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1.Summary input from Jim St Leger, Chair, TAC, LF Edge - 1

PURPOSE , STk PPED 1O THE

GOLDEN CIRCLE

1. What is/are the Objective(s) of the Akraino China Community:

- the 1st & Fundamental Question that needs to be answered

WHY? IS
- Milestones (to reach that Objective(s).
- EdgeX example: focused on building the EdgeX Community in China: HOW? (
- EdgeX recruit Companies & Individuals in China to get involved in the Project. The curre . WHAT? 10

EdgeX folks in China largely drive all of the work.

- Is Akraino approach more like “seek partnerships with other organizations in China” and
work within those partnerships vs a Core Focus on Akraino and growing Akraino?

2. OpenGCC:
- An overview of OpenGCC presented to Akraino TSC meeting by Fuyou

Miao on Oct. 21st, 2021 ntps:mwiki.akraino.org/display/AK/TSC+2021-10-21+%28Thursday%29+7%3A00

WHY

WHAT

HOW

WHAT
Vision
HOW!
Mission
Values

Positioning


https://wiki.akraino.org/display/AK/TSC+2021-10-21+%28Thursday%29+7%3A00+am+Pacific
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2. OpenGCC:
- An overview of OpenGCC presented to Akraino TSC meeting by Fuyou
Miao on Oct. 21st, 2021: https://wiki.akraino.org/display/AK/TSC+2021-10-
21+%28Thursday%29+7%3A00+am+Pacific

- On p. 9 of the presentation, the GCC Vision and Value Proposition explicitly indicates to be
supporting solely Arm platform

- on p. 13, there is a reference to Akraino membership (to GCC).
- Any such (membership) Initiative needs to be implemented within LF Edge
"Associate" membership practice as followed and implemented by other LF Edge
Projects (e. g. in the case of (FB) Open TIP (Telecom Infra Project) and Eclipse
Foundation;
- If that’s one of the (Akraino) goals, Clarity is needed as to where/how LF Edge
- It is recommended to verify whether there is an alignment of Open GCC and

LF Edge (and Akraino as part of it) Values and Views on the purpose and use
of Open Source.

3. Edge Computing Consortium (ECC):
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Got Purpose?
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https://wiki.akraino.org/display/AK/TSC+2021-10-21+%28Thursday%29+7%3A00+am+Pacific
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3. Edge Computing Consortium (ECC - http://en.ecconsortium.net/Content/index/cid/26.html )
3. 1. One Question to be verified is whether ECC is a Trade organization or an Open Source initiative ?!?!7?! ,ﬁ, "~ T
- There is clearly a tiered Structure based on Membership that determines who gets access to what activities & ‘? ! L2
materials & can be involved various efforts resembling how ETSI or ORAN Alliance operates today. s !

3. 2. The Question(s) that needs to be answered is/are:

3. 2. 1. Would it be an LF Edge (on behalf of Akraino) relationship to ECC?
3. 2. 1. 1. How (the Relationship/membership) would it look to be?
3.2.1.2. What access it would create and not create?

3.3. Remarks to Edge Computing Consortium (ECC) Charter: http:/fen.ecconsortium.net/Content/index/cid/g6.htm

3. 3. 1. IPR (Intellectual Property Rights) - clarification might be needed related to the Use of Licenses,
created Content & Documentation?

4. SDN Lab - https://www.sdnlab.com/
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4. SDN Lab - nttps:/mww.sdnlab.com/ W E
. A /\ L Sl
- Recommended (to Kural) to reach out to SDNLab (after Akraino China objectives were defined) as SDNLab 'ﬂ' kg £
supports other Projects and Technology efforts in China —_F !\_ P

e

- Note that SDNLab are an Agency that offers Services ranging from Web Content, Technical Materials, Labs, Events,

and more.
- SDNLab might be able to package up an Offering to help Akraino expand and build in China as SDNLab seem to be
very involved with Academic and other Institutions and be able to create Cost-Free Opportunities.

- Recommended to have "an exploratory conversation with SDNLab"



https://www.sdnlab.com/

2. Technology Adoption Life Cycle Management- 1 THE CHASM
In the case of Product and Marketing Innovation — B W l e
"Crossing the Chasm" (from 16% Market share to 5
acquire additional 35% Market share (Fig. on the left)
In order to reach 50% Market Share and set the mark
to becoming a Market Leader), one (1) of the Key

things a "Pragmatist” Customer wants to see is ke P

strong Competition.

