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Contribution:   
 
How do you build the board? 
 
Leveraging the brand value of ITU it is possible to build the board leveraging federations and professional 
societies/associations, government research labs, and industry research labs.  
 
Considerable expertise exists in the professional societies to guide this process – I can provide 
introductions. For example, expertise can be provided from the 50 scientific and computing associations 
and societies that comprise the International Federation for Information Processing (IFIP) or by directly 
seeking support from expert members of notable associations within IFIP (examples: ACS, BCS, ACM, CIPS, 
IPSJ, KISS, …). Examples:  
 
List of member countries -- scientific and computing societies: 
http://www.ifip.org/index.php?option=com_content&task=view&id=125&Itemid=441  
Technical communities: 
http://www.ifip.org/index.php?option=com_content&task=view&id=124&Itemid=439  
 
 
Who should be on the board? 
 
With the intersection of academia, government and industry, the advisory board should pull from 
government, academia and industry and leveraging expertise found in international federations and notable 
associations such as IFIP, ACM and others. It is essential to have representation from industry and 
government since Research for Practice provides the guidance for the implementation of research. This 
Research for Practice ties into execution, metrics and achieving the Sustainable Development Goals. 
 
I can provide support to build the advisory board from the wide range of roles I play internationally.  
 
What will be their tasks? 
 
Operational Goals 
Advisory board members:  

 Look to provide insight, advice, recommend, and at times, drive the creation of new ITU programs 
to engage stakeholders. 

 Will work to provide advice and support of ITU programs. 

 Liaise with other external groups and activities to assure that overall ITU programs work well for 
stakeholders. 

 Define all ITU tasks with SMART objectives (specific, measurable, achievable, relevant, time-bound) 

 Leverage their relationships network (bring in experts within their network to contribute to ITU 
programs and grow the programs). 

 Identify data to make SMART decisions and to take proper actions for improving performance 
(growth, retention, satisfaction/affinity, usage, advocacy …) on each of the ITU programs. 

 Determine how to obtain this data (e.g., determine what questions to ask, and how to leverage the 
data to make data driven decisions/actions for ITU program performance improvements). 

 Define metrics and context to improve performance of ITU programs. 

 Analyze ITU programs--usage trends over time: 
o Which ITU programs require adjustments to actions and what is the impact of these 

actions? 
o Which ITU programs need added investment and what broader value ROI (including 

intangibles) should be used to continue the investment? 
o What are the SWOT (internal strengths, internal weaknesses, external 

opportunities/threats) to ITU programs? 

http://www.ifip.org/index.php?option=com_content&task=view&id=125&Itemid=441
http://www.ifip.org/index.php?option=com_content&task=view&id=124&Itemid=439


 

o What are the ITU programs need/want/satisfaction gaps and how can the gaps be closed 
and addressed by changing the actions of ITU programs?   

 What do the stakeholders like/don’t like? 
 What do the stakeholders want/need that we don’t have? 
 How do we find out this information? 
 How do we measure the gaps and the closing of the gaps? 

o What ITU program questions should we be asking and actions should we be taking to 
ensure that: 

 We exceed our stakeholder needs,  
 The stakeholders are highly satisfied with our services,  
 The stakeholders become ITU program advocates,  
 The ITU program usage/growth trends are moving up, and, 
 The stakeholder want/need/satisfaction gaps are addressed. 

 
ITU Program Planning Framework Components to support the advisory board when making decisions 
 
ITU Key Partners 
 
Who are our Key Partners that add value?  
Who are our Key content and service Providers?  
Which Key Resources are we acquiring from partners?  
Which Key Activities do partners perform? 
 
Motivations for Partnerships 

 Optimization of what we do 

 Economy to save costs in what we do 

 Reduction of risk and uncertainty 

 Acquisition of particular resources and activities useful to the ITU 

 Stakeholders reach 
 
Key Activities 
 
What Key Activities do our ITU Value Propositions require? 
Our Distribution Channels? 
Trusted stakeholder Relationships? 
Revenue streams: fees, subscriptions, donations, …? 
 
