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C O M M E N T

CSPs prepare to go mano a
mano with virtualisation
Communications service providers (CSPs) face a long, complex and tiring campaign in which they will wage battles on a
system-by-system basis as they roll-out network functions virtualisation (NFV). At least they won’t be completely unarmed,
writes George Malim

T

he Spanish expression mano a mano
literally means hand-to-hand or, more
loosely, unarmed combat – sometimes
involving bulls, but the NFV term MANO
describes the management and
orchestration systems that will be used
to enable operation of virtualised and partvirtualised networks. MANO will be just as much of
a battle as hand-to-hand combat but the telecoms
software specialists are working flat out right now
to ensure CSPs won’t be unarmed.

change and new provisioning will be
required.
To have any hope of achieving this
rate of change, virtualised and
hybrid networks need an all-seeing
controller function that is consistent
and relatively strict in terms of the
George Malim,
editor, VanillaPlus
interpretations of the rules it allows.
It must have huge intelligence to
keep track of all the elements and be massively
quick in its thinking to keep up with the changes.

Having management systems that are able to
reconcile an exploded network architecture
of bare metal servers masquerading as
virtual network functions (VNFs),
traditional, function-specific network
equipment and shape-shifting
wireless networks means that order
can be wrought from chaos and
services can be provided flexibly,
cheaply and at high quality. But this
is a situation in perpetual motion so
MANO has to be always managing
and always orchestrating because,
just as one service or service
chain has been
established, the
landscape will
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I N D U S T R Y

N E W S

MATRIXX Software and Vlocity announce partnership
and launch digital industry cloud solution for CSPs
MATRIXX Software and
Vlocity, have announced a
strategic partnership and
Dave Labuda:
launched Go Digital, a
Joint offering
cloud-based system that
meets aggressive
helps communications
go to market
strategies of CSPs
and digital service
providers (DSPs) deliver a
differentiated customer experience and
grow revenue from video and music
streaming, roaming passes, lifestyle
applications and more. Built for agility, the
MATRIXX-Vlocity solution can be launched
in less than three months.
Consumers’ service expectations are
increasingly shaped by their experiences
with digital companies like Amazon, FitBit
and Uber, which provide consumers
personalised service, adapt to their

changing needs, and put them in control.
Go Digital is based on the Salesforce
platform and combines Vlocity
Communications Industry Cloud apps and
the MATRIXX Digital Commerce platform.
With Go Digital communications customers
can define their own experience: they can
try, buy and manage digital services such
as video and music streaming, track their
usage in real-time, receive smart alerts
which allow one-click purchasing of topups, share selected balances with friends,
add roaming passes and consume
services in bite size chunks to better match
their needs. In addition, they can receive a
consistent service experience, regardless
of device or channel of engagement.

of MATRIXX Software, said: “Legacy
platforms are preventing service providers
from executing on their digital agendas.
MATRIXX and Vlocity have developed a
new solution to meet the aggressive go-tomarket strategies of CSPs addressing
digital disruption head on. It’s time for a
new set of players to deliver a fresh
approach to the industry.”
David Schmaier, the CEO and founder of
Vlocity, added: “The Go Digital solution
creates a significant new revenue
opportunity for CSPs, one that can be
rapidly deployed in any carrier or DSP, of
any size, anywhere in the world. The
possibilities of this industry-specific, cloudbased, flexible and easy to deploy platform
are endless.”

Dave Labuda, the founder, CEO and CTO

Telarix sells to private equity firm to accelerate development
Telarix has announced its acquisition by
Vista Equity Partners, a private equity firm
focused on investing in software, data
and technology-enabled companies. The
acquisition will see Telarix’s technology
platform used to pursue new growth
opportunities and help CSPs more
efficiently and effectively manage their
partner relationships.
Telarix provides billing, settlement, trading,
routing and price list management
solutions to communications services
providers (CSPs). With a community of
over 4,000 CSPs, Telarix provides
electronic information exchange, allowing
customers to increase their revenue,
extend their reach and optimise their
interconnect businesses.

“We are excited to partner with Vista as
we scale to meet the expanding and
evolving needs of our clients,” said Glen
Kazerman, the chief executive of Telarix.
“With call volumes higher than ever,
coupled with increased competition,
service providers of all sizes including
carriers, OTTs and next generation
networks need to be able to seamlessly
streamline all of their partner-related
business processes. Together with Vista,
we can continue to develop and deliver
innovative solutions to help our
customers do just that, while
simultaneously optimising interconnect
transactions and driving ROI.”
Vista has more than $14 billion in
cumulative capital commitments, focused

on investments in software, data and
technology-enabled companies. The firm
helps companies achieve operational,
product, and customer service
excellence by contributing professional
expertise and proven best practices.
“We are excited to be partnering with an
industry leader that helps make global
communication possible,” said Robert
Smith, the chief executive and chairman
of Vista Equity Partners. “Increased
mobile penetration and higher
international call volumes have made
Telarix well positioned for growth, and we
look forward to working with the
management team to meet the
opportunities of an increasingly
interconnected world.”

SPONSORED BY:
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MDS achieves TM Forum Frameworx conformance certification

Jennifer Fellows: CSPs
are increasingly looking
for independent
benchmarks for how
well products align to
pre-defined standards

The real-time
charging, billing and
customer
management
solution from MDS
has been awarded
TM Forum
Frameworx
conformance as a
certified managed
service
implementation. In
doing so, MDS
becomes the first
real-time billing and
customer care
company to achieve
Frameworx
Implementation

Conformance for a managed service. MDS
invested in order to conform to the
strenuous certification in response to the
demands of the marketplace. It has
subsequently had its business processes
independently verified and certified by TM
Forum.
“Frameworx Conformance Certification
enables both buyers and sellers to jointly
reduce the costs and risks associated with
procurement and integration,” commented
Lorraine Farrell, the head of Frameworx
Conformance Certification at TM Forum.
“This certification demonstrates MDS’
commitment to standards and
interoperability and reassures customers
that require standards-based, costeffective and flexible solutions. It has been

a pleasure to work with MDS on this and
we congratulate MDS on this achievement.”
Jennifer Fellows, the senior vice president
of Product Management at MDS, added:
“Potential customers are increasingly
looking for independent assessments and
benchmarks as to how well products,
solutions and services align to pre-defined
standards and many CSPs now mandate
Frameworx Conformance as necessary
from potential suppliers. We are very proud
to be the first real-time billing and charging
provider to earn this Conformance
Certification. With our managed service
capabilities now certified by TM Forum,
digital service providers (DSPs) can be
assured that MDS meets and exceeds
industry-wide standards.”

Openet to provide free NFV software in initiative
to promote interoperability and openness
Openet has announced that its OVLM
(Openet VNF Lifecycle Manager) software
will be made available free of charge from
March 2016. This initiative will enable the
adoption of vendor-interchangeable and
interoperable Virtual Network Functions
(VNFs) and help CSPs to realise the
benefits that open NFV can deliver.
Michael O’Sullivan, the group vice
president for Engineering at Openet, said:
“NFV needs to be open, but in reality we
see some VNF vendors insisting on
delivering a bespoke VNF Manager, citing
specific performance or complexity issues.
The resulting integration effort not only

demands that CSPs provide complex VNF
on-boarding processes, but also
introduces the danger of vendor lock-in.
This will not help with the adoption of NFV,
and will impact the flexibility and overall
competitiveness of operators.”
To help address this concern, Openet will
release a community edition of its OVLM
(Openet VNF Lifecycle Manager). OVLM is
an ETSI (European Telecoms Standards
Institute) compliant VNF-Manager for
configuration management, monitoring,
recovery, VNF orchestration and lifecycle
management of diverse multi domain and
multi-vendor VNFs.

