
The industry has been talking about it for a long time, and
now, at last, convergent, real-time billing has arrived.
Speaking about the launch of Comverse’s converged
billing platform, Karna Gupta, president of the compa-
ny’s real-time-billing division, told OBA that operators
have been aware for some time that the billing system will
be the first thing that needs to be changed if they are to
take advantage of new services. He says operators are now
poised to make that change.

“Feedback we have had from operators [about their im-
mediate billing requirements] has been far beyond our ex-
pectations,” he says. “Every RFP I have seen in the last six
months has specified convergent, real-time billing. Con-
vergent billing’s time is now, today.”

Essentially, Comverse’s new product is made up of its
Kenan FX billing platform, which it purchased from CSG
in 2005 (OBA, 17 Oct, 2005), integrated with its real-
time billing product. The recent acquisition of Netono-
my (OBA, 4 Sep, 2006) has provided the company with
an optional self-service front end for its customers, along

with point-of-sale and bill-analysis capabilities. At the
time of the Netonomy purchase, OBA predicted that
Comverse would launch a converged billing product, but
the speed at which it happened took many by surprise.

“It is impressive that Comverse has brought this offer-
ing to market so quickly after the Kenan acquisition,” says
Andy Bairsto, a senior analyst at the Yankee Group. “We
believe that there is a great market potential for converged
billing, as operators look to transform their businesses
with integrated back-office systems that will enable them
to control financial risk, differentiate their services and in-
crease customer loyalty. This announcement, combined
with the recent Netonomy-acquisition announcement,
demonstrates Comverse’s focus on enabling operators to
deliver an excellent end-customer experience.”

What is equally impressive is that, at launch, Comverse
already had a customer for the new system on its books,
in the form of Polish 3G operator P4. The operator uses
infrastructure from Huawei, and its only other supplier,
according to Gupta, is Comverse, which will supply all of

The majority of respondents in a recent survey said they
believed direct-to-bill charging would replace premium
SMS in the short term. The research, conducted by pay-
ment- and settlement-product vendor Valista, was based
on the responses of more than 100 industry insiders, who
also said that when it comes to mobile content, operators
are taking too large a share of the revenue.

Content owners, handset vendors, mobile operators
and technology providers were canvassed for their views
on the next three to five years in the mobile content mar-
ket. Sixty-five percent said they believed that the current
system of paying for mobile content via PSMS would give
way to more-flexible and more-robust payment methods,
such as direct-to-bill charging.

More than half of respondents said they thought op-
erators now take 40-50% of mobile content transactions,
but less than 6% said that would be the case in three
years. Sixty-five percent of those questioned said that,
in three years, operators should cut their share at least in
half, to less than 20%, with 18% of respondents saying
they should take only 5%.

“Currently, operators take the greatest share of mobile
content revenue, but the distribution of power could shift,
particularly when the major media moguls secure their
foothold in the marketplace,” Valista Vice President Ar-

lene Adams told OBA recently (OBA, 18 Sep, 2006). She
added that a payments model that lowers or eliminates
revenue leakage and allows end-to-end traceability of
transactions for all parties involved will enable operators
to look at lowering their charges while encouraging
growth in the content market.

Good news for the industry came in the respondents’
assumption that mobile TV and video downloads would
be the most popular forms of content in the next few
years, an opinion that mirrors recent analyst predictions.
Broadcasting rich content will see a move from lower-
value transactions to higher-value ones. When that hap-
pens, operators will need to keep their brand’s image
positive and look to personalized and compelling con-
tent to increase ARPU and drive off competition from
more-traditional payment systems, Adams says.

Of concern for mobile operators were a pair of survey
findings: that only 15% of content purchased will be
part of a subscription model, and that operators will not
see content purchases making up for falling revenues.
Fifty-eight percent of those who contributed said that,
in three years, less than a quarter of total operator rev-
enue will come from mobile content, and 15% said it
might drop as low as 10%. That is not what operators
want to hear at a time when voice revenues are falling.

Converged billing reaches tipping point,
clears the way for user-defined services

continued on page 2

Survey spells the end of PSMS, large operator shares
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its back-office systems, value-added-service support and
billing requirements.

P4’s strategy is interesting in a number of ways. To be-
gin with, it is a greenfield operator, and it has decided to
go straight for a converged billing system, leapfrogging
technology that most likely would have been cheaper. It is
usually an indication that a new technology is gaining trac-
tion when startups eschew more conventional offerings.
That could also explain why the number of contracts for
billing systems has remained relatively flat in the last four
years. According to the OSS/BSS database from OBA
publisher Informa Telecoms & Media, which tracks pub-
licly announced contract wins, some of the major players,
such as Amdocs, have seen a decline in contract wins,
while vendors focused on real-time billing, such as High-
deal, are gaining ground (see analysis, p. 8).

Additionally, the fact that P4, which is scheduled to go
into commercial operation in 1Q07, is acquiring all of its
OSS/BSS requirements from a single source could also
point to the future of procurement, at least among the
smaller operators that do not opt for an outsourced sys-
tem. The increasing trend among vendors in the OSS/BSS
space of offering end-to-end products for billing and serv-
ice-deployment systems suggests that they believe there
will be a strong market for single-vendor systems, even if
they are hedging their bets by adopting service-oriented-
architecture models.

Floodgates opening
There is one other significant aspect of Gupta’s pro-
nouncement that the time for converged billing has ar-
rived. If he is right, then the floodgates have also opened
for the launch of a wide variety of new services that will
require more developments and modifications to
OSS/BSS systems. The main driver behind converged
billing, IP services and, indeed, IMS is operators’ need to
replace declining voice revenues with earnings from data
services and to reduce losses from factors such as customer
churn. But what has become apparent in the last year or
so is that the way these problems can be addressed does
not rely on the success of individual services, but rather
the ways services can be cross-bundled, cross-discounted
and personalized not just for segmented groups of users
but for individuals themselves. Although such flexibility
is only now becoming possible, with the introduction of
real-time, converged billing systems, some vendors are al-
ready looking beyond bundling and discounting to more
granular ways of upselling to customers and retaining loy-
alty by giving them control of the way they use services.

New tools needed
“As communication-market competition intensifies,
providers should develop new and innovative tools to bet-
ter cater to customers and reduce churn,” says Norbert
Scholz, research director at Gartner. He says that the large
amount of customer data in the network and OSS layers
can be used to deliver a service that is more appealing to
the customer. The resulting “dynamic, real-time customer
interaction,” he says, will improve the customer-provider
relationship and lead to higher revenues for the provider.

One vendor that is taking Scholtz’s advice is Formula
Telecoms Solutions. The billing and CRM company has
launched a product into what it claims is “a radical new
sector of telecom OSS/BSS.” The business control layer,
the company says, is a software layer in a service provider’s
infrastructure that sits between the network/OSS and the
BSS. It includes service-management elements from the
billing system coupled with real-time charging and net-
work-management elements. The technology can adapt
network or service behavior at the customer level by cap-
turing events and responding in real time according to a
preconfigured set of business policies or actions. These ac-
tions could include functions such as sending the sub-
scriber a message, provisioning a network element,
performing balance management or rating.

