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An Ind

ividual Approach

The PROTEI Research and Technology Center is engaged in the development and
production of a comprehensive range of software products for telecom use. Recently
the company has been actively marketing its products and solutions in foreign markets.
When working abroad, PROTEI Ltd. focuses on the mobile sector, as the company
develops messaging solutions, an intellectual platform for value-added services and

a wide range of roaming solutions. Vladimir FREINKMAN, PROTEI Ltd.'s Vice President
for Marketing and Business Development, talked about the company's activity

outside Russia in an interview with Standard magazine.

- How many countries,
besides Russia, have in-
stalled PROTEI Ltd. solu-
tions? In what countries
is your company's position
strongest?

— PROTEI solutions have been
installed in 16 countries oth-
er than Russia. Our main foreign
partners are from the former

USSR republics, but the number
of our customers in other coun-
tries is increasing.

As for the CIS countries,

PROTEI Ltd. operates in Tajikistan,

Kyrgyzstan, Uzbekistan, Ukraine,
Belarus and Moldova. In the first
three countries | mentioned our
customers are mobile and fixed-
line communication operators,

and we have implemented
and are implementing large-
scale comprehensive projects
with them.

As for countries beyond

the borders of the former USSR,

PROTEI Ltd. has successfully
run projects in Jordan, Bahrain,
Yemen, Sudan and Cameroon.
We also have small projects

in Senegal, Mauritania and
Pakistan. Our products are sold
in Middle East countries through
our partner, a Middle East inte-
grator. We have also successfully
implemented projects in Europe:
we installed an IVR platform

in Macedonia, and a complex

of service platforms for MVNO

in Estonia. Our biggest project
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beyond the Soviet borders is with
Umniah, a mobile operator
from Jordan.

Besides that, PROTEI Ltd.
supplies some VAS solutions for
Nokia Siemens Networks, which
we can also regard as a “foreign
customer”.

- What solutions
does PROTEI Ltd. offer
in the international mar-
ket, and is its portfo-
lio there different from
what the company offers
in the domestic market?

— The products we are of-
fering in the international mar-
ket are mainly solutions for cell
phone operators. Our portfolio
there is no different from what
we offer our domestic custom-
ers, though, as a rule, we have
to adapt our platforms to the in-
dividual requirements and busi-
ness processes of the custom-
ers, adding some modifica-
tions to take into consideration
the local market and specifics of
mentality.

- Which foreign vendors
does PROTEI regard as its
rivals?

— There are many compa-
nies operating in our field, and
we regularly face real com-
petition, with some of them
in most cases. The leading play-
er in the market is, of course,
Comverse. Obviously in the mar-
ket of roaming solutions we are
in competition with Roamware,
and in the VAS market our rival
is Comviva.

- What is the attitude
of foreign customers to
Russian-made solutions?

- In the markets in which
we operate the attitude of cus-
tomers to Russian-made solu-
tions is, on the whole, positive,
though they often express con-
cerns based on local specifics,
the distance from the supplier
or the absence of a local office.
We also have to point out cer-
tain peculiarities of the Arab re-
gion. With virtually every coun-
try and every operator our work
starts with pilot projects that are
implemented either on the verge
of the cost of production or in-
volve a substantial delay in pay-
ment. When talking to Arab op-
erators, we frequently hear
a phrase which can be trans-
lated as “the first meeting is of-
ten the last one”. However, if

the project is successful, the op-
erator eagerly invites us to take
part in further tenders, and

the results of cooperation are
satisfying, as a rule, covering
costs, including the pilot project.
When they are assured that we
supply high quality, reliable so-
lutions at reasonable prices and
provide adequate support, cus-
tomers are keen to collaborate
with PROTEI Ltd. further.

establishing new business con-
tacts, of course, such as partici-
pation in conferences and shows.
PROTEI Ltd. takes part in at least
2-3 topical events annually.
PROTEI Ltd. experts answer doz-
ens of questions about our so-
lutions, providing full informa-
tion about any details that inter-
est visitors. The number of our
booth at MWC-2011 in Barcelona
is 1B49.

