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SITA presentatlon

SITA, a global network ready for the challenge of Telematics development in Afrlca, :

Introduction

I dont know for sure if everybody in the ass1stance is aware of SITA network. - o

The world’s largest: ‘Information Technology service provider has been so quiet in the past that
not many people had the priviledge to hear about it. As one of the famoust telecommunications
serv1ce provxders sa1d two yea:s ago, SITA was a sleepmg giant

The reason is sunple bound fo serve a closed user group in the air transport conunumty,there
was no real need for advertising.

The objective was to provide the best quality ‘of service to that community at ‘the lowest cost
fhanks to a combination ‘of full use of modern technologles and methodology together wnh-
strmgent costs control ' .

"The right to commumcate At what price ? this joint study of ITU and UNESCO raises the nght
questlon ?

The phenomenal development of Telematics in the developed countries may not be transferable
to the developing countries if it is not accompanied by serious measures,a nd we appreciate that
such kinds of initiatives as the UNECA/ITU/UNESCO symposium in Addis address this issue.
Everybody will agree on ITU and UNESCO’s conclusion on the subject.The key to the success
of this prOJect ‘will be the cooperation between the main operators. -

Accordmg to our expetience,thére are two mandatory pieces (apart from funds orgamzatlons)
in the jigsaw before the ‘information ‘highway ‘can be opened They are : i

-the value added service provider
‘the telecommunications operator

SITA comes as a de facto partner in terms of coverage and value added services provider in
Aftrica. ' ' '

Presént in 214 countries wotldwide among which 52 are in'Africa ,using the latest technology
based on Northern Telecoms packet switches handling. various protocols from X28 to Frame
Relay Furthermore SITA’s high Speed Network used for the transport network provides truly




managed voice services.

But how could it be possible to offer Frame Relay today in Africa ? There -comes the second
part of the jigsaw. As we know,the telecommumnications market is not yet fully deregulated and
the provision of reliable high speed international circuits still remains the responslbﬂlty of t.he
pubhc Telecom operators through their national PTTS.

It is therefore obvious that although the technology is available today in many Afﬂcan
coimtiies,its éffective use requires more investmerit in terms of international bandwr.dm capacity
at the level of each national PTT.

An outline History of Telecommunications development

In order to better understand the 'present situation, it is interesting to briefly look at the history
of telecommunications progress over: the past 30 years and the forces that have shaped that
progress. - R

There are a certain mumber of events, I w111 call them “rmlestones“ that stand out as markers

v

charting the course of events over this period. -

The first of these milestones was the so-calied “Carterphone Decision”, the full significance of
which was probably “not appreclated at the time. In 1968, the United States Federal
Communications Commission made a landmark ruling that customers were entitled to connect
their own equipment, in this case an acoustic coupler, to the carriers lines. This rulmg was
followed by a series of further decisions, liberalising the terminal equipment market.

In the 4 years followmg this declsmn, the market for these “interconnect vendors” increased 10(5-
fold L ‘ . : L

My second chotce of mﬂestone is around 1984 w1th the endmg of the qua51-monopohst1c
situation in North America, following antitrust action brought by the U.S. Justice Department.
At that time, one carrier connected around 80% of all subscribers, under the publicity banner of
the time “One policy, One system, Universal service”. This marked the firm establishment of
the competitive model in the United States, and also coincides with the law for privatisation of

British Telecom in the United Kingdom. 4

The next rmlestone I would like to highlight is associated with technology, and is the arrival of
the Personal Computer which, after a modest start with the home enthusiasts with the Radlo
Shack TRS80, has delivered unprecedented computing power to the individual user. .

