
DW CRE8TIVE - PORTFOLIO

CLIENT: HUGHES MANAGED SERVICED CAMPAIGN

WANT TO KNOW MORE, GET IN TOUCH?

About Hughes Network Systems 

Hughes Network Systems, LLC (HUGHES) is the global leader in broadband satellite technology and services for home and office. Its flagship high-speed satellite Internet service is HughesNet®, the world’s largest satellite 
network with over 1.3 million residential and business customers across the Americas. For large enterprises and governments, the company’s HughesON™ managed network services provide complete connectivity solutions 
employing an optimized mix of satellite and terrestrial technologies. The JUPITER™ System is the world’s most widely deployed High-Throughput Satellite (HTS) platform, operating on more than 20 satellites by leading 
service providers, delivering a wide range of broadband enterprise, mobility, and cellular backhaul applications. To date, Hughes has shipped more than 7 million terminals of all types to customers in over 100 countries, 
representing approximately 50 percent market share, and its technology is powering broadband services to aircraft around the world. In Europe alone, where we have been helping our customers to achieve optimal value 
from their network infrastructure for more than 30 years, we manage 55000 sites, across 28 countries supporting more than 5 billion transactions every year. Headquartered outside Washington, D.C., in Germantown, 
Maryland, USA, Hughes operates sales and support offices worldwide, and is a wholly owned subsidiary of EchoStar Corporation (NASDAQ: SATS), a premier global provider of satellite operations. For additional information 
about Hughes, please visit www.hughes.com and follow @HughesConnects on Twitter.

About EchoStar

EchoStar Corporation (NASDAQ: SATS) is a premier global provider of satellite communication solutions. Headquartered in Englewood, Colo., and conducting business around the globe, EchoStar is a pioneer in secure 
communications technologies through its  Hughes Network Systems and EchoStar Satellite Services business segments. For more information, visit echostar.com. Follow @EchoStar on Twitter.

WEBSITE
www.hugheseurope.com

TELEPHONE
UK: +44 (0) 1908 425 300

E-MAIL
sales@hugheseurope.com

SIX REASONS WHY RETAILERS NEED A  
MANAGED NETWORK SERVICES SUPERHERO

Sources: IDC European Vdrtical Markets Survey 2018-2019, IDC’s Software Defined WAN Survey 2018.
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ADDRESSING COMPLEXITY

ENABLING A GREAT 
CUSTOMER EXPERIENCE

LEAN AND AGILE

DELIVERING GROWTH 
(LOCALLY AND INTERNATIONALLY)

SECURE AND PROTECT

READY FOR ANYTHING

Make the complex easier  
to manage

Offer a range of technology 
solutions to match your 

business needs

Manage your connectivity  
so you don’t have to

You need your network to be ‘always 
on’ so your customer has the best 
experience to protect your brand

You need to be able to add  
new capabilities in store and  
your network must be able to 

support that

You need agility and flexibility so you 
can adapt and evolve seamlessly

Proactively manage your  
network service to drive cost and 

resource efficiencies

Leverage economies of scale to 
deliver distributed service across 

your entire estate

Monitor technology developments 
to inform strategic planning for 

cost effective growth

Manage relationships with 
all connectivity providers 

throughout Europe

Offer ‘feet on the street’ 
services to the same high 
standard in all countries

Deliver services across Europe 
with a single SLA to ensure 

consistency everywhere

Deliver security solutions that 
protect your network from harm

Provide pro-active management 
across your entire estate to 

identify potential issues before 
they become real problems

Rollout security software to all 
branches Europe wide

Identify the right technology to 
meet your current and future 

business needs

Conduct in-depth benefit 
analysis to support the right 

decision

Recommend investment 
priorities to keep you ahead of 

the curve

A Managed 
Network Services 
Superhero has the 

POWER to: 

A Managed 
Network Services 
Superhero has the 
STRENGTHS to: 

A Managed 
Network Services 
Superhero has the 

INSIGHT to:
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28.9%

of companies say 
complexity in the WAN 

is a challenge

27.6%

of businesses say 
managing a consistent 

user experience is 
challenging

27.5% 
of companies 

struggle with multiple 
connectivity types

That’s why digital 
transformation ranked 

3rd
 in strategic 

investment priorities 
for retailers

24%

of companies 
struggle with 

managing  
annual costs

42% 
of retailers see 
International 
expansion  
as a top 3 
investment 
priority

12% 
of retailers  
plan to invest in 
digital to support 
international 
expansion

33.3% 
of companies 
find securing 
their network a 
challenge

25% 
of retailers’  
IT budgets will 
be spent on 
innovation

21% 
of retailers’  
IT budgets will 
be spent on 
modernisation

27.3% 
of companies 
struggle with 
managing  
branch sites

A Managed  
Network Services 
Superhero has the 

TOOLS to: 

A Managed 
Network Services 
Superhero has the 
KNOWLEDGE to 

understand:

A Managed  
Network Services 
Superhero has the 

SKILLS to:

VIRTUAL SHOPPER
WELCOME BACK..

