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The future is soft but
it will also be hard
Way back in the last millennium VanillaPlus was launched to address the increasing
complexity within the software architectures of CSPs as they transitioned to provide more
than the basic ‘vanilla’ services of voice and data. We, along with many others in the industry,
saw software taking an increasingly important part in CSP operations and that is now finally
happening with the arrival of software defined networks (SDN).

e’ve been through the
nomenclature of
intelligent networks to
arrive here in an
environment in which
network equipment – the

hardware – is being seen as composed
of dumb boxes managed – or defined –
by software. It’s a logical conclusion to a
lengthy process. Why should CSPs,
especially given the intense competition
and margin constraints they face, have to
invest heavily in hardware that can
perform only one task. Those boxes were
fine when there was only one service but
now there are thousands and demand
ebbs and flows for each of these.

It is, therefore, entirely appropriate that
network equipment should be able to
alter its functionality to reflect the
demands being placed upon it. The
stories on the facing page illustrate that
software providers, previously thought of
as OSS/BSS specialists, are the
companies that have the software
expertise to manage and are bolstering
their network management expertise to
reflect this.

However, the move to SDN will
necessarily be a lengthy transition and,
inevitably, all the benefits it promises
won’t be realized until a pure SDN
environment is achieved. Instead, the
industry is likely to enter a transitional

decade in which networks will be run
using a hybrid of traditional equipment
and the new, SDN capability.

CSPs understandably will not rip and
replace equipment that is not fully
depreciated, neither will they replace
hardware that, while fully depreciated,
does the job it was deployed to do. Even
so, the transition is underway.

It will be a hard transition moving to this
soft foundation. CSPs have huge staffs
of hardware personnel and very limited
resources to draw upon that have SDN
expertise. We are likely to see an
increased number of build-operate-
transfer deals involving vendors providing
this transformation as a managed
service. The industry will have to work
sensitively to retrain its workforce and
handle the reductions in headcount that
will result from software-based
efficiencies. 

The challenges are there but so are the
rewards in enabling the CSP business to
reset its cost base to a more sustainable
level. In late 2014, for VanillaPlus, it
certainly feels like a case of prophecy
fulfilled.

Enjoy the magazine and best wishes
for 2014

George Malim

W

4



I N D U S T R Y  N E W S

Continuing a series of
acquisitions in the network
management and planning
systems market this year,
Amdocs has acquired
Celcite Management
Solutions and TEOCO has
acquired AIRCOM
International. The moves
follow JDSU’s acquisition
of Arieso earlier in the
year.

Amdocs has agreed to
acquire substantially all the assets of
Celcite for approximately US$129 million in
cash. Additional consideration may be paid
later based on the achievement of certain
performance metrics. 

This acquisition expands Amdocs’
customer experience portfolio further into
the network software domain to manage
customer experience across both networks
and IT. The acquisition also builds upon
and enhances the recent acquisition of
Actix, and demonstrates Amdocs’
continued commitment to its network
software and services strategy. By
combining Actix’s products with Celcite’s
network management and Self Optimising
Networks (SON) services and capabilities,
Amdocs will be able to offer service
providers comprehensive equipment-
agnostic optimisation solutions. 

In addition, Amdocs will be expanding its
CES (Customer Experience Systems)
portfolio with quality-of-service (QoS)
focused, geo-located network data that will
drive a variety of optimisation use cases.
The acquisition will position Amdocs as the
first supplier to offer customer experience-
driven network optimisation software and
services based on a holistic view of the
customer experience across all domains.

Working as one, Amdocs, Actix and Celcite
will be able to provide CSPs around the

globe with a wide range of product-led
services to better optimise their hybrid
mobile networks, including solutions that
can accelerate the rollout of existing
networks and new network deployments
such as LTE, Wi-Fi and small cells. These
solutions will be agnostic to manufacturers
of network equipment and components.

Speaking about the acquisitions, Justin
Paul, head of marketing for OSS at
Amdocs, said: “Amdocs is keen to expand
its footprint in the network space and that
is obviously where CSPs are investing
heavily. OSS and policy play a part but
there were some gaps in our portfolio.
Actix was the first piece because the radio
access network is where the big
investment is happening.”

Paul emphasised that, even though there
has been a gap between the
announcement of the Actix acquisition and
the Celcite purchase that both formed part
of the same strategy initiated by Amdocs.
“While the timing is separated the process
of acquiring both companies was running
in parallel,” he said. “The nature of these
things is that they don’t necessarily
complete at the same time.”

