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Executive Summary
On May 31, 2025, Vodafone UK completed the merger with Three UK. This marked the beginning of a new and advanced phase for Vodafone UK. The triple company has more power in terms of marketing and business, but the company must first approach the issues of adding a new system and meeting its obligations of a merger, while also meeting the challenge of protecting the customers' choices. The demand for high-quality mobile data services, 5G, and business services is pronounced and is paired with a high level of competition, price challenges, cybersecurity threats, and regulatory issues. Externally, Vodafone has a strong customer base, an improving customer experience in the UK, improved global services, and an improved company strategy based on customers and growth (Vodafone Group Plc, 2025a; Competition and Markets Authority, 2024). A 5G-based differentiation strategy, named VodafoneThree Connected UK, will be adopted. This focuses on national connectivity and consumer business services, including IoT, cloud services, cybersecurity and data-enhanced customer support and connectivity services, and will be integrated for enhanced business services. It will be a focused differentiation strategy for products and services. The SFA analysis identifies that the VodafoneThree Connected UK proposal is a good solution when customer protection and workforce engagement are priorities, while outcomes are communicated clearly (Whittington et al., 2023; Hanelt et al., 2021).
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1. [bookmark: _Toc234785463]Introduction to Vodafone
Vodafone is one of the leading telecommunications providers with mobile and broadband services in 6 continents. The acquisition of Three UK in 2025 in the UK kicked off a company-wide transformation. Now known as VodafoneThree, the joint company is a bigger mobile telecom company and is committed to improving connectivity in the UK. Vodafone's focus is based on three objectives: Customers, Simplicity and Growth. The three goals are related to the experience of the customer, simplifying the business, and long-term value (Vodafone Group Plc, 2025a; Vodafone Group Plc, 2025b).
[image: ]
Figure 1: Vodafone 
Source: (Reuters, 2026)
Bettering experiences through the use of digital technology is the company's main focus and purpose for existing. In this regard, Vodafone's mission is to create, improve, and innovate means of digital communication to aid both the economy and the customer. The merger highlighted the company's focus on value, especially from the vantage point of the customer. The digital communication and coverage from the merger will be greatly improved. The aim is to do all of this without taking away customer choice and without negatively affecting cost to the customer (Competition and Markets Authority, 2024; Freeman et al., 2020).
The major issue Vodafone has to deal with is making the best use of its increased market position and expanded network in a way that gives it a sustainable competitive advantage. This is not something that can be solved with just decreasing costs and increasing the number of customers. (Hanelt et al., 2021; Whittington et al., 2023).
[bookmark: _Toc234774251][bookmark: _Toc234785464]2. Evaluation of the Current Market Situation
[bookmark: _Toc234774252][bookmark: _Toc234785465]2.1 PESTEL Analysis
Telecommunications fall under essential National Infrastructure, placing Vodafone UK in a tightly controlled legal and political environment. The merger of Vodafone UK and Three UK was conditioned by the Competition and Markets Authority (CMA) to legally binding obligations on networks, retail prices, and wholesale. Such conditions would necessitate VodafoneThree to show that the merger would benefit the consumers with no measurable impact on the already concentrated market. In this case, the merger would most affect the spending priorities, regulatory compliance, and the pace at which the networks would be combined (CMA, 2024; Vodafone Group Plc, 2025b).
There are both opportunities and pressures for Vodafone in the given economic climate. Consumers’ need for connected mobile networks, the cloud, and digital services is rising, while consumers are still affected by inflation, and small businesses are sensitive to the pressure of increasing costs of contracts. For FY25, Vodafone reported service revenue growth in most markets, with slight growth in the UK, and growing capital expenditures for network modernisation and integration. The challenge remains to meet the £11 billion commitment for network investment and still provide synergies and a reasonable return to shareholders (Vodafone Group Plc, 2025a; Whittington et al., 2023).
Social factors are especially important as customers expect uninterrupted service, clear pricing, fast responses, and all forms of digital access. Vodafone has processed positive changes for UK customers, but the merger will likely create worries about less competition, price increases, and the likely negative impact of the customer shift. Therefore, the company must try to explain the changes and adjust to the likely negative impact for customers who are more vulnerable, customers who are underserved, and those who have lower digital skills.  (Vodafone Group Plc, 2025a; Freeman et al., 2020).
