











In a New World of Mobile Apps: Smart Strategies  telesc®pe

, October 2009

Location based services make good candidates for hybrid

applications. It is true that handsets can determine their own location

(even indoors without GPS). However, location information that is

solely driven by the handset comes with the following restrictions:

Not all handsets have GPS capability, handset-driven triangulation

is not granular enough for all applications, and other methods

promoted place an added burden on the handset battery. It can

be argued then that there is value for application developers when

location is easily provided by the network without battery

considerations and with an increased granularity for all handsets

regardless of GPS presence. If location based applications such as a buddy finder

service is integrated with location information provided by the network, all handsets can be covered.
Integration with social networking tools such as Facebook further increases the usability factor for end users.

Another area is mobile marketing. This is
also an area that can be offered over the
top as well totally under the control of the
mobile operator. However, as with the
location based services area, we argue
that a hybrid approach may generate the
best results. OTT applications are again at
a disadvantage because they cannot
integrate themselves in session setup and
again lack sufficiently granular location
information for all users with any handset.
Cooperation with the mobile network can
lead to ideas such as placing an ad based
on calling data, where privacy rules allow.
Integration with predictive intention tools
will enable an application to target mobile
users with greater profiling.

Conclusion

It is well recognized that emerging markets are still riding on the strength of subscriber growth and voice-
driven revenues. In such markets, operators need to realize that their answer-to seizure rates have a long way
to improve and not all of it is due to network coverage or quality issues. Call completion solutions will
encourage end users to do more on their existing assets and operators in emerging markets should capture
that by deploying call completion suites.

In mature markets, value added services are the only area where high quality voice and data networks can be
differentiated from the competition. The problem has been the success of some over-the-top applications
offered on handsets that are perceived to be greater value than the networks they connect to. To get their fair
share in the value chain, mobile operators need to find ways to cooperate with OTT applications and drive
revenue from their success. This can be achieved through hybrid applications that leverage both the mobile
network and the capabilities of the new generation handsets.
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Mobile Communications for Socio-Economic
Growth in Africa

e e

Africa has always been perceived as a growth market with great potential.
Its mobile phone industry is growing at nearly double the global rate; this,
and a wave of consolidation and heated competition within the region, is
attracting new investment. Yet, for all its growth potential, Africa has not
received real, practical, attention proportional to the ongoing discussion of
its potential. The global economic crisis has shifted from a half-hearted
attitude towards investing in Africa to budgeted and well staffed business
plans in support of various African markets.

As software and hardware vendors, system integrators, business
consultancy groups and managed services providers struggle to find new
opportunities in their comfort zone markets, they are forced to look at
Africa more closely. The trouble comes from trying to push existing
products and services designed for different markets into Africa as vendors
struggle to make up revenue lost elsewhere. The region needs products
and services geared to its own necessities and preferences rather than
become a complimentary market for excess capacity. For example, rural
areas in Africa need remote data collection on healthcare, education,
agriculture, business, banking, finance and government. There is a need to
bridge this gap, enabling wider access to mobile communications in Africa.

To achieve this, vendors must establish tangible relationships in Africa. This
is required not just at the sales and marketing level, but at all levels of the
vendor organization. Support engineers, deployment engineers must be
trained in doing business in Africa both remotely and locally just the same
way as they are experienced in other world markets. Remote offices or
partners in Africa from where local staff travels to headquarters appears to
be a nice solution but actually may not be sufficient. To really service the
needs of their African customers, vendors must expose their headquarters
staff to Africa. It is only that way that a vendor will make the necessary
transition be becoming a trusted name and partner in Africa. Anything
short of that, Africa will continue appearing within the EMEA sales figures
as a subtotal with managers questioning as to whether their operations in
Africa are worthwhile.

telesc®pe

Ahmet Ozalp, CEO

It is crucial for vendors to work
closely with operators to offer
mobile technology and
support through the
development of innovative
personalized services
addressing social needs.

We, at Telenity, have learnt a
tremendous amount in our
focused efforts to serve new

and existing operators in

various African countries and
believe that Africa - in spite of
its unique challenges - has a

lot to offer to vendors, who are
willing to invest in this very
rapidly growing and exciting

market place.

Once vendors truly commit to Africa, they will end up learning how to develop products for Africa and how to
service customers in Africa. Rather than bring products from other markets to Africa, they will develop
products for Africa and may consider doing the reverse and selling them in other markets, where applicable.