If you are fresh from developing a New Value oo EwlyAdopiees EmbyMjoty  Lete Bajority
proposition with Visionaries (in the "Early Market"), ‘ ' °

that Competition iS nOt Iikelv to eXiSt - at IeaSt nOt in a ‘ People Who Want Newest Things ' ‘ People Who Want Complete Solutions and Convenience
form that a Pragmatist would appreciate.

What you have to do then IS Create it. S;aeng\?v:\setflts ready! I\C/I(:llseesr::ra;“:tessready'

Visionaries:
Be the first mover! Skeptics:
Never happen!

Creating the Competition Tachies: .

Try it!

9 Innovators Early P S
H H R H I n U Adopters Early Majority Late Majority Laggards
Pragmatists’ view of whole product maturity

drives the adoption of new technology.



2. Technology Adoption Life Cycle Management- 2

Creating the Competition

In the progression of the Technology Adoption Life Cycle, the Nature
of Competition changes dramatically.

The changes are so radical that, in a very real sense, one can say at
more than one (1) point in the cycle that one has no obvious
competition.

Unfortunately, Where there is "No Competition", there is "No Market

Developing an "Early Market", "Competition" has not come from
Competitive Products so much as from Alternative Modes of
Operation.

The Early Market

The Competition takes place at the Level of Corporate Agenda, not at
the Level of Competing Products. That’s How Competitions work in
the Early Market
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2. Technology Adoption Life Cycle Management- 3 Technology Adoption Lifecycle (TALC)

The Early Market

The Competition takes place at the Level of Corporate Agenda, not at
the Level of Competing Products. That’s how Competitions work in the
Early Market .

In the Early Market has been to enlist "Visionary" sponsors to help to
overcome (Product) Resistance.

SessO 0o

) o UOGE “its cool”  “let's be with a M ith
Evaluations of Products and Vendors within a Common Category. : shead  Problem h;;e(:'g. m

Product Generic  Incomplete  Expected Easy Plug-in  Augmented Assimilated

In sum, the "Pragmatists" are loath to buy until they can compare. K& New Whole Souson

In the Pragmatist’s Domain, Competition is defined by Comparative Techie  Visionaries  Pragmatists ~ Mid-majority - ~ Conservatives  Skeptics
- Category Product

Competition, therefore, becomes a fundamental condition for purchase. s e Tomado' Geoftrey A Moore and “The Chasm Companion Paul Wefels
SO, coming from the "Early I\/Iarket", Where there are typlcally no Image used with permission of the Ottawa Centre for Research and Innovation
perceived Competing Products, with the Goal of Penetrating the

Mainstream, you often have to go out and Create Your Competition.

Creating the competition is the single most important Marketing

Decision made in the battle to enter the mainstream.
AKRAIND



2. Technology Adoption Life Cycle Management- 4

So, coming from the Early Market, where there are typically no perceived
Competing Products, with the Goal of Penetrating the Mainstream, you
often have to go out and Create Your Competition.

oA Damry T Mooerts Lars Moesr Loty
Pratoniyre Teowe ::: Pracwaner “’""_ Compriant et
. o, o o . . o o [ Teetoosazy Bon turttsam
Creating the Competition is the single most important Marketing Decision v — @Q{D convon
. . Jerren RO iy ST :::::::m
made in the battle to enter the mainstream. oma | w7 wone | N\ ol
So, how can you avoid selecting a self-servicing or irrelevant Competitive ~__ - . D= T o W e
? u: m: b oty e w—- | "_‘ s
set: T I Rl T E
'.':z::-' Toctroky v " i . 5:-:.."9 e '-\ gt Drvetey
The key is to focus in on the Values and Concerns of the Pragmatists, e e ,/ \:w \\
not the Visionaries. R
It helps to start with the "right" Conceptual Model—in this case, the ;;:-_~-"\~~/‘~ - tutiire ———
Competitive-Positioning Compass. That model is designed to create a e ([l 'I».f«- *'3;“-: :’:\/w ";"-'w‘ v
value profile of target customers anywhere in the Technology Adoption il i A i
Life Cycle, identify what to them would appear to be the most reasonable Tt

competitive set, develop comparative rankings within that set on the
value attributes with the highest ranking in their profile, and then build
our positioning strategy development around those comparative rankings.