Very quickly, the need to communicate between PCs became - evident. Thus PC networkmg,
espécially through Local Area Networks (LAN), and LAN interconnection, has become a major
factor in data commiunications. L.ANs allow rescurce-sharing, permit incremental growth, and




' ,_encom'age greater autonomy in an orgamsatmn, by placmg the power and i'esources at the._
.dxsposal of. individuals who need them , _ w

The combmatmn of the computxng power of the PC allied Wﬁh networkmg, glvmg near—mstant :
_.commmucablhty and accessibility of files and databases, has engendered anew breed. of busmcss_
organisation. '

Tlus is where the orgammtlon is no longer shaped around the physical structure of the network;
rather the network has adapted to reflect the. logical structure of the orgamsation itself. In fact,
the two are inseparably entwined. The communications network has become an mtegral and’
jmdlspensable part of the orgamsatlom PRI :

Fmally, my last chosen nnlestone is the advent of Mulnmedla, the mtegratlon of vmce data and _'
video. '

Wxth the uwreasmg capabz]mes of the PC and networkmg, at fu-st Statlc, then movmg unages:
,could be stored, displayed, and transrmtted A whole new area of activity has been’ ‘opened p..
The. Visiophone, a curiositv of the 1970s has now become pracucally and econonucally v1sble ,
Other, services are, emergmg, for example, video on demand; f;]ms transmitted dlgltally,to a
hybnd telewswn/PC 'JI'he separation between voice, sound and image broadcastmg,;and data
- commumcatlons no longer exists; after all, it’s all sunply a case of bandw1dth : :

‘_‘l snspect that the next milestone; not yet achieved, may well be the advent of: -global satellite
&ellular communications, permitting not just the limited voice and low-speed fax offered with
- today’s Low Earth Orbit Sateilite systems, but a wider range of applications requiring greater
bandwidth. . . Thus. commmucatlons will be mdependem of the mfrastrucmre at the local or

natmnal levels ‘ . _ . e

The nnplicatlons for both user and serv1ce prov:der will be challengmg

It used to be saxd thas there were ﬁu'ee mevﬁablhtles m a busmessman s hfe Death Taxes and.:-
Telephone Bﬂls These were all non-negotiable.

Deregu!atwn ami‘ competmou have ensured t.hat at least one of those the telephone blll is now'
open to negotiation. ' The cost of telecommumcaﬁons services, telephone included, is of major'

nnportance,

rankmg as the mzmber 2 concern of multmathnal busm&sses The pressure on serv1ce prov1ders
to supply more for less has become paramotunt. '




Another major force is that of the global market. An increasing mumber of companies are
involved in’ international business, ‘without necessatily ‘being multinationals. Global business:
tequires global communications. A company with a-multitude of international data’.
communications requirements does not want to be concerned with foreign telecommunications
orgmnsatnons or regulauons it wants'to’ deal with- one service provider, -who will guarantee end-~
o-end perfcmnance, and” provide a unique contact point for queties and compiamj:s fault -
conectlon and global billing. .

At an operatlonal level the global customer wants umformly }ngh network avaﬂablhty, plus easyl'

,,,,,,

The present frenetic activity on. the part of many catriers to- fonn alhances arises from the need,;
to offer the customer a World-w1de avaﬂablhty, in addmon to the full panoply of v01ce data and :
messagmg services. ' Do

Thus many of the carriers offering global services do so via a series of individual agreements or
alliances, ‘providing gateways with other national networks. :Network management tools and”
facilities, maintenance promdures available resources, and perfonnance standards are often not.-
5 ha.tmomsed ‘Above all, the staff and organisation you may deal with on one site will not have’
: the same loyaltles as the Iocal staff oﬁ other sntes of your glcobal network The hnes of

_ frequenﬂy not offered, ar not respected

Associated- with the demand for global commmucatlons is the mcreasmg need for Value-Added :
Serv;ces and “One-St0p Shoppmg ' ' IR L ST

As prewously stated, the market requirement is not only for ‘mete data commumcatlons but.
involves the provision of value-added services, with a whole panoply of associated functionalities.:
It is estimated that, whilst the pure data network service offermgs of the PDNs will declme, the
value-added services markef will double over the next five yeats.” ' . S

An increasing number of small and medium-sized businesses are becoming users of value-added
services, without the experience or resources of the larger compames equipped with DP or
communications staff. Such companies often require-agsistance in areas such- as consultancy,
staff training, mstallatmn, and manﬂenance From this need the concept of “one- stop shoppmg

Has ofiginated. : ; : ‘ ;

Only a few privileged service prov1ders are capable however of flﬂfﬂ]mg the need for one-stop
shoppmg serwces world—mde ey et

o A

One of the most discussed subjects of today is that of outsourcing. The concept is very sunple :

concentrate on your “core” business, and delegate the rest, by buying-in the services you reqmre
Iraplemented propesly, outsourcing can provide’ ma]or long-tenn beneﬂts to users.