Take mobility and untethered communication as an example. Virtually all operators drive revenue from basic
voice and text messaging services. Of course, telecommunications in Africa is dominated by wireless
communications due to insufficient landline infrastructure. And consider further that the African mobile
market is the fastest growing in the world with the mobile penetration rate as low as 35%, and average
revenue per user (ARPU), which is extremely low and allows room for high growth in the future. In this
context, operator revenues can still grow tremendously simply by increasing call completion among existing
subscribers and adding new subscribers to the base.

December 2009/ 6

Copyright © Telenity, Inc. 2006-2009 t e.I e nglyt y


http://www.connect-world.com/

Mobile Communications for Socio-Economic te-lesc@pe
Growth in Africa =

L;onuer:t_:,‘:ifm : I‘Id , London, UK

A next wave of growth certainly will follow patterns seen in more developed markets, e.g. India where socio
economic diversity, vast purchasing power spectrum and education levels are similar. We would anticipate
greater use of data services where SMS is not so dominant, enhanced services such as location based or video
driven services, and personalization services.

We thus conclude that growth in basic services in Africa
still remains unsatisfied and that growth in more
enhanced services is largely untapped. So, going back
to how the vendors should approach Africa, it appears
reasonable to address first things first and support basic
services even better. In a user community where
prepaid callers are abundant, and credits for outgoing
calls not to be taken for granted, developing services to
increase call completion does just that. This can be
done primarily in two ways: Assistance with outbound
calls through services such as collect mobile calls and
assistance with inbound calls through intelligent call
routing so that a call placed has the greatest chance for
completion.

Such basic services may not stir much excitement on first glance but may be precisely what the African
operator needs to drive greater revenue now with existing infrastructure without waiting on social and
economic trends to materialize for new revenue sources.

Another factor in the African mobile market is the restricted capability set of handsets. Africa and Middle East
region is expected to account for the largest annual shipment volume by 2014, with 166 million low cost
handsets predicted to be sold, representing 24 per cent of all sales that year and up by 54 per cent since 2009.
With this in mind, the interaction of subscribers with their service providers should avoid live operator
assistance for the same globally valid reasons. Services such as balance checks on prepaid accounts, balance
refills or balance transfers should be done easily by the subscriber even through a restricted handset without
the involvement of a live agent. This calls for the greater use of service channels such as Unstructured
Supplementary Service Data (USSD) and the back end operator support for it through USSD browsers. This
service channel may be used for other push-pull applications such as content purchasing, special day
greetings to friends and family, televoting, call me back, etc.

Once the immediate needs are addressed, it is extremely critical for Africa’s overall development to quickly
follow with high bandwidth data services. Indeed, there is not a need to follow sequence here and, subject to
operator appetite, 3G services can be pushed concurrently. The reason high bandwidth mobile data access is
so critical for Africa is that it is the access method with the greatest chance of connecting the masses in Africa
with the World Wide Web. PC-penetration rates remain low and the initial costs are high. These factors define
the mobile phone as Africa’s optimum tool to access the internet. In that sense, 3G mobile broadband
technology is in a way equivalent with the Internet when it comes to Africa due to again the insufficient fixed
line infrastructure. For that reason, over the long term, Africa stands to benefit from 3G-based services on
social and economic indicators arguably more than any other region.

December 2009 /7

t e-l e nz{t y Copyright © Telenity, Inc. 2006-2009


http://www.connect-world.com/

Mobile Communications for Socio-Economic te-leSC@pe
Growth in Africa =

In search for new revenue streams, operators will need to move quickly to adopt networks and services that
converge from basic voice to value-added content and data services. The use of picture messaging, ring-tones,
ring-back tones, video clips, location-based services and wide array of data offering will spread across the
continent. Increasing complexities and time-to-market delays in delivering new value-added services will
create the need for a common service delivery approach. This common service delivery approach
implemented with Service Delivery Platforms (SDP) allows operators to offer variety of services to different
subscriber segments easily and cost-effectively by eliminating long development cycles, cutting integration
and operational costs, and providing rapid service launch capabilities.

