
IPTV: Confidence Rising
Javier Campos, Accenture
April 2007



2Copyright © 2007 Accenture All Rights Reserved.

Agenda

• Context

• Survey background

• Survey key findings

• Revenue outlook 

• Challenges and obstacles

• Conclusions



3Copyright © 2007 Accenture All Rights Reserved.

Context: IPTV is just one form of digital 
video delivery …
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Survey background

The Accenture and Economist Intelligence 
Unit’s second semi- annual IPTV survey:

Based on poll of 341 executives from communications , high tech 
and media and entertainment companies involved in o r close to 
the IPTV business

Global in scope:
• Survey was extended to 46 countries in three region s.

– 35% in Europe; 33% in the Americas; and, 32% in Asi a Pacific 

Respondent demographics:
• C-level executives such as CEOs, CIOs and CFOs repr esented 46%
• Senior managers such as heads of business units and  directors of

marketing or planning represented 54%
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Survey key findings

Business confidence in IPTV is on the rise

Targeted advertising is seen as the principle IPTV revenue source, followed by 
premium content subscriptions

Few industry players expect IPTV to immediately dri ve profit growth; rather, securing 
new revenue streams and new customers are viewed as  the chief benefits of IPTV

Consumer understanding of IPTV and its benefits con sistently ranks as one of the 
biggest challenges to market adoption

1

2

3

4

Quality-of-service problems are seen as the largest  obstacle to consumer adoption of 
IPTV over the next 12 months

5
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Revenue outlook: 
Confidence is on the rise
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Creating new revenue streams is the 
main reason for getting into IPTV
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Premium content subscriptions are 
seen as the main revenue driver
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Revenue outlook: 
Mixed short-term but confident long-term

• Longer-term revenue outlook for IPTV (within three years) 
remains strong, though down just slightly from the previous 
survey.

• Executive confidence remains unchanged with 60 perc ent of 
executives confident or very confident that IPTV wi ll generate 
significant revenues within a three-year period.

• Confidence in the short-term revenue outlook for IP TV 
(i.e., within 12 months) remains mixed.
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Challenges and obstacles: 
Anemic customer proposition
• The customer proposition remains the least develope d part of the IPTV business. 

• Customer understanding of IPTV offerings is perceiv ed by executives to be low, 
and operators’ marketing and pricing strategies are relatively undeveloped.

• Quality-of-service problems are seen as the largest  obstacle to consumer adoption 
of IPTV over the next year. These problems should r ecede in the longer term, 
however.
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Challenges and obstacles:
IPTV quality-of-service
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Technology is not seen 
as the main challenge
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Challenges and obstacles:  
Alternative provider competition 
is top near-term obstacle

In three years’ time, what do you expect will be the  single biggest 
obstacle of IPTV adoption by households?
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Accenture conclusions: 
Partnerships

• Few industry players expect IPTV to drive profit 
growth at their firms.

• Formation of content partnerships should be the 
top priority.
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Accenture conclusions:
Caution in the short-term

• People tend to overestimate what can be done short term and 
to underestimate what can be done long term.

• Caution in the short term is good advice when it co mes to IPTV.
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General conclusions

• IPTV has the potential to be a significant new prod uct for operators, 
content owners and solution providers. 

• The business case for IPTV remains attractive when treated as part 
of a portfolio of services. 

• Industry players, especially network operators, are  wise to ‘walk 
before you run’ in terms of complexity of services t hey offer.

• IPTV will most likely be the most complex service w ith the lowest 
gross margin.

• It is vital during the formative period to keep ini tial IPTV costs as 
low as possible.

• A degree of caution and careful planning is appropr iate. 

• The cornerstone of a TV service will be availabilit y of compelling TV 
programs that are transmitted reliably. 

• Conclusion: Long-term vision, short-term practicali ty.
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Thank you!Thank you!

For more information about Accenture IPTV solutions , 
please send an e-mail to:

Javier.campos@accenture.com or visit:

www.accenture.com/iptv