The system has already been implemented by Telenet,
Belgium’s largest cable operator (OBA, 12 Jun, 2006),
where it is used to enable subscribers to determine the
amount of bandwidth they want to use and how they
want to pay for it. It is now common practice for opera-
tors to give high-speed-broadband users the option of
having a monthly bandwidth quota. On reaching it, they
are automatically downgraded to a lower bandwidth un-
til the end of the accounting period. With the BCL in
place, however, customers are directed to a portal, where
they can buy additional bandwidth on a pay-as-you-go
basis as an alternative to defaulting to the lower speed.
Telenet reports that of those users who reach their quo-
ta each month, about 15% opt to pay for extra band-
width, giving the operator revenue it would not
otherwise have generated.

“Control is really in the hands of the customer for the
first time,” says Yair Sakov, FTS’ vice president of mar-
keting and business development. “Even if a customer is
on a slow connection, if he wants to, for example, down-
load a movie quickly, he can go to the portal, select a
higher-bandwidth pay-as-you-go option, download the
movie on a per-megabyte basis and switch back to the
slow speed when the download is complete.” There are
other benefits to giving the customer such granular con-
trol of network elements, too. Telenet says that, after an
adjustment period, customer-support calls relating to
download speeds and capping dropped 40% as users
moved across to the portal.

Sakov says he is convinced that this is the way forward
for service delivery and that the bandwidth-on-demand
application is just the beginning. “We can count anything,
from any kind of network or service, and make it do what-
ever the operator wants it to do,” he says. “The possibili-
ties are endless.”

It is always tempting to believe the promises, particular-
ly those made by vendors, that the shining future enabled
by cutting-edge technology has indeed arrived, only to find
that there is still some way to go. However, although the im-
plementation of converged, real-time billing and the abili-
ty for end-users to customize elements of an operator’s
network might not lead to a flood of new services in the
short term, the fact that there are working systems in use at
all must at least mean we have reached the tipping point.

peter.dykes@informa.com
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News bites

Redknee has announced the
general availability of its
parental-control technology,
which enables operators to
introduce a range of family-
specific services, including
privacy control, cost control
and intelligent call routing. It
addresses child-protection
concerns by enabling parents
to restrict the numbers their
children can call or from
which they can accept calls
or text messages, as well as
which web sites they are
able to access via their
mobile phones. The product
also allows parents to set
account thresholds and
receive notification when the
account is approaching its
monthly limit.

news & analysis}

It has been some time since Oracle
purchased Portal as part of its strate-
gy to become a serious player in the
telecoms-services-delivery market
(OBA, 1 May, 2006). Apart from the
odd announcement, such as the con-
sulting and integration deal with Chi-
na Netcom subsidiary Liaoning
CNC, things have been quiet, so
OBA caught up with Graham Carey,
director of product marketing at Por-
tal/Oracle’s communications global
business unit, at a recent conference
on mobile content. Although he was
reluctant to say too much in advance
of what is being hailed as a major an-
nouncement concerning a new ver-
sion of Portal’s billing platform, he
did offer a few clues about the direc-
tion Oracle’s strategy is taking and
how it is likely to affect the product.

When can we expect to see the
fruits of the acquisition?
All we can say at the moment is that
we expect to make an announcement
regarding the new billing and rev-
enue-management platform in the
very near future. Bhaskar Gorti, sen-
ior vice president and general manag-
er of Oracle’s communications global
business unit, is coming to Europe
sometime in the next few months to
discuss the integration strategy of
Portal/Oracle and the other applica-
tions in this business area.

Can you say anything about the di-
rection this development will take?
The strategy and direction will all be
revealed during the aforementioned
visit. However, one interesting area
within the market is content. Con-
tent owners, such as large media
companies, need to know what they
own in terms of content and who
they can deliver it to. Many media
companies have vast archives of ma-
terial, much of which they are not
aware of or at least haven’t cataloged
adequately, and they could be losing
money as a result.

Also, they may not have classified
content for parameters such as copy-
right and the suitability of content

for specific audiences. These are is-
sues they need to address. Similarly,
as operators effectively become me-
dia-distribution companies, as Tele-
com Italia Mobile has recently
declared itself to be, media compa-
nies need to know what content is
available, what rights they have to its
distribution, who is likely to want it,
how their customers way wish to use
it, and how they can therefore sell
more of it. Plus, of course, it has to
be charged for so that all of the par-
ties in the revenue chain can take
their cut.

Portal has already had a great deal
of experience in this area with, for
instance, the integration of three
media companies into the billing
system of Liaoning CNC. This con-
tract, which was recently completed
by Portal’s consulting arm, expand-
ed Liaoning’s digital-media offerings
while at the same time enabling the
operator to offer its customers new
and flexible prepaid and postpaid
rate plans and promotions. We an-
nounced in October 2005 that we
had begun a multiphase project to
assist Liaoning in expanding its use
of the Portal revenue-management
platform due to significant cus-
tomer demand for broadband con-
nectivity and value-added content
services, and the final phase is now
complete. As a result, the operator
has increased its year-on-year broad-
band subscriber growth by around
15 percent and its content sub-
scribers by nearly 40 percent, while
at the same time reducing its cus-
tomer-acquisition costs by 26 per-
cent. I think this proves the points
that not only does the solution
work, but also that Portal has the
expertise to maximize the benefits of
such a system for the operator.

What would you say are some of
the company’s strengths?
In the content area, Oracle now has
the opportunity to integrate systems
that enable the service provider to
bring together the content, to apply
the appropriate rights to that con-

tent, for example royalties and intel-
lectual-property rights, to know the
consumer and finally to know and
be able to track all of the revenues.

Also, Oracle has had an internal
business unit dedicated solely to tele-
coms for some time, which is staffed
by telecoms professionals with long
and wide-ranging experience. Oracle
has long had a presence in the tele-
coms industry, with its databases be-
ing used by 99 out of 100 telcos. I
think these factors alone mean Ora-
cle now has the necessary expertise
and experience to enter the market
from a position of strength.

What factors could influence the
take-up of SDPs and network con-
vergence in general?
Full convergence, be that of services,
of networks and of all the supporting
infrastructure, is a journey. It is, how-
ever, imperative moving forward, as
users are increasingly demanding
seamless service offerings that the
customer, financial and revenue-
management solutions also need to
be seamlessly integrated to deliver
the true business benefit. The event
to cash process is shortening as cus-
tomers are increasingly demanding a
real-time view of their purchasing.
Therefore, the early adoption of a
real-time charging solution is vital.

Also, content owners are looking
for real-time settlement so they can
track on an almost minute-by-
minute basis which content is selling
well and to whom. This in turn will
mean that operators need to change
both their business and technical
processes to accommodate this new
reality. Our basic proposition will be
to enable content owners and opera-
tors to deal with the back-office com-
plexities of content discovery,
management, delivery, revenue shar-
ing and billing while enabling the
proposition offered to the customer
to be as simple, understandable and
as user friendly as possible. Put sim-
ply, our message is: Know your as-
sets, know your rights, know your
customers and know your revenues.