Environmental considerations are beginning to shape telecommunications strategies. Networks, data centres, and devices all consume a lot of energy. They can also contribute to electronic waste. Aside from that, merged infrastructures can lead to inefficient operations. VodafoneThree can tackle this problem by eliminating repetition, designing network equipment to use less energy, and increasing the reuse and recycling of tech assets. (Vodafone Group Plc, 2025a; Freeman et al., 2020).
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Figure 2: PESTLE Analysis 
Source: (Paul, 2023)
[bookmark: _Toc234774253][bookmark: _Toc234785466]2.2 Porter’s Five Forces Analysis
Competition in the telecommunications market is at an all-time high in the UK. VodafoneThree competes with BT/EE, Virgin Media O2, and several lower-cost mobile virtual network operators. A multitude of factors are needed to compete in this market, including price, coverage, deals on mobile devices, bundles for broadband, and customer service (Competition and Markets Authority, 2024; Whittington et al., 2023).
Buyer power rates between moderate and high, as it has become easy for customers to switch providers while keeping their numbers, due to the ease of comparing mobile tariffs. This is even easier for large corporate clients, as they are able to create bespoke contracts for their entire suite of connectivity, cloud, and security contracts. Vodafone
 Supplier power is centred around Vodafone’s reliance on a limited number of specialists in network equipment and services, software, cloud and security, as well as infrastructure and handsets. The greater purchasing ability of the merged company has the ability to enhance its bargaining position; however, greater reliance on key suppliers has the potential to bring risks around costs, cybersecurity, tech alignment, and continuity. Vodafone (Vodafone Group Plc, 2025a; Whittington et al., 2023).
The threat from new entrants to the market is low. To build a mobile network that covers the entire country, new entrants need to have capital to invest, the technical skills, and the appropriate spectrum licenses and regulatory approvals. However, the market is more accessible to mobile virtual network operators because they do not build their own mobile networks. Instead, they buy mobile network coverage from other operators who own a network. (Competition and Markets Authority, 2024; Ofcom, 2025).
The threat from substitutes is also moderate. There are many different services and technologies which can be used to communicate without a mobile network. Public and private Wi-Fi, mobile satellite communications services, and various Internet-based communication services do not fulfil the complete need for a national mobile network (Hanelt et al., 2021; Whittington et al., 2023).
[bookmark: _Toc234774254][bookmark: _Toc234785467]2.3 SWOT Analysis
Given its vast customer base and stronger holdings on the wireless spectrum, Vodafone Group’s brand recognition and substantial financial resources, and Vodafone Group’s international and IoT business resources, the merger synergies position Vodafone Three to remove redundant business operations and improve operational efficiency. However, complex systems and legacy technologies, high business integration costs, and potential cultural clashes of the former Vodafone and Three business units also pose significant problems. Without carefully managing these problems, the merger will negatively impact employee morale and the quality of business services and delay critical operating and business decisions during the transition (Vodafone Group Plc, 2025a; Hanelt et al., 2021).
Strongest opportunities are associated with standalone 5G, Fixed Wireless Access, Smart Cities, Connected Transport, and cloud and cybersecurity services and digital business solutions targeting small and medium enterprises. With better business services, Vodafone Three will undoubtedly be better able to serve urban and rural underserved populations. Major threats include the competition’s business retaliation, enforcement of regulatory rules, cyber threats, loss of customer trust, and high-velocity business and technological change. Overall, this analysis indicates that Vodafone should continue to expand its operational business scale and its digital business service offerings while improving customer experience and business service costs and remaining transparent. (Vodafone Group Plc, 2025b; Freeman et al., 2020).
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Figure 3: SWOT Analysis 
Source: (Abya et al., 2015)
[bookmark: _Toc234774255][bookmark: _Toc234785468]3. Strategic Growth Options and Proposed Strategy
[bookmark: _Toc234774256][bookmark: _Toc234785469]3.1 Strategic Growth Options
The Ansoff Matrix identifies four strategies for growth available to Vodafone: market penetration, market development, product development and diversification. Market penetration focuses on VodafoneThree capturing a larger share of the existing UK telecoms market. This is done through better customer retention, better networks, and better value mobile and broadband packages. This is the least risky option since VodafoneThree is serving the same customer groups and extending the same services. Worrying, though, is that aggressive price undercutting is likely to shrink profit margins and raise concerns as to whether the newly merged company is harming smaller competitors. (Whittington et al., 2023; Competition and Markets Authority, 2024).