“In order to become more agile telecoms
operators need NFV to be fully open,”
added O’Sullivan. “By making its software
available free of charge on a community
model, Openet is helping to remove a
major pain point in managing diverse VNFs.
This will accelerate cost effective NFV
ecosystem build-outs and bring new
services and products online faster and in
a more robust manner. We will provide this
software free of charge to operators,
system integrators and VNF vendors. It’s
important that all companies involved in the
development and implementation of an
open and interoperable ecosystem work
together to enable NFV to advance.”

NEWS IN BRIEF

Cisco invests in data analytics
partnership with Intersec
Intersec and Cisco have agreed on a twolevel strategic partnership comprising an
equity investment from Cisco to finance the
creation of a joint business, and a commercial
partnership to enrich cellular data with Wi-Fi
for data monetisation and analytics.
“This initiative is a first for Intersec,” said
Yann Chevalier, the chief executive of
Intersec. “We are thrilled to start working
with Cisco’s business lines to enrich their
offerings with our solutions. We believe that

such an agreement will be a tremendous
opportunity for both companies to better
serve our customers. Intersec will benefit
from Cisco’s commercial clout and highly
professional approach to accelerate our
development in some regions.”

ItsOn raises US$12.5 million
to help finance Smart
Services platform
ItsOn has raised $12.5 million in a Series D
funding round led by Delta Partners Capital
with follow-on investments from Verizon

Ventures, Andreessen Horowitz, Tenaya
Capital and other existing investors. ItsOn’s
technology empowers CSPs to deliver
enhanced digital experiences with real-time,
on-device mobile commerce for wireless
services, content and apps.
ItsOn currently operates its cloud-based
solution, known as the ItsOn Smart Services
platform, primarily from North America data
centres. Working closely with specific
customers, ItsOn will use this investment to
install new global data centres to support
market launches in South America, Middle
East, Africa and Europe.

SPONSORED BY:

www.csgi.com
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N E W S

O2 UK extends NetCracker hosted managed services partnership
NetCracker Technology has announced
that Telefónica UK, which operates as
O2 in the UK, has agreed to extend the
use of NetCracker’s Revenue
Management solution through a hosted
managed services model for two
significant new initiatives.
By using NetCracker’s Revenue
Management solution and Hosted
Managed Services, O2 will provide rating,
billing and mediation capabilities for a
nationwide smart metering programme
across 53 million devices as well as a

large-scale partner revenue-sharing
ecosystem, which allows Telefónica
customers to purchase third-party
products and services that can be charged
directly to their monthly phone bill.
Telefónica UK is the second-largest mobile
provider in the UK. O2 has more than 25
million customers across the UK using its
2G, 3G and 4G networks. In 2013, it won
the Smart Meter Implementation
Programme (SMIP), which is run by the
UK’s Department for Energy and Climate
Change (DECC), and is the world’s

largest smart meter/M2M initiative.
O2 will also use NetCracker’s Revenue
Management solution as a means to
enable its Charge-to-Mobile initiative in
which customers can conduct
transactions with third parties and have
those charges directly added to their
monthly phone bill. Using NetCracker’s
microservices-based rating and billing
capabilities will allow O2 to introduce
new business and revenue models,
enable revenue-sharing strategies and
deploy IoT-based offerings.

Comptel wins SaaS deal for FWD product at DNA

Juhani Hintikka:
Start-up incubator
took new product
to market in just
one year

Comptel has won the first
commercial agreement for
its digital sales channel
FWD that was officially
launched in November
2015. FWD now makes it
possible to purchase timebased data packages
from DNA, Finland’s
leading provider of prepaid

subscriptions, using mobile devices. The
transaction value of the deal will be based
on the number of DNA subscribers who
adopt the FWD solution. Comptel
anticipates that the FWD proposition has
significant potential in prepaid dominant
markets.
“This is in many ways a remarkable
opening for us,” said Juhani Hintikka, the

chief executive of Comptel. “It took only 12
months for our start-up incubator to bring
the FWD solution to the market.
Furthermore, this is our first commercial
SaaS solution which, at this stage, has the
biggest potential in developing data
markets – now it is time to discover who
will win the race for the next two billion
internet users.”

NEWS IN BRIEF

Touch extends Astellia
monitoring to 4G
Astellia has extended its existing 2G and
3G monitoring solution within Touch, the
Lebanese mobile operator, to cover its
4G network. Astellia will now monitor the
entire Touch network from radio access to
core network.
In a first phase, Astellia enabled Touch to
successfully improve voice and data QoS
and QoE as well as handset and 2G/3G
network efficiency. In the second phase,

Touch will not only be able to optimise its 4G
network but also to monitor its premium
customers and roamers using Astellia’s CEM
and roaming analytics.

Omantel chooses Teoco
for network planning
Omantel, the largest communications service
provider (CSP) in Oman, has chosen Teoco to
provide multiyear managed services that
cover radio access network (RAN) planning

and optimisation, including customer
experience management.
Omantel, a pre-existing Teoco customer, has
chosen to extend its relationship with the
vendor because its multi-vendor tools are
capable of optimising network performance
without increasing capex. Teoco will provide
Omantel with a managed service that
incorporates its suite of vendor independent
solutions. This includes combining
geolocation, the InSync Customer Experience
platform and autonomous drive testing to
deliver improved customer quality of service.

SPONSORED BY:

www.csgi.com
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Anite introduces Virtual Drive Testing Toolset with
simulated network support
Anite has introduced
simulated network
support to its Virtual
Drive Testing Toolset
(VDT Toolset), to
enable users to
cost-effectively
benchmark mobile
Paul Beaver: Mobile
devices in a
operators can validate
products before market
controlled laboratory
introduction
environment. VDT
Toolset is claimed to
accelerate product rollouts and quality
assurance testing by faithfully reproducing
real network conditions in the laboratory.

The system offers the industry’s most
realistic radio frequency (RF) and network
simulations, which enables mobile
operators and device manufacturers to
perform a larger portion of device testing
in the laboratory compared to in the field.
This approach leads to significant costsavings in both the development and
deployment phases.
Anite’s virtual drive test solution uses
network signaling and RF propagation log
data, captured in the field using drive test
tools, to recreate a realistic mobile device
performance testing environment in the

laboratory. It uses a wide range of Anite IP
and products including the Propsim F32
Channel Emulator to create a highly
innovative field-to-lab solution for costeffective benchmarking of mobile devices.
Paul Beaver, the products director at Anite’s
Device & Infrastructure Testing business,
commented: “The introduction of Anite’s
innovative Virtual Drive Testing Toolset
solution with simulated network support is
very exciting as it enables mobile operators
and device manufacturers as well as the wider
industry with an effective way of validating
their products prior to market introduction.”