Portal/Oracle nearly ready to launch a new
billing and revenue-management platform
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U.S. Internet firm Yahoo has struck
a deal with UK-based Bango that
significantly strengthens its position
in both the European and U.S. mo-
bile markets, says OBA sister publi-
cation Mobile Communications
Europe. MCE says that Yahoo is en-
gaged in a fierce battle with rival
Google and a growing number of
smaller companies to dominate the
market for mobile Internet search
engines.

Bango powers thousands of mobile
Internet sites and has extensive billing
relationships with mobile operators,
which enable their customers to pay
for content on their phones. Under
the deal, the company would use its
technology to tailor Yahoo search re-
sults in a way that optimizes their rev-
enue potential. For instance, content
providers that have paid the most
money to appear under a particular
subject category would be given pri-
ority in the results.

The key benefit of the Bango part-
nership is that it lets Yahoo deliver

paid-for and sponsored search results
across the widest possible range of in-
dependent mobile content providers.
In turn, Yahoo would maximize its
advertising and sponsorship revenues
from mobile Internet searches. The
service is expected to go live in Eu-
rope within days. It will later be
rolled out in the U.S. and then the
rest of the world.

Yahoo is already the default search
engine on the networks of a number
of mobile operators in the region, in-
cluding those of Orange and 3. The
deals typically also cover access to Ya-
hoo instant-massaging and e-mail ap-
plications. Google, meanwhile,
signed a deal with T-Mobile in 2005
to become the default home page on
some of its advanced phones’ web
browsers. It has also launched a range
of localized search features for mobile
users, and in February of this year,
Google launched an own-branded
mobile news service. 

The Bango deal, however, appears
to take Yahoo’s mobile Internet pres-

ence to a new level, allowing it to
monetize mobile search results more
effectively than its main rival. The
business model is different from the
one adopted by the most popular
search engines on the traditional In-
ternet, of which Google is the dom-
inant player. Google results, except
for those clearly demarcated as spon-
sored, are ranked independently of
commercial considerations. In con-
trast, Yahoo/Bango mobile Internet
results will be ranked to a large ex-
tent in line with commercial
arrangements. Bango says that it’s no
bad thing, because the businesses
and content providers most willing
to pay for higher rankings are likely
to be among the most relevant to a
specific search.

“The quality and search experience
actually improve,” says Anil Malho-
tra, Bango’s senior vice president of
alliances and marketing. “The con-
tent that people receive will be more
relevant than the usual hit-and-miss
results you get on the Internet.”

MOBILE INTERNET

Bango’s operator-billing relationships swing Yahoo deal

In a controversial about-face that
casts doubt on how easy it is to follow
an FMC strategy, Telecom Italia is
looking to spin off Telecom Italia
Mobile. The move comes just two
years after the mobile unit was inte-
grated with the telecoms group and a
few months after Telecom Italia un-
veiled its FMC plans. The an-
nouncement is causing an outcry,
and unions within Telecom Italia are
calling for strikes around Europe be-
cause of the move, writes OBA sister
publication 3G Wireless Broadband.

European analysts had said that
Telecom Italia was an innovative,
progressive operator that was likely to
be a market leader in FMC, but such
a scenario looks unlikely now.

In a surprise move early last week,
Telecom Italia announced a shift
from its traditional telecommunica-
tions business to delivering web con-
tent – including music, film and
television – through its broadband
service.

It seems that Telecom Italia is
looking to shift its business model
away from that of a traditional tele-
coms business and toward one that
focuses on delivering music, film
and television content through a
broadband service. The group re-
cently announced a media-content
deal with Fox to bolster its Internet
offering, and an alliance with News
Corp. has been rumored.

TI’s former CEO, Marco
Tronchetti Provera, who resigned fol-
lowing the news about the shift in
strategy, said the sale was proposed
because the Italian regulator makes it
nearly impossible to run an integrat-
ed company and said the move will
increase efficiency. Some have specu-
lated that the real reason for the move
is to raise capital for a company car-
rying a huge amount of debt.

Reports and rumors suggest that
there is no shortage of buyers for the
mobile subsidiary, which is valued at
approximately US$44.4 billion.

Blackstone, the Carlyle Group and
Deutsche Telekom are thought to be
interested, but Telefonica has taken it-
self out of the running. In an unusu-
al and controversial statement, the
Italian prime minister, Romano Pro-
di, said that the telecoms group had
discussed equity-swap deals with
Time Warner, News Corp. and Gen-
eral Electric. Prodi’s government owns
an 18% stake in Telecom Italia and is
eager for the control of the company
to remain Italian, which would make
it firmly opposed to such a plan.

News Corp.’s owner, Rupert Mur-
doch, has denied that the deals were
discussed. Since Prodi made the
statement, 20 people have been ar-
rested as part of an investigation
into alleged leaks by the security of-
fice of Telecom Italia. Among those
arrested were former Telecom Italia
employees, members of the Cara-
binieri – Italy’s paramilitary police
force – and officials from Italy’s tax
police force.

CONVERGENCE

Telecom Italia does U-turn on fixed-mobile convergence
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At the announcement of its second-
quarter results in August, leading UK
cable operator NTL emphasized that
Virgin Mobile, the UK’s leading
MVNO, will play an important role
in its proposed quadruple-play strat-
egy. NTL, which acquired the
MVNO earlier this year, is eager es-
pecially to see growth in Virgin Mo-
bile’s contract base. The ARPU of the
MVNO’s contract customers is more
than four times as high as that of
their prepaid counterparts. Collec-
tively, the contract base is responsi-
ble for two-thirds of Virgin Mobile’s
UK revenues, a striking figure, given
that the company launched its first
contract package in 2005 and that it
has offered prepaid tariffs since its
launch seven years ago.

Launching the contract packages
meant that Virgin Mobile had to
open up access to its CRM and
billing systems for the first time to a
number of channels, including its
web site, customer-care center and
retail outlets, in addition to third-
party retailers. 

The company offered its Pay
Monthly postpaid package exclusive-
ly with the Carphone Warehouse re-
tail chain in May 2005, before
expanding the offer to its stores, web
site and selected branches of retailer
The Link at the end of that year. 

The operator says it is constantly
looking to adjust its contract offering,
an area in which it is still a relative
newcomer. In August, for instance, it
altered its credit-checking process for
postpaid users so that the check varies
according to the sales channel
through which a new subscriber
signed up. The change was intro-
duced as an antifraud measure.

Testing time
But every new service or feature re-
quires testing, a process that every op-
erator wants carried out effectively
and without slowing down a new
launch. In the case of enabling access
to its CRM and billing systems, Vir-
gin Mobile would have previously
tested each channel separately. Its

new approach is to use a piece of
“stub code,” a custom code that em-
ulates the behavior of middleware or
web services. The code tests each
presentation layer – in this case the
Virgin web site – separately from the
rest of the middleware or web servic-
es behind it. The code simulates the
rest of the system, speeding up the
testing process. The testing software
used to program the stub code is sup-
plied by UK vendor Green Hat Con-
sulting.

“We are still doing an end-to-end
test, but what we are effectively doing
is testing the middleware in isolation
from the front end so that we only
have to do the detailed testing once,”
says Francesca Kay, Virgin Mobile’s
test manager.