The optimisation opportunity
Amdocs will also enable service providers
to put their customers at the centre of the
network and optimise customer experience
by leveraging real-time network data
combined with rich customer data stored in
core Amdocs business and operating
support systems. “We believe there is a
strong opportunity for a network equipment
provider-agnostic solution for optimisation
and SDN,” added Paul. “The big picture for
Amdocs around Actix and Celcite is if you
tie in the capabilities of those tools around
billing data, policy and inventory, we have a
very strong platform for building new
customer experience based projects.
We’re working on those already.”

TEOCO, a provider of assurance, analytics
and optimisation systems for CSPs, is
following a similar rationale with its
acquisition of AIRCOM International, a
network design and optimisation software
provider. The combined company will serve
a global customer base of over 300 CSP
customers across more than 100 countries
from its office locations in over 15
countries.

“The addition of AIRCOM is a turning point
for TEOCO”, said Atul Jain, founder and
chief executive of TEOCO. “Undoubtedly,
the most valuable asset in the
communications industry is wireless
spectrum. AIRCOM’s market and
technology leadership elevates and
solidifies TEOCO’s position as a trusted
solutions partner to manage the end-to-
end process of planning, deploying and
operating this precious and finite resource.
AIRCOM adds important new customers,
and expert staff with unmatched
understanding of technology platforms and
regional differences.”

The deal represents a strategic opportunity
for TEOCO to sell, deliver and support
customers in each region of the world.
AIRCOM’s RAN expertise also provides
insight into a valuable data source for
TEOCO’s analytics solutions to understand
and predict any subscriber’s behavior,
location and service experience. 

“The combined company provides deeper
and broader expertise to support the
emerging needs of operators of all sizes,”
said Alwyn Welch, the chief executive of
AIRCOM International. “Our customers will
benefit from a market-leading solution
portfolio delivered by a pre-eminent
independent supplier with a significantly
larger team of world-class experts.
Together we will provide a portfolio to
address current and emerging challenges
such as SON, small cells, geolocation, and
the monetisation of subscriber data.”

Vendor acquisitions consolidate network management systems market
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Customer experience management (CEM)
has emerged as the top driver of CSPs’ IT
investments in 2014, according to Ovum’s
ICT Enterprise Insights. The analyst firm
forecasts CSP IT spend to reach
US$60.7bn by 2017, with investments
geared towards telecoms infrastructure
such as cloud platforms, server
virtualisation and BSS/OSS systems to
support LTE implementations and online
channels to support customers'
increasingly digital lifestyles. 

Ovum’s survey also reveals a long-term
shift in spending towards customer-
oriented systems and on improving
customer satisfaction within the telecoms
industry. Survey respondents identified
multi-channel integration and service
personalisation as top areas of focus in the

next 18 months, with 67% and 61%
planning to increase spending in these two
areas, respectively. Elsewhere, business
intelligence and advanced analytics –
predictive or big data analytics – will be key
for CSPs: over 80% of respondents will
deploy these at the network level in an
attempt to offer an enhanced connected
experience with predictable, consistent,
and relevant services at each point of
interaction in the customer lifecycle.

“After many years of cost reduction, senior
telco IT executives clearly see the need to
invest again in CRM projects that will
support overall customer experience,” says
Shagun Bali, an analyst at Ovum. “Over the
next 12 months, consolidating and
developing integrated multichannel CRM
systems and business processes will be

top of the priority list for
operators. However, to
succeed, networks need
to be smarter.”

CSPs will need to deploy
new optimisation and
monetisation tools to run
their networks and
services more efficiently,
creating new opportunities
in turn. As such, policy
management and
improvement of operational support
services will also be in the spotlight: nearly
45% of CSPs see it as a top-three priority
for the next 12–18 months as they look to
apply controls at the individual subscriber
level in order to customise the user
experience. 

CENTRI secures $13m
funding to accelerate
deployment to CSPs 

CENTRI Technology, a provider of mobile
bandwidth optimisation and bandwidth
management systems, has completed a $13
million series C round of financing. CENTRI’s
latest round of funding includes investments
from Angel Valkyrie LLC and participation
from existing investors. 

The proceeds from the round will be used to
accelerate the expansion and deployment of
CENTRI’s BitSmartCX system to mobile
network operators, as well as contribute to
the growth of its product development,
support and sales teams to address the
increasing market demand for efficient
mobile data optimisation and bandwidth
management solutions.

“Securing funding from new investors and
continued investment from existing investors
underscores the growing confidence in

CENTRI and our solutions,” said Vaughan
Emery, founder and CEO of CENTRI
Technology. “As mobile data usage
continues to grow year over year, mobile
network operators across the globe are
challenged to keep pace with the growing
demand for data services while remaining
competitive in the marketplace. This need
signals a significant market opportunity for
CENTRI’s solutions, particularly BitSmartCX,
which is designed to help mobile operators
efficiently manage network capacity while
lowering their overall costs of services.”