Xura announces availability of new signalling fraud management product
Xura has launched its Signalling Fraud
Management System, built to protect
mobile operators’ signalling networks from
sophisticated exploits and security threats.
Xura’s topographically independent
system, provides 360-degree security and
privacy protection, addressing many types
of signalling network attacks.
With a tightly integrated firewall and
analytical module, the product provides

mobile operators with advanced, real-time
detection of malicious traffic alongside
smart prevention mechanisms.
With the full extent of security vulnerabilities
in the signalling network only now being
exposed and exploits of these
vulnerabilities on the rise, mobile operators
need a managed solution to guard the
integrity of their networks, as well as their
subscribers’ privacy. Xura has taken an

advanced approach to security by enabling
CSPs to introduce a specialised element at
the network interconnect points to function
as signalling fraud management. This
advanced and lightweight approach
integrates easily into any signalling network,
and is secured by Xura’s powerful,
heuristics engine that screens and
performs validation across all levels of the
network protocol stack, addressing today’s
threats and those that are yet to come.

NEWS IN BRIEF

VOSS announces new reporting
and analytics capabilities
VOSS Solutions has unveiled a new Analytics
module, comprising an intuitive web-based
portal to allow administrators to quickly
retrieve and analyse information about users,
devices, services, licences and transactions.
The VOSS Analytics module addresses the
challenge of gathering data about service
usage and adoption, user trends and licence
consumption, in a multi-application UC
environment. The Analytics module provides
all this information from a single portal in a
matter of seconds. Administrators are able

to access critical information about their UC
services from the Analytics portal, and drill
down to the detail or export the data for
external use, such as billing and analysis.
The Analytics module comes pre-packaged
with a suite of out-of-the-box reports, and
there is an option to engage VOSS to create
custom reports to suit more specific
requirements.

Axiros AXESS.CLOUD to bring SaaS
benefits to device management
Axiros has announced its new AXESS.CLOUD
product line, featuring a cloud-based

automatic configuration server (ACS).
“Axiros has taken device management to a
whole new level by combining the best
features of AXESS and AXPLORE products
and offering them in a cloud-based solution,”
said Kurt Peterhans, the chief executive of
Axiros. “By using device setup, provisioning
and management tools we have built a
single SaaS solution that addresses multiple
architectures over heterogeneous environments.”
With three tiers, AXESS.CLOUD is designed
for small to medium businesses device
management, service management and
operational monitoring.

SPONSORED BY:
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VanillaPlus Hot List: February 2016
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>
Vendor(s)

Client, Country

Product/Service

2operate

TeliaSonera, Denmark,
Finland, Lithuania

Long-term agreement agreed for the use of 2solve system for preventative network assurance in three countries

Allot Communications
& Nokia Networks

Swisscom, Switzerland

Deployment of Allot Cloud Access Optimisation to assure application quality of service and improve user productivity

12.15

Anite

Arca Telecom, Spain

Professional services supplier chooses Anite Nemo Windcatcher system for optimising Spanish tier one mobile networks

12.15

Astellia

Bouygues Telecom, France Astellia selected as preferred vendor for network optimisation at French CSP

Astellia

Touch, Lebanon

Extension of 2G and 3G monitoring deal to cover 4G

1.16

Callup

Play, Poland

Deployment of SIM-OTA, Callup’s remote SIM card management system at Polish CSP

1.16

CSG International

Wind Mobile, Canada

Addition of Singleview Commerce Engine to existing CSG revenue management system

1.16

Extension of existing relationship to cover use of NetCracker Revenue Management system via a hosted managed
services model for smart metering programme and partner revenue share ecosystem

1.16

NetCracker Technology Slovak Telekom, Slovakia

Expansion of billing relationship to include NetCracker Revenue Management system to bring CSP’s fixed and mobile
billing processes onto a single, end-to-end platform

1.16

Syniverse

Utilisation of Syniverse systems that use intelligent policy capabilities to enable users to put in place prepaid data
passes, volume-based data caps and high usage alerts

1.16

Agreement reached to enable Ooredoo Oman to extend LTE roaming reach by using Syniverse IPX network and
Diameter Signaling Service

12.15
12.15

NetCracker Technology O2, UK

Syniverse

Tata DoCoMo, India

Ooredoo, Oman

Date

Syniverse

Roshan, Afghanistan

Multi-year agreement to provide revenue assurance and fraud detection services signed

Teoco

Omatel, Oman

Multi-year deal awarded for Teoco to support radio access network planning and optimisation, including customer
experience management

UXP Systems

Flow, Caribbean region

UXP Systems’ Mint Digital Experience Engine chosen to power next generation digital identity capabilities for
Cable & Wireless Communications Caribbean retail brand

1.16

12.15

1.16

12.15

TeliaSonera extends 2operate network assurance
deal in Denmark, Sweden and Lithuania

Lars Moltsen:
CSP wants to
create value by
providing superior
network
connectivity

2operate has entered into
a long-term agreement
with TeliaSonera on the
use of its 2solve solution
for preventive network
assurance in Denmark,
Finland and Lithuania.

2solve, which utilises
smart algorithms for
automated network
element diagnostics, has already been
deployed on all access technologies – GSM,
WCDMA and LTE – in the three countries.
2operate claims the system increases the
productivity of network incident handling
compared to traditional OSS solutions by
using algorithms for automated incident
troubleshooting. This reduces the time to

diagnose and fix incidents, thereby
increasing network uptime and quality, it
says. The tool also increases the general
level of understanding of the network in
both technical and non-technical teams
working in network operations and
customer care, according to the vendor.
Under the new agreement, 2operate will
continue developing its multi-technology,
multi-vendor system to further increase the
level of process automation and network
understanding. Such development will have
a focus on new concepts such as VoLTE,
which is expected to play an important role
on all markets in the coming years.
“We are very proud of signing this deal with
the largest service provider in the
Scandinavian and Baltic region,” said Lars

Moltsen, the chief executive and cofounder of 2operate. “Working together for
the past few years, we know very well the
vision and demands of TeliaSonera to
create value through superior network
connectivity, and we highly respect that
they dare to innovate and be first in the
market with new concepts. We look
forward to work on new challenges
together in the coming years.”
Henrik Kofod, the chief technology officer
of Telia Danmark, added: “The 2solve
solution is widely used in our organisation
among engineers, technical supporters,
managers, and even sales people. It helps
us to better understand how the network is
currently performing and to proactively
discover and fix problems before they have
an impact on customers.”

SPONSORED BY:

www.csgi.com
12

VANILLAPLUS MAGAZINE I FEBRUARY / MARCH 2016

P E O P L E

MDS appoints new CEO to drive UK
and international growth
MDS has announced that Gary Bunney
has been appointed as chief executive.
Bunney will immediately focus on building
on its customer portfolio and driving the
international expansion of the business.
Bunney brings with him almost 20 years of
experience of sales, operations and
development, leading real-time revenue
management businesses, such as Intec
Telecom Systems and myriad group,
transforming them from small companies
to £100m turnover organisations. He has
also worked with major operators,
including BT, Vodafone Group and
Telefónica O2.
“MDS will continue to partner with its
market leading customers to help them
solve their real-time and customer
management solutions, while being at the
forefront of innovation in the BSS industry,”
Bunney said. “I’m excited by the great
opportunity we have to expand on the
excellent work MDS has already done in
helping its customers win in an increasingly
competitive market.”
Previous CEO, Mark Edwards, had been
in the role since October 2013. A company
spokesperson told VanillaPlus that USbased Edwards had become tired of the
travel to the company’s UK headquarters.