A “stubbing out” approach also
minimizes how much testing time
the operator has to book – and pay
for – on third-party systems. In ad-
dition to retailers such as Carphone
Warehouse, such systems might in-
clude T-Mobile – the cellular opera-
tor on which Virgin Mobile’s service
piggybacks – or third-party credit-
checking systems with which the
MVNO regularly works. 

Tracing errors
Opening up the MVNO’s back-end
systems last year was done using web
services, rather than the middleware
approach the company has histori-
cally employed. Virgin Mobile says
that web services have superior scala-
bility, resilience and cost advantages
in a more-open-source environment
but that it plans to retain its middle-
ware – which is supplied by U.S. ven-
dor Tibco – for integrating CRM and
billing systems and possibly as a
transport layer.

The operator also uses Green Hat,
which it first deployed three to four
years ago, to run automatic – as op-
posed to manual – tests of new serv-
ices. According to Kay, the operator’s
use of an automated approach to read
data from spreadsheets and databases
significantly reduces the time taken
in the testing process. The Green Hat

product was used to test Virgin Mo-
bile’s amended credit-checking sys-
tem for contract customers in August.
Employing the technology reduced
the time taken from weeks or months
to days, Kay says.

“Nowadays, operators are looking
to launch lots of new services,” Green
Hat CTO Peter Cole says. “They
want to get them out to the market.
But it takes a few weeks to test by
hand. If it’s all automated, then the
operator can put a new service into
production much sooner.”

The technique can also trace er-
rors relatively easily. Previously, if a
test failed, it was not clear where the
error with the middleware message
had occurred. The error could be
anywhere in the front-end system,
the billing database or the customer-
care system. But the Green Hat tool
keeps a record of all messages, so
that an individual message contain-
ing an error can be rewritten and re-
sent, rather. than having to run the
whole test again. “We can edit data,
then publish it again, which takes
the pain away from the process,”
Kay says.

Such a capability will likely be in
demand soon. According to the
presentation that accompanied its
second-quarter results, NTL’s plans
for its mobile subsidiary include tak-
ing greater advantage of the com-
bined group’s quadruple-play
potential. The process will initially
involve dual-mode handsets and
mobile TV and music, all planned
for 4Q06, along with the introduc-
tion of a bundled tariff that includes
a mobile service alongside fixed
voice, TV and broadband, the oper-
ator says. The company is talking
about a single charge of £40
(US$76) for the four services. More
elaborate plans for 2007 and beyond
involve network and content con-
vergence. Anything that speeds up
the launch of such services will like-
ly prove a big advantage for the com-
bined group.

Richard Handford

ossbssanalyst@informa.com

Industry drive for new services creates demand
for faster and more automated testing

operator focus}

At a glance

The acquisition of Virgin
Mobile – the UK’s leading
MVNO – by cable operator
NTL closed in July. The
combined group plans to
use the Virgin brand for all
of its activities, starting in
early 2007. In the last set of
financial results before its
acquisition, Virgin Mobile
reported a 12% increase in
revenues to £515 million
(US$980 million) for the
year to end-March 2006.
Pretax profits grew 24.5%
to £66 million. Its active
subscriber base in end-
March 2006 was 4.33
million. Yearly churn was
27.5% and ARPU was £124,
according to the results.
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Managed serv ices

BT Global outlines vision
BT Global Services, the network and
IT-services arm of the UK’s BT
Group, has outlined plans to more
than double its revenue in the U.S.,
Japan, India and China, aiming for
more than €1.5 billion (US$1.9 bil-
lion) in the next three years. During
that time, it expects its Italian and Ger-
man operations to each become €1
billion businesses. BT also announced
that it plans to deliver £400 million
(US$756 million) of annualized cost
savings from its global-services division
by 2008 or 2009. It says the savings
will help the division invest for the fu-
ture and achieve its targets for EBIT-
DA growth. The company also says it
will launch a corporate version of its
fixed-mobile-convergent Fusion prod-
uct in early 2007 and expand its glob-
al network. BT Global Services
provides networked IT services based
on BT’s global network. 

Number  management

Numbering system released
Evolving Systems, a provider of soft-
ware and services to the wireless, wire-
line and IP-carrier market, has
announced the global availability of its
number-management product, Nu-
meriTrack. The dedicated number-
management system automates the
storing, assignment, management,
analysis and reporting of numbering
resources for fixed, mobile and VoIP
services. Designed to work alongside
billing, activation and number-porta-
bility systems, it enables service

providers to have a single, centralized
system, along with a real-time man-
agement dashboard that provides a
view of a service provider’s entire num-
ber inventory, including use, net addi-
tions and history. “As operators
embark on wide-scale operational
transformations, they are also realizing
that they must revisit how they handle
their number inventories,” said Shira
Levine, a senior analyst at IDC’s Next
Generation OSS & Billing program.
“A flexible, centralized number-man-
agement system is not only more cost-
effective than maintaining separate
silos but also improves the customer
experience, by limiting the impact of
number changes and enabling fast and
accurate number assignment.” 

F inanc ia l s

AceComm revenues increase
AceComm has reported revenues of
US$26.7 million for FY06 – which
ended June 30 – compared with
US$20 million for the previous year,
but its revenues for 4Q-FY06 –
US$6.5 million – showed a slight
year-on-year loss, from US$6.8 mil-
lion in 4Q-FY05. The vendor says the
drop is due to delays in signing con-
tracts in the pipeline, adding that it
expects to complete the contracts in
the next two quarters. In the past year,
AceComm has repositioned itself to
offer a broader range of products and
to appeal to larger operators. Among
the vendor’s 15 contracts that were
recorded in OBA publisher Informa
Telecoms & Media’s contracts data-
base in FY06 are agreements with tier
1 operators, including Saudi Telecom.

Partnersh ips

Teralight partners with Sevis 
Two vendors have announced a part-
nership aimed at offering operators a
wider range of fraud and revenue-as-
surance products. Under the arrange-
ment, Sevis’ Active Fraud Eliminator
and SIM Box Defense will be added to
Teralight’s Guardian and Prevail tech-
nologies, to provide real-time detection
and response. Prevail analyzes inbound
traffic to detect fraudulent calls by-
passing the system, and by adding the
Sevis products, it will be able to react
immediately to disconnect long-dura-
tion calls, block calls to premium-rate
numbers or reroute fraudulent calls to
a fraud center, for example, Sevis says.
Teralight is based in Dubai, with offices
in Pakistan, Hong Kong and the U.S.
Sevis is an employee-owned company
based in the U.S.

Enterpr i se  IP

Nokia and Alcatel integrate
Alcatel and Nokia have announced a
collaboration to extend Alcatel’s busi-
ness-telephony offering to the mobile
work force. The Intellisync Call Con-
nect is a Nokia offering designed to
integrate Nokia E-series devices with
the Alcatel IP Communication serv-
er. Nokia says the technology brings
added transparency to a company’s
telephony cost structure by making
the billing records easily available and
says it can help companies identify
costly elements in their telephony sys-
tem. Nokia says the product will be
available in 4Q06, through Alcatel
and Nokia resellers.

