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OBJECTIVES

+ Product and segment

definitions for wholesale
services to consider for
development

Wholesale market size,

forecast, and go forward

opportunity across key
segments and products

A detailed understanding

of how they currently
perform in terms of
customer experience

relative to other providers

Sizing and Customer

CASE STUDY

ATLANTIC-ACM ran a tailored Wholesale
Market Sizing effort, along with Customer
Experience Interview campaign across key
segments and service areas

APPROACH

ACM leveraged the CRTC data, client
revenues, and interviews with industry
insiders to segment and size the
Canadian Wholesale Market

Segment Sizing and Analysis: Segment Opportunity
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ACM aggregated customer
feedback through focused
interviewed with customers,
highlighting calls to action and
competitive positioning

OUTPUT

ACM provided a sizing and segmentation of the Canadian wholesale
market, which when combined with customer feedback, offered clear
go-forward strategies for growth

Executive Summary - Sizing: Segment Opportunities Executive Summary - Customer: Improving Customer Experience
Ethernet access for Domestic and International Carriers, Broadband / DIA for MSPs, Addressing some of the customer frustration points would require significant
and Emerging Dark Fiber / Waves should be growth focus areas for Rogers Investment and change, but some can be improved very efficiently




