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COMMUNICATIONS Telecommunications

Rainier Carves New Market
Segment for Fujitsu

» Challenge: Create a new product category

Fujitsu Network Communications (FNC) was preparing to
announce a groundbreaking product that could transport
Ethernet packets over the existing optical networks (SONET)
owned by telecommunications carriers.

Rainier’s goal for the launch was to establish a position for the
new product — the FLASHWAVE 9500 - within the market
ecosystem, defining an entirely new market segment called
Packet Optical Network Platforms (PONP).

“Rainier is an agency with extremely high expectations of itself
and of its clients,” said Julia Pitlik, senior director of marketing at
Fujitsu. “They continually pushed us to think beyond the product
to really articulate the effect we would have on the entire telecom
ecosystem.”

» Results: Spectacular coverage, awards &
ownership of a new market segment

As a result of Rainier's PR campaign, the new Fujitsu product

received major coverage in key industry publications including
From Lightwave Magazine Light Reading, Telephony, Xchange, Telecommunications,

Lightwave, and EE Times. An independent analysis firm rated

This column is supposed to address recent Fujitsu’s coverage as having a “higher impact” than the

trends in the MSPP market [but] another

multiservice platform has emerged, and company’s competitors, with more than 50% of the coverage
many people view this device as the next rated as “very positive.”
step in the evolution of MSPP/MSTP o ) ) .
technology. Rainier’s analyst relations work resulted in outstanding quotes
The device is marketed under various from industry analysts including Heavy Reading’s Sterling Perrin,
labels...we’ll standardize on the Infonetics Infonetics Research’s Michael Howard, and IDC’s Eve Grilliches.
Research (www.infonetics.com) term: . L.
packet optical network platform (PONP).” Most important was that FNC and Rainier were able to control
T Y e S the industry _agenda an_d establish PONP as an entirely new
product category was established in the class of equipment. Editors and analysts now refer to the
telecom equipment market. Rainier’s goal for category by the very name FNC and Rainier created (see
Fujitsu became reality as the result of a sidebar).

hard-hitting and highly-credible PR

The publicity helped catch the attention of Frost & Sullivan who
awarded Fujitsu a Product Differentiation and Innovation Award,
recognizing a “significant contribution” to the industry’s
degree/rate of technical change.

Editors and analysts at Light Reading gave Fujitsu the

LI G HTS magazine’s Leading Lights Award for best new product, beating




Results of Rainier’s Analyst
Briefings

“We are seeing the emergence of a new
category of optical product that combines
photonics, Ethernet packets, and SONET in
a single device. We see optical networking
for packets as the biggest trend in optical
networking in 2007, and this is likely the
most significant development in optical since
the advent of the multiservice provisioning
platform (MSPP) back in 1999.”
Sterling Perrin
Senior Analyst, Heavy Reading

“Optical networking elements have been the
workhorse cost and manageability leaders to
provide metro aggregation and transport,
and enable service providers to build
scalable networks for profitable service
delivery. Packet ONPs represent the next
major evolution in optical networking,
and allow service providers to enjoy the
same well known cost and manageability
benefits that optical networking has always
provided, only now in a packet-centric
environment.”
Michael Howard
Principal Analyst and Co-founder,
Infonetics Research

“Service providers are looking for purpose-
built packet optical platforms with lower
costs that complement feature-rich service
platforms to help create scalable multimedia
networks. Fujitsu has delivered a solid
architectural implementation with their
FLASHWAVE® 9500 Packet ONP. This
integrated-fabric architecture marries
Ethernet, SONET/SDH and optics in a
scalable and manageable platform that top
tier providers have been requesting for their
next generation networks.”
Eve Griliches
Program Manager for Telecom
Equipment, IDC

out hundreds of heavily scrutinized entries (including fellow
finalist, the Apple iPhone). The product was also nominated for
the Leading Lights Award for “best marketing.”

“I have come to rely on Rainier to help ensure that Fujitsu’s
name is top of mind with editors and conference organizers alike,
who in turn, communicate our messages to customers and
prospects,” said Bob Laurent, senior manager of media relations
at Fujitsu. “As the result of our work together, Fuijitsu is regularly
quoted in the relevant feature stories of Top Tier publications in
our industry.”

» Tactics: Comprehensive planning for a wide-

ranging media tour

Rainier played a key strategic role in helping Fujitsu executives
to clarify and articulate the FLASHWAVE 9500 platform’s
significance in the telecom market ecosystem. Together, Rainier
and FNC prepared detailed Powerpoint presentation that
crystallized Fujitsu’s messages, and the team embarked on a
methodically executed series of analyst and editor briefings.

Results of the analyst briefings were incorporated into the
messaging as the tour unfolded, adding credibility to support the
company’s claims about the product. The tour was supported by
white papers, a no-holds-barred Q&A document that prepared
FNC spokespersons for the worst case, and a comprehensive
briefing book that left no detail to chance.

By the time they found themselves in front of editors at the most
influential magazines, Rainier had Fujitsu executives completely
prepared for success. “We consistently rely on Rainier’s industry
expertise, strategic advice, and creative PR tactics to deliver
results,” says Fujitsu’s Julia Pitlik.

In its year-end roundup, Light Reading showed

Rainier's PR campaign had engineered a real LlGH_]\
change in market perception: \nnnme
1. “Optical networking is back and better than ever” e

2. “Fuijitsu is an optical networking pioneer”
3. FW9500 is one of top ten optical stories of 2007
4. PONP need/trend is #4 optical story of 2007

» Results: #1 market share, revenue increases in declining
market, and a big contract win

A Datananitar company

» By the end of 2008, Fujitsu had achieved metro WDM and ROADM market leadership
in North America. With revenues rising 14% compared to a market decline of 4%, the
company outperformed the market, and increased its share in this segment by nearly 3
points to 31.5% — more than 10 percentage points higher than its closest competitor.

— According to data from Ovum, a leading telecom research and advisory service firm

» In June 2008, Verizon confirmed it had selected Fujitsu’s FLASHWAVE 9500 for
deployment in its FiOS backbone. Verizon CTO Mark Weigleitner specifically noted
that Fujitsu’s FLASHWAVE 9500 marketing campaign was “very well thought out.”
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