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Our Claim

Our mission is a simple, yet challenging one: “Maximizing 
the Value of your Telecommunications Investment”.

We fulfil this promise by providing independent, objec-
tive consulting and assurance services in the areas of 
strategy, marketing, finance, operations and technology 
management to our clients.

Our industry coverage is narrow – we cater solely to 
the telecommunications sector, but this focus enables 
us to develop more depth within this industry, and to 
bring together some of the most senior, experienced 
and highly reputed resources in this field.

Our Clients

We provide specialized, all-direction services for the 
diverse players active in the telecommunications 
universe. While mobile and fixed telecommunications 
network operators are certainly our key target segment, 
we also provide valuable advice to network infrastruc-
ture and service suppliers, to equity and debt investors, 
as well as to regulatory bodies and governmental 
agencies.

Operators and equity investors usually have similar 
perspectives, differing, however, in the emphasis 
placed on investment versus operational goals, in the 
general level of analytical granularity and in the tool 
support requirements; accordingly, we offer them 
customized services, both top-down and bottom-up.

We serve lenders by providing a set of dedicated trans-
action services, by employing different – more conserva-
tive – assumptions and by using debt key indicators.

We support suppliers, either by giving them insight on 
the operator perspective and business case, or by elabo-
rating the vendor business case for a new feature or 
service contract. Where outsourcing is concerned, for 
instance, we either support the supplier in setting up a 
value-based argumentation vis-à-vis the operator –  
supporting sales – or in calculating the outsourcing 
provider project business case, thus assisting in negoti- 
ating a sound deal.

Regulators and governments seek our advice when 
deliberating new licence issues, determining licensing 
procedures, concluding national roaming and intercon-
nection agreements, as well as during the privatization 
of state-owned carriers.

Our serviCes

We offer a broad range of advisory services, as presented 
in our portfolio matrix. We position our individual solu-
tions alongside services practices and service clusters.

Our practices comprise:

• Strategy and Marketing
• Corporate Finance and M&A
• Operations and Technology Management

Our service clusters are designed to reflect the
various lifecycle stages that operators go through:

• Transaction
• Optimization
• Innovation

Services

Transaction



transaCtiOn serviCes

Our Transaction Services cover all activities needed
in the course of the acquisition or sale of a licence
or an operation, the associated funding and roll-out:

• Strategic Investment Management
• Feasibility Study
• Strategic Due Diligence
• Management Assessment
• Licensing and Regulatory Affairs
• Commercial and Financial Due Diligence
• Business Plan Analysis and Benchmarking
• Asset Valuation
• Investor Business Plan Development
• Bankable Business Plan Negotiation and  
 Project Finance
• Network Infrastructure and Operations  
 Due Diligence
• Roll-Out Plan Review and Benchmarking
• Operations Plan Review and Benchmarking

We assess the investment opportunity in the light of 
strategic, organizational, financial, operational and 
technological aspects. We evaluate the investment 
opportunities by performing market research and feasi-
bility studies employing a top-down approach. Where 
a new licence is concerned, we use business plan 
modelling to estimate the licence value; we support 
investors and operators in bidding for the licence.

When the ownership of an operation is to be transfer-
red, we perform assessments and due diligences to de-
termine the market, strategic, tactical, organizational, 
human resource, operational, technical and, finally, 
financial conditions of the target entity, in order to 
estimate an enterprise value, identify risks, as well as 
recommend appropriate action and suitable mitigation 
measures. Analysis of the operation’s financial state-

Transaction

ments, current budgets and business plans is comple-
mented by benchmarking against comparables from 
analyst research, as well as by development of our own 
assumptions on roll-out, operations and financial pro-
jections, which are used to further verify the assump-
tions and results of the operation’s business planning.

We use a range of valuation methods, taking into  
account the operator’s current financial position – 
assets, liabilities, claims, profitability – as well as 
discounted cash flow (DCF) analyses based on a long-
term business plan and market and transactions mul-
tiples. Scenario, sensitivity and Monte-Carlo analyses 
are among the tools we use to determine confidence 
intervals for our model results.