The next area for vendors to look at — again under the viewpoint of doing things designed for Africa - is
business consultancy. This requires ongoing presence in Africa by the vendor. This is preferably via local
offices but local offices will be effective only if they receive frequent and on-the-ground support from
headquarters staff to truly understand the unique aspects of the African operator. It takes experience for
having completed projects in Africa with direct exposure rather than through integrators before a vendor can
claim to be a reliable name. Indeed, greater experience in Africa will educate vendors in understanding that
the African markets vary among themselves. References to Africa as a single market are misleading and usually
stem from a lack of granular understanding of the markets in the continent.

Comparisons with the Middle East will be weak in general. The Middle East markets certainly have segments
that are similar with African markets but also contain other sizable segments that are not. Handsets and
popular services in the Middle East cover a large range of capabilities rendering the Middle East markets
hybrid and complex in a different way. Business practices in the Middle East and Africa are also different in
their own ways.

In conclusion, the recognized growth potential of Africa is
finally pursued by vendors with tangible business plans.
However, vendors need to treat Africa not as an extension
of other markets they are active in but as a market with
unique needs. This requires on-the-ground presence in
Africa primarily from headquarters staff for the vendor to
develop an understanding of the African market at all
levels of the organization. Products and services should
not fail to address growth in legacy voice services but the
big benefit for Africa, economically and socially, will come
from high bandwidth data services where mobile
networks may function as the best access to the World
Wide Web for African users. Industry analyst expects Africa
will reach around 324 million mobile subscribers in 2009,
with the total rising 67.8% by 2013 to 543 million.

The article, and the copyrights thereto, are exclusively owned
by Connect-World, London, UK.
It was first published in ConnectWorld: AME (Dec: 2009)

December 2009/ 8

Copyright © Telenity, Inc. 2006-2009 T+ e-l e nEIV t y




Location-based Services te1esc@pe

Differentiate Your
Value Added Services with Location!

Location is the new key differentiator in VAS. All content services
(news, weather, advertisement, etc.) gain a new perspective with
location attribute. Think about all the ways you can engage your
subscribers with location-based:

* Content push based on customer behavior to increase
loyalty - traffic and alternate route alert, concert/theater
announcement, etc.

* Advertising with leading brands

» Tracking - resources and people

In order to introduce location-based value added services
and to achieve feasible service penetration, Subscriber
Trust needs to be built at 100%.

Subscriber  Privacy is essential!
Subscriber data and preference must
be protected at all times.

Service providers need to proactively
maintain SLA terms and conditions
before any misdemeanors happen
not addressed by legal contracts or
reactive measures.
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Telenity’s Canvas Location Middleware (LCMW) gives
you all the necessary functionality and tools to start
enjoying the benefits of location-based services.

Canvas LCMW controls value added services’ access
to sensitive location information based on
subscriber’s preference, and enforces much-needed
policies for the applications.

Canvas LCMW opens a new horizon to application
developers by giving access to subscriber’s location
information.

Applications can be developed and maintained by
third parties, but service providers need to keep
control of the sensitive information.

List of applications enabled with Canvas LCMW are:

* Personal Guidance and Interaction (Yellow Pages, Traffic
Reporting, Navigation, Gaming, Dating, Buddy Finder)

* Personal Safety (Family Finder, Child Finder, Pet Finder,
Roadside Assistance, Emergency Location)

* Public Safety (Emergency Response, Area Emergency Alert,
Stolen Vehicle Location, Lawful Interception)

/; <
* Corporate (Work Force / Fleet Management, Package / Asset opsub®
Tracking, Location Based Advertisement)
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Zain Nigeria Chooses Telenity’s Mobile

Collect Call Application

telesc®pe

Telenity and CIS Enable Zain Nigeria to Address Demand for Innovative Mobile Services

Monroe, CT - November 11, 2009 — Telenity
(www.telenity.com), a leading provider of next
generation converged services platforms and
applications for communications  networks,
announced today that Zain Nigeria has chosen
Telenity’s market leading Mobile Collect Call
Application, Canvas® PayForMe™ for deployment in
its network. Established in 2000, Zain Nigeria is one
of the fastest growing operations of Zain Group in
Africa. The Nigerian operator currently covers
thousands of communities across the six
geopolitical zones of the country and accounts for
20% of Zain Group’s total revenues.

Telenity and its local partner CIS Nigeria will provide
Zain Nigeria a mobile collect call system that supports
20 million subscribers. This new win, with yet another
Zain Group operation, is a joint success of the two
companies and is an affirmation to their commitment
to the region and their mutual customers.