NEWS IN BRIEF

M A R K E T  N E W S

Oracle has announced that it and
Telefónica I+D, the research and
development company of the Telefónica
Group, have completed a process of
definition, developing and testing to allow
Oracle’s Tekelec Policy Server (PCRF) to
extend mobile policy management to fixed
broadband networks. 

This will allow the use of Policy Server and
Oracle’s Tekelec Subscriber Profile

Repository (SPR), or subscriber database,
in a fixed-mobile convergence (FMC)
environment. This trial is further evidence of
Telefónica's commitment to build a
ubiquitous smart network and enable
subscribers to tailor their network
experience across devices and accesses.

“Service providers have a tremendous
untapped potential to create and offer new
innovative broadband data services that

both increase revenues and increase
customer loyalty,” said Albert Fernandez,
senior director of Europe Sales, Oracle
Communications. “The first step is testing
and implementing intelligent network
technologies that give service providers a
path to software-defined networks. We are
excited to work with Telefónica I+D –
Global CTO Unit as one of the great
innovators in the field of networks.”

Telefónica I+D and Oracle demonstrate fixed-mobile
convergence policy use cases 

CEM is a CSP IT priority for 2014, says Ovum 
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P R O D U C T  N E W S

InfoVista has announced VistaInsight for
Planet which combines the attributes of
VistaInsight for Networks and Mentum
Planet to supply real-time network
performance data into the network
planning and optimisation solution. As a
result, RF engineers can use multi-vendor
key performance indicators (KPI), live
traffic loads and cell loads from within
Mentum Planet to proactively ensure their
network planning and network optimisation
efforts fulfill technical as well as capex and
opex requirements.

With the live network performance data
provided by VistaInsight for Planet, mobile

operators can gain a more in-depth, real-
time understanding of traffic trends in their
mobile networks. The product gives
insights about the mobile network at
different times of the day or week, as well
as during special events like sports games.
As a result, mobile operators can more
accurately and efficiently plan their multi-
vendor networks based on current traffic
trends to ensure network investments are
targeted and ensure a high quality of
experience (QoE) for end users.

“VistaInsight for Planet pulls the network
performance data RF engineers need for
network planning and network optimisation

efforts, and puts it where it will be the most
useful – right into Mentum Planet,” said
Bernard Breton, senior vice president,
Americas and APAC and chief marketing
officer of InfoVista. “Having such real-time
data is increasingly important to ensure
accuracy in network planning and network
optimisation. By automatically collecting the
appropriate traffic and cell load information,
rather than relying on radio frequency
engineers to manually complete tedious data
collection, it can greatly accelerate the efficiency
of mobile operators’ efforts. As a result,
they can ensure that LTE deployments go
smoothly by easily accessing performance
management data from day one.”

cVidya unveils Enrich marketing analytics suite to maximise CSP revenue

cVidya has launched its
Enrich marketing analytics
system that will enable
mobile operators to
maximise revenue from
existing services, improve
customer acquisition and
retention, and break into
new markets.

Able to analyse customer
information from multiple
sources, Enrich offers a

360° view of cross-business key
performance indicators, as well as packages
of pre-modelled customer data analytics
designed to address specific challenges
faced by mobile operators. These include
accelerating the penetration of data services
and maximising data revenue, improving
customer acquisition and retention,
managing LTE migration, optimising price
plans, and identifying opportunities for
collaboration with third parties.

“As cVidya’s trusted solutions already

process more than 55 trillion data records a
year, saving our customers US$12 billion,
we have both the big data analytics
technology and the experience to help
communications and digital service
providers to fully monetise new services,”
said Alon Aginsky president and chief
executive of cVidya. “The modular
packages built into our versatile Enrich
solution make it straightforward for chief
marketing officers and their teams to
pinpoint how to achieve specific business
objectives.”

Amdocs announces network-based
products and partner programme 
Amdocs has unveiled new offerings designed
to address CSPs’ increasing requirements for
network-based solutions. Amdocs announced
two new solutions – Amdocs Small Cell
Solution, to speed the roll-out and
deployment of small cell technology, and
Amdocs Smart Net Solution, an intelligent Wi-
Fi offload solution – as well as the Amdocs
Policy and Charging Control (PCC) Ecosystem
partner programme designed to fast-track
new data-monetisation solutions. 