While the analysis and benchmarking of an existing 
operator business plan is a valid approach, if such 
business plan is high quality in terms of both the 
implementation and the assumptions pertaining to 
the model, we also provide customized business plan 
development using our own toolkit. This business plan 
can be designed as an “investor’s case”, aimed at 
the equity investor, or as a “banking case”, targeted 
at debt financing providers. In the latter case, we can 
also assist the operator or investor in negotiating the 
banking case parameters, e.g. the desired financial 
and resulting operational covenants, to help secure 
adequate financing.

The market research, the strategic appraisal, the long-
term business plan, the findings of the management 
assessment and the organizational due diligence, but 
also the financial and operational benchmarks and 
the budgetary staffing and network roll-out plans, are 
deliverables that should be used seamlessly in the 
post-transaction phase, when all efforts shift towards 
optimization.



Optimization
OptimizatiOn serviCes

With our Optimization Services, we address the phase 
when an operator, either moving from “greenfield” to 
“brownfield” – or steady-state – operations, or antici-
pating or reacting to upcoming market challenges, is 
faced with the need to increase the effectiveness and 
efficiency of all facets of in-house business:

• Going-to-Market Strategy, including Segmentation,  
 Target Marketing, Product, Pricing, Promotion,  
 Sales Channels and Customer Care
• Organization Development
• Partner Selection and Sourcing
• Financial Performance Measurement and  
 Benchmarking
• Forecasting and Budgeting
• Service and Process Costing
• Network and Process Performance Measurement  
 and Benchmarking
• Business Process Reengineering, Process Audit  
 and Improvement
• Shared Delivery, Regionalization and Centralization,  
 Outsourcing and Managed Services

We use our consultants’ operator, supplier and service 
provider experience to identify best practice and 

Strategy and Marketing Corporate Finance and M&A Operations and Technology Management

Strategic Investment Management ∙ 
Feasibility Study

Commercial and Financial Due Diligence ∙  
Business Plan Analysis and Benchmarking ∙  
Asset Valuation

Network Infrastructure and Operations 
Due Diligence

Transaction Services
Strategic Due Diligence ∙
Management Assessment

Investor Business Plan Development Roll Out Plan Review and Benchmarking

Licensing and Regulatory Affairs
Bankable Business Plan Negotiation ∙ 
Project Finance

Operations Plan Review and Benchmarking

Optimization Services

Going-to-Market Strategy ∙ Segmentation ∙  
Target Marketing ∙ Product ∙ Pricing ∙ Promotion ∙ 
Sales Channels ∙ Customer Care

Financial Performance Measurement and 
Benchmarking

Network and Process Performance
Measurement and Benchmarking

Organization Development Forecasting and Budgeting
Business Process Reengineering ∙
Process Audit and Improvement

Partner Selection and Sourcing Service and Process Costing
Shared Delivery ∙ Regionalization and Centrali-
zation ∙ Outsourcing and Managed Services

Innovation Services

Business Development ∙
Growth and Transformation

Technology Appraisal and Roadmapping

Mobile Virtual Network Operator ∙ 
Mobile Virtual Network Enabler

Financial Modelling and Financial Engineering Network Planning and Migration

Value Added Services Network Infrastructure Sharing

determine the gaps in the operation under considera-
tion. We not only provide analysis/assessment and 
recommendations for improvement, we also assist and 
accompany our clients in implementing the necessary 
measures.

Thus, instead of relying solely on analytical tools, we 
also customize production-grade software tools intend-
ed for ongoing client use. Examples of the latter are 
our strategy toolbox, the long-term business planning 
tool, the forecasting and budgeting toolkit, as well as 
the Activity Based Costing (ABC) and Element Based 
Costing (EBC) modules, which can be commissioned 
using standard spreadsheet or customized software 
functionality.

Of course, optimization is a highly field-work-driven 
activity. We conduct process audits and support 
business process reengineering, as well as helping our 
clients to determine the optimal degree of regionaliza-
tion and centralization of network operation processes 
across operations and countries, taking into account 
strategic, economic, technical and regulatory issues.