Canvas PayForMe, Mobile Collect Call Application
also known as wireless reverse charge calling,
provides mobile subscribers the opportunity to
make calls even if they run out of credit or have a
low balance in their prepaid accounts. By allowing
the costs of the call to be charged to the called
party pending subscriber consent, Canvas
PayForMe helps operators increase their network
usage and stimulate revenue generating calls that
would not have been otherwise made.

“Our company’s strategy has always been to
deliver additional value to our customers by
offering them services that truly support their
lifestyles and we are very optimistic that
Telenity’s mobile collect call solution

will help us achieve this.”

Canvas PayForMe, Mobile Collect Call application
will help Zain Nigeria remain competitive and
continue to be the “first” to offer Nigerian
subscribers leading innovative services that help
improve their communications experience and
lifestyles.

te1en¥ty

“We are proud to bring innovative mobile
communication service to the vibrant and diverse
Nigerian communities, even to customers across
various social and economic spectrum,” said
Shamel Hanafi, Zain Nigeria’s Chief Commercial
Officer. “Our company’s strategy has always been to
deliver additional value to our customers by
offering them services that truly support their
lifestyles and we are very optimistic that Telenity's
mobile collect call solution will help us achieve this.
We were also impressed with the technical
expertise and the local sensitivity that Telenity and
CIS offered us during the selection process.”

“The Mobile Collect Call solution deployment in
Zain Nigeria is a significant strategic achievement
for Telenity and our local partner CIS as it expands
further our presence in Africa,” said Ahmet Ozalp,
Chief Executive Officer at Telenity. “We continue to
invest in the rapidly growing Africa and the Middle
East regions, where we are focusing on product-
based solutions along with strong localized support
from CIS to address the needs of our existing and
future customers.”

“Mobile collect call service is a great way for
operators to increase their revenues by capturing
traffic that they would otherwise lose while at the
same time improving communications for their
subscribers,” said Charbel K. Bou-Eid, Managing
Director at CIS Nigeria. “Together with Telenity, we
are proud to collaborate with Zain Nigeria in
making this value proposition a reality for both the
operator and its subscribers.”

About Telenity

Telenity is a leading provider of next generation
converged services and  applications  for
communications networks. Telenity's market ready
software solutions include: integrated advanced
messaging (SMS, MMS, USSD) applications,
innovative value added services (personalized call
management, mobile collect call, missed call
notification, voice/video mail, multimedia ringback
tones, location-based people finder); and reusable
service delivery components (messaging gateway,
3rd party access gateway and location gateways)
enabling rapid service creation and deployment.
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Zain Nigeria Chooses Telenity’s Mobile

Collect Call Application
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Telenity and CIS Enable Zain Nigeria to Address Demand for Innovative Mobile Services

Headquartered in USA, Telenity's worldwide
customer base includes network operators, service
providers and application providers serving over
300 million customers. Telenity partners with global
and regional network equipment providers, system
integrators and computing platform manufacturers.
Learn more about Telenity's Canvas® family of
converged services solutions at www.telenity.com
and download a copy of Telenity's online
newsletter Telescope.

About CIS Group

CIS Group is a leading technology
solutions provider to business and
institutions and is part of an
international group operating in Africa
and the Middle East. CIS Group offers
complete turnkey solutions integrating hardware,
middleware  and vertical solutions. Its
responsibilities encompass the design, installation
and after sales services of complex systems with
multi-vendor  configurations  and project
management. It is composed of experienced
professionals with complementary skills in the field
of data communication servicing a complete line of
information systems solutions tailored to the needs
of the African and Middle East market, totaling 30
countries and servicing 4000 customers. At the local
level sales and support activities are carried out by
selected local companies (+42 in Africa and Middle
East).

CIS developed partnerships with worldwide leading
ICT vendors to meet the needs of the different
sectors (Finance, Telco, Government and Extended
Manufacturing) in computing, software and
networking equipment. For more information
about CIS group please visit www.groupcis.com.
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About Zain Group

Zain is a leading emerging markets
player in the field of telecommunications
aiming to become one of the top ten
mobile operators in the world by 2011.
Today it is the 4th largest mobile network
in the world in terms of geographical footprint with
commercial presence in 24 countries spread across
the Middle East and Africa providing mobile voice
and data services to 64.7 million active customers
as at 31 March 2009.