Market development is the strategy of expanding VodafoneThree services to new customer segments or to new locations. VodafoneThree could provide services to underprivileged rural communities, to teleworkers, to small businesses, or to households that have inadequate or no access to fixed broadband. With expanded spectrum and 5G services, high-speed broadband to customers could be provided through Fixed Wireless Access (FWA) services. Though the goal of digital inclusion would be aided by this strategy, VodafoneThree would have to consider the costs of services, the regional demand, and the infrastructure of the markets they plan to enter. (Ofcom, 2025; Vodafone Group Plc, 2025a).
Product development presents a better opportunity because VodafoneThree is able to create new services for existing consumer and business customers. VodafoneThree could create consumer packages that combine mobile services, home broadband, device protection, family data-sharing and digital support all on one account. Business packages could include 5G, cloud services, cybersecurity, Internet of Things and technical assistance. With these packages, VodafoneThree will be able to compete with other service providers based on quality services, convenience and customer value rather than competing based on the lowest price. Successful service development will demand new charging systems, secure data systems, and staff with highly developed digital skills (Hanelt et al., 2021; Vodafone Group Plc, 2025a).
As for Diversification, this could include developing services in related technology fields, such as Smart Cities, connected healthcare, autonomous vehicles, and industrial Internet of Things frameworks. These fields may have sustainable long-term growth, as 5G can support multiple connected devices to provide services with low latency and high speed. However, Diversification will be a large risk, as VodafoneThree will be developing completely new services and working with new technologies and frameworks. Therefore, especially at the beginning, Vodafone Three should focus only on developing its 5G networks and integrating them to support its core services (Whittington et al., 2023; Vodafone Group Plc, 2025b).
[bookmark: _Toc234774257][bookmark: _Toc234785470]3.2 Proposed Strategy: VodafoneThree Connected UK
The proposed strategy, VodafoneThree Connected UK, can be seen as market penetration and product development through focused differentiation. According to Porter’s Generic Strategies, VodafoneThree cannot differentiate based solely on being a low-cost provider because significant network and customer-service improvements demand adequate financial investments. Therefore, VodafoneThree should focus on reliable network coverage, simple pricing structures, digitally integrated services, and quick-response customer service. The strategy will initially focus on households, remote workers, and small-to-medium enterprises that appreciate effective and easy-to-use digital services (Whittington et al., 2023; Competition and Markets Authority, 2024).
VodafoneThree Connected UK will provide easy-to-understand Connected Home and Mobile services for consumers through the combination of mobile, broadband or fixed wireless, device protection, and customer loyalty perquisites. In addition, connected business services will be the combination of secure 5G, cloud services, cybersecurity, and Internet of Things services on one integrated service platform. These services should be introduced in the market first through locations with significant improvements in service coverage and quality. Customers will be more receptive if pricing is simple and service quality is transparently reported through independent oversight to prove the merger is helping customers (Ofcom, 2025; Vodafone Group Plc, 2025b).
[bookmark: _Toc234774258][bookmark: _Toc234785471]4. Strategy Evaluation
[bookmark: _Toc234774259][bookmark: _Toc234785472]4.1 Suitability
The proposed VodafoneThree Connected UK strategy fits well because it provides leverage to the opportunities and threats from the external analysis. First, the demand for integrated digital solutions continues to grow due to the expansion of mobile data, standalone 5G, cloud, and IoT. Also, the Vodafone-Three merger faces extreme competition, with strong customer switching and regulatory pressures. Thus, VodafoneThree has to integrate the merger in a way that avoids the need for larger scale or lower cost and provides greater differentiation. This would allow VodafoneThree to create packages with improved network coverage and offer greater value services to consumers and SMEs (Ofcom, 2025; Whittington et al, 2023).
The differentiation strategy fits well with Vodafone’s internal priorities of Customers, Simplicity and Growth. The Customers and Simplicity priorities are met with the improved reliability and response of the services, and more integrated services. Growth is supported by the ongoing and expanded network usage and increased revenue from digital services. This strategy is placed to utilise the merger network in the most immediate way possible. The priorities are met while complexity is minimised in the early phases. The Vodafone Group merger plan (Vodafone Group Plc, 2025a; Hanelt et al., 2021) cautions against introducing multiple, overly diverse new services to stem complexity during the merger integration phase.