As information networkmg becomes increasingly complex, a company is faced with a series of
hard cho:ces . - _

- forego the latest technology, hence possibly depriving the company of a service which
could provide a critical competitive edge

- hire the (expensive) expertise to'implement and manage its own network

- outsource

Outsourcing allows the compatny to get on with its core 'busmess, and not worry about LANs,
bridges, routers and the like. The .outsourcer can provide the user with'a Virtaal Private
Network, using the resources of a common network

Outsourcing also allows a company to take fuﬂ advantage of new advances in technology or
services, without the necessity for major capital investment. The. fear of technological
obsolescence, so prevalent w1th commamications managers over the last decade, can be a phobla
of the past. : : : .

Outsourcing to several orgamsatlons allows a company to acqun:e addmonal secunty for essentlal
services. _ .

The organisation providing the outsourcing can offer additional value-added elements, such as
consultancy, installation and maintenance, setvice level agreements, centralised billing, and a
single point of contact. It will also provide the interfacing to the different camers, whether PTIT
ot private, required for providing the network infrastructure. :

One of the other major market forces in play is that of the private networks. Large companies
with the need to interconnect remote offices, requiring more that the simple point-to-point
facilities offered at that time by the PTTs, started creating and managing their own networks..

Other such netwotks have their origins in the grouping together of businesses working w1thm the
same area of activity. These closed-user networks served mainly to facilitate mter-
' cemmmncatmn, arid increase the eff1c1ency of the pmt;lclpatmg orgamsauonsf v

In conclusion on this point, the market forces have combined to shake ﬁp the established order
of things. The impact of new technology, the globalzsanon of trade, the formation of closed user
groups; all have played then- part. =

The w1despread llberahsatlon and privatisation of the telecommumcatlons busmess has destroyed
the old comfortable, if slow-moving development process, and replaced it by a commercially-
driven and somewhat anarchic process that tends to lead to ‘piecemeal improvements rather than




to global strategies. Telecofnmunications have becomeé much more “tactical” and Iess “strateglc
in the last decade. :

The Profile of a Serv1ce Prov1der

In a survey, over 100 U.S. companies were asked what qualities they looked for in a service
supplier. The following items were listed as the primordial attributes:

A a consmtent and globally umform quahty of service
' B.‘. cost-consciousness, a striving for greater e;fficiency and loﬁer cost to the user .
- C responsweness to the users needs to be cusfomer-dnven
T}us last item in fact figured top in the llst of requuemems in over ha]f of the compames pc;.ulled

When asked to define their criteria for judging whether a service prov1der was customer dnven_,
the followmg pomts were hsted

A. wn]lmgness to work w1th the customer to meet the chent s own schedules and nnperatives
B ﬂex1b111ty to change plans to adapt to the market and user reqmrements

. provision of feedback to customer on problems or delays, before customer dlscovers them
himself : : :

At an operational level, customers require high network availability, with easy access to local
support facilities.: This point was considered ptimordial by muiltinational businesses, who valued
the ‘availability of local support, in the local language, with awareness of local conditions and
contacts

Survey partlcipants were then requested to list the major areas of concern assocxated with
business networking. ‘The first of these concerns related to the complexity of modern network
management, and the shortage of in-house skills adapted to this new business network
envuomncnt

The lugh cost of telecommumcatlons and the complexny of tariffs (especially for the
multinational user) were also cited. Most companies also believed that cost benefits could be
obtained by working through one smgle global setvice prov1der, rather than w1th the natxonal

carrier m each country.

