Strategic Report
Our business model

We work closely with our customers
to design innovative first-to-market
products and services.

Our strategy
We work closely with customers to understand their plans and
challenges, and develop first-to-market products and services
to fulfil their requirements and exceed their expectations.

Read more on pages 18 and 19

Understanding our
customers’ needs

Business planning

How our strategy and business model work together
Our business model embodies our critical success factors
of working closely with customers and designing innovative
first-to-market products and services and selling through our
specialised sales force.

Global and specialised
sales organisation

Creation

We target attractive
business opportunities
and we organise and focus
our business units on
these opportunities.

We work closely with
our customers and participate
in industry groups to understand
our customers’ technology,
operational and business direction,
challenges and expectations.

We employ talented
marketing and engineering
teams to design and develop
new products and services.

We have a global and
consultative sales team.
We partner with specialised
distributors and agents
when selling directly
is not financially viable.
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Follow-on business
Much of our income comes
from established
customers. Long-term
customer retention is
key to our success.

Maintenance and support

Manufacture

Customer trials

We have professional services
for installation and training.
We sell annual maintenance
and support services.

We use worldclass
contract manufacturers
to ensure quality and
timeliness of supply.

Our sales cycle often involves
the customer evaluating the
product before they purchase.
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How we create value
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The markets we target
We target large, fast-growing,
complex markets, driven by a
major disruption or challenge.
We serve customers who develop
products and services and who
operate and manage networks.
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Continuing demand for
our products and solutions
We operate in a fast-moving,
technologically demanding environment
in which everyone and everything is
connected. Faster data speeds, complexity,
security and innovation drives the demand
for our products and solutions.
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Competitive advantage
We aim to be first-to-market. We register
intellectual property to create high
barriers to entry for competitors and
maintain our high-margin and high-value
position in the market.
Our competitive differentiation comes
from the test methodologies we develop
and our active test, automation and
analytics expertise and technologies.
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Our customers selling proposition
Our products and services:
• reduce the time to get products and systems to market;
• ensure the quality of customers’ products and networks;
• protect customers’ brand reputation; and
• increase the efficiency of their operations through automation
and analytics to optimise their activities and investments.
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Value-creation culture for our stakeholders and shareholders
We have a culture that focuses on creating value for our
stakeholders and shareholders. We attract and retain talented
people and offer career development. We have a nondiscriminatory workplace and fair and competitive remuneration.
Our dividend policy is to maintain a sustainable dividend
for shareholders as we consider the dividend to be a core
component of shareholder return and one on which
shareholders can depend.