We consider out-tasking, outsourcing and managed 
services to be an extension of such shared delivery op-
tions, which increase management decision complexity; 



we assist our clients not only in properly defining the 
scope and highlighting realistic economic benefits, but 
also in screening potential suppliers and partners and 
negotiating the transaction with them – a task that is 
often novel to operators, and certainly a much more 
complex one than the purchase of network equipment 
and turnkey services.

innOvatiOn serviCes

Our innovation services target those industry challenges 
with the highest degree of uncertainty, but also the 
highest potential leverage for future business success:

• Business Development – Growth and Transformation
• Mobile Virtual Network Operator (MVNO) and Mobile  
 Virtual Network Enabler (MVNE) Business Models
• Value Added Services (VAS)
• Financial Modelling and Financial Engineering
• Technology Appraisal and Roadmapping
• Network Planning and Migration
• Network Infrastructure Sharing

In our business development consultancy, we depart 
from strategic considerations, such as the impacts 
on the current business model, the degree of vertical 
integration, the relationships between operator and 
external parties, and we then continue by developing a 
set of options for our clients, as well as modelling the 
economic and technical impacts of each of them. Our 
detailed risk analysis recommends proper courses of 
threat-mitigating action.

We continuously observe and understand the telecom-
munications market trends and help our clients in 
using this insight to their best advantage. We evaluate 
new business concepts to pinpoint their opportunities 

and threats and test our assessment against news from 
early adopters in the marketplace.

New business models, such as the Mobile Virtual 
Network Operator (MVNO) concept, aim at reducing 
the necessary investment and allowing the operator to 
focus on the really critical success factors – strategic 
and market issues, service innovation – rather than on 
the basic provision of coverage and capacity. Passive 
and active radio access network sharing and core 
network sharing are new paradigms extending the idea 
of shared process delivery platforms to the underlying 
physical assets and posing new challenges of technical 
implementation and regulatory constraints. Dependency 
on external parties increases, thus necessitating com-
plex contractual agreements and governance models.

Short time-to-market for new service launches appears 
to be an essential factor in securing competitiveness. 
Against this background, the choice of a suitable 
service delivery platform is business critical. Our Value 
Added Services (VAS) consultancy covers such strate-
gies and platforms.

Technology has become so complex, and the decisions 
related to it so crucial to the long-term success of our 
clients, that we put a lot of effort into monitoring and 
evaluating upcoming new technologies and assisting 
our clients in establishing long-term roadmaps that 
ensure consistent, future-proof technology refresh 
and investment protection on the one hand, and value 
migration on the other hand. We compile indicative 
network roll-out and migration plans for our clients,
taking into account strategic and operational con-
straints, economic considerations and innovation in 
technologies and business models. 

Innovation



Leadership

Our FOunder

Thomas Frisanco launched Investelecom Inc. in 2009 
as a new corporate entity to absorb and consolidate 
the activities of Munich-based company GSM 4 ALL AG 
and previously independent freelance business into 
one entity, as well as to accommodate the dynamic 
growth in business volume.

Thomas Frisanco was born as an Austrian and Italian 
national in 1972. After spending his youth and receiv-
ing a scientific-classical education in Italy, Austria and 
the UK, he transferred to Germany for his university 
studies. He was awarded Master of Science 
(Dipl.-Ing.) and doctoral (Dr. Ing.) degrees in electro-
nics engineering by the Technical University of  

Munich and Sapienza 
University of Rome, 
respectively, as well as an 
MBA (Dipl.-Wirtsch.-Ing.) 
degree by the Technical 
University of Munich. 
He speaks English, German, 
Italian and Spanish. Thomas 
Frisanco has 15 years of 
professional experience as 
an engineering manager 
and consultant, primarily 
in the telecommunications 
industry. He has held  