We operate through local partners
abroad: this approach helps

us take into consideration all

the subtleties of the market and
customer specifics»

- What are the key ad-
vantages of Russian soft-
ware developers in the in-
ternational market?

— The experience of the last
two years has shown that some
of PROTEI Ltd.'s typical solutions,
such as SMSC and Missed Call
Alert, have exceeded rival of-
fers in reliability, and in cost/per-
formance and cost/quality ra-
tios. At the same time we offer
our customers a profitable net-
work expansion and upgrading
patterns on the products they
purchase. We have an individ-
ual approach to every custom-
er and agree to adapt the sys-
tem to the customer’s specif-
ic requirements. When you have
people with profound experience
in their field on your staff, includ-
ing the staff that instal and sup-
port your products, it forms a re-
lation of respect and trust with
the customer as far as the tech-
nology is concerned.

- How does PROTEI
Ltd. find new customers
abroad?

— We employ two main meth-
ods for this. The basic one is def-
initely our work with partners.
This could be our regional part-
ners, or it could be “major ven-
dors” (such as NSN). Such part-
nerships emerge in different
ways, but PROTEI Ltd. has found
such partners, and they are im-
portant in our work in region-
al markets. And you can't ig-
nore the traditional ways of

- Does PROTEI Ltd.
have offices abroad and
are there any plans to ex-
pand the geography of its
presence?

- PROTEI Ltd. works through
its local partners abroad, and
this approach helps to take into
account all the subtleties of the
market and customer specif-
ics. An integrator from Jordan
is our key partner. If you take
into consideration the size and
mutual business expansion
rates, its office in Amman can
be regarded as our regional for-
eign office.

- Can you explain
in more detail how
Umniah, an operator from
Jordan, became a PROTEI
Ltd. customer, and what
solutions of your company
were implemented in its
network?

— The telecom world is tra-
ditionally narrow, and you find
friends in the most unexpect-
ed places. It just happened
that Umniah had to replace
its Missed Call Alert platform,
and our offer proved to be the
most attractive. Later the oper-
ator became interested in oth-
er solutions we offer. At present
our Missed Call Alert system,
SMSC, with a capacity of 1000
SMS/s, Welcome SMS system
and a number of other techno-
logical platforms for traffic sig-
nal processing are functioning in
the Umniah network.

- In September 2010
Nokia Siemens Networks
joined forces with
PROTEI Ltd. and Optima
Soft to issue a Unified
Messaging solution. What
are the first results of
this partnership, and
what can you expect from
it in 20112

— PROTEI Ltd. established a
partnership with NSN (which
was then Nokia Networks)
in late 2006. NSN has a net-
work of global and regional
partners with VAS solutions in-
cluded in the comprehensive
packages of this respected ven-
dor. Acting within the frame-
work of its program to expand
such partnerships, NSN ex-
pressed its interest in the so-
lutions offered by PROTEI Ltd.

It ran checks on development
quality, production line, sup-
port line and the financial posi-
tion of the company, and then
we signed a partnership agree-
ment. We have implement-

ed several mutual projects

in CIS countries since then, and
some projects have been im-
plemented in cooperation with
MegaFon, a Russian mobile op-
erator. From a formal point of
view these projects were im-
plemented independently by our
companies, but would not have
been possible without close in-
tegration. The transition to

the new Unified Messaging con-
cept is the main line in messag-
ing system development now, in
our opinion, and the solutions
implementing this concept are
expected to be in great demand
with communication operators
in the very near-future.

- What are the dynam-
ics of PROTEI Ltd.'s for-
eign business turnover
in the last three years,
and what returns do you
expect to get from this
business in 2011?

— We are witnessing a signifi-
cant growth in the turnover asso-
ciated with projects implemented
beyond the borders of the former
Soviet Union (it has increased 3-5
times in the last three years), but
these are “initial stage” dynam-
ics, so we are not inclined to treat
these figures seriously. As for
the percentage of our turnover,
about 20-25% of our sales are
generated by exports to CIS coun-
tries, and 8-10% comes from oth-
er foreign countries. S