Netadmin Systems appoints
Ekelund as chief executive
OSS provider Netadmin
Systems has announced
the appointment of Mats
Ekelund as its new chief
executive. Ekelund was
recruited by the
company’s new owners
Mats Ekelund:
Volaris Group, replacing
Company has
Olle Hillström who acted
great potential to
as interim CEO throughout
grow
internationally
2015. His experience in
the IT and utility industries,
where he has engaged with national and
international clients and partners for more
than 25 years, will contribute to further
development and growth of Netadmin
Systems.
“It is an exciting company to lead, since

N E W S

Netadmin Systems is a market leader in
the Nordics already within the software to
automate fibre business, and has a great
potential to grow internationally from that
position,” said Ekelund.
Prior to Netadmin Systems, Ekelund held
senior management roles at global
organisations including Sogeti
(Capgemini), Scala Business Solutions
(Epicor) and most recently was
responsible for the metering division at
Powel, a company that delivers business
critical IT solutions to the Utility market.

Rajiv Datta to join Colt as chief
technology officer
Colt has announced the appointment of
Rajiv Datta as chief technology officer.
Datta will be a member of Colt’s executive
leadership team under Carl Grivner who
took over as CEO at the start of 2016.
In this role Datta will be responsible for the
development of Colt’s network technology
strategy, the creation of its next generation
of products and services, including the
evolution of its SDN-based network
capability, and the delivery of its digital
customer experience.
Datta has held a number of very senior
strategic positions in the telecoms and
communications infrastructure industry, most
notably at AboveNet Communications,
where he was most recently chief
operating officer. In this role, Datta was
responsible for the day-to-day management
of the company including sales, marketing,
service delivery, network management, IT,
engineering and infrastructure.

Intersec appoints new
Board Members
Real-time streaming analytics software
vendor, Intersec, has made several new
appointments to its Board of Directors. The
company’s Board welcomes three new
non-executive directors: Vincent Bastien,
Bruno Dizengremel, a partner at
Innovacom, in replacement of Jérôme
Faul; and John Scarisbrick.
Bastien has held CEO positions for over 25
years in various industry and luxury

international companies such as SaintGobain Desjonquères, Louis Vuitton, Sanofi
Beauté, Yves Saint Laurent Parfums or
Quebecor World Europe.
Based in Stockholm since 2001,
Dizengremel is responsible for investments
in Northern Europe. He was previously
Director of Corporate Development of
EHPT, a joint venture created between
Ericsson and HP specialised in networks
managing and invoicing applications.
Scarisbrick was CEO of CSR plc from June
2004 to October 2007 and previously
worked for 25 years at Texas
Instruments (TI) in a variety of roles. He is
a non-executive director of Intrinsity and
non-executive chairman of Netronome
Systems.

Revector hires CCO
and CFO, expands
into Asia

Andy Gent:
Strengthened
management
team will support
expansion

Mobile anti-fraud and
revenue protection
company Revector has
appointed two c-level
executives to strengthen
its management team as
the company expands
into the Asia-Pacific region.

Paul David joins as chief commercial
officer bringing more than 20 years’
experience across the IT and telecoms
industry in Europe, Asia and the USA.
David has held senior positions at Cable &
Wireless, Hong Kong Telecom, COLT,
Kcom and several internet startups
specialising in VoIP and IP product
development.
Keith Wilson was chief executive of
Dhiraagu Maldives and joins Revector as
chief financial officer. Wilson has worked in
the telecoms industry since 1991 in senior
finance positions in numerous countries for
Cable & Wireless and Digicel.
Andy Gent, the chief executive and
founder of Revector, said: “This is an
exciting time for Revector and a strong
management team will be invaluable in
supporting expansion into the Asia-Pacific
region, which will bring new challenges and
growth opportunities.”

SPONSORED BY:
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It is all about me and it’s about time!
It appears that CSPs now really understand that I
want to have the digital services that meet my
particular usage requirements. You are giving me the
plans that suit my busy family and that can flex up
and down like the balance in my bank account. You
are offering me an easy-to-use account management
Jennifer Fellows
tool that allows me to view my family’s real-time
usage and update my account settings. This is much
more convenient for me than calling your (offshore) call centre, says

Jennifer Fellows, the senior vice president of Product Management and
Marketing of MDS. I want to spend money because we are hopelessly
addicted to our smartphones and tablets. It is almost as though you
know that my kids are draining my data instantly and I can boost up a
new service or move data from my line to my teenagers’ line. It is not a
dream – it is finally here!
Read the rest of Jennifer’s 2016 predictions article at
www.vanillaplus.com (Search: Jennifer Fellows)

Are service providers taking fraud and revenue leakage more seriously today?
The most common causes of revenue loss among communication
service providers (CSPs) globally are poor processes and procedures.
This is one of the conclusions of new fraud and revenue leakage
research, conducted for Neural Technologies. So far, so normal, but
as Jeremy Cowan reports, an unexpected finding is the changing
seniority and profile of those responsible for controlling revenue losses.

Until 2007 revenue leakage and fraud were often the responsibility of the
chief executive or the chief finance officer and the Finance Department.
Read all of Jeremy’s article at www.vanillaplus.com
(Search: Neural Technologies)

Top tips for a successful SDN deployment
Software-defined networking (SDN) is one of the most interesting
developments in network architecture to emerge in over a decade.
Enticed by the opportunity for a more simplified infrastructure and the
ability to provide a new level of flexibility, operational efficiency and
faster reconfiguration of network resources, service providers and
enterprises alike are optimistic about its future.
A recent IDC report predicts the worldwide SDN market for the
enterprise and cloud service provider segments could grow from $960

million to more than $8 billion by 2018. According to Joe Marsella of
Ciena this growth is being fueled by organisations looking to realise
critical capex and opex reductions, and to enable greater agility for the
delivery of new services across their common infrastructure. This
fundamental shift in networking architecture is radically changing the
networking industry landscape and has become too important for
network operators to ignore.
Read the rest of Joe’s top tips at www.vanillaplus.com (Search: Ciena)

Where is the real value in the cloud for operators?
Advances in smartphones and the proliferation of 4G,
fibre and Wi-Fi mean that consumers around the
world are creating, interacting with and accumulating
more content than ever.
From photos to videos to apps to music, consumers
are steadily building up a huge library of content that
their devices by themselves simply cannot handle. For
businesses, meanwhile, bandwidth-hungry corporate apps are causing
Chris Halbard

issues around security and latency. This explosion in content is the
reason why more than 175m subscribers worldwide currently use
Synchronoss personal cloud services to back up, store and save
more than 200 terabytes of data each day, says Chris Halbard, the
executive vice president and president, International at Synchronoss.
Read the rest of Chris’s article at www.vanillaplus.com
(Search: Synchronoss)

Admits two

Join us for the 3rd Annual
MWC Wrap Party
Drinks and hot canapés
19.30 till late
Wednesday 24th February 2016
Marmalade Restaurant Bar Cocktails
Riera Alta 4-6, 08001 Barcelona
RSVP TODAY:
mark@vanillaplus.com to guarantee entrance!

FREE Prize Draw to win
one of 3 Fitbit ChargeHRs
Photo: Courtesy of Fitbit Inc

LEAD INTERVIEW

From CSP to DSP
– the next evolution of the
service provider
Chris Newton-Smith is the chief marketing officer of Redknee. Here he
tells George Malim how, as communications service providers (CSPs)
transform to become digital service providers (DSPs), they are entering
new markets, bundling propositions with new partners and putting
significant stresses on BSS in doing so. Newton-Smith warns that a slick
front end is only part of the answer; CSPs must do the hard work of
connecting it with their BSS infrastructure if they want the flexibility and
time to market required to compete in the digital services market

V

anillaPlus: There has been a lot of talk about the
need for communication service providers to
become digital service providers. What do you
feel a DSP is, and have you seen evidence of this
change within your CSP customer base?