“This announcement, combined with the
introduction of Amdocs Charging Smart Start
solution earlier this year, moves Amdocs
appreciably closer to the network software

domain – expanding our customer experience
portfolio to manage customer experience
across both networks and IT, enabling service
providers deploying advanced networks to
increase efficiencies and revenues,” said
Rebecca Prudhomme, vice president of
product and solutions marketing at Amdocs. 

AIRCOM releases I-VIEW Dimension 2.1 
AIRCOM International has announced the
release of I-VIEW Dimension 2.1, its end-to-
end visualisation and capacity planning tool. 

I-VIEW Dimension has been designed to help
CSPs plan their entire network capacity,
spanning the radio access, backhaul and
transport core. It allows network planners to

design a more efficient infrastructure by
identifying capacity bottlenecks and test
scenarios to determine how the network will
cope. I-VIEW Dimension can accurately model
tens of thousands of network elements,
across many different technologies and
equipment from multiple vendors. It is a
centralised system that can be accessed
simultaneously by numerous network
planners.

“I-VIEW Dimension provides operators with
the visibility that is needed to assess network
performance,” said Calum Byers, COO at
AIRCOM International. “It provides a complete
overview of their entire network, enabling
operators to make better network investment
decisions and reduce churn.”

NEWS IN BRIEF

InfoVista launches VistaInsight for planning and optimisation
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AsiaInfo-Linkage has secured its first major
business support system (BSS) contract
with a top tier European operator group in
a deal with Telenor for a BSS
transformation project at its Danish unit. As
lead contractor, AsiaInfo-Linkage will steer
Telenor’s BSS transformation for the
company’s operations in Denmark, as well
as provide implementation, operational,
and maintenance support. The project will
include the vendor’s proprietary billing,
customer relationship management and
real-time analytics software, including its
Veris BSS solution.

Telenor Denmark CEO Marek Slacik said:
“The development of a new IT platform is
crucial in our ongoing efforts to create a
new, simpler and more efficient Telenor,

and we have high expectations in AsiaInfo-
Linkage as our partner on this journey.”

Alex Hawker, corporate vice president and
general manager for Europe of AsiaInfo-
Linkage, said:“It’s immensely exciting to
have won this as our first top tier European
deal. It’s not for some small component; it’s
an absolutely comprehensive BSS
transformation project. We’re replacing just
over 100 existing systems.”

Hawker added that the company is scaling
up its presence in Europe to support this
design, build and operate project which he
described as a long-term project, although
he would not specify the length of the
contract. “I have 54 engineers on the
ground today [In Europe],” Hawker said.

“At the start of the year there were only half
a dozen of us and we will probably scale
up to a couple of hundred people.”
Those will be in addition to AsiaInfo-
Linkage’s substantial development and
engineering resources in Asia. Although he
would not be drawn on the potential for
further work within the Telenor group of
operators, Hawker did point out that the
transformation will be delivered as a private
cloud system with the capability to expand
to support other operators.

“Telenor is one of the big five [telecoms]
groups [in Europe] and the whole point of
this is to transform the customer
experience,” he added. “Telenor has a
business project – not an IT project – which
we are providing the IT for.”

H O T  L I S T

Vendor(s)              Client Country Product/Service                                                                                                                                                                  Awarded

Amdocs                 Crnogorski Telecom, Amdocs software and services selected for BSS consolidation project at Deutsche Telekom subsidiary 11.13
                             Montenegro

Amdocs                 Elisa, Finland Expansion of existing managed services relationship including billing systems, applications development, 11.13
                             operation and maintenance to 2018

Amdocs                 Kazakhtelecom, Amdocs Convergent Charging selected to enable triple play offerings and reduce hardware costs at country’s largest CSP 10.13
                             Kazakhstan

Amdocs                 True, Thailand Thai quad-play provider extends ongoing support and development convergent billing platform deal for further five years 11.13

ASSIA                    China Unicom, China Deployment of ASSIA DSL Expresse diagnostics and optimisation features to enhance CSP’s broadband-on-demand 10.13
                             and value-added services

Astellia                   Base, Belgium Customer experience management and network monitoring deal agreed with Belgian mobile provider 11.13

Centina Systems    Fidelity Communications, Centina Systems’ NetOmnia suite selected to improve network performance and service availability at broadband, voice 11.13
                             USA and cable TV provider

Comarch                Síminn, Iceland Contract to deploy a convergent billing solution to improve overall efficiency of billing processes awarded by Icelandic CSP 10.13

Comarch                Telefónica, multi-country Comarch selected as European OSS fulfilment and planning system vendor by Telefónica Global Resources 11.13