[bookmark: _Toc234774260][bookmark: _Toc234785473]4.2 Feasibility
Our assessment of feasibility shows that VodafoneThree has ample resources that include networks, spectrum holdings, an additional customer base, and access to Vodafone Group’s established digital and business resources. The commitment to an £11 billion investment over ten years builds a solid financial and technological foundation for improved 5G coverage and service additions. However, feasibility hinges on the ability to integrate billing, customer and service platforms, and cybersecurity, along with cross-functional digital and data skills infrastructure. Integration of digital infrastructures and talent is also essential. Vodafone Group Plc (2025b), Hanelt et al. (2021)
[bookmark: _Toc234774261][bookmark: _Toc234785474]4.3 Acceptability
The strategy captures key stakeholder support as it provides wider coverage and digital services with economic gains. Stakeholders will benefit financially as customer retention will be stronger with more reliable services, customer accounts will have greater average revenue and, as a result, operating expenses will be reduced over the long-term. Reliable covers will reduce contract offerings with greater customer acceptance, dependent on greater control over pricing and enhanced security of personal data. Employees will have new careers to pursue, but will continue to be apprehensive about changes involving resource reductions. Regulatory authorities and the community will have greater support for the proposal as it will demonstrate compliance with regulatory standards, provide fair market competition with reasonable service fees, and deliver on merger commitments by Vodafone Three (Freeman et al., 2020; Competition and Markets Authority, 2024).
[bookmark: _Toc234774262][bookmark: _Toc234785475]5. Stakeholder Analysis
According to Stakeholder Theory, VodafoneThree must broaden its concern beyond financial stakeholders when implementing the Connected UK Strategy. Considering financial stakeholders alongside employees, customers, and other stakeholders is essential to the success of the Connected UK Strategy. While employees will help integrate the new networks and systems, training and technical career opportunities will help ease the transition. While training and technical career opportunities will ease employees' transitions, integration will add some job uncertainty. Customers and financial stakeholders will realise the benefits of coverage expansion and the new simplified digital services, and will appreciate the efforts on price and privacy. Financial stakeholders will also expect a return on investment and the realisation of growth and synergy. Stakeholders will want to see fulfilment of the investment and pricing commitments and the provision of access on a wholesale basis (CMA, 2024; Freeman et al., 2020).
Applying Mendelow's Matrix, the CMA, Ofcom, Vodafone Group, CK Hutchison, key financial stakeholders, and senior management are in the "high power, high interest" category. These stakeholders will need to be managed very closely. Other stakeholders will require a less intense stakeholder management approach. These will be "high interest, low power" stakeholders, such as employees and customers. These will be managed using consultation, focus groups, and other feedback mechanisms. Given their specialised systems, equipment, and services, technology suppliers and business partners will require contractual and strategic control to manage their high power.
An outline of a stakeholder engagement strategy would incorporate quarterly reports about regulatory activities, reviews of the program at a monthly cadence, and employee engagement and customer engagement in the form of panels. The panels will be run in advance of major changes to the organisational structure and in advance of the release of new product offerings. The engagement in these panels will allow SMEs to participate in design workshops and provide input in areas that will improve the Connected Business services. Before large-scale network builds, local planning authorities should be engaged (especially where there are known environmental issues). 
[bookmark: _Toc234774263][bookmark: _Toc234785476]6. Implementation and Monitoring
VodafoneThree Connected UK will be rolled out via a phased 36-month plan. A cross-functional steering group will monitor the program. Network operations, finance, customer service, marketing, human resources, cybersecurity, legal affairs and regulatory compliance will be represented on the steering group. Testing customer demand, the capability for technical integration and service quality before funding an expanded phased rollout will be included in the plan. Each phase will cover the rollout of service and will be tasked with specific objectives and measurable goals (Hanelt et al., 2021; Whittington et al, 2023).
	Implementation period
	Objectives
	Main actions
	Key performance indicators