managerial positions at Alcatel, Schlumberger,  
Siemens, Nokia Siemens Networks and Detecon  
International, and has also acted as an independent 
senior management advisor. His main competence  
areas within the telecommunications sector are strategy, 
marketing, finance, technology management, project 
and operations management, shared delivery, out-
tasking, outsourcing, managed services and network 
infrastructure sharing. He has authored 25 scientific 
and practitioners’ research papers, is a frequent con-
ference speaker and has received numerous academic 
and professional awards. Thomas Frisanco holds 
CFA (Chartered Financial Analyst) and CPA (Certified 
Public Accountant) titles and the designations CAPM 
(Certified Associate in Project Management) and PMP 
(Project Management Professional) awarded by the 
Project Management Institute, CMA (Certified Manage-
ment Accountant) awarded by the Institute of Certified 
Management Accountants, and CIA (Certified Internal 
Auditor) awarded by the Institute of Internal Auditors; 
he is a member of the IEEE, the CFA Institute, the  
Institute of Management Accountants, the Institute 
of Internal Auditors, the German Institute for Internal 
Audit and of the BDVB (Association of German Econo-
mists and Business Administration Professionals). He 
is listed in the Marquis Who’s Who in the World and in 
the Marquis Who’s Who in Finance and Business.

Our peOple

At Investelecom, we believe that people excellence, 
commitment and experience are the key ingredients in 
making our consulting engagement a successful one 
for our client. We are therefore very selective when 
choosing who to accept into our circle, and – while 
maintaining our strict focus on the telecommunica-
tions industry – endeavour to ensure we have some of 
the brightest industry resources on board.

Our requirements include the highest academic mer-
its, all applicable professional certifications for the 
area of competence considered, a senior curriculum 
of relevant professional experience on the buy and sell 
sides of telecoms transactions (generally of more than 

10 years with proven consistently high performance) 
and the demonstrated ability to succeed in internation-
al environments.

Integrity, transparency, confidentiality, loyalty to our 
clients, diligence, competence and professionalism are 
our core values. At Investelecom, you can count on the 
fact that the senior professionals acquiring individual 
advisory assignments are also the ones to deliver them – 
unlike others, we do not staff our project teams with 
inexperienced junior consultants. Our experts interact 
with the client organization at all project-relevant 
levels, thus enabling us to quickly respond to our  
customers’ needs and feedback.



Our reFerenCes 

Our consultants have worked on hundreds of projects 
in a large number of countries around the globe: 
• Europe and CIS: Armenia, Austria, Belarus, Belgium,  
 Bosnia and Herzegovina, Bulgaria, Croatia, Cyprus,  
 Czech Republic, Finland, France, Germany, Greece,  
 Hungary, Ireland, Italy, Kazakhstan, Kyrgyzstan, 
 Lithuania, Luxembourg, Malta, Netherlands, Poland,  
 Portugal, Russia, Spain, Switzerland, Turkey,  
 Turkmenistan, UK, Ukraine.
• Africa and Middle East: Afghanistan, Algeria,
 Bahrain, Benin, Burkina Faso, Burundi, Cape Verde,  
 Central African Republic, Egypt, Eritrea, Gabon,   
 Guinea, Iran, Israel, Ivory Coast, Kenya, Kuwait, 
 Libya, Morocco, Niger, Nigeria, Oman, Pakistan,   
 Qatar, Saudi Arabia, Senegal, Somalia, South Africa,  
 Sudan, Tanzania, Togo, Tunisia, UAE, Yemen.
• Asia: Australia, Brunei, China, French Polynesia, 
 Hong Kong, India, Indonesia, Malaysia, New  
 Zealand, Philippines, Singapore, Thailand, Vietnam.
• Americas: Brazil, Chile, Colombia, Ecuador,
 Mexico, Peru, Suriname, USA, Venezuela.

Our OFFiCes

Investelecom Incorporated has been headquartered 
and registered as an “International Company”  
(reg. no. 2199) in the Ras Al Khaimah Free Trade 
Zone in the United Arab Emirates since 2009.

We serve our clients worldwide and, while routinely 
working together with them on their premises, we are 
firm believers in the importance of having representa-
tives in close proximity to our target markets. We thus 
maintain and expand our network of regional offices in 
Europe, the Middle East, Asia and Latin America.

We currently have offices in:
• Dubai and Ras Al Khaimah, United Arab Emirates
• Munich, Germany
• Merano, Italy
• Beijing, China
• Hanoi and Nha Trang, Vietnam
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Investelecom Inc.
P.O. Box 32643
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www.investele.com


