team 

3. Focus attention on the hand-offs, the seams between parties and 
automate them 

4. Live reporting of status – appropriate transparency between 
business, I.T. and the delivery partner is worth it 

5. Build the process and the development tooling together – they’re 
symbiotic 

6. The tooling needs to be integrated and is simple as possible, no 
simpler: Jazz at it’s best 

 



www.ibm.com/software/rational 

http://www.ibm.com/software/rational
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