ENJOY YOUR
SHOPPING 

EXPERIENCE

GROWTH

27.3% 
of companies 

struggle delivering 
support in house

3 WAYS WE’VE SUPPORTED OUR 
CUSTOMERS’ SUCCESS

At Hughes we support our customers to right-size 
their networks as they manage shifting business 
priorities. We wanted to share some of the things 
we have done to help our customers be successful 
as they deliver on their business strategies. 

To protect our customers’ privacy we won’t be 
telling you who they are but we will be sharing 
details of some of the projects we’ve worked with 
them on.

CASE STUDY

CUSTOMER A B C

Number of sites 1400 139 525

Number of countries 23 2 10

Customer for… 4 years 5 years 7 years

2  |  WINNING THE BATTLE WITH NETWORK COMPLEXITY – A MANAGED SERVICES PARTNER APPROACH

With IDC reporting that 28.9% of 
organisations struggle with complexity 
in their Wide Area Networks and 27.5% 
finding multiple connectivity types a 
challenge, it’s easy to see that investment 
in networks has not kept pace with the 
technology and applications that underpin 
Digital Transformation projects. 

As retailers continue to innovate with new applications 
to enhance the customer experience and focus on 
international expansion as a key growth strategy –  
52% have stated that international expansion has 
become more important – the underlying network 
infrastructure will need to flex with these plans and  
the complexity will escalate.

But complexity doesn’t just come with growth.   
In times of consolidation there is equally a need to 
carefully consider how you manage your network 
infrastructure to maintain or enhance efficiencies  
and drive cost from your overall operation.

Here we explore some of the sources of that complexity 
and identify ways to not just address the immediate 
need but to create a foundation that is an enabler of 
future change – not an inhibitor.

Winning the battle with network complexity  –  
A Managed Services Partner Approach

28.9% 
of organisations struggle  
with complexity in their  
Wide Area Networks

27.5% 
find multiple connectivity 
types a challenge

52% 
stated that international 
expansion has become  
more important

SALESPOTENTIAL

Managing  
Expansion

One of our customers has a complex 
distributed retail environment  
comprising different store types  
including large, medium and small  
formats as well as concessions. 

Initially we supported their 540 strong 
UK network but this soon developed into 
support for stores across 23 countries 
in Europe. As our customer expanded 
internationally they needed to work with 
a Managed Service Partner capable of 
delivering service in multiple countries to 
the same level of quality across the entire 
store estate. Hughes stepped up and 
not only rolled out our Managed Service 
across all countries according to a variety 
of store templates and under a single, 
universal SLA but we also implemented 
this across multiple technologies 
including SD-WAN. 

We continue to support this customer as 
they introduce new customer experience 
enhancing technologies across their pan 
European store network.

Entering  
New Markets

Our customer wanted to enter the 
European market. Clearly this started 
with just a handful of stores as they 
looked to test their proposition in a small, 
structured way in the UK.  Finding good, 
reliable partners in unfamiliar markets 
can be difficult. 

Hughes has the flexibility to support 
our customers at every stage of growth 
which is why we were able to not only 
turn around the delivery of service for the 
initial stores in rapid timescales but we 
have continued to support our customer 
though their growth strategy so that we 
now deliver a managed service across 
139 stores and two countries.

As our customer shifts their growth plans 
to focus on concessions rather than 
bespoke stores, we continue to work with 
them to identify the right solutions for 
their changing business needs.

Delivering  
New Technology

We’ve been supporting one of our 
customers for over 7 years as they’ve 
grown their business to 525 stores across 
10 countries in Europe. Now they need 
to optimise that estate to deliver against 
their objectives for customer experience 
enhancement, productivity improvement 
and cost management.