Comptel                 Indosat, Indonesia Indonesian operator expands usage of Comptel Convergent Mediation to consolidate mediation of entire mobile product 10.13
                             portfolio onto a single platform

Comverse              CTM, Macau Comverse ONE Billing and Active Customer Management, including policy management, deployed in multi-year managed 10.13
                             services project to converge multiple lines of business

CSG                      TeliaSonera International Wholesale operator expands partnership by selecting CSG Assure for testing solution 10.13
International           Carrier

KANA Software      eircom, Ireland Implementation of KANA Enterprise Customer Service Management system with initial emphasis on knowledge and 11.13
                             case management

Netadmin               Brennercom, Italy, CSP to implement Netadmin’s provisioning, monitoring and inventory modules in initial phase of project to streamline 10.13
Systems                 Austria and Germany and automate service management

NetCracker            MegaFon, Russia NetCracker OSS modules to be implemented including: Resource Inventory, Outside Plant, Discovery and Reconciliation, 10.13
Technology            Network Planning and Design, Service Order Management, Service Inventory and Service Activation
and NEC

Openet and Allot    TELE Greenland, Greenland Deployment of Openet and Allot joint policy management system for fixed, mobile and broadband operator 11.13
Communications

Syniverse               Cellcom, Israel Multi-year clearing contract renewal agreed with largest mobile operator in Israel 10.13

VanillaPlus Hot List: December 2013 / January 2014

The Hot List below shows the companies informing us of recent contract wins or product deployments. 
If your contract is not listed here email the details to us now marked "Hot List" <editorial@vanillaplus.com> 

1 0

AsiaInfo-Linkage wins Telenor Denmark BSS transformation 



Astellia wins Base CEM
and monitoring deal 
Astellia has been selected to provide
customer experience management (CEM) and
network monitoring for Base, KPN’s Belgian
mobile operation. 

The contract follows Astellia’s successful one-
year on-site managed services presence. The
project, spread over five years, consists of
implementing Astellia’s Nova solution on
Base’s 3G and 4G network. The services are
set to enable Base to encourage data usage
and optimise data plans.

“In recent years we’ve seen the number of

smartphones and data usage on these
devices skyrocket,” said Jos Donvil, the chief
executive of Base. “Customers use their
mobile phones for much more than just calling
and sending text messages and that evolution
is continuing. As a challenger on the mobile
market, we always want to give our
customers the best user experience.”

Brennercom chooses
Netadmin OSS platform 
Brennercom, a CSP based in Bolzano, Italy
with operations in Italy, Austria and Germany,
has chosen Netadmin Systems to streamline
and automate its service management.

Brennercom will initially implement Netadmin’s
provisioning, monitoring and inventory modules. 

The main purpose of the deployment for
Brennercom is to automate and simplify all
processes around service delivery and service
assurance in order to increase the service
level to their customers.

Dr. Karl Manfredi, the chief executive at
Brennercom, added: “We chose NETadmin as
it is a solution that focuses on the business
processes and automation. The objective for
us is to streamline and automate our service
management in order to provide faster
delivery and service to our customers.”

NEWS IN BRIEF

C O N T R A C T  N E W S

NetCracker, led by
president and chief
executive Andrew
Feinberg, and NEC
Corporation have
announced that Russian
CSP MegaFon has
selected NetCracker and
NEC Neva
Communications Systems

to implement comprehensive Operations
Support Systems (OSS). The new OSS will
enable MegaFon to centralise network
resource management, accelerate service
introduction, and improve service quality
and customer experience for mass market
services across all of its affiliates. 

NetCracker’s OSS modules to be
implemented for MegaFon include

Resource Inventory, Outside Plant,
Discovery & Reconciliation, Network
Planning & Design, Service Order
Management, Service Information
Management, Service Inventory, and
Service Activation solutions.

NetCracker and NEC Neva will deliver the
Network Resource Inventory project as part
of MegaFon’s initiative to build a global
network operations centre. This project
aims to consolidate inventory databases
and centralise infrastructure management.
This will enable accurate management of
network resources across all of 
MegaFon’s affiliates.

“MegaFon applies only the most modern
technologies to its networks. Implementing
the joint solutions from NEC Neva and

NetCracker is the first step in MegaFon’s
long-term transformation programme.
Implementing the joint solutions from NEC
Neva and NetCracker is the next stage of a
continuous effort to improve network and
service quality for our customers,” said
Igor Shirokov, infrastructure director,
OJSC MegaFon.