Chris Newton-Smith: From Redknee’s perspective, there
are several changes that we are seeing in the market due
to the CSP to DSP transformation. First, within the
telecoms business, CSPs are still selling minutes and
data, but how they engage with their customers has
changed. They engage with customers in multiple
ways, including online, apps, social media,
customer care and more. Today’s customer
engagement expectations are being set by
businesses that provide various self-service
options – like Amazon and others. They
deliver consistency throughout all their
channels, and are focused on making it easier
for customers to discover new services. CSPs
are working to replicate these best practices
for communicating with their subscribers.

▲

The second set of changes we see are that some
CSPs want to bundle and offer existing telecoms and
new, non-telco services together. They might bundle retail
energy with voice and data minutes, or offer home security with

IN ASSOCIATION WITH REDKNEE
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more traditional telecoms offers, while using the same
provisioning or order management systems to create
these new offers.
CSPs can fix up the front end by providing a better
app with an easy-to-use look and feel, but they also
need to do the hard work of connecting the
infrastructure especially when it comes to offering new
services. Our customers are moving in this direction
but it’s not something everyone is doing yet. The types
of new digital services we see are varied, depending
on the region. There is no one common approach that
I’m seeing in terms of how service providers are
moving from CSP to DSP, it varies based on the
CSP’s market and IT infrastructure.
VP: What types of digital services are your CSP
customers supporting today?
CNS: I’m seeing some really exciting offerings, like
buying and managing home energy services through a
mobile phone, or services where CSPs bundle
together different devices, such as offering home
security features or bundling IP services on the
enterprise side. Vodacom Business has created a
successful offering where it is reselling enterprise
services such as Microsoft Office 365 and bundling
these with connectivity and IT services. Most CSPs are
rolling out M2M offerings – providing the bandwidth
and device management piece for M2M modules.
We have a number of customers who are providing an
MVNE solution to enable new partners and brands
that want to launch MVNOs. Often these brands are
coming from outside the telecoms industry, and want
to utilise the expertise and MVNE capabilities of a CSP
to launch quickly into the market and to outsource the
telecoms piece. For CSPs this can be a twist on their
wholesale business, reselling billing and IT as a cloud
service for MVNOs along with wholesale minutes and
data. Most MVNOs today are looking at new offerings,
such as retailers that are using mobile minutes and
loyalty points combined with their retail offers, or
integrating with banks, and other types of co-branded
business models.
VP: What do you believe are some of the key
challenges service providers are facing in
making this transition?
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Some CSPs will want to build an entirely new stack,
and some CSPs are taking this approach. For the
MVNE market, they typically will want to build a new
stack altogether to support their MVNO clients.
Whether it’s a new stack or transforming the existing
IT infrastructure, it is a challenge that involves not just
technology but also managing change throughout an
organisation. CSPs need to ensure that they have the
right partner or set of partners to make these projects
successful.
VP: How are CSPs preparing to handle the billing
complexity involved as they transition from being
traditional CSPs to becoming digital services
providers (DSPs) and what are their primary needs?
CNS: We’ve seen that CSPs are looking to simplify
their software stack, and looking for their partners and
suppliers to take on more of a role in executing these
projects. This is a trend we are seeing more and more.
They are working to simplify their offers and how they
go to market, and making corresponding changes to
their IT and BSS systems. CSPs need to be able to
design and launch new products and services quickly,
they need to be able to provide great customer service
through multiple channels, and they need to do this
while reducing their overall spend to improve
profitability. CSPs are also looking for software
solutions that are proven, well packaged and preintegrated; to minimise integration risk and enable fast
time to market.
There is also a push to offer new OTT services to
market, and to do this properly they need to be able to
support partnerships. This requires having IT tools that
allow them to bring on new partners, manage them
more easily, and handle complex revenue settlement
that can involve many partners in the value chain.
VP: What are the implications of multiparty – or
B2B2X – business models?
CNS: The answer to this question depends on what
role the CSP is playing and what the business model
is. If the role of the CSP is to resell and create new
offers as a channel for new B2B partner services, they
need a way to manage these commercial
relationships. They need to measure if they are

▲

CNS: Organisationally, we see that CSPs are working
to simplify how they roll out new IT services and offers.
Some have set up standalone business units, and
some are combining IT and technology organisations

to help them roll out new services. Some are looking
at outsourcing with companies like Redknee and
others to help them. For the larger CSPs though, the
question becomes, how to advance with a disparate
IT infrastructure.
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In terms of the lifecycle of a service, a CSP needs to be able to quickly
provision and set up the new digital service within its infrastructure

meeting their SLAs. If they are billing on behalf of other
parties, they also need to figure out who gets what
from the value chain.

Chris NewtonSmith: CSPs need to
be able to design and
launch new products
and services quickly
while reducing their
overall spend to
improve profitability

In some cases the CSP is acting as more as an IT
enabler. In this scenario they are providing a platform
where there is a common set of BSS services that
they want to offer to potential IoT application
developers and enterprise customers. With a CSP
platform offering, the question then becomes, how do
they modularise their capabilities and potentially resell
them as services? How do I take my BSS
infrastructure and make it easier to use? In this
instance, the CSP is not selling the services
themselves, but instead they are helping their
customers take their services to market.
VP: With digital services, the number of services
provided by CSPs will proliferate, and it will also
create accelerated service lifecycles. What
stresses to launch and support new digital
services will this put on existing BSS?
CNS: In terms of the lifecycle of a service, a CSP
needs to be able to quickly provision and set up the
new digital service within its infrastructure. As a CSP,
you have to be able to set the new digital service up in
your product catalogue and BSS infrastructure,
including linking it into your order management and
provisioning systems to automate the delivery of the
service. A new customer will have an expectation of
near instantaneous delivery of the service and the IT
infrastructure needs to be able to deliver this. And of
course, a CSP also needs to be able to quickly
troubleshoot if something goes wrong with the delivery
of the new service.

www.redknee.com
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As a service provider, I also want to communicate in a
more proactive way with my customers – in real-time. I
will also want to be able to promote multiple offers
with promotions that mix new and existing services.
Once the service is up and running, I then need a way
to support the customer. They might call in to a
helpdesk or they might raise a question on social
media. As a CSP I need a way to support them in a
way that works best for them. I need to provide an
omni-channel customer service approach where the
user experience is consistent across channels. This

often stresses current BSS systems.
VP: A key new service area for CSPs will be IoT.
How are the requirements of IoT different? Are
CSPs’ current BSS fit to serve the high volume
but relatively simple demands of M2M services?
CNS: For anyone providing an M2M service today, it
typically requires mobile wireless access, which is
supplied by the CSP. M2M is a building block of IoT
applications, and the M2M business model can be a
lot simpler. With M2M, the CSP needs to be able to
distribute and dynamically provision SIMs as part of an
application, provide 3G or 4G connectivity to these
SIMs, and manage the devices, determining what’s
online and what isn’t, and then aggregate the data
traffic and provide a bill at the end of the day. This is a
clearly defined typical M2M offering and most CSPs
are in this business today. Sometimes the CSP has to
modify or add to their IT stack to deliver M2M
services, but it’s in-line with what they do today for
voice and data.
IoT applications have different monetisation
requirements, which vary a lot depending on the
application and the business model. Redknee is
working with a number of IoT application developers,
and specifically on monetising IoT applications that
have high volumes of transactions and real-time
customer engagement.
VP: Finally, how would you sum up the key
attributes now required of BSS to support new
digital services, multi-party business models
and IoT?
CNS: It really comes down to having systems in place
that can provide flexibility and agility to support
whatever comes down the path. The future of the IoT
is still unfolding, and CSPs need to build and plan for
that uncertainly in their infrastructure. In effect, they
need to plan for what they don’t know. CSPs may not
be able to map out the future in detail, but what they
do know is that they will need to be responsive to their
customers, they will need to be adaptable to market
demands, and they will need to be fast. If they can get
their infrastructure to support these three key
requirements, the rest will be a lot easier.
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INTERVIEW