	Months 0–6
	Establish the strategic and operational baseline.
	Identify pilot regions; assess network and system compatibility; complete customer, privacy, cybersecurity and environmental risk assessments; consult employees and regulators.
	Completion of baseline assessment; percentage of critical systems reviewed; number of unresolved high-risk issues; employee consultation rate

	Months 6–12
	Pilot Connected Home and Connected Business packages
	Launch consumer and SME pilots; train frontline and technical employees; test integrated billing and customer-support processes
	Pilot customer numbers; training completion rate; customer satisfaction; complaint rate; network availability; first-contact resolution

	Months 12–24
	Expand successful products and improve integration
	Extend services to additional regions; simplify product portfolios; integrate selected platforms; build cloud and cybersecurity partnerships
	Customer churn reduction; digital-service revenue growth; number of SME customers; service cost per customer; cybersecurity incident rate

	Months 24–36
	Achieve national scale and optimise performance.
	Roll out proven packages nationally; improve pricing and personalisation; develop advanced Internet of Things services; conduct independent performance assurance.
	Average revenue per account; standalone 5G coverage; customer retention; return on investment; regulatory milestones achieved



[bookmark: _Toc234774264][bookmark: _Toc234785477]7. Conclusion
The long-term 5G investment, alongside an enlarged network and customer base, means VodafoneThree can leverage its competitive position. The merger creates challenges due to integration, regulation, cybersecurity, customer trust, and competition. Market analysis shows that competing on pricing and scale is not a sustainable growth strategy. Thus, VodafoneThree must translate its network strength into simple and reliable digital services that will be used and valued by homes and businesses (Competition and Markets Authority, 2024; Ofcom, 2025).
Integrated into the Connected UK strategy, market penetration and product development through focused differentiation will advance Vodafone's Customers, Simplicity and Growth objectives via increased coverage and bundled offerings, including digital services for SMEs. SFA evaluation suggests that the strategy, with controlled pilots, stakeholder feedback, and results dissemination, is suitable, feasible, and acceptable. Thus, instead of being the largest Mobile Network Operator (MNO) in the UK, VodafoneThree must be the trusted provider of digital services and inclusive connectivity. 
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[bookmark: _Toc234785480]Appendix A: PESTEL Analysis of VodafoneThree
	Factor
	Key issue/evidence
	Strategic impact on VodafoneThree
	Opportunity or threat

	Political
	UK telecommunications is treated as strategically important infrastructure. The Vodafone–Three merger was approved subject to legally binding investment, pricing and wholesale-access commitments.
	VodafoneThree must demonstrate that the merger produces public and consumer benefits. Failure to meet commitments may lead to regulatory intervention and reputational damage.
	Opportunity and threat

	Economic
	Vodafone must finance large-scale network investment while controlling integration costs. Customers and SMEs remain price-sensitive because of wider economic pressures.
	The company must balance investment, affordability and shareholder returns. Cost synergies should support service improvement rather than only short-term profit.
	Opportunity and threat

	Social
	Customers expect reliable coverage, transparent tariffs, accessible support and better digital experiences. Concerns may arise regarding reduced competition, price increases and digital exclusion.
	VodafoneThree should protect vulnerable customers, provide straightforward pricing and ensure that rural and digitally excluded communities benefit from improved connectivity.
	Opportunity and threat

	Technological
	Standalone 5G, the Internet of Things, artificial intelligence, cloud services and fixed wireless access provide new growth opportunities. However, Vodafone and Three use different systems and infrastructure.
	The merger can strengthen network quality and digital-service development, but successful integration requires compatible billing systems, cybersecurity controls, skilled employees and effective data management.
	Major opportunity

	Environmental
	Mobile networks, data centres and digital devices consume energy and contribute to electronic waste. The merger may also create duplicated network infrastructure.
	VodafoneThree can reduce energy use by removing duplicated sites, modernising equipment and increasing recycling and reuse. Environmental KPIs should be included in investment decisions.
	Opportunity and threat

	Legal
	VodafoneThree must comply with competition law, consumer protection, data protection, cybersecurity and telecommunications regulations.
	Pricing, customer-data integration and network-sharing decisions must remain legally compliant. Regulatory reporting and independent assurance will be necessary.
	Major threat



[bookmark: _Toc234785481]Appendix B: Porter’s Five Forces Analysis
	Competitive force
	Intensity
	Analysis
	Strategic implication

	Competitive rivalry
	High
	VodafoneThree competes with BT/EE, Virgin Media O2 and numerous mobile virtual network operators. Rivalry is based on price, coverage, customer service, broadband bundles and handset offers.
	VodafoneThree should differentiate itself through network reliability, customer experience, simple packages and integrated digital services rather than price competition alone.