MegaFon is Russia’s second largest
mobile operator and fourth largest
telecommunications operator. It serves
more than 62 million subscribers in Russia
as well as 1.6 million in Tajikistan, Osetia,
and Abkhazia. The company offers 3G and
4G mobile services, fixed and mobile
broadband access, and converged
services, providing voice services to 83
regions across Russia and mobile
broadband to 72% of the country.

Telefónica partners with Comarch for multi-country OSS transformation 

Comarch has been selected by Telefónica as
its European OSS Fulfillment and Planning
systems vendor. Under the deal, Comarch
will deliver Next Generation OSS licences
as well as comprehensive transformation
services and long-term support for
Telefónica in the network planning and
optimisation domains. Comarch’s existing
implementation for Telefónica Deutschland
led to the mult-country contract,
Comarch’s first Telefónica, via its global
operating business unit – Telefónica Global
Resources – based in Madrid. 

Comarch’s resource planning and service
fulfillment solution will bring benefits for
Telefónica including: improved efficiency of
network operations and management of
shared networks.

This is part of the challenge that Telefónica
is facing regarding OSS/BSS
transformation, a step towards ‘system
light’ operations, shortening time-to-market
and allowing global, replicable products
and services without hard customisations,
thus reducing integration costs and efforts.

“We greatly appreciate the flexibility of
Comarch’s solutions that are tailored to fit
our specific requirements. The company’s
understanding of the telecoms business,
combined with the commitment and
domain knowledge of its specialists,
convinced us that by partnering with them
we can successfully face the challenges of
the OSS transformation project we have
planned, which is why we decided to select
Comarch for long-term cooperation,”said
Juan Manuel Caro Bernat, director of
operations & OSS at Telefónica.
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Mahindra Comviva appoints new global markets head 
Mahindra Comviva, the provider of
mobile VAS and financial solutions, has
appointed Patrick Allainguillaume as its
new Global Market Unit head and part of
its management team. The appointment is
announced at a strategic time when
Mahindra Comviva is aggressively focusing
on extending its footprint in Europe and
Americas. 

Allainguillaume will be responsible for the
laying out and implementing the global
sales strategy for the company. Ambar
Sur, who was earlier heading the Global

Market Unit, moves to a new role in
innovation and strategic business.

Commenting on the appointment,
Manoranjan Mohapatra, chief executive
of Mahindra Comviva, said: “I am delighted
to welcome Patrick on board as we
continue with our growth story. Patrick will
be instrumental in consolidating our
business across the key regions to achieve
the next growth phase.”

Allainguillaume brings with him 25 years of
experience in IT and telecoms industry. He

also has an extensive
knowledge in venture
capital, business strategy
and developing
organisations
internationally. He has held
a number of executive
positions at Muzic Call,
Neuralitic, Openwave
and Ericsson. He has
held several executive positions for VAS
organisations in Europe gaining acumen in
sales, customer services, support and
operations.

Patrick
Allainguillaume

Dr. Marcus Weldon to lead Alcatel-Lucent’s Bell Labs 
Alcatel-Lucent has appointed Dr. Marcus
Weldon as president of Bell Labs, the
research arm of Alcatel-Lucent. Weldon will
combine this role with his existing role as
Alcatel-Lucent’s corporate CTO. 

Commenting on Dr. Weldon’s appointment,
Michel Combes, CEO of Alcatel-Lucent,
said: “Innovation is a key pillar of The Shift
Plan, our industrial programme to
reposition the company as a specialist in IP
networking and ultra-broadband access. In
his new, combined role as Bell Labs
president and chief technology officer,
Marcus will oversee the acceleration and
unlocking of innovation in the company. In
this role, he will strengthen cooperation
with third parties and speed up the pace of
R&D to ensure Alcatel-Lucent can respond
to its customers' challenges with agility.”

Weldon has a track record of identifying
opportunities for technological disruption,
with recent breakthroughs including the
application of vectoring in fixed access,
championing the use of LTE overlay and
small cells in wireless, and identifying the
emergence of virtualisation and software
defined networking as forces to profoundly
change the industry. Combes added: “Marcus
will combine this vision with the power of
Bell Labs to create an innovation engine.”

Commenting on his new appointment,
Weldon said: “This is a unique period for
the information and communication
technology (ICT) industry, and one of
unprecedented change. We are seeing a
revolution around the delivery of Cloud-
based media, content and services to an
ever-growing number of mobile devices,

anywhere, anytime. We have a range of big
challenges to solve, as network operators
try to deal with the growing expectations
for improved performance, while keeping
the total cost of operations in check. This is
a truly exciting time to become president of
Bell Labs. It is where I started my career
and where I learned, first hand, the
incredible talent and innovation capabilities
in this organisation. Having been deeply
involved with Bell Labs as CTO, and I am
thrilled to now to be leading an institution
that has been a leading technology
innovator for more than 85 years.”