Digital transformation:
What's the new 'new'?
Digital transformation has been a key driver in the telecoms business for the last two years or
so, though as with so many trends and shifts in our industry, it’s open to a number of takes
and interpretations. As we approach one of the industry’s milestone events – MWC – Sean
Casey, the director of Convergent Solutions at CSG International, discusses how the digital
transformation journey is progressing
Sean Casey: I guess our view hasn’t changed so much.
For us, digital transformation in cable and telco business
is really about two changes. The first is the transformation
of the telco itself into an entity that exploits advances in IT
and communications to make itself a more efficient, agile
and innovative business – becoming a digital telco or a

▲

V

anillaPlus: CSG went public in 2015 with what
looked like your keynote digital proposition,
Ascendon. Twelve months on, how do you
see the impact and progress of digital
transformation and what does the term mean
to you?
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digital cableco. This transformation is happening within
the communications industry just as it’s happening within
just about any business you can point to, and we can see
the effect in everything from network functions
virtualisation (NFV) and software defined networks (SDN)
at the networks end to e-commerce and online selfservice at the customer interface – exploiting digital
technology to become smarter, more agile and more
cost-effective.
Second is the move – the diversification, really – into
digital services that run alongside traditional network
services, in some cases replacing network services, over
the top of the fast communications links that
communications service providers (CSPs) provide. An
obvious but very important example is the provision of
video services and streamed TV alongside voice,
messaging and broadband, but we’re seeing many of our
customers breaking into all kinds of other areas, from
mobile ticketing to in-car services to home security and
an awful lot more.
VP: Is that so different from the digital
transformation that we see other businesses having
to grapple with?
SC: I guess a big challenge for many CSPs is that they
have to deal with both these kinds of changes at once.
For many industries, digitalisation offers a smarter way of
selling and delivering relatively stable and familiar services
– books, say, or airline seats, or electric power. CSPs are
having to revamp how they operate to compete with
digitally native competitors, extend their portfolios into
new digital propositions and convert existing services –
including voice and messaging – to digital alternatives
such as VoLTE and rich communication services (RCS).
It’s a pretty tough challenge, not least because legacy
networks and services will need to run in parallel and
often in conjunction with new, digital services for the
foreseeable future.
VP: So what are you seeing emerge as common
strategies for CSPs as they engage with this
transformation?

common across all services. Within the legacy and digital
businesses, however, priorities are likely to differ, with
cost and efficiency most important on the legacy side, to
sustain margins as long as possible, and agility being
more important on the digital side to support market
responsiveness and get new services to market as fast as
possible.
VP: And are they able to pursue these strategies
with their existing IT and systems?
SC: That varies, depending in very large part on the
maturity of the service provider and its business support
systems. For many, their systems have been heavily
adapted over the years to deal with new services and
demands, and the push into new digital services and
more particularly into the kinds of new business models
that are emerging around the nascent IoT is a step too
far. So we see many CSPs evaluating their future IT
strategy with some urgency – to help them shorten time
to market, to deal more efficiently with partners, to
interact more effectively with customers and so on. These
requirements are now pretty well understood.
VP: I guess you’ve needed to adjust your approach
too, as we’ve started to develop a better
understanding of just how CSPs are transforming?

Sean Casey:
Legacy networks
and services will
need to run in
parallel and often in
conjunction with
new, digital services

For many industries,
digitalisation offers a
smarter way of selling and

SC: We have, although in fairness the size and
distribution of our customer base means that we’ve had
plenty of warning. The Ascendon platform that you
mentioned earlier is part of that response – it’s a digital
commerce platform that recognises the need for new in
developing and rolling out digital services, but also in
meeting changing customer expectations – the customer
for today’s digital content and services is very different
from the customer for 1996’s mobile or 2006’s
smartphone, but some systems go back that far. Few
CSPs want to wholesale rip-and-replace those legacy
systems though, so Ascendon is designed as an
accessible, quickly deployed cloud proposition to overlay
legacy systems as well as providing the flexibility needed
to support new offerings.

delivering relatively stable
and familiar services –
books, say, or airline
seats, or electric power

VP: So smarter software is still the key?
SC: Whether through consciously adopted strategy or
just because it’s a natural way for things to fall out, we’re
seeing a lot of CSPs adopt a dual business strategy
which allows them to sustain and defend margins in their
traditional business – which we shouldn’t forget will be
with us for a number of years – while opening up more
innovative propositions over their new digital networks.
Of course they don’t want these to be completely
separate businesses – the customer base and
addressable market for communications and digital
services is broadly similar, and CSPs want their
customers for any service to get an experience that is as
consistent, smart and efficient as possible, and to feel
that they are dealing with a single, advanced
organisation. So the customer interface needs to be
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SC: Actually it’s more than that – software does need to
be more flexible to support greater agility in uncertain and
evolving markets, and to compete effectively with digital
providers that are unencumbered by legacy and are
typically offering much simpler propositions. But digital
transformation includes a measure of business
transformation too, and we see a lot of CSPs thinking
hard about their underlying business model, driven by the
need to cut significant cost out of their legacy business
and significant risk out of their future ventures. Both of
these concerns lead in the direction of managed services
and here we’ve been fortunate in being able to bring to
bear our many years’ experience of billing and providing
customer care services for large cable operators in the
US and CSPs elsewhere.

www.csgi.com

21

EXPERT
OPINION
Understanding quality of experience for mobile
data will play a critical role in MNO transitions
Mobile network operators (MNOs) have to adapt to a rapidly changing market. The explosion of applications accessible
through mobile networks and the advent of over-the-top (OTT) services are putting pressure on traditional service
providers to differentiate themselves, keep the customer base loyal, and, most importantly, recover revenues currently
flowing towards OTT providers or competitors, writes Angelo Baccarani

I

n the past, MNOs focused on the bandwidth
made available to mobile users. They assumed
that more bandwidth equalled more customers.
Later, OTT providers appeared, creating an
environment where communications service
providers (CSPs) had invested significant amounts of
money to increase network capacity, only to have
their customers’ access services provided – and billed
for – by other entities.

The author, Angelo
Baccarani, is
product marketing
manager for service
assurance at Empirix

significant role in helping provide a normalised
approach using understandable terms for all services.
Various definitions have been provided for QoE, including:
• The overall acceptability of an application or a
service as perceived by the end-user
• How a user perceives the usability of a service
when in use and user satisfaction
• The degree of user delight with a service

So, how can MNOs differentiate themselves with
customers? They need to regain ownership of the
services and emphasise quality. To do that, MNOs
need full visibility of who is accessing the network,
through which devices, from where, and for what
purpose. Most important of all, they need to know the
quality of the user experience.