So we are helping them to pilot the  
latest SD-WAN technology to identify how 
best they can benefit from modernising 
their network infrastructure to help 
deliver their next strategic phase. In 
the retail world there is never a good 
time to implement new projects but 
our customer asked us to run the pilot 
during one of their busiest periods so 
they could complete the evaluation ready 
for the next financial year.  At Hughes we 
understand this. That’s why we designed 
the implementation schedule to be 
delivered outside of store opening hours 
so there was no impact on trading times 
even during our customer’s peak period.

3 different needs – 1 common approach

All of our customers are unique but they have one thing in common. They have all chosen to work with a 
Managed Services Partner who understands their industry, takes the time to understand their business needs 

and delivers solutions that help them to succeed.
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Be Prepared for the Uncertainty of Battle

Managed Network Services is about being there for you, the customer, when needed.   
It is about identifying the right technology to meet your current and future business  
needs, creating a flexible design (both technology and services) capable of adaptability  
as needs arise. 

A Winning Strategy

Whether you’re looking to expand and grow your retail operations, or you are seeking to 
consolidate and streamline them, it’s clear that you are facing a degree of complexity that can 
be challenging to manage in-house.  

By working with a Managed Service Partner who has the skills, capabilities and experience to manage this complexity on 
your behalf you can be confident that you have:

The one constant is change. The rapid rate of technology 
change and the expectancy from customers to deliver 
innovation in store means organisations like yours can 
feel paralysed in the face of investment decisions.

Technology does not stand still; we need to constantly 
monitor technology developments to help inform your 
strategic planning.  You need to be able to add new 
capabilities into your business, as you evolve and your 
network must be able to adapt to support it.  

A Managed Services Partner should be adept in crafting 
networking solutions that can flex when your business 
needs it. 

They are there to help you understand what’s happening 
in the technology marketplace and be ready to advise  
on network enhancements and deliver change when  
it’s needed.

It is about identifying the right solution to meet your 
current and future business needs, creating a flexible 
design (both technology and services) capable of 
adapting when needed.  It’s about being part of your 
virtual team and seamlessly providing the services where 
and when you need them.  And it’s about proactively 
managing your network infrastructure to drive cost and 
resource efficiencies whilst increasing levels of visibility 
for optimum management and control. 
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This creates a winning strategy for flexible, agile response when and where it is needed so you are ready to implement 
your next phase of business change, confident in the knowledge that your network won’t let you down.

1 2 3 4 5

Assessed  
the Terrain

Understanding 
your network is 
fundamental to 

success

Created a Battle 
Plan for Change

Knowing you have 
the right solution 

in place gives 
reassurance for the 

future

Locked on to  
your Target

Having certainty that 
your network will 

not undermine your 
in-store Customer 

Experience is critical

Got Your Defences  
in Place

Being confident 
that your network is 
secure enables you 
to focus on strategic 

initiatives

Prepared for the 
Uncertainty of Battle

Knowing your 
network is ready 
to support the 

successful 
deployment of new 
in-store applications 
means you are ready 

for anything

Infographic Case study Video

Social media banners
White paper

TRYING TO  
MANAGE  
COMPLEXITY

Watch our latest Video

WINNING THE 
BATTLE WITH 
NETWORK 
COMPLEXITY 
A MANAGED SERVICES 
PARTNER APPROACH

Read our latest  
Whitepaper

Cedric 
Hylton

European Field 
Service Provider 

Manager

MULTIPLE 
PARTNERS

CROSS  
BORDER

EXPERT  
ENGINEERS

HIGHEST 
STANDARDS AND 

COMPLIANCE
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WE ARE THE 
SPECIALISTS IN 
OPTIMISING NETWORKS 
FOR DISTRIBUTED 
ENTERPRISES ACROSS 
EUROPE.

Distributed enterprises across Europe can 
maximise productivity and enhance the 
customer experience by taking advantage 
of optimised managed networks for multi-
site, distributed environments delivered by 
Hughes Europe. 

We work in partnership with our customers 
to design, implement and manage secure, 
high performing wide area networking 
solutions that help them realise their Digital 
Transformation objectives.

A NAME YOU  
CAN TRUST
Our flexible connectivity solutions combined 
with our multi-vendor approach means we 
can take modern technology capabilities 
and identify the right solution to meet our 
customers’ commercial needs. Our long-
standing relationships with our customers, 
which span many years, are testament to our 
collaborative and quality focused approach. 
We deliver our services throughout Europe 
with offices in the UK, Germany and Italy and 
offer a single point of contact with a single, 
aggregated service level agreement for all 
sites irrespective of size or location. As the 
European business unit for Hughes, we work 
in collaboration with our sister businesses 
units in North America, South America, India 
and International to deliver fully integrated 
solutions on a global scale.