Weldon takes on the helm of president
of Bell Labs from Gee Rittenhouse who
has decided to retire from Alcatel-Lucent
in order to focus on other business
interests.

Donald Wadas joins Centina Systems to head worldwide sales
Centina Systems has appointed Donald
Wadas as its vice president of worldwide
sales. Wadas responsibilities include
continuing uptake of Centina’s NetOmnia
service assurance solutions by providers
around the world.  

In addition, Wadas will oversee Centina’s
expansion of sales and will be responsible
for building new industry partnerships. He
has more than 20 years of sales and sales
management experience, focused in the
telecoms software market, supplying

solutions to tier one and tier two service
providers worldwide. His past assignments
include global sales and marketing roles at
SPATIALinfo, Amdocs, Telcordia, Brix
Networks and Granite Systems.

At Telcordia, Wadas was responsible for
the next generation OSS product line, a
$100 million plus business. While at
SPATIALinfo, Granite Systems and Brix
Networks, hiss efforts led to significant
revenue growth and the ultimate acquisition
of each company by key market leaders.

“I am extremely excited to join Centina
Systems at a time when global customers
are embracing the requirement for
NetOmnia’s unique plug-and-play
architecture in order to rapidly deploy
service assurance and service quality
management solutions,” said Wadas.
“I look forward to building upon the
company’s increasing success and
securing relationships with new customers
and partners around the globe.”

VOSS Solutions appoints Jim Ortbals partner sales chief 
Jim Ortbals has joined VOSS Solutions to
oversee the VOSS global partner
programme and enhance the company’s
strategic partner relations.

Ortbals brings to VOSS more than 15 years
of sales and management experience.

Over the course of his career, he has held
partner management roles at a number of
companies including Cisco Systems.

Mike Frayne, chief executive at VOSS,
commented: “As VOSS continues to grow
and expand, and with the VOSS-4-UC

momentum, the importance of developing
a thriving partner community is key to our
success. With Jim's strong background in
partner development and unified
communications, we are excited about
where his leadership in this critical area will
take us."
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We’re a Telecoms Intelligence Provider (TIP)

Visit us at www.tekcomms.com

4Gin 4D. Talk to us

Let’s Talk 
Come and see us at  
Mobile World Congress, 
Stand 1B30 in Hall 1

Whether you’re new to 
us, or are familiar with our 
services, come and see 
for yourself how a new 4 
dimensional view could 
improve your world.
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DIARY Upcoming events
M2M Now Money Talks – mHealth
10 December, 2013
Washington DC, USA
Organiser: We Know Media Ltd
www.m2mnowevents.com

Big Data In Focus
28-29 January, 2014
Amsterdam, The Netherlands
Organiser: TM Forum 
www.tmforum.org

Mobile World Congress 2014
24-27 February, 2014
Barcelona, Spain
Organiser: The GSM Association
www.mobileworldcongress.com

Management World 2014
2-5 June, 2014
Nice, France
Organiser: TM Forum
www.tmforum.org

Telco World Cloud Forum 2014
28-30 April, 2014
Munich, Germany
Organiser: Informa

www.telecomcloudservices.com

D I A R Y

E V E N T  P R E V I E W

Mobile World Congress 2014 will be located at the
Fira Gran Via, as the Mobile World Capital, Barcelona
remains the event’s host. 

At Mobile World Congress 2014:
•     Chief executives of the world’s most influential 
      companies will share their visions of the mobile 
      landscape while inspiring attendees in the 
      thought-leadership conference
•     Unparalleled networking opportunities
•     More than 1,700 of the industry’s leading suppliers 
      of mobile devices, services and technologies will 
      be part of the most exciting and anticipated 
      exhibition of the year
•     More than 12,000 application developers will 
      gather for App Planet to be educated, energised, 
      and challenged
•     mPowered Industries comprises a range of 
      vertical industry conferences and exhibits to be 
      led by well-known and highly regarded industry 
      domain leaders located at Fira Montjuic
•     The event will recognise the industry’s greatest 
      achievements, new technologies, innovative 
      devices and ideas through the 18th Annual Global 
      Mobile Awards 

During the four-day event, more than 72,000 senior
mobile professionals will network and exchange ideas
one of which may further change the landscape of
mobile. The GSM Association invites you to join us in
Barcelona for Mobile World Congress 2014 as
together we are Creating What’s Next.

www.mobileworldcongress.com

Get ready for MWC – it’s
almost congress time
The mobile ecosystem is expanding at lightning speed, with endless innovation and new
applications of mobile technology. From contactless payments and augmented reality to
embedded devices and connected cities – mobile technology is changing the landscape. The
impact mobile will have on the world is limitless 

Attendees at last year’s
Mobile World Congress
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fter a recent panel discussion on
Innovation, the boffin who’d been lecturing
us discovered he’d lost his iPhone. The
audience waited with bated breathe to see
how the master would solve this problem.