Defining quality in an
evolving network
The advent of high-speed mobile networks has
completely invalidated the fixed-line, network-based
approach to managing customer experience. Now that
multi-tasking is a norm, providers must understand
how customers perceive quality of service when
accessing voice and mobile data simultaneously.
Quality of Service (QoS) on its own isn’t enough. QoS
was defined by a set of key performance indicators
(KPI) and was once a valid approach in fixed-line
environments, but is no longer sufficient. It is proven
to be a valid way to check the health of the physical
network and the links between nodes, but cannot
represent the subjective perception of quality from the
customer perspective. While the mean opinion score
(MOS) provides a subjective metric of the voice quality
from a customer’s perspective, there is a gap as it
pertains to data and video services.

In addition, the variety and complexity of services
necessitate new approaches that can be
categorised as:
• Subjective assessment of QoE through user
surveys, periodic active testing and other means.
• Objective assessment of QoE using computational
models to measure live traffic, coupled with
correlation rules to derive QoE in near-real-time.

CSP challenges
There are many active testing solutions on the market
that inject traffic into the network to measure QoE, but
such an approach has limitations:
• Customers seldom agree to have MNO-provided
software running on their devices
• Testing traffic can consume the data plans of
end-users
• The type of traffic that can be tested is limited to
the scenarios defined by the tool
• Visibility of QoE is limited to the times and locations
the tests are performed

▲

Comprehensive customer experience management
MNOs currently lack a standard methodology for
measuring and reporting on subjective customer
experiences. Quality of Experience (QoE) can play a

QoE should be defined by both services and user
experience using subjective and objective
measurements. Indicators that everyone can
understand without any deep technical know-how
represent a completely different approach than QoS,
which is based on metrics tightly related to the
telecoms technology.
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Active testing of QoE is limited because it is obtained
through a sampling approach and therefore does not
cover 100% of the traffic, customers, devices and
locations.

The need for smarter QoE scoring
To define the best computational model to objectively
assess QoE, MNOs need to take into account many
parameters including:
• Network-dependent factors such as application
response time
• User expectations
• Context of use
• Application-specific factors

specific time range, the users are categorised as
satisfied, tolerating or frustrated by evaluating the
respective set of QoS metrics.
The various components affecting QoE are all taken
into account and weighed, while SSZ scoring records
all events, which will be required in the final formulas.
Finally, a formula correlates the SSZ results and
generates a single normalised QoE Index between 0
(unacceptable) and 1 (excellent).
Figure 1: Correlating QoS to QoE

The question now is: How do we correlate existing
QoS solutions and subjective customer experience
into a holistic QoE? A better, smarter approach is
required. Empirix has created a model that will not
only utilise information from existing methods, but also
enhance them to ensure they cover mobile data
services.
First, Empirix defined a set of metrics to evaluate each
of the phases composing a mobile data session,
grouping them in three basic categories: service
accessibility, service retainability and service
performance. What makes the Empirix approach so
innovative is in the next step, when each QoS
category is assigned, for each individual customer, to
a subscriber satisfaction zone (SSZ) correlating the
respective KPI. Empirix introduced a way to correlate
QoS metrics to a customer’s QoE. Basically, within a

The Empirix approach
The key differentiators of the Empirix approach can
be summarised as follows:
• Generate a single QoE Index instead of
thousands of uncorrelated metrics
• Correlate all procedures that can affect access to
the service, not only the network performance,
regardless of the technologies (2G, 3G and 4G)
• Flexibility to customise formulas to assign
different weights to how the individual QoS
categories contribute to the subscriber
satisfaction zone assignment
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• Flexibility to introduce application-specific KPI for
the evaluation of service performance
• Options to include the customer profile into the
SSZ’s categorisation
• Aggregate the QoE Index by configurable
dimensions like individuals or groups of
customers, cells, applications and mobile devices
to provide valuable information to multiple MNO
service assurance departments
• Provide an automated tool to indicate the
possible root-cause analysis of low QoE
(automatic expert analysis)

www.empirix.com
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Network openness, agility and
programmability is aligning with changing
app, content and subscriber behaviour
Rui Frazao recently joined Vasona Networks as CTO following nearly 15 years with Vodafone, where he most
recently served as director of network engineering. A virtualisation and mobile edge expert, Frazao oversaw
Europe’s first full-production virtualised network core launch. He also led a successful VoLTE deployment for
Vodafone Germany. In this interview, Frazao offers perspective on major trends that communications service
providers (CSPs) are grappling with, such as rising video use and edge computing architectures

V

anillaPlus: The vast majority of your
experience has been on the mobile operator
side. How are you finding the adjustment as
CTO for a tech vendor?
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VP: What will this transformation look like?
RF: You’re starting to see a fundamental change in how
CSPs invest. Long-term projects remain important but

▲

Rui Frazao: Our industry is at an inflection point
with many important trends coming to a head. There’s
explosive growth across video streaming, IoT and content
encryption. This is causing CSPs to rethink how they
build and operate networks. It’s clear that the as-a-

service approach that has become popular in so many
areas should extend to infrastructure too. I know these
networks intimately and with Vasona, I have the
opportunity to lead the technical advancement that will
help transform them.
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must now be balanced against advances that
immediately improve user experiences. This need extends
across multiple segments, from consumer to corporate,
and even machine-to-machine. We need smarter, more
flexible networks to handle all of that.
VP: Is that what edge and virtualisation movements
are all about?
RF: Absolutely. The competitive environment demands
fast deployments, adjustments and scaling. CSPs have to
monitor and react to real-time changes in what
customers are doing on their networks. Edge locations
provide the best opportunity to do this, and virtualisation
technologies provide the most versatility for current and
future needs.
VP: That sounds promising, but isn’t it easier said
than done?
RF: I’ve seen firsthand that it can be done with immediate
business and network benefits. But you’re right, the
challenges are steep given the simultaneous changes
occurring in how mobile networks are used. There’s
certainly an art to this and it’s exciting to help lead the
charge with a vendor that’s at the forefront of
accelerating industry change.
VP: Just how fast does the industry need to move?
RF: We need to move fast enough that we keep up with
the demand for experiences that users have come to
expect. Virtualisation is powerful, and even necessary, in
supporting this. It provides the flexibility to react to
changes brought on by evolving user behaviour,
changing competition, and the innovation being led by
partners such as app providers. In a way, it’s like yoga for
the network - and once the flexibility is there, it opens
new possibilities that we couldn’t have considered just a
few years ago.

balancing long-term visions with short-term
improvements. The industry is still wrapping its head
around what virtualisation and edge computing mean on
a large scale. But meanwhile, video poses challenges that
must be addressed now. We don’t have the luxury of
waiting a few years while video, with its evolving delivery
needs, takes an even larger share of traffic. Especially
since consumers now have such high expectations when
it comes to media experiences.
VP: What’s changing about video that is making it
harder to deliver?
RF: Let’s first agree that video is very much an
opportunity. Subscribers want it and when it’s delivered
correctly, it’s such an intimate, immersive experience.
This is partly why so many mobile network operators are
launching their own video services. It is a huge business
opportunity with either subscription or ad revenue. Yet,
video can completely change the operating realities of
networks with old approaches falling flat. For one thing,
video is increasingly encrypted; Vasona has seen HTTPS
as high as 90% of video traffic in some tier-one
deployments. The old approaches, which modify video
content no longer work in an encrypted scenario. And
besides that, those approaches often degraded the
stream quality. People no longer find that acceptable,
especially when every other screen they look at is offering
an HD experience.