Zain operates in the following countries: Bahrain,
Burkina Faso, Chad, the Republic of the Congo, the
Democratic Republic of the Congo, Gabon, Ghana,
Iraq, Jordan, Kenya, Kuwait, Malawi, Madagascar,
Niger, Nigeria, Saudi Arabia, Sierra Leone, Sudan,
Tanzania, Uganda and Zambia. In Lebanon, the
company manages the network on behalf of the
government operating as mtc-touch. In Morocco,
Zain in a joint venture, owns 31% of Wana Telecom.
On May 18, 2009, Zain entered into a merger
agreement with Palestinian Telecommunication
Company Plc (Paltel) that will result in Zain
attaining 56.5% of the company subjective to
regulatory approvals.

Zain offers innovative services in its markets such as
One Network, the world’s first borderless mobile
telecommunications network enabling customers
to receive calls and SMS without charge and to
make them at local rates throughout many
countries in Africa and the Middle East. Customers
can also top up their mobiles with airtime bought in
their home country or from more than 1,000,000
outlets across 18 countries.

The Zain brand is wholly owned by Mobile
Telecommunications Company KSC, which is listed
on the Kuwait Stock Exchange (Stock ticker: ZAIN).
Zain is listed in the Financial Times' Global 500
Index which ranks the world’s largest companies
based on market capitalization. For more, please
visit www.zain.com.
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Telenity Wins A 2009 Connecticut Quality

telesc®pe

Improvement Award’s Silver Innovation Prize

Canvas PayForMe, Mobile Collect Call Solution Recognized for Outstanding Innovation

Monroe, CT - October 23, 2009 — Telenity
(www.telenity.com), a leading provider of next
generation converged services platforms and
applications for communications networks, today
announced that it is a 2009 Silver winner of the 22-
year old Connecticut Quality Improvement Award
(CQIA) Partnership’s Innovation Prize which
received 70 applications this year. The 22-year old
Connecticut Quality Improvement Award is
America's first state level quality award using the
Malcolm Baldrige National Quality Award for
Performance Excellence criteria.

Telenity won a silver prize with its two software
products: Canvas® PayForMe™, Mobile Collect Call
Application, and Canvas® SmartConnect™,
Personalized Call Management Suite. Telenity
diligently met all the application requirements with
both products and was able to provide:

1. A description of a problem solved in
overcoming the challenges of making collect
calls to wireless subscribers

2. A clear and concise description of the new
products introduced in the last five years and
why the solution is considered innovative in
telecommunications industry

3. Case study showing how these products
benefit customers

"The Connecticut Quality Improvement Award
Partnership is proud to honor Telenity's
achievements with mobile collect call and
personalized call management solutions and we
look forward to future innovative solutions from
them,” says Sheila Carmine, Founder and Executive
Director of the Connecticut Quality Improvement
Award Partnership, Inc.

“We are thrilled to be recognized for our product
innovation and commitment to quality and receive
this prestigious award from CQIA Partnership,” said
Roger Whitham, General Manager of Americas and
Asia Pacific at Telenity.

“Our easy to use and scalable mobile collect call
and personalized call managements solutions have
been deployed globally in networks including a
leading GSM mobile group operator in Africa,” said
Nitin Patel, Vice President of Strategic Marketing at
Telenity. Our plan is to offer such services into
growth markets as well as to the telecom operators
in the Americas where collect calling is widely

te1en¥ty

accepted and growing market. We understand the
needs of the end-users and the return on
investment requirements of telecom operators, and
we meet these with best of breed mobile
solutions.”

"The Connecticut Quality Improvement Award
Partnership is proud to honor Telenity's achievements
with mobile collect call and personalized call
management solutions and we look forward to future
innovative solutions from them”

About Canvas PayForMe, Mobile Collect Call
Application
* Allows wireless carriers to target youth, low
budget or prepaid subscribers and even
enterprise customers
* Allows mobile subscribers to make collect calls
without the involvement of any live customer
care person through easy-to-use automated
voice and text interfaces
* Allows telecom operators to increase their
average revenue per user (ARPU) by allowing
their subscribers to stay connected and make a
collect calls when they:
o Are out of credit or have little credit
reserved for emergency
o Cannot recharge their credit because they
do not have access to a recharge
mechanism
o Want to reverse the call charges for
personal or business reasons
* Provides multiple notification options for
calling and called parties and supports
subscriber list management options