News Bite

Motorola has expanded its
range of voice-enabled cable
modems with the introduction
of the SBV5100 series of
devices, which are based on
SIP. The company says that
with the pending emergence
of IMS, many cable operators
are adopting or evaluating
SIP-based devices for their
networks. The SBV5100
supports full-featured primary
voice-over-IP telephone
service, and its integrated
cable modem connects to a
computer through either a
10/100Base-T Ethernet or a
USB data port.

short news }
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Operators are under pressure to deliv-
er segment-focused and -tailored of-
ferings to reduce churn and increase
customer loyalty. Companies that
have started down the path of deliver-
ing packaged and tailored products
that are aligned with differing cus-
tomer needs and preferences are be-
coming more innovative in the ways
in which they combine a vast array of
underlying service capabilities, de-
vices, content and merchandise to cre-
ate unique product offerings. 

Although such a product-centric
focus is the right business strategy,
the increasingly dynamic nature of
services is resulting in a number of
product-management challenges for
operators. Product-management
processes and related data are still
manually intensive and document-
centric. It is a challenge to compile
an up-to-date and definitive list of
available service capabilities, devices,
content and merchandise from
which product managers can define
product offerings. There is often no
unified view of the building blocks,
plans and potential products across
different domains and business
units. Operators rarely have models
for systematic collaboration, revision
management, change control, life-
cycle management or product-defi-
nition strategies.

Hit and miss
There is a significant amount of “hit
or miss” in creating valid products
that include service capabilities with
the required attributes and in devel-
oping properly identified and con-
tained relationships between services.
And it is extremely burdensome for
operators to identify and manage the
implications of changes in the under-
lying service capabilities and building
blocks from which bundled and com-
plex products are created.

Successfully moving to a product-
based business model and managing
product introductions and changes in
a timely and efficient manner will re-
quire operators to modify their prod-
uct-management processes and adopt

new software systems. A new class of
OSS, called product-life-cycle man-
agement (PLM), is making its way
onto the market. PLM software pro-
vides an environment in which to
collaboratively construct, manage
and deploy a catalog of product of-
ferings and is capable of modeling all
product detail, including features and
pricing elements, as well as automat-
ically generating valid product possi-
bilities from user-defined templates.
The systems manage the entire life
cycles of products, from creation to
retirement. PLM systems serve as the
“source of truth” for product and of-
fering definitions.

PLM systems deliver a number of
benefits to operators. They help reduce
the time and cost of new-product in-
troduction and product-change man-
agement and allow operators to
improve the quality of the product of-
ferings created, by ensuring that they
are valid and optimal. Such applica-
tions are also able to highlight and an-
ticipate the implications of change in
underlying components and building
blocks, because they simplify and cen-
tralize the definition of key character-
istics and parameters of offerings. 

Old tricks
Although the discipline of PLM is not
new, purpose-built PLM systems in
the CSP space have been designed to
meet the special needs of operators.
Such PLM systems incorporate deep-
domain knowledge in the modeling,
OSS-integration and overall-technol-
ogy approach. The TeleManagement
Forum has recently created a PLM
technical program that aims to provide
clarity on requirements and ap-
proaches for PLM in the communica-
tions-service-provider arena. 

PLM applications are capable of
modeling and managing complex
product information, including net-
work-resource dependencies, associa-
tion of process details in
standard-definition languages such as
BPEL, specification of SLA metrics
and order-time prompts. They also
serve as a central store for information

regarding what the products are, how
they need to be handled and the ex-
ternal data and systems that need to
be referred to as part of handling. The
applications serve as repositories for all
product information required to sup-
port operator-business processes, such
as order capture, service fulfillment,
billing and service assurance. 

Operators can manage application-
user privileges to control access to dif-
ferent layers of information to support
a “decomposed” process for end-to-
end definition of products and offer-
ings. For example, service designers
may have privileges to create and up-
date service definitions, whereas prod-
uct managers may have privileges to
create and update only the higher-lev-
el product definitions that are created
from available services. PLM systems
have a product-state model to manage
the creation, release and retirement of
products. The applications often in-
clude a change-propagation engine to
highlight impacts of changes in mod-
eled information and to support
what-if analysis.

PLM-software systems have a com-
prehensive graphical user interface for
iterative modeling, state management
and impact analysis. They also typical-
ly have a standards-based information
model, such as the TeleManagement
Forum’s SID and APIs for external-sys-
tem access to definitions of products
and offerings. Most PLM applications
will also support round-trip service en-
gineering, enabling them to import
service-capability definitions from serv-
ice-creation environments and service-
inventory systems.

As operators focus increasingly on
product differentiation as their core
business strategy, the challenges relat-
ed to introducing new products and
managing product change will grow.
Many operators have thousands of
product items and options to manage
and hundreds of changes every
month to contend with, and it is only
going to get worse.

Yogen Patel is vice president of product
marketing at Ceon. See www.ceon.com

Increasingly complex services present new
challenges for product-life-cycle management

News Bite

Spanish mobile operator
Amena, part of the France
Telecom group, has joined
the FreeMove alliance. Sister
company Orange,
TeliaSonera, TIM and 
T-Mobile are already part of
the alliance, which works on
purchasing, roaming and
multinational customer
service. FreeMove covers 295
million customers in 26
countries across Europe and
in the U.S. and Brazil. The
alliance lost Telefonica earlier
this year, when the Spanish
operator was forced to
withdraw as a condition of
its takeover of O2.

the bottom line}



OSS/BSS analyst • October 2, 20068

Apart from a brief rally at the end of
last year and beginning of this year,
the overall trend in the number of
BCC-contract announcements
recorded in the contracts database of
OBA publisher Informa Telecoms &
Media was downward in the four
years to the end of August (fig. 1).
The peak came in quarters to the
end of February 2003 and the end of
May 2003, with 113 and 112 an-
nouncements, respectively.

In the quarters to the end of No-
vember 2005 and February 2006, the
number of announcements rose to
101 and 106, but that trend has not
been maintained. In the three months
to end-August, only 54 announce-
ments were made – the lowest level in
the four-year period, less than half of
the peak. What might be happening is
that with the prospect of real-time, on-
line charging coming ever closer and
operators moving toward all-IP core

networks, orders for the more-tradi-
tional systems are slowing.

Three major subgroups of the
BCC dataset in the database are
billing and rating; interconnect
billing; and mediation. Of the three,
billing and rating form the largest
proportion. Over the four years,
billing and rating announcements
fluctuated, with the overall trend rel-
atively flat. In the quarter to end-Feb-
ruary 2006, the number of
announcements peaked at 64, only to
fall to an overall low of 37 in the most
recently recorded quarter. Intercon-
nect-billing announcements similar-
ly dropped to a four-year low of only
four in the last quarter.

This time last year, mediation an-
nouncements had shown an upward
trend, which was attributed at least in
part to the fact that, to cope with the
demands of billing for new services,
operators were improving their medi-

ation rather than changing their
billing systems. But even the number
of mediation announcements dropped
to a four-year low of only seven in each
of the last two quarters recorded.