/A RKRAIND



To the Pragmatist buyer, the Most Powerful Evidence of Leadership
and likelihood of competitive victory is Market Share.

In the absence of definitive numbers here, Pragmatists
will look to the Quality and Number of Partners and
Allies you have assembled ...

What does work for Product Managers, on the other hand, are "Tactical
Alliances".

"Tactical Alliances" have one and only one (1) Purpose: to accelerate the
"Formation of whole Product Infrastructure within a Specific Target
Market Segment.

The basic Commitment is to code-develop a Whole Product and Market it
jointly.

This benefits the Product Manager by ensuring Customer Satisfaction.

It benefits the Partner by providing Expanded Distribution into a hitherto
ntapped _Source of Sales Opportunities.
A RRRATND PP

The Competitive-Positioning Compass
[Supporters]

o
1*°°¢

G,

%paq-p

Product-Centric

Market-Centric

Fastest product
Easiest to use
Elegant architecture
Product ‘Price

Unique functionality

Largest installed base

Most third party supporters

De facto standard
Cost of ownership

Quality of support

11



Welcome to the internet of senses

S (©)

Smell Sight

=2®®

Taste Touch Sound




10 Hot Consumer Trends 2030

Welcome to the internet of the senses.

Q1. Your brain is the user interface

Fifty-nine percent of consumers believe that we will be able to see map
routes on VR glasses by simply thinking of a destination.

02. Sounds like me

Using a microphone, 67 percent believe they will be able to take on
anyone’s voice realistically enough to fool even family members.

03. Any flavor you want

Forty-five percent predict a device
for your mouth that digitally
enhances anything you eat,
so that any food can taste
like your favorite treat.

04. Digital aroma

Around 6 in 10 expect to be able to digitally visit forests or the
countryside, including experiencing all the natural smells of those places.

PN
(Q
05. Total touch

More than 6 in 10 expect smartphones with screens that convey the
shape and texture of the digital icons and buttons they're pressing.

06. Merged reality

VR game worlds are predicted by 7 in 10 to be indistinguishable from
physical reality by 2030.

7. Verified as real

“Fake news"” could be finished — half of respondents say news reporting
services that feature extensive fact checks will be popular by 2030.

s (B o) @

08.Post-privacy consumers
Half of respondents are “post-privacy consumers” — they expect privacy
issues to be fully resolved so they can safely reap the benefits of
a data-driven world.

s (BN o) ®

09. Connected sustainability

Internet of senses-based services will make society more
environmentally sustainable, according to 6 in 10.

s (B oK@

10. Sensational services

Forty-five percent of
consumers anticipate

digital malls allowing

them to use all five

senses when

shopping. L




10 Hot Consumer Trends 2030

M et h O d O I O g y Welcome to the internet of the senses,
D6
The Quantitative Results referred to in the Report are based o e SRS
onan Online Survey of Residents in Bangkok, ==z o
Delhi, Jakarta, Johannesburg, London, Mexico City, Moscow, A J % 3= (@0
New York, San Francisco, S&o Paulo, Shanghai, Singapore, [, J) » g —
Stockholm, Sydney and Tokyo, carried out in October 2019, | === === | EZ‘ -
(3)=) s (0@

| @ A .7'6 Post-privacy consumers
The Sample consists of at least 500 Respondents from “‘*’lj,”f_;,i'ii’;f“g“el E Y | 8*;:*:;{?.4 v
each city (12,590 respondents were contacted in | === s ]
total, out of whom 7,608 qualified), aged 15-69, who : WSSO OE
currently are either "regular users” of Augmented = . = e
Reality (AR), Virtual Reality (VR) or Virtual e s B0
Assistants, or who intend to use these Technologies in ®) oot 7

\\A

25, Totol touch e

the future. o s

CORSmry CONORe

ol mols Sllowing
them to use ol five
senies when |

Pogping

Correspondingly, they represent only 46 Million Citizens out Tachrology Adeption Lifecycle (TALC)

of 248 Million living in the Metropolitan Areas surveyed,
and this, in turn, is just a small fraction of Consumers
Globally. However, we believe their "Early Adopter" Profile
makes them important when exploring "expectations" on
Technology for the next decade.

ECL R R

Pragmatists Mid-majority - Conservatives Skeplics
with a Move with
problem herd (e.g. IT)

Exp d Easy Plug-in Augmented Assimilated
Whole Solution




Questions?

Daygiee He |
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