The final concemn was associated with the mcreasmg pace of change -and the rlsk (and cost) of




technologmal obsolescence Desplte open -standards, and the ‘claims of manufacturers of upward
mobility, there is real concern of being faced with the choice of mvestmg in a technological.
“renew ”, or bemg unable to proflt from the performance adVantages of“ a4 hew funcuonahty

Many of the compames surveyed stated that the degision to outsource thelr busmess networkmg
was; due to the abovewmenttoned concetns.

As a‘ cornpany in the mtematlonal telecommumcatrons busmess sitice 1949 we'in’ SITA have '
long realised that the busihess customier requlres an integrated rretworkmg servtce, nof a separate-
collectron of lines, hardware boxes and sofiware modules, "~

Evolutlon of SITA as a’ Global Servtce Prov1der

As our name indicates, SITA’s origins lie in the air transport sector, Founded in 1949 by 11
members ‘as ‘2 cooperative for the world’s airlines, our “exposure to the mtemattonal
telecommumcatlons market started ‘at the instait of our birth. In addition, SITA’s’ umque
situation as'a cooperatwe ‘meant that our customers were also’ our owners. Thus we are truly
customer—dnven, sat;sfying the customer was, rrght from the start an obhgatton

The fact that 46 years later wrth a membership of over 570 and a bl]hon dollar turnover would-
se _to mdrcate we have largely ac]neved that objectrve o

The air transport industry is hrghly competitive, witness the fumber of world—renowned arrlmes:::
that have disappeared fmm our skies over the }.ast few years

’I‘hus 1t 1s not surpnsmg that as the major servrce prov1der for the mdustry, SITA has long bee:n
under the most extreme pressure to reduce the costs of its services, and provrde more for !ess

Makmg full use of modern technoiogres and methodologies and stringent cost control, SITA has ‘_
managed to redice its umt message cost, one of the yardsttcks used to Ineasure our effic1er1cy,_
by around 10% per yeat, on average : : : '

Modern air transport is a hrghly complex mdustry, requmng a host of automated servrces to
ensure, . amongst other’ thmgs, the safety of the ‘passengers, and ‘the commermal vrabmty of the-,
airlines. - Air transportatlon as we know it today could never exist thhout-- g high level of -
computerisation, and efficient telecommunications. The air transport industry wisone of the first-
to form a. closed user group’ for telecommunications sérvices, driven by the mdzspensable need .
for the tools of telecommwncattons and information processmg The, ‘continued expansion of
SI'I‘ A at approxunately 25% per ammm is proof that the Group serves 1ts members we]l T

SITA has long been famlhar with prov1dmg Vlrtual Prwate Network servtces Desprte the
alr]mes common use of SITA for their international networking, they remain h1ghly competitive
towards each other. One of the filndamental attnbutes demanided of SITA‘ :s network is'that of




data security, the mvtolablhty of each azrlme 5 data and messages _

'I‘hus SITA is well-versed in the concept of strucmrmg the provasxon of services into VPNs ‘The
present network prevxdes in" addition, sophlstlcated ‘management tools allowing the user a
seamless ws1b111ty of lus connectmns, as though they wete a truly dedlcated pnvate network

SITA has been providing international packet sthchmg setvices since the late’ 19605 Other
services such as global access to computer systems and databases located around the world,
umversally accepted today, have been provided on 2 regular basm by SITA smce 1971 Thus our :
accumulated experience in these areas is unparalleled

As the needs of the air transport indusiry developed, SITA’s scope widened, provtdmg inter-
networking with associated manufacturing and setvice industries, aitport authontxes, hotel chams
and international car hire companies, express airmail setvices, ete. SR

With the attnbutes of long experience in the busmess of global networlﬂng, a unique world-wide
coverage, and a strong custotner-driven company culture, it is not surprising that SITA was
sohctted by mtemattonal b"smess organlsattons, to fulﬁl thelr netwo:rkmg requu'ements

The SITA Group now pre\fideé." valte-added services to over 400 'multinational coniparﬁES'
covering a wide range of activities, frpm bankmg to sluppmg, in addition 5§ United Nations

agencies, Interpol, and’ gOVemmental agenc&es As a ‘prime example of outsourcmg, SITA has’
been chosen by the Universal Postal Union as the exclusive networking service provider for
POSTNET, the global X400 messaging service. :

The SITA Group is unique in that, as a'single source supplier, we aré able to deliver 4 wide ™
range, of services in almost every corner of the globe, in fact in 214 countties and tesritoties. In
i ‘,‘111 a]most a]l locatlons the serv1ce 1s momtored a.nd controlled by SITA’s own staff
-physically located in each site.