In the four years to end-August,
fortunes varied (see fig. 2). Amdocs
made only three announcements in
the last year, despite acquiring DST
Innovis (Billing Plus, 11 Jul, 2005).
CSG Systems’ announcement figures
understandably fell, since it sold its
Kenan and ICMS assets to Comverse
in a deal that closed at the end of last
year (Billing Plus, 17 Oct, 2005). The
number of Comverse announce-
ments rose, from three in the year to
end-August 2005 to seven in the last
year, but the increase is far less than
the drop in CSG’s announcements
figure – from 23 to 10 in the same
period. The difference might be part-
ly attributable to the effects of the re-
organization. The number of LHS
announcements grew steadily as it
consolidated is position after reac-
quiring BSCS from SchlumbergerSe-
ma about three years ago. Intec’s
announcements figure has been lev-
el for the past couple of years, despite
its greater strength in the retail billing
market since it acquired the Single-
View product from ADC.

Highdeal represents the new breed
of billing vendor with a product tar-
geted at the needs of real-time billing.
It has made a dozen announcements
in each of the last two years – though
its real-time billing offering is not an
end-to-end product directly compara-
ble with offerings from the likes of
Amdocs, Convergys, Comverse and
Portal. Comverse, with its roots in the
prepaid-billing market, coupled with
its acquisition of the Kenan and ICMS
products, is well positioned to address
the real-time market. Portal claimed to
be one of the first vendors to address
the real-time billing market and used
to make a high number of announce-
ments of contracts with smaller IP-fo-
cused operators. Its fortunes appeared
to wane for a couple of years, but re-
cent announcements have put it
squarely in the tier 1 space.

Vendors with 8 or more
announcements

Sep-05 to Aug-06
Intec Telecom Systems 23
Convergys 20
Portal Software 16
LHS 15
Highdeal 12
Comverse 10
CSG Systems 10
Mid America 9

Computer
Openet Telecom 9
ComArch 8
Info Directions 8
Tecnomen 8

Sep-04 to Aug-05
Intec Telecom Systems 24
CSG Systems 23
Portal Software 13
Highdeal 12
Convergys 11
Amdocs 9
SoftPro (CBOSS) 9
Cerillion Technologies 8
Great Lakes Data Systems 8

Source: Informa Telecoms & Media

BCC falls after brief surge as operators
wait for next-generation billing systems
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Fig. 1: BCC contract announcements, Nov-02 to Jul-06

analysis }

Vendor 2002-2003 2003-2004 2004-2005 2005-2006

Amdocs 16 9 9 3
BCGI 12 9 1 0
Cerillion 7 7 8 6
Comptel 8 10 3 7
Comverse 3 3 4 10
Convergys 18 21 11 20
CSG Systems 22 25 23 10
Highdeal 1 1 12 12
Intec 22 36 24 23
LHS – 1 7 15
Portal 29 11 13 16
Source: Informa Telecoms & Media

Fig. 2: Total announcements by selected vendors, Sep-02 to Aug-06
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Telecoms BCC contracts, Sep-05 to Aug-06
Vendor Latin Asia U.S./ EMEA Global/ Billing/ Inter- Mediation Other Prepaid Convergent Fixed Mobile Other/ Total

America Pacific Canada unspecified rating connect unspecified

Intec Telecom Systems 5 10 3 3 2 5 11 7 3 8 6 6 23

Convergys 1 3 6 9 1 20 2 9 5 4 20

Portal Software 2 2 3 7 2 15 1 4 7 4 1 16

LHS 1 4 10 15 2 3 10 15

Highdeal 1 1 1 8 1 12 1 8 2 1 12

Comverse 7 1 2 4 1 5 1 2 7 10

CSG Systems 1 7 2 10 2 7 1 10

Mid America Computer 9 7 2 9 9

Openet Telecom 1 3 2 3 2 7 2 1 6 9

Info Directions 7 1 8 1 6 1 8

Tecnomen 8 1 7 2 6 8

Azure 1 6 6 1 5 2 7

ComArch 2 6 3 2 2 5 2 7

Comptel 1 2 1 3 7 5 1 1 7

Equinox 1 6 7 2 4 1 7

SoftPro (CBOSS) 1 6 7 1 1 5 7

Cerillion Technologies 2 4 2 4 3 2 1 6

EastWind 5 5 5 5

Mind CTI 1 3 1 5 1 1 3 5

Mer Telemanagement Solutions 1 3 1 4 1 3 1 1 5

Redknee 2 1 2 5 1 4 5

Ace Comm 1 2 1 4 2 1 1 4

VoluBill 3 1 4 4 4

Amdocs 3 3 1 1 1 3

Caleo 3 3 1 2 3

CustomCall Data Systems 1 2 3 2 1 3

DigitalRoute 3 3 3 3

Ericsson 1 1 1 1 2 3 3

Lucent 1 2 1 2 1 1 1 3

OSG Billing Services 3 3 2 1 3

Primal Solutions 1 2 3 3 3

Symsoft 3 3 1 2 3

Tango Telecom 2 1 3 3 3

Verso 1 1 1 1 2 3 3

Other 2 16 16 46 1 49 9 6 6 11 11 29 36 5 81

Total 42 47 74 140 21 197 31 49 10 36 51 111 125 36 323

2 billing/rating contracts Alcatel, eServGlobal, EyeBill, Formula Telecom Solutions, Informatics, Intracom, MaxBill, MetraTech, Novatel, Peter-Service, RateIntegration

2 interconnect contracts I-ConX Solutions

2 mediation contracts Evolving Systems, Narus

2 prepaid contracts LogicaCMG, Tecore

2 other contracts Ryder Systems

1 billing/rating, 1 interconnect contract CDG, EUR Systems, UDP

1 billing/rating, 1 other contract Visage Mobile

1 billing/rating, 1 prepaid contract Telcordia

1 interconnect, 1 mediation contract Basset, Starnet Systems

1 billing/rating contract Argent Networks, Atos Origin, Bytemobile, Commsoft, Eskadenia, GLDS, Hansen, IntraISP, Martin Dawes, Martin Group, Mobile Cohesion, NTels, Open, Quintrex,

Siemens, StreamServe, Suntech, Sysmaster, Tech Mahindra, Telebilling, T-Systems

1 interconnect contract Integration Management, Strom

1 prepaid contract Accenture, Apertio, Cisco, Kapsch CarrierCom, Teligent, VoiceCue

1 other contract Danet, Docucorp, Talgentra

Note: Data collected from vendors 1-Sep 05 to 30-Aug 06. List is not exhaustive

Source: Informa Telecoms & Media

contracts}
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Bakrie Telecom
Indonesian operator Bakrie Telecom has
chosen Redknee’s Unified Rating and
Charging System to provide real-time
data-rating and charging capabilities for
its prepaid subscribers. With the tech-
nology, Bakrie would be able to charge
for content, rather than using simple
volume-based rating plans. URCS will
be used for charging data services, in-
cluding content and application down-
loads, m-commerce and streaming
content, in real time. With real-time bal-
ance management, subscribers can
manage their usage and expenditure,
and operators can verify usage limits
and view account-balance status in real
time. URCS works as an adjunct to an
operator’s billing system, enabling it to
earn revenue from content without re-
placing legacy systems.