Categories 

 Production of ITU programs, affiliated conferences, affiliated publications and newsletters 

 Problem Solving of our stakeholders’ challenges  

 Platform / Network for the key activities 
 
Key Resources 
 
What Key Resources do our Value Propositions require? 
Our Distribution Channels? Stakeholder Relationships? 
Revenue Streams? 
 
Types of Resources 

 Physical 

 Intellectual (brand, copyright, data) 

 Human 

 Financial 



 

 
Value Proposition 
 
What unique value do we deliver to our stakeholders? 
Which one of our stakeholders’ problems are we helping to solve? 
What ITU programs are we offering to each of our stakeholders’ segments? What are the segments? 
Which stakeholders’ needs are we satisfying? 
 
Value Proposition Characteristics 

 Newness eg. trends to keep our stakeholders at the forefront 

 Performance eg. increase our stakeholders’ ability to make meaningful decisions, to collaborate, to 
support the SDGs, to support WSIS action lines, improve job performance or accelerate their 
professional status/career 

 Customization eg personalization that meets individual needs 

 Getting the Job Done eg. tools/content to help our stakeholders’ complete actions that support 
their agenda and action items 

 Design eg. unique experience that out-delivers others 

 Brand eg. No. 1 position in technology, leveraging UN connection 

 Price eg. good value compared to other options  

 Cost Reduction eg. decision making, collaboration, meeting costs; reduces learning, professional 
development costs due to quality 

 Risk Reduction eg. improvements in information, staying on top with quality content; quicker to 
standards and new programs; better decisions 

 Accessibility eg. anywhere, everywhere, at any time 

 Convenience / Usability eg. differentiated from others 
 
ITU Stakeholders Relationships 
 
What type of relationship does each of our stakeholders’ segments expect us to establish and maintain with 
them? 
Which ones have we established and are there metrics or proof points? 
How are they integrated with the rest of the United Nations organizational business model? 
How costly are they? 
 
Examples 

 Personal Assistance 

 Dedicated Personal Assistance 

 Self-Service 

 Automated Services 

 Communities 

 Co-creation 
 
Channels 
 
Through which Channels do our stakeholders want to be reached? How are we reaching them now? How 
are our Channels integrated? 
Which ones work best? 
Which ones are most cost-efficient? 
How are we integrating them with stakeholders’ routines/process? 
 
Channel Phases 

1. Awareness: How do we raise awareness about ITU programs? 



 

2. Evaluation: How do we help our stakeholders evaluate our organization’s ITU program value 
proposition? 

3. Purchase: How do we allow our stakeholders to purchase or use specific programs (whole 
programs, subsets of programs, publications, conferences, tutorials, videos, other specialized 
content)? 

4. Delivery: How do we deliver a value proposition to our stakeholders? 
5. After Sales: How do we provide post purchase stakeholders support? 

 
Stakeholders Segments 
 
For whom are we creating value? 
 
Who are our most important stakeholders? 

 Mass Market  

 Niche Market  

 Segmented in what way 

 Diversified in what way 

 Multi-sided Platform in what way 
 
Cost Structure 
 
What are the most important costs inherent in our ITU business model? 
Which Key Resources are most expensive? 
Which Key Activities are most expensive? 
 
Is the ITU More: 

 Cost Driven (leanest cost structure, low price value proposition, maximum automation, Extensive 
outsourcing) 

 Value Driven (focused on value creation, Premium value proposition) 
 
Sample Characteristics 

 Fixed costs (salaries, rent, utilities) 

 Variable costs 

 Economies of Scale 

 Economies of Scope 
 
Revenue Streams 
 
For what value are ITU stakeholders really willing to pay? 
For what will they currently pay? 
How will they currently pay? 
How would they prefer to pay? 
How much does each Revenue Stream contribute to overall revenues? 
 
Types 

 Usage Fee 

 Subscription Fees 

 Stakeholders member Fees 

 Author submission, vet Fees 

 Lending / Renting / Leasing of ITU capabilities/expertise 

 Advertising 
 
Fixed Pricing 



 

 List Price 

 Program Feature Dependent 

 Stakeholders Segment Dependent 

 Volume Dependent 
 
Dynamic Pricing 

 Negotiation (bargaining) 

 Metrics/Delivery Management 

 Real Time Market 
 
 

 