About Canvas SmartConnect, Personalized Call
Management Suite
* Helps wireless operators increase their network
usage and voice traffic, and stimulate new
revenue generating calls that would not have
been made otherwise
* Provides a suite of intelligent personalized call
management and completion services that are
efficient and easy-to-use for subscribers
* Allows subscribers to manage their incoming
communications and ensures that they never
miss any calls
* Provides intelligent network based call routing
functionality with enhanced call management
options based on personalized rules
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Recent Events

AfricaCom 2009 telesc®pe

Cape Town, South Africa

The AfricaCom 2009 took place during November 11-12, 2009 in Cape Town,
South Africa. In its12t year, AfricaCom is the longest established and the largest
annual Pan-African telecoms event. This event comprised of a high-level
1112 November 2009 conference and co-located exhibition continued to be the best place to meet and
e . build new contacts in the region.

Africa =,
i 16 years ‘

Having evolved to reflect the current market dynamics, the event embraced the entire telecommunications
landscape in both its multi-streamed congress and accompanying exhibition. The conference provided both
an overview of the general trends of the market, and specialist streams on the key aspects of the telecoms
market such as: technology evolution, regulation, new business models, value-added services and marketing
strategies.

As in past years, AfricaCom 2009 attracted senior representatives of the continent’s leading operators,
regulators, investors, telecoms solutions providers and analysts.

Telenity involvement in this year's event included exhibition at Stand C12 as well as a presentation on
Location Based Services during the Exhibition Seminar Speed Showcase. At its booth, Telenity showcased
demonstrations of its converged value added services solutions including Mobile Collect Call, Personalized
Call Management, and Location-based People Finder Service.

If you were not able to attend the event and would like to learn more about Telenity and its products, please
email us at marketinginfo@telenity.com. Telenity team will be available to discuss your needs for converged
messaging, service delivery and value added services solutions.
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GSM>3G Middle East 2009 telesc®pe

Dubai, UAE
% p GSM>3G Middle East 2009 took place during December 7-8, 2009 in
< asm>3a Middle East - Dubai, United Arab Emirates.
Telco World Summit =
Setting the "‘W‘EEMTEWW“' As the GSM Middle East and Gulf markets continue to expand, this

event in its 14t year provided unique networking opportunities and
set the regional Telco agenda.

GSM>3G Middle East 2009 event brought together wireless operators, vendors, developers and industry
leaders from across the world to discuss future strategies, business models, and the challenges and
opportunities facing today's wireless services. Attendees benefited from a much deeper and invaluable
learning experience and understood in greater detail the key technological and commercial opportunities
within the Middle East and Gulf telecoms market.

Telenity involvement in this year’s event included exhibition at Stand 108 as well as a presentation on
Location Based Services during the Exhibition Seminar Speed Showcase. At its booth, Telenity showcased
demonstrations of its converged value added services solutions including Mobile Collect Call, Personalized
Call Management, and Location-based People Finder Service.

If you were not able to attend the event and would like to learn more about Telenity and its products, please
email us at marketinginfo@telenity.com. Telenity team will be available to discuss your needs for converged
messaging, service delivery and value added services solutions.
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Mobile World Congress 2010 telesc®pe

Barcelona, Spain

The Mobile World Congress is taking place during February 15-18, 2010 at the Fira de Barcelona - Montjuic in
Barcelona, Spain. Mobile World Congress is the mobile industry's premier event, providing everything mobile
executives need to plan their year. Visitors have the opportunity to experience”

* The largest, most comprehensive exhibition with an representing every element of the mobile value
chain

* A cutting edge conference program featuring the most senior executives and leaders in the industry and
the topics that will define the future

Date: February 15-18,2010 mDE“_E:

Location: Barcelona, Spain WORLDCONGRESS
Stand:  1B51, Hall1

Telenity will be exhibiting at the Mobile World Congress. Telenity will have demonstrations on converged
service delivery and converged value added services including personalized call management, mobile collect
call and location-based services at the Telenity booth.

Come and see how you can accelerate revenues with Telenity’s Canvas® converged services product portfolio
which offers reusable service delivery, content management and location components enabling rapid service
creation, deployment and execution functionalities across multiple services in any service delivery (SDP) eco-
system.

To arrange a meeting with the Telenity team at the Mobile World Congress in Barcelona, Spain, please email
us at marketinginfo@telenity.com
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next generation services Now
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Telenity at MWC 2009
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