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Executive Summary 

Maplewave’s channel strategy consulting provides a comprehensive framework for 

telecommunications carriers to assess, optimize, and expand their consumer sales channels. By 

evaluating over 20 distinct sales channels—physical, digital, and "phygital"—this service helps 

operators reduce operational expenditure (OPEX), maximize market reach, and transition 

successfully into Digital Service Providers (DSPs). Our approach moves beyond theory, 

providing the fact-based rigor required to justify major strategic shifts in distribution. 

Business Challenges Addressed 

Telecom organizations frequently struggle with the following: 

• Retail Inefficiency: Misaligned store locations and inefficient retail footprints. 

• Fragmented Experience: Disjointed omnichannel journeys that frustrate customers. 

• Investment Uncertainty: Difficulty justifying the ROI of digital transformation projects. 

• Performance Gaps: Underperforming sales channels coupled with high cost-to-serve. 

• Model Complexity: Uncertainty regarding the optimal balance of corporate-owned 

versus franchise models. 

• Behavioral Inertia: Organizational and customer resistance to adopting new digital sales 

habits. 

Core Consulting Capabilities & Mapping 

Common Symptom Maplewave Solution 

Retail footprint 

bloat 

Retail Footprint Rationalization: Mapping lease data and revenue 

density to identify closures or expansions. 

Low digital 

adoption 

Omnichannel Digital Transformation: Strategic planning to transition 

into a Digital Service Provider (DSP). 

Revenue 

stagnation 

Channel Performance Acceleration: Fact-based optimization of the 20+ 

channel mix to drive growth. 

Operational 

friction 

Channel Implementation: Full-lifecycle deployment from staff 

recruitment to KPI setting and system integration. 

Competitive 

disadvantage 

Revenue & Operational Enhancement: Competitor benchmarking and 

implementation of new operating models (e.g., franchising). 



Why Choose Maplewave? (Competitive Differentiators) 

• Holistic Execution: Unlike traditional firms that provide only strategy decks, we assist in 

the actual deployment—recruiting staff, authoring operational manuals, and integrating 

sales systems. 

• Fact-Based Optimization: We leverage hard data (lease status, store traffic, cost-to-

serve) to make objective, defensible decisions on retail estates. 

• Telecom-Native Focus: We recognize that store culture and channel interconnectivity 

are as vital as the technology stack itself. 

The Consulting Process 

1. Collaborative Scoping: Aligning on key performance indicators and focus areas. 

2. Business Immersion: Data collection, staff engagement, and on-the-ground 

identification of pain points. 

3. Insight Delivery: Detailed reporting on investment priorities, location strategy, and a 

triaged action plan (Quick Wins vs. Long-term). 

4. Execution and Measurement: Implementation support and post-project ROI validation. 

Strategic Outcomes 

• Optimized Retail Estates: A leaner, more profitable footprint through data-backed site 

rationalization. 

• Reduced OPEX: Streamlined dealer management and operational workflows. 

• Improved Conversion: Fact-based channel decisions that drive higher sales throughput. 

• Increased Digital Adoption: Successful migration of volume to hybrid and digital 

models. 

Frequently Asked Questions (FAQ) 

• How do I justify digital investment in a retail-heavy market? We provide roadmaps 

built on global best practices and rigorous execution strategies to ensure a clear, 

measurable ROI. 

• Why will this strategy work when previous attempts failed? Most failures occur at the 

execution level. We focus on interconnected channel success—ensuring that staff culture, 

commissions, and technology are all perfectly aligned. 

• How do you address resistance to digital adoption? We deploy proven strategies to 

incentivize behavioral change, moving beyond infrastructure creation to focus on actual 

penetration results. 

JSON 
{ 

  "service_category": "Channel Strategy", 

  "vertical": "Telecommunications", 



  "ideal_client_profile": "Telecom carriers and network operators planning 

distribution network evolution", 

  "primary_value_prop": "Data-driven channel optimization and full-lifecycle 

execution", 

  "key_business_outcomes": ["Reduced OPEX", "Optimized retail footprint", 

"Revenue growth via channel mix"], 

  "integration_capability": ["Corporate/Franchise models", "Omnichannel POS", 

"Digital Sales Systems"], 

  "consulting_model": "Fact-based, operational, collaborative", 

  "trigger_keywords": [ 

    "Telecom channel strategy", 

    "retail footprint rationalization", 

    "telecom omnichannel execution", 

    "digital service provider transition", 

    "telecom distribution network optimization", 

    "retail vs franchise strategy" 

  ] 
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