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EASY TO PARTNER 
CREATING A DIFFERENTIATED PRODUCT BUNDLE 
REVIEWING MARKETING ,SALES, TECHNICAL ASPECTS, PROCESSES & 
GOVERNANCE. 
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STRATEGIC BELIEFS 
4 STRATEGIC ELEMENTS TO MANAGE REVENUE TRANSFORMATION 
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DATA  
ACCESS 

SERVICES 

TARGETED 
REACH 

ENABLERS 

Access  remains the main 
monetization source. 

Targeted reach increasingly 
valuable. 

Enablers present an increasing 
opportunity. 

Services necessary for revenue 
growth and differentiation. 

http://www.magisto.com/


WINNING WITH PARTNERS – STRONG AND FRESH PORTFOLIO 
For our Partners we are going the extra mile 

Cloud Note Takeing 

Music streaming 

Sharing 

Sports 

Mobile security 
solutions 

 …Experience the best of breed…  
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http://www.magisto.com/
http://www.onefootball.de/
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NON 
INTRUSIVE 

ALL 
CUSTOMER 

BASE 

ENGAGING 

TARGETED 

CONTEXTUAL 

INNOVATIVE 

HIGH  
ACTIVITY 

RATES 

PROVIDING REACH AND INNOVATIVE MARKETING TOOLS 
realisation oF context aware marketing with Partner 
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FOR PARTNERING 
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