I was particularly interested, as the professor had just
monstered me for daring to ask why Cambridge
University seems way ahead of everyone else at
producing technology start ups. Buffoonishly, I had
unwittingly implied that Cambridge may be better
known for its achievements than Imperial College,
London. 

Big mistake. I can’t remember much of my rollocking,
as I was stunned like a rabbit in the headlights of a
superior intelligence. Alexander Fleming was
mentioned. Even I know that he’s the man who invented
penicillin. On this point, I tip my hat to Imperial College
– it’s far more than I have ever achieved. But should
they still be dining out on antibiotics?

Besides, it was by messing around with fungus, rather
than IT, that Fleming made his humanity advancing
breakthrough. We shouldn’t under-estimate fungus
either – it carries far more complex coding in its DNA
than any man can ever hope to match through IT. 

So Professor Innovator went online, and started
initiating all kinds of clever tracking programmes. Then
he gave us all a running commentary on his progress.
Meanwhile, the PR lady who’d organised the event
simply went downstairs and collected the phone from
the café in reception. 

I mention this because I suspect technology – and all
the choices it gives us – can disempower us by
making jobs too complicated. 

Look at the accidental hit that was texting. It was the
brainchild of engineers - who listens to them much in
meetings? - during a Franco-German GSM exercise.
As George Bush once pointed out, the French don’t
even have a word for entrepreneur. And yet, and yet.
Short message services went global long before
anyone had invented internet sensations. Why?
Possibly because it went straight from idea to
conception, without being suffocated by development
meetings and input from marketing gurus.

What would CSPs have done in the last two decades
without their SMS revenues? Even now, as other
messaging services take over, it’s an incredibly
influential form of social media. 

Or should we say anti-social media? Today half of all
9-13 year olds use text messaging as their main form
of communication, according to research by The
Drum. But the customer experience for many of the
consumers isn’t all that satisfying, as we heard during
anti-bullying week. The problem is that the children
suffering at the hands of cyber bullies are not the ‘high
value consumers’ that all mobile operators need to
keep happy if they are to survive. Still, there must be
some simple solutions that CSPs can offer.

As the industry starts to migrate its higher value
customers to 4G, there is a temptation to over
complicate things. Faced with a breath taking choice
of technical options, there’s a danger that vendors can
become too obsessed with playing with the tools.
There are so many ways to manage the customer
experience these days, and exploring all the options
could become a life’s work.

The problems for a significant demographic of
tomorrow’s high value customers are caused not by
the network, but by the other subscribers. That should
be fairly easy to sort out, surely? This is an industry
renowned for its technical wizadry and communication.
There must be an achievable solution. 

Not so, says anti bullying campaigner Louise
O’Sullivan, chief executive of messaging company
Anam. Plenty of mobile operators say they offer anti-
bullying services, says O’Sullivan, but it’s often too
difficult for subscribers to use the service.

The best way for many teenagers to improve their
customer experience would be to bring an end to their
persecution. We have laws and measures to prevent
spamming, says O’Sullivan, and the treatment many
kids suffer is just another form of behaviour that
comes under the same heading of harassment.

Bullying of subscribers could be eliminated if technology
and telecoms companies could work together with
their respective governments. One of the major stumbling
blocks is a behavioural problem that technologists,
CSPs, educators and parents need to solve.

The problem is that most mobile operators are putting
all their time and money into making 4G everything it
could be. Which is quite an undertaking. Meanwhile,
behavioural analysis of the content of text messaging
would be a lot simpler.  And like the professor who
tried to ask an application to find his lost iPhone,
maybe we could all learn from conducting a simple
exercise before we move onto the complicated stuff.

Why doesn’t someone invent a
simpler method of innovation?

C L O C K I N G  O F F

The author,
Nick Booth,

is a contributor to
VanillaPlus and a

technology journalist

A
Innovation - I suspect we’ll all be hearing that word a lot next year, as the challenge of customer
experience is tackled. As a currency, it’s been massively devalued by over use, writes Nick Booth 

The problems for a
significant

demographic of
tomorrow’s high

value customers are
caused not by the

network, but by the
other subscribers
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