	Buyer power
	Moderate to high
	Consumers can compare tariffs easily and switch providers while retaining their mobile numbers. Large business customers can negotiate customised contracts.
	The company should increase loyalty through better coverage, transparent pricing, responsive support and combined mobile, broadband, cloud and cybersecurity services.

	Supplier power
	Moderate
	VodafoneThree depends on specialist network-equipment vendors, cloud providers, handset manufacturers, tower companies and skilled technology employees.
	The company should diversify suppliers, strengthen contracts, develop internal expertise and protect control over critical network and customer data.

	Threat of new entrants
	Low
	Building a national mobile network requires spectrum licences, capital, infrastructure and regulatory approval. However, mobile virtual network operators can enter through wholesale agreements.
	VodafoneThree should use its scale to improve service quality while maintaining fair wholesale access and regulatory compliance.

	Threat of substitutes
	Moderate
	Wi-Fi, internet-based communication platforms, satellite services and cloud applications can replace parts of traditional mobile communication.
	VodafoneThree should move beyond basic mobile tariffs and offer broader digital solutions, including cloud access, device management, cybersecurity and Internet of Things services.




[bookmark: _Toc234785482]Appendix C: SWOT Analysis of VodafoneThree
	Strengths
	Weaknesses

	Enlarged customer base following the Vodafone–Three merger.
	Complex integration of two networks, workforces and organisational cultures.

	Expanded spectrum capacity and stronger national network coverage.
	High capital expenditure and long-term network-investment requirements.

	Recognised Vodafone brand and established UK market presence.
	Legacy billing systems, customer platforms and operational processes.

	Commitment to invest £11 billion in the UK network over ten years.
	Risk of service disruption during customer and network migration.

	Access to Vodafone Group’s global business, cloud and Internet of Things capabilities.
	Possible employee uncertainty and resistance to restructuring.

	Potential operational efficiencies through removal of duplicated infrastructure.
	Regulatory restrictions may reduce flexibility in pricing and wholesale decisions.

	Improving UK customer-experience performance.
	Greater organisational scale may increase complexity unless services are simplified.



	Opportunities
	Threats

	Expansion of standalone 5G services.
	Strong rivalry from BT/EE and Virgin Media O2.

	Development of fixed wireless access for underserved regions.
	Regulatory action if merger commitments are not achieved.

	Growth in cloud connectivity, cybersecurity and Internet of Things services.
	Cyberattacks, data breaches and network-security failures.

	Digital-service packages for SMEs and remote workers.
	Customer concerns about reduced competition and higher prices.

	Smart-city, connected-transport and industrial connectivity projects.
	Rapid technological change and possible service substitution.

	Use of artificial intelligence to improve customer service and network maintenance.
	Inflation, energy costs and continuing customer price sensitivity.

	Reduction of duplicated infrastructure and energy consumption.
	Loss of customers if integration causes poor service or billing problems.


[bookmark: _Toc234785483]Appendix D: Ansoff Matrix for VodafoneThree
	Growth option
	Application to VodafoneThree
	Risk level
	Evaluation

	Market penetration
	Increase retention and market share through improved coverage, loyalty benefits, better customer service and simplified mobile and broadband packages.
	Low to moderate
	Appropriate for achieving early merger benefits, but excessive discounting may weaken profitability.

	Market development
	Extend existing mobile and fixed wireless services to rural areas, underserved communities, remote workers and new SME segments.
	Moderate
	Supports digital inclusion and customer growth, although infrastructure costs and regional demand must be assessed.

	Product development
	Introduce Connected Home and Connected Business packages combining mobile, broadband, cloud, cybersecurity and Internet of Things services.
	Moderate
	Strong fit with VodafoneThree’s network, digital capabilities and customer-growth objectives.

	Diversification
	Enter smart-city, autonomous-transport, connected-healthcare and industrial-data markets.
	High
	Offers long-term potential but should be pursued gradually after network and system integration.