For further details about our producrts and 
services contact us today.

~450,000
Enterprise sites deployed

2,100 
employees globally

7+ million 
terminals of all types 
delivered in more than  
100 countries

Over 5bn
Transactions annually in 
Europe alone

Customers on
6 continents

$2.1
BILLION

Turnover 
across the group

HUGHES 
WORLDWIDE 
CAPABILITIES

About Hughes Network Systems 

Hughes Network Systems, LLC (HUGHES) is the global leader in broadband satellite technology and services for home and office. Its flagship high-speed 
satellite Internet service is HughesNet®, the world’s largest satellite network with over 1.3 million residential and business customers across the Americas. For 
large enterprises and governments, the company’s HughesON™ managed network services provide complete connectivity solutions employing an optimized 
mix of satellite and terrestrial technologies. The JUPITER™ System is the world’s most widely deployed High-Throughput Satellite (HTS) platform, operating 
on more than 20 satellites by leading service providers, delivering a wide range of broadband enterprise, mobility, and cellular backhaul applications. To date, 
Hughes has shipped more than 7 million terminals of all types to customers in over 100 countries, representing approximately 50 percent market share, and 
its technology is powering broadband services to aircraft around the world. In Europe alone, where we have been helping our customers to achieve optimal 
value from their network infrastructure for more than 30 years, we manage 55000 sites, across 28 countries supporting more than 5 billion transactions every 
year. Headquartered outside Washington, D.C., in Germantown, Maryland, USA, Hughes operates sales and support offices worldwide, and is a wholly owned 
subsidiary of EchoStar Corporation (NASDAQ: SATS), a premier global provider of satellite operations. For additional information about Hughes, please visit 
www.hughes.com and follow @HughesConnects on Twitter.

About EchoStar

EchoStar Corporation (NASDAQ: SATS) is a premier global provider of satellite communication solutions. Headquartered in Englewood, Colo., and conducting 
business around the globe, EchoStar is a pioneer in secure communications technologies through its  Hughes Network Systems and EchoStar Satellite 
Services business segments. For more information, visit echostar.com. Follow @EchoStar on Twitter.

WEBSITE
www.hugheseurope.com

TELEPHONE
UK: +44 (0) 1908 425 300

E-MAIL
sales@hugheseurope.com

HUGHES IN EUROPE

YOUR NETWORK  
IN SAFE HANDS

THE RIGHT SOLUTION 
– EVERY TIME
If you are faced with a WAN that has been 
built over time with multiple technologies, 
including an array of legacy equipment, 
multiple connectivity types and multiple 
service plans and developing a cohesive  
WAN strategy has not been top of the agenda, 
you may well be experiencing inefficiencies  
in performance, maintenance and support.

Now that the WAN has increased in strategic 
importance because it is the key enabler of 
successful digital transformation projects 
in distributed environments, you need to 
transform your WAN too, but the prospect is 
daunting. Hughes Europe can help.

At Hughes, we are vendor independent so 
we can recommend the right design, the 
right connectivity and the right technology to 
craft a WAN solution to expertly match your 
business objectives.

THE HughesON DIFFERENCE
The ever-changing technology landscape can make it difficult to keep up. 

Our HugheON suite of networking technologies continually evolves to help 
customers access best in class solutions when they need them. We proactively 
monitor the latest developments in products and services and add new solutions 
to our portfolio so our customers can be sure they can rely on us to deliver the 
best solution for their business. 

We have established relationships with vendors and service providers throughout 
Europe so our customers can benefit from cost effective, bespoke managed 
network solutions.

A FULLY MANAGED 
SERVICE WITH  
THE FLEXIBILITY  
OF MODULAR  
PROCUREMENT
We help organisations to achieve their Digital 
Transformation objectives by delivering 
managed network services that provide the 
availability and resilience needed by today’s 
customer centric enterprises.

Our customers benefit from the uninterrupted 
data flows that enable access to the real-
time information and application availability 
necessary to deliver an outstanding experience 
for their customers and their employees.

Our tried and tested PRISM methodology 
for the delivery of flexible managed network 
solutions across Europe, means we can 
support our customers however and wherever 
they need it.