BTL
Belize Telecommunications (BTL) has
agreed to use Lucent’s SurePay real-
time rating and charging engine. Lu-
cent says the system will enable the
operator to launch a range of en-
hanced services for prepaid and SMS
customers. Lucent says that it plans to
integrate the technology with BTL’s in-
frastructure and that it will supply an
SMSC platform and wireless-messag-
ing gateway. BTL says that SurePay and
the associated products will enable it
to offer real-time rating services, such
as voice, data, content downloads and
e-commerce, with a variety of discount
bundles, incentives and buckets. The
operator will be able to integrate its
prepaid GSM, AMPS and fixed charging
and billing systems into a single plat-
form. BTL offers fixed, mobile and In-
ternet services.

Cable & Wireless
Cable & Wireless has selected Meta-
Solv software to help transform its
OSS platform for IP and next-genera-
tion services. In a multimillion-dollar
deal, MetaSolv has agreed to supply
C&W with an integrated next-genera-
tion platform for activation, provision-
ing and configuration management
across all service domains. The first
phase has been deployed across
C&W’s operations. It standardizes two
large and disparate MPLS-based IP
networks on MetaSolv’s next-genera-

tion activation platform and has
helped C&W coordinate with a recent-
ly acquired European IPN VPN opera-
tor, the vendor says. Under terms of
the deal, MetaSolv will supply activa-
tion, provisioning and configuration-
management products.

Cable One
A relationship that began in 1978 be-
tween Cable One and Amdocs has been
extended via a new three-year agree-
ment. Under the deal, Amdocs will con-
tinue to manage the operator’s billing
and customer-management systems.
The processes managed by Amdocs’
technology include order entry, service
provisioning, billing and bill-statement
design. U.S. cabler Cable One says
720,000 people subscribe to its cable
and broadband services.

Comcor
Moscow Telecommunications (Comcor)
has selected Comptel’s Incatel Net-
work Inventory Management System to
use across its multiservice network. The
operator says it will initially use NIMS
to handle outside-plant, inside-plant
and logical resources in its network. It
plans to use the technology to model
and plan Comcor’s SDH, IP and optical
last-mile network as well as for broad-
band, telematics and CATV services.
Comcor says it has longer-term plans
to use the product as part of the
Comptel Fulfilment product to auto-
mate provisioning of its network and
services. NIMS is a convergent tech-
nology incorporating GIS. It was ac-
quired by Comptel with its purchase of
EDB Telecom last fall. Comcor offers
wholesale and retail access and metro-
area-networking services to govern-
ment and business customers in the
Moscow area.

DirecTV
Hewlett-Packard and DirecTV have
signed a seven-year deal, valued at
about US$500 million, extending the
companies’ technology-support agree-
ment. Under the agreement, HP will pro-
vide support and testing for DirecTV’s
CRM and billing systems, including net-
work management, data-center opera-
tions, database support and other IT
services. The companies have been
working together for 12 years.

DTAC
Nokia has supplied Thai mobile opera-
tor DTAC with a system designed to
enable its customers to top up their
prepaid accounts with small amounts
via a wide range of resellers. The sys-
tem, Nokia Connect eRefill, is in use
under the brand name Happy Online.
Systems similar to this one are being
used in mobile markets with a high
number of prepaid customers, particu-
larly those in developing countries in
the Far East and Africa. Resellers can
offer the service via a mobile phone
with text messages or through a web
interface. Electronic top-up systems re-
duce the costs and security concerns
operators face in connection with
physical recharge methods, such as
scratch cards and vouchers. The new
system enables subscribers to purchase
airtime in small amounts, making the
service attractive to low-spending sub-
scribers.

Japan Telecom 
Japan Telecom has implemented Vitria’s
BusinessWare platform to improve its
OSS. Japan Telecom says it is using the
product to consolidate customer-service
orders and status information, to speed
up service and to reduce operating
costs. BusinessWare is an integration
platform that includes business-
process-management and enterprise-
application-integration capabilities and
is used in a wide range of industries, in-
cluding telecoms. It has enabled Japan
Telecom to integrate a number of sys-
tems and applications to streamline its
OSS processes. Japan Telecom, a sub-
sidiary of Softbank, offers voice, data
and Internet services.

Jilin Unicom
The Jilin division of China Unicom has
signed a BCC contract with Amdocs.
Jilin is planning to launch personalized
voice- and data-service packages and
has contracted Amdocs to consolidate
and upgrade its rating and billing sys-
tems to create an integrated platform to
cope with the new services. Jilin is al-
ready using Amdocs’ BCC products in
some of the regions in which it oper-
ates, but it says that the upgraded and
expanded system will give subscribers
greater ability to design their own serv-
ice packages. The implementation is

News Bite

Nokia has signed a
nationwide supply contract
with the Philippine
telecommunications company
Globe Telecom. Under the
agreement, Nokia will renew
the core network of Globe
Telecom, including an upgrade
of its Nokia mobile switching
center to Nokia’s MSC Server
mobile softswitch. Also
included are Nokia’s NetAct
network- and service-
management platform, voice-
over-IP server and IMS. In
addition, Nokia will provide
implementation,
commissioning, systems-
integration and training
services.

contracts news }
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planned to operate in two phases. The
first phase will entail the rollout of
billing, customization and rating capa-
bilities, and the second will include the
acquisition and settlement processes.
Amdocs says it will carry out the system
integration.

Mobiltel
Mobiltel of Bulgaria says it will deploy
Vallent’s Performance Management
platform to help manage multimedia
and traditional services over its GSM
and UMTS networks. Mobiltel says it is
the only Bulgarian operator to offer
EDGE, UMTS and HSDPA services. The
Vallent technology, which can operate
in a multinetwork, multivendor envi-
ronment, will provide Mobiltel with
metrics that enable it to assess the
quality of its EDGE, UMTS and HSDPA
networks, monitor daily and hourly net-
work performance, isolate, analyze and
fix problems affecting service and plan
and forecast infrastructure capacity.
Mobiltel, part of the Mobilkom Austria
group, has 4 million subscribers.

Movistar
Comptel’s EventLink mediation system
has been chosen by MoviStar of Puer-
to Rico for its CDMA network. The sys-
tem will collect and process usage
information for Movistar’s voice, SMS
and data services. It will replace a
legacy in-house system that is no
longer capable of handling the in-
creasing complex demands of new
services. EventLink will forward the
processed data to Movistar’s billing
and interconnect systems and data
warehouse and will process roaming
records from partner networks.

MTNL
Indian an operator MTNL has selected
Intec’s SingleView BCC system, in
what is reported to be a multimillion-
dollar deal. The Indian telecoms mar-
ket is developing rapidly, in terms of
subscriber numbers and the range of
services offered, and operators need
to update their BCC systems to cope.
MTNL says it hopes to be able to use
the technology to support growth and
development plans. The contract is the
first use of SingleView announced by
Intec in India. MTNL, a government-
owned fixed operator, has about 5 mil-
lion subscribers.

Qtel
LogicaCMG has been chosen by Qtel, the
telecommunications provider for the Mid-
dle Eastern state of Qatar, to provide its
SMSC platform and a payment engine to
enable prepaid SMS roaming. The deal
comes in advance of the 15th Asian
Games – which Qatar will be hosting in
December – and the holiday of Eid. The
events are expected to produce increased
messaging traffic. Qtel is the highest-
ranking sponsor and official telecoms
provider of the 15th Asian Games.