As the network is contxolled end-to—end 'by the same entlty, SITA'is in a umque posmon to k
conttol perfonnance and service levels, and offer Tocal customer support - ~

The SITA networlc is designed, installed and managed by i.he same entity. Nodal sw1tchmg and
access eqmpment are standardised, This gives a séaniless uniform network, end-to-end, withiont "
thie bndges and gateways often found in networks cobbleci together between several dtstlnct (and':
cltssumlar) sub—networks ' .

Through 1ts 300-strong engmeermg group, SITA keeps abreast of raptdly movmg technology,--
“ensuring that the network can deliver currenit, effectlve technological solutions. The success of
this is shown by the award in 1994 of “Hot Product of the Year” to SITA’s'SNA Token Ring

Access Serv1ce by Data Commumcatlons Magazme

Wherever posmble, SITA attempts to glve addxt:onal value to thetr serv1ce offenngs An example: ‘




of this is Fraine Relay, where the service provides a Sustained Burst Support feature. This
allows customers to: purchase a Committed Information Rate (CIR) equal to their average traffic
.ﬂow, rather than their peak reqmrements _The service a]lows the cusfo:mer to exceed lus CIR
by up to 50% for the duration of his peak traffic penod zrrespectwe of nts duratlon '

Whilst planning its Frame Relay service, SITA planners took into account not only user CIRs,
but burst traffic .as well, Th_e ‘jre_'_s_ult is a net gain forthe custotmer.

The Future

The telecommunications and networking mdusuy is destined to become the world’s largest single
mdustry in the coming decades.

The Holy Gra1l of the busmess telecommumcations mdustry is lmdoubtedly the seamless all—
" embracing world-wide network. Bold and imaginative new alliances are being pursued as the
key to survival in the mcreasmgly competitive telecommunications world. There is no doubt that -
the next decade will see a “sorting out” of the service providers. It is probable that, only by
cultivating synergy, and achieving economies of scale, will small and medium-sized companies
survive. :

So far as the business user is concemed, the future is promising.

Service offerings will increase, as will available bandwidth. If ATM fulfils its promise,
companies will be able to obtain bandwidth on demand. Before that promise can be realised
however, an ATM network must offer LAN emulation, and products from different vendors must
fully inter-operate. It is expected that the ATM picture will become clearer in 1995.

There will be regular demands from companies requiring on-site bandwidth of up to 2Mbys,
world-wide, probably within the next five years.

The greater capacities offered by Frame Relay and ATM, when widely available, will facilitate
the seamless interconnection of LANs across wide area networks (WAN). This will be one of
the major growth areas in business networking of the next few years.

As previously stated, value-added services will continue to grow rapidly, to the detriment of
networks offering plain vanilla data transmission.

Companies will require provision of integrated services of voice, data, and video.
Qutsourcing will become commonplace. Companies will regularly outsource all but their most

critical or “core” functions.
Where then, will SITA be in this “brave new world” of uﬂer—networkmg‘?




We will be at the forefrom where we have been for the last 45 yeats, provxdmg Seamless world-
wide services for our customers, llstenmg to the market ‘and fulﬁllmg the customers demands
by prov1dmg the up-to-date services they requite.

And never forgetting that in this highly competitive environment, the customer is’ always
expecting “more for less”. It is for us, as suppliers of global business networkmg, to exploit
modern technology to the full, to fulfil that expectation.

I am sure then that ‘The nght to Communicate’ will become a reality in Africa !

{Extract from a presentatlon at TELKOM 95 Conference by J. Rees Deputy G M. for SITA
AFRICA) o S )
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