At Hughes in Europe we recognise that every 
enterprise is unique and so we don’t have a 
‘one size fits all’ approach to our Managed 
Network Services. Instead we have developed 
an approach to our services that helps 
customers access the discrete services they 
need, when they need them.

WE CALL THIS PRISM.
PRISM helps us to really understand what our 
customers need to achieve from their network 
to access the value they rely on to deliver 
competitive differentiation. We leverage 
our specialist knowledge to get inside your 
network so we can craft the optimal network 
solution to make this happen.

Plan
We can audit, design and provide technical 

consultancy for your network 

Resource
We can source, procure and licence  
all your network connectivity and  

equipment requirements

Implement
We can stage, test, install and project  

manage all aspects of your network solution

Support
We can deliver full support for your  

network with an integrated solution for 
incident management, maintenance and  

adds moves and changes

Manage
We can proactively monitor and manage your 
network to ensure optimised performance for 

resilience and application availability

Terrestrial services 
Such as MPLS or DSL

Mobile services 
Such 3G, 4G and 5G 

Satellite services 
For those hard to

reach places

Customer Experience

Managing costs

A balanced approach

SD-WAN solutions  
For highly available, high quality and 

high performing networks
     

Specialised WAN solutions 
For multi-tenancy, complex

environments, such as airside,  
or very remote locations

WE OFFER A COMPREHENSIVE RANGE OF  
CONNECTIVITY OPTIONS

SUPPORTED BY A RANGE OF TECHNOLOGIES
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SD-WAN – 
WHAT AND WHY?

THE ULTIMATE GUIDE TO SD-WAN FOR THE MODERN 
DISTRIBUTED ENTERPRISE: PART ONE

 FIVE THINGS TO CONSIDER WHEN
 BUILDING A BUSINESS
CASE FOR SD-WAN

THE ULTIMATE GUIDE TO SD-WAN FOR THE MODERN 
DISTRIBUTED ENTERPRISE: PART TWO

CLOUD ENABLED EDGE ENABLED

Cloud enabled SD-WAN sees the intelligence sitting in the cloud as 
opposed to at the network edge. Updates to existing routers may be 
required depending on their age.

Cloud based solutions may well be based on relationships with 
individual service providers or be the proposition from service providers 
themselves. This can sometimes limit flexibility for the customer and 
can extend the time it takes to deploy to a new site.

When deploying a cloud based solution, management is always part 
of the package. It’s effectively SaaS. This can help drive resource 
efficiencies. However, the underlying WAN router infrastructure will still 
need to be managed, so this is not a fully hands off approach.

With edge enabled SD-WAN, the intelligence sits at the network edge. 
This involves installing hardware at the branch site with augmented 
edge security. The central management controls the SD-WAN device 
which then in turn controls the infrastructure that sits behind it.

An edge based deployment delivers more flexibility in terms of 
connectivity. The edge device doesn’t care what connectivity type is 
in place or who the connectivity is provided by. This is appealing to 
organisations that have a multi-national presence or who have sites 
distributed across very disparate locations. It could also make speed of 
deployment to new sites much quicker as connectivity can be provided 
by multiple suppliers.

An edge based deployment can be managed in-house or handled by a 
Managed Service Provider. We will explore these options in more detail 
later in the series.

NOT ALL SD-WAN SOLUTIONS 
ARE DELIVERED IN THE SAME 

WAY BUT THERE ARE TWO BASIC 
APPROACHES...

THE ULTIMATE GUIDE TO SD-WAN FOR THE MODERN DISTRIBUTED ENTERPRISE: PART ONE
SD-WAN – WHAT AND WHY?
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HOW COMPLEX IS YOUR  
EXISTING INFRASTRUCTURE?

This is probably the result of the fact that the WAN has not really  
been perceived as strategically important and has evolved over time  
as local or regional projects required more bandwidth.

Of course, that is until now.

As highlighted earlier, Digital Transformation is suddenly throwing  
the WAN into the spotlight, putting more pressure on already creaking 
infrastructure. The need for standardised policies that can be quickly 
and easily deployed across the entire estate, driven by an increased 
demand for applications that require highly available bandwidth,  
can make it seem almost impossible to keep up with the demands   
of the business.

The skilled human resource, the logistical planning requirements  
and the physical equipment needed to deliver application assurance 
would stretch the budgets of even the best funded IT operation.

When constructing a business case for SD-WAN it is important to 
quantify the resource that might be required to service and support  
your existing WAN infrastructure and compare this with what that cost 
would be with SD-WAN.

