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Bundling to reduce churn rate (lock-in) and attract new customer
This is latest example of battle between telecom operators and cable companies. Since cable operators have rolled out landline telephone service, competition between the cable and traditional telephone industries has increased, with both of them trying to steal the others' customers by bundling their offerings, including telephone service and high-speed Internet access. As mentioned in the article, this deal will give NTL a first mover advantage in the UK market for ‘quadruple play’ provider. 
Now whether this deal actually happens or not is a different matter but it clearly reflects company’s strategy to acquire new customer and reduce churn rate by increasing service offerings. This strategy is also evident in the US when few cable companies made a deal with Sprint to provide wireless services in the US. Telephone companies are counter attacking this strategy by providing Video services to their customers and thus achieving ‘quadruple play’.
By bundling, it is marketed that customers buy more services for less money than if they had used different providers for different services. Also by bundling all services together, customers are locked in with the provider. Because once they bought bundled service, it is difficult to change to different provider unless he is providing all those services.