SFR
French mobile operator SFR has signed
a turnkey contract with Nokia to mod-
ernize its network to enable fixed-mo-
bile convergence and to help it cope
with a projected growth in 3G traffic.
SFR will be changing its MSCs to
Nokia’s integrated 2G/3G MSC Server
mobile softswitch. Under the deal,
Nokia will manage the network rollout,
including adaptation works, integra-
tion, rehosting the radio equipment
and operating the network. The deal
also includes the Nokia NetAct service-
management platform. SFR, owned by
Vivendi and Vodafone, has 17.4 million
subscribers and is the second-largest
mobile operator in France. It has a
stake in the fixed market, through its
40.8% interest in Neuf Cegetel. Nokia
says SFR is the 100th customer for its
mobile softswitch product.

Sirius Telecom
Sirius, a U.S. provider of carrier-class
switch partitions, switch services and
co-location space, has licensed Ex-
tractCDR from Equinox to transform the
raw switch data and billing records gen-
erated by its switch into formats usable
for billing. Sirius says it considered de-
veloping an application in-house but
say that because ExtractCDR can output
data in a range of standard and custom
formats, it decided instead to use the
Equinox product. Sirius’ customers in-
clude a number of tier 1 telecom oper-
ators and large corporate networks.

TDC
Alcatel has agreed to supply an IMS-en-
abled system to manage communication
services for Danish operator TDC. The
operator says the technology will enable
it to deliver advanced enterprise servic-

es, such as voice VPNs and virtual PBXs,
for its enterprise customers, opening up
new revenue streams. Under the deal,
Alcatel will provide TDC with complete
system-integration services, including
project management, software integra-
tion, installation, commissioning and
maintenance. Alcatel will also provide its
8640 Corporate Mobility Manager, a
network application that spans PSTN,
SIP and mobile networks, enabling en-
terprises to give their employees access
to a converged communication system
across locations, networks and devices.
The Alcatel 8690 OSP, a service-delivery
platform, supports the base of installed
services while providing an evolutionary
path to NGN/IMS multimedia services. It
also allows operators to integrate their
service networks with existing front- and
back-office OSS/BSS.

T-Mobile UK
Amdocs has provided T-Mobile UK with
implementation services that have sup-
ported the launch of a postpaid pricing
plan, Flext. The plan, which launched
earlier this year, enables customers to
choose a mix of voice, text and picture
messaging and other services, based
on monetary value rather than minutes
or number of messages. T-Mobile was
already using an Amdocs billing sys-
tem, but it needed upgrading to cope
with the new plan. Flext is supported
by a single billing platform.

Wireless Matrix
A North American wireless data
provider, Wireless Matrix, has chosen
Highdeal’s Transactive product to han-
dle its billing and partner settlement.
Wireless Matrix provides real-time
telematics and mobile-resource-man-
agement applications, such as fleet
tracking and remote inventory, that use
terrestrial and satellite-based commu-
nications networks and depend on a
large number of remote devices that
generate large transaction volumes. The
Highdeal platform handles the associ-
ated billing requirements with mini-
mum configuration and removes the
need for custom coding. The deal is
Highdeal’s fourth publicly announced
contract to supply its Transactive plat-
form in North America and its first deal
in the region this year, but it also
signed a supply contract with Mexico’s
Iusacom in February.
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Much has been written about next-generation IP
networks and the potential they create. They
promise converged services that could enhance the
user experience and increase the average revenue
per user while reducing operating costs through
automated service provisioning and fulfillment.
Much of the discussion has focused on a powerful
new application framework – IMS – and the evo-
lution of the transport network to an all-IP infra-
structure. And to package all of these services,
service-delivery platforms (SDPs) have come of
age, tying together OSS/BSS and application-lev-
el service-creation tools.

SDPs have created an environment designed to
accommodate the growing complexity of the ap-
plication-delivery ecosystem, which includes com-
plex blended services, multiple content/application
providers and the ability for a user to define a cus-
tom service catalog on demand. And there is the
potential to employ new business models, as more
and more application providers require a robust
service-delivery environment to ensure the success
of their application and as advertisers look to new
IP services to reach highly targeted audiences.
These factors are changing the role of OSS and BSS
platforms from passive enabler to dynamic service-
delivery component.

Missing piece
The one thing missing from all of this discussion
is a way to link the applications and network to de-
liver the full potential of new services that are cre-
ated in the SDP. Without linking the applications
and the network intelligently and in real time,
next-generation services will be relegated to the
best-effort performance of today’s high-speed In-
ternet offerings. The linkage is critical to service
providers, which without it would be forgoing the
benefits derived from next-generation networks’
ability to guarantee the availability of resources, de-
liver high per-session quality of service and enable
user-driven service customization.

Fortunately, the industry and standards bodies
have recognized the gap and have been hard at
work defining a way to link the application re-
quirements with the network-resource capabilities
in a real-time, on-demand environment. As a re-
sult, next-generation-network architectures have
defined a real-time, policy-driven control plane –
resource and admission control subsystem in the
ETSI TISPAN specification and policy control and
charging node in 3GPP IMS Release 7 – that pro-
vides the ability to modify user sessions and to cre-
ate charging information based on user,
application or network events. 

The focus of the policy-control layer is predomi-

nantly on enabling a high quality of service for a user
session, with a goal of providing customers who sign
up to premium services with that an enhanced expe-
rience. But the new control layer is quickly becom-
ing the linkage that enables BSS systems in the SDP
to become an interactive component in the real-time
service-delivery ecosystem. For example, with the new
intelligent linkage in place, the policy-control layer
can receive a user-generated request for a custom serv-
ice catalog or network-contract change and, in real
time, communicate with the required components in
the IMS and SDP to perform a rating function and
present a window in which the user can consent to
new charges before the service is delivered. 

New linkage
The policy-control layer enables new business mod-
els to be introduced that were previously cost-pro-
hibitive because of complexity and the latency
introduced into the service-delivery process. With a
real-time linkage in place, the SDP is ready to be-
come a major factor in defining next-generation
service-delivery business models, including the in-
troduction of promotional offers, the advertising of
sponsored services and custom service contracts for
enterprise customers that can be defined and en-
abled on-demand by the enterprise IT manager.

The impact on service personalization and rev-
enue potential and the opening of the service-deliv-
ery ecosystem represent a major paradigm shift in
the IP-services market. The shift is being enabled by
the introduction of this real-time, policy-driven
control layer that is unlocking the potential of all of
the systems in the service-delivery ecosystem by clos-
ing the communications loop between application
frameworks, SDPs and the network.

The power of the newly formed ecosystem is
only beginning to emerge. But with the growing
number of applications – voice, IPTV, enterprise
collaboration – and the demand for far-greater lev-
els of service associated with such offers, the im-
pact of a new level of network intelligence should
be profound.

Personalized services delivered to a highly mo-
bile user base with user-defined service levels are
part of a vision for the future, and it appears as
though the SDP and the policy-control layer are
the keys to the future. By adding the network in-
telligence to the robust application framework be-
ing created in the IMS and the ubiquitous access
offered by next-generation IP networks, the serv-
ice utopia that has been long discussed is coming
closer to reality.

Richard Cardone is director of marketing at Tazz Net-
works. See www.tazznetworks.com

OSS/BSS analyst • October 2, 2006
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