For example, an estate comprising 1,000 sites might require a policy 
update to ensure that a new VoIP application is given priority across 
the network. A legacy estate might require visits to at least 50% of 
sites to manually configure the on-site router.  If those routers are not 
standardised this might require multi-skilled engineers. That’s 500 
engineer visits to site for one policy change.

With an SD-WAN solution, the policy can be set up and pushed live 
from a central point meaning no engineering visits. Does that mean you 
need less WAN experts in your organisation? Probably not. It just means 
that those you already have can be re-deployed to help enable your 
digital transformation projects.

Any business case for an SD-WAN deployment should consider the cost 
of the additional resource that would be required to service and support 
your existing WAN infrastructure in the deployment of new applications 
and offset this against the proposed investment

2

In any large distributed enterprise there are probably two universally accepted truths:

The WAN has been built over 
time with multiple technologies, 

including an array of legacy 
equipment, multiple connectivity 
types and multiple service plans

Developing a 
cohesive WAN  
strategy has 
probably not 
been top of the 
agenda resulting 
in inefficient 
maintenance  
and support

THE ULTIMATE GUIDE TO SD-WAN FOR THE MODERN DISTRIBUTED ENTERPRISE: PART TWO
FIVE THINGS TO CONSIDER WHEN BUILDING A BUSINESS CASE FOR SD-WAN

4
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Delivering tailor made solutions for retail stores

You’re facing competitive times. Differentiation strategies will now, 
more than ever, focus on ways to maintain competitive edge, especially 
in the face of the online shopping revolution:

• Many retailers need to transform their stores from transactional 
based propositions to experiential based propositions.

• Others need to focus on cost efficiencies to maintain keen 
competitive price points for their products and services.

• Some will take a more balanced approach by trading some aspects 
of experience enhancements against a need to reduce costs.

Whatever your core differentiation strategy, digital transformation will 
be high on your agenda. But identifying the right technology is a 
challenge.  Our free Mind the Gap Report might give you food for 
thought.

At Hughes we deliver optimised networking solutions for retailers’ store 
operations that help access value from complex retail digital 
transformation initiatives. Find out how we’ve helped retail 
organisations to maximise their network. 

I want to deliver an outstanding customer 
experience across all my branches, how can 

the network enable this? 

LEARN HOW  LEARN HOW  LEARN HOW  

I need to improve connectivity across my 
store network but I need to reduce TCO, how 

might this be achievable? 

I need to balance the cost of a new 
infrastructure with the business need to 

deliver a great customer experience, is this 
possible? 

How might we be able to help you?

Sectors                                        Services                                        Insights                                        About

Hughes / Sectors / Retail Stores

Sectors                                  Services                                  Insights                                  About

Delivering tailor made solutions for retail stores

You’re facing competitive times. Differentiation strategies will now, 
more than ever, focus on ways to maintain competitive edge, especially 
in the face of the online shopping revolution:

• Many retailers need to transform their stores from transactional 
based propositions to experiential based propositions.

• Others need to focus on cost efficiencies to maintain keen 
competitive price points for their products and services.

• Some will take a more balanced approach by trading some aspects 
of experience enhancements against a need to reduce costs.

Whatever your core differentiation strategy, digital transformation will 
be high on your agenda. But identifying the right technology is a 
challenge.  Our free Mind the Gap Report might give you food for 
thought.

At Hughes we deliver optimised networking solutions for retailers’ store 
operations that help access value from complex retail digital 
transformation initiatives. Find out how we’ve helped retail 
organisations to maximise their network. 

I want to deliver an outstanding customer 
experience across all my branches, how can 

the network enable this? 

LEARN HOW  LEARN HOW  LEARN HOW  

I need to improve connectivity across my 
store network but I need to reduce TCO, how 

might this be achievable? 

I need to balance the cost of a new 
infrastructure with the business need to 

deliver a great customer experience, is this 
possible? 

How might we be able to help you?

Sectors                                        Services                                        Insights                                        About

Hughes / Sectors / Retail Stores

PRISM helps us to really understand what our customers need to achieve from their network and access the value they rely on to deliver competitive 
differentiation. We leverage our specialist knowledge to get inside your network so we can craft the optimal network solution to make this happen.