[bookmark: _Toc234785484]Appendix E: Porter’s Generic Strategies Evaluation
	Strategic option
	Application to VodafoneThree
	Advantages
	Limitations
	Decision

	Cost leadership
	Compete through the lowest tariffs and large-scale operating efficiencies.
	May attract highly price-sensitive customers and increase market share.
	Could reduce margins, weaken network investment and create regulatory concerns.
	Not recommended as the main strategy

	Broad differentiation
	Offer superior network quality and digital services to the entire UK market.
	Strengthens brand and reduces dependence on price competition.
	Expensive and difficult to provide equally to every customer segment.
	Partly suitable

	Cost focus
	Provide low-cost packages to a narrowly defined market segment.
	Could support social tariffs or selected value-conscious segments.
	Limited growth potential and may weaken premium positioning.
	Suitable only as a supporting option

	Focused differentiation
	Target households, remote workers and SMEs with reliable connectivity and integrated digital services.
	Uses VodafoneThree’s strengths, supports loyalty and creates higher-value revenue.
	Requires effective system integration, employee skills and customer trust.
	Recommended strategy





[bookmark: _Toc234785485]Appendix F: SFA Evaluation of VodafoneThree Connected UK
	SFA criterion
	Evaluation
	Evidence and justification
	Overall assessment

	Suitability
	The strategy responds to growing demand for mobile data, standalone 5G, cloud services, cybersecurity and the Internet of Things. It also addresses high competition and customer switching power.
	The strategy uses VodafoneThree’s enlarged network and digital capabilities to improve customer value while supporting Vodafone’s Customers, Simplicity and Growth priorities.
	High

	Feasibility
	VodafoneThree has substantial network resources, spectrum, customer scale and access to Vodafone Group’s digital capabilities.
	Feasibility depends on successful billing, data, network and workforce integration. Additional investment in cybersecurity and employee development will be necessary.
	Moderate to high

	Acceptability
	Customers may receive better coverage and simpler services, while investors may benefit from retention and digital-service growth. Regulators may support improved connectivity.
	Risks include customer price concerns, employee restructuring, integration costs and regulatory scrutiny. Transparent engagement and phased implementation are required.
	Moderate to high



[bookmark: _Toc234785486]Appendix G: Mendelow’s Stakeholder Matrix
	Stakeholder category
	Stakeholders
	Main interests
	Engagement approach

	High power, high interest — manage closely
	CMA, Ofcom, Vodafone Group, CK Hutchison, board members and major investors
	Regulatory compliance, network investment, profitability, risk control and merger benefits
	Quarterly regulatory reports, board reviews, investment updates, formal risk escalation and independent assurance

	High power, lower interest — keep satisfied
	Major network suppliers, cloud partners, lenders and selected government bodies
	Contract stability, financial performance, infrastructure planning and policy compliance
	Contract reviews, supplier meetings, financial reporting and strategic briefings

	Lower power, high interest — keep informed
	Customers, employees, SMEs, local communities and mobile virtual network operators
	Pricing, service quality, employment, coverage, wholesale access and digital inclusion
	Customer panels, employee forums, surveys, consultations, complaints channels and public performance dashboards

	Lower power, lower interest — monitor
	Wider public, occasional users and non-strategic suppliers
	General service availability, reputation and corporate responsibility
	Public communications, annual reporting and periodic stakeholder updates



[bookmark: _Toc234785487]Appendix H: Stakeholder Engagement Plan
	Stakeholder
	Impact of strategy
	Engagement method
	Frequency
	Responsibility

	Customers
	Improved coverage and digital services, but possible migration and pricing concerns
	Surveys, customer panels, pilot feedback, complaints procedures and service notifications
	Monthly during pilots; quarterly after rollout
	Customer experience director

	Employees
	New skills and career opportunities, but possible restructuring concerns
	Employee forums, consultation meetings, training programmes and engagement surveys
	Monthly
	Human resources director

	Regulators
	Responsibility for ensuring merger commitments and consumer protection
	Formal reports, compliance meetings and independent performance evidence
	Quarterly
	Regulatory affairs director

	Investors and owners
	Potential revenue growth, cost efficiencies and investment risk
	Board reports, investor presentations and financial-performance updates
	Quarterly
	Chief financial officer

	SMEs and enterprise customers
	Access to integrated 5G, cloud, cybersecurity and Internet of Things services
	Co-design workshops, account-management meetings and pilot reviews
	Monthly during development
	Business services director

	Suppliers and partners
	New contracts and integration requirements
	Supplier governance meetings, service-level reviews and cybersecurity assessments
	Monthly or quarterly
	Procurement and technology directors

	Local communities
	Better connectivity but possible infrastructure and environmental disruption
	Local consultations, planning meetings and public information sessions
	Before and during network construction
	Network and sustainability teams
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