LEARN HOW  LEARN HOW  LEARN HOW  

Plan

We can audit, design and provide technical 
consultancy for your network 

Resource

We can source, procure and licence all of 
your network connectivity and equipment 

requirements 

Implement 

We can stage, test, install and project 
manage all aspects of your network solution  
deliver a great customer experience, is this 

possible? 

We call this PRISM

Support 

We can deliver full support for your network 
with an integrated solution for incident 

management, maintenance and adds moves 
and changes 

LEARN HOW  LEARN HOW  

Manage 

We can proactively monitor and manage your 
network to ensure optimised performance 

for resilience and application availability 

Sectors                                  Services                                  Insights                                  About

PRISM: A fully managed service with the flexibility of  
modular procurement

We are the specialists in optimising 
networks for distributed enterprises 
across Europe. 
We help organisations to achieve their Digital objectives by delivering 
managed network services that provide the availability and resilience 
needed by today’s customer centric enterprises.

Our customers benefit from the uninterrupted data flows that enable 
access to the real-time information and application availability 
necessary to deliver an outstanding experience for their customers 
and their employees.

Our tried and tested PRISM methodology for the delivery of flexible 
managed network solutions across Europe means we can support our 
customers however and wherever they need it.

At Hughes in Europe we recognise that every enterprise is unique and 
so we don’t have a ‘one size fits all’ approach to our managed network 
services. Instead we have developed an approach to our services that 
helps our customers access the discrete services they need, when they 
need them.

Sectors                                        Services                                        Insights                                        About

Hughes / Services: PRISM

Sectors                                  Services                                  Insights                                  About

We Plan
Getting the foundations right 

At Hughes we can provide the knowledge and 
expertise enterprises need to evaluate the best 
network solution for their business

The rate of change in technology is accelerating. Digital Transformation 
is on the agenda of CIOs and CTOs across the globe. Accessing the 
value that Digital Transformation initiatives promise requires expertise 
across a range of technologies and the network is a strategically 
important part of the total landscape. It is not always possible for 
enterprises to maintain the right level of skill and resource in-house to 
ensure the best possible solution for their needs.
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Technical Consultancy 
As a vendor independent Managed Network Service Provider with relationships 
with all major Telcos and ISPs throughout Europe, we can help our customers 
decide on the best connectivity and technology solution to meet their objectives.

Our team of network specialists understand how to match technology solutions 
to business objectives so our customers get the best fit for their needs across all 
locations. 

Find out how we evaluated a range of SD-WAN solutions for one of our 
customers 

Audit 
Many network infrastructures have grown organically over a number of years, 
if not decades.  This presents a headache for enterprises who want to use 
Digital Transformation [link Why the network is the unsung hero of digital 
transformation – new content required]****** projects to standardise user 
experience – either customer or employee or both – across their organisation.

We can help you to understand exactly what you currently have installed – 
both for equipment and connectivity – across your entire network to help 
identify where the pressure points might be for enabling an effective Digital 
Transformation project.

Find an example of our network audit template here 

Network Design 
Our team of networking experts are highly skilled in crafting network solutions 
that are optimised for the individual needs of each of our customers.

From creating innovative solutions to capacity challenges to identifying the most 
appropriate technology to match our customers’ strategic objectives,  we create 
network designs that are realistic, effective and that deliver the results our 
customers want.
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Delivering tailor made solutions for retail stores

You’re facing competitive times. Differentiation strategies will now, 
more than ever, focus on ways to maintain competitive edge, especially 
in the face of the online shopping revolution:

• Many retailers need to transform their stores from transactional 
based propositions to experiential based propositions.

• Others need to focus on cost efficiencies to maintain keen 
competitive price points for their products and services.

• Some will take a more balanced approach by trading some aspects 
of experience enhancements against a need to reduce costs.

Whatever your core differentiation strategy, digital transformation will 
be high on your agenda. But identifying the right technology is a 
challenge.  Our free Mind the Gap Report might give you food for 
thought.

At Hughes we deliver optimised networking solutions for retailers’ store 
operations that help access value from complex retail digital 
transformation initiatives. Find out how we’ve helped retail 
organisations to maximise their network. 

I want to deliver an outstanding customer 
experience across all my branches, how can 

the network enable this? 

LEARN HOW  LEARN HOW  LEARN HOW  

I need to improve connectivity across my 
store network but I need to reduce TCO, how 

might this be achievable? 

I need to balance the cost of a new 
infrastructure with the business need to 

deliver a great customer experience, is this 
possible? 

How might we be able to help you?
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