Rui Frazao: the best
way to handle video
today is to address
all traffic
simultaneously

VP: So how do CSPs address this?

On the video

RF: It’s interesting, the best way to handle video today is
to address all traffic simultaneously. Today, apps get to
determine their own quality level. And if one application is
designed to be greedier than another, that’s when
congestion happens and users who see quality levels
drop become understandably upset. The network really
has to step in and arbitrate for the most overall fairness.

front, we’re in the
right place at the
right time

VP: Tell us what’s next for Vasona?
VP: What are some examples of these new
network possibilities?
RF: A good example is the ability to choose among best
of breed software elements based on the specific need of
the moment. Finally, CSPs aren’t locked into one major
vendor’s particular set of capabilities. They can also work
with more nimble players to get precisely the functionality
they need, and use APIs to assure things work together.
This openness, agility and programmability in the network
aligns with how apps, content and subscriber behaviours
are changing.
VP: Is the constant growth of video an area where
behaviours demand network change?
RF: That is a perfect example of my earlier points about
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RF: On the video front, we’re in the right place at the right
time. In one deployment after another, Vasona is helping
CSPs handle the challenges I spoke about, delivering
great experiences without crushing the network or
requiring massive investment. We have a leg up by not
having to alter video packets to ensure all subscribers in a
cell – whether they’re watching video or not – have great
experiences. We’ll be showing this at Mobile World
Congress and discussing it in an event panel session too.
We’re also focusing on collaborative work with customers
and the industry around advancing virtualisation and edge
computing. This is the next frontier and Vasona has got an
early jump, as the company has always delivered
software-based solutions on standards-based platforms.
Still, there’s much progress to make and we expect to be
busy working towards it over the next few years.

www.vasonanetworks.com
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Virtualisation architecture
with open interfaces and
protocols will accelerate CSPs’
migration and integration
Swamy Vasudevan is the chief technology officer of strategy and
business development for software defined networks (SDN),
network functions virtualisation (NFV) and cloud at Ericsson
North America. Here he tells VanillaPlus that, as virtualisation
technologies are deployed, a framework architecture that
encompasses analytics and policy management in addition
orchestration and management is required. Such an architecture
is vital to enable communications service providers to unleash
the benefits of virtualisation regardless of whether they take a
holistic, hybrid or step-by-step approach to their transformation

V

anillaPlus: What is the importance big data analytics and
policy in the management and orchestration of hybrid
networks?

Swamy Vasudevan: Policy and analytics have always been an
integral part of managing and securing communications
networks. However, technological innovations such as network
functions virtualisation (NFV), software defined networking (SDN)
and cloud technologies now allow policy and analytics to serve
mission-critical roles in managing and securing dynamic,
autonomic, programmable networks. For example, with CSP
looking to deploy hybrid networks – composed of both physical
and virtual network functions, the focus is not only on
management and orchestration (MANO), but also on control,
policy and analytics (COMPA) to realize the complete benefit
of NFV in the hybrid world.

Swamy Vasudevan:
CSPs don’t want yet
another separate
network isolated from
other parts of the
infrastructure

There are two ways to approach this opportunity: at the
network level or the customer level. Applying network
level policy means, for example, that if a particular
network function exceeds more than 90% utilisation of
its CPU, the CSP is alerted that it might fail. In the
traditional world if something fails the alert goes to the
network operations centre (NOC), but with a VNF,
you need the intelligence – and remember there will
be millions of VNFs – taken from the tons of data
to automate bringing up a new network function
to alleviate the issue.

▲

At the customer level, let’s suppose a customer
is watching Netflix and the CSP notices the level
of bandwidth they are using is causing capacity
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to be constrained. The CSP can then use analytics
and apply policies – such as applying new
compression techniques or spinning up new capacity
– to optimise the increase in bandwidth availability.
Analytics and policy allows the CSP to go beyond
MANO and employ adaptive automation and dynamic
governance. These capabilities are important to
efficiently meet the challenges of a cross layer, multidomain infrastructure and provide the full benefits of
network and service automation to the CSP and the
end user. Adaptive policies can change in response to
dynamic infrastructure.
VP: What is the appropriate level of
management and control for a hybrid network –
should the approach be centralised, distributed
or hierarchical?
SV: This is highly dependent upon the CSP’s specific
architecture and objectives. You centralise for
efficiency and distribute for responsiveness – that’s the
ongoing trade-off. So migrating an existing network to
an NFV/SDN-based architecture requires hybrid
operational modes that apply SDN-based control
capabilities onto the existing transport infrastructure.
Therefore, the capabilities that are included depend on
the level of centralisation versus distribution of
functions that the CSP chooses for its network domain.
The appropriate level of management and control
clearly depends on the type of service as well. Once
the network functions are virtualised, they can move to
locations where demand is likely to be high. For
example, with a video content service it makes sense
distribute some of the management and control
functions. However, situations of peak demand such
as large events can be tricky, so control and
management functions need to be close to where the
traffic is coming from.
VP: How do you prepare for the future while
balancing current needs to deliver against return
on investment (ROI) expectations and minimising
business disruption?
SV: This is a challenge every CSP is facing. We
recognise that CSPs don’t want yet another separate
network isolated from other parts of the infrastructure.
Strategic architectural planning will integrate, federate,
consolidate and rationalise to work towards a holistic
infrastructure that can be managed as one entity for
simplicity and costs savings. Of course, this is done
over time and in phases according to the target
architecture.

CSPs will decide on the distribution and hierarchy of
individual COMPA units across a network, based on
their unique circumstances and specific objectives. To
support the individual CSP’s objectives, Ericsson’s
flexible COMPA approach relies upon the underlying
concepts of cross-layer federation, hierarchical control
loop and policy cascading. Cross-layer federation
provides a controlled way to coordinate distributed,
dynamic COMPA elements operating at different parts
of the network.

When we look at a
CSP’s processes and
network, we’re
looking from the
transport layer - the
network and access
platforms and the
OSS and BSS on top

When we look at a CSP’s processes and network,
we’re looking from the transport layer - the network
and access platforms and the OSS and BSS on top.
Each of those layers have common themes. In
transport you need a control mechanism for
provisioning a particular transport layer. From an
orchestration perspective, if you’re setting up an endto-end transport path, it needs to be managed.
All the things that apply in the transport layer also
occur in the infrastructure layer, the scope of a cloud
service or whatever the situation is, so the need for
things to be controlled and orchestrated is common,
and analytics is also required. CSPs therefore don’t
have to focus on one specific business case but can
build an architecture that will be applicable as they
move through NFV and other transformations.
By the way, the second approach for CSPs is not to
completely boil the ocean but instead to identify a
specific business need for virtualisation and address
that in a relatively contained way. For example, a CSP
that wants to provide services to an enterprise customer
can look to a specific deployment to accelerate the
time it takes to provision a service to an enterprise.
VP: What are the migration steps for
operationalising hybrid networks?
SV: Tying into the ROI question earlier, you break
down the steps and define migration phases
according to the target architecture; so the first steps
are to determine a target architecture, assess your
current position towards that target and then identify
the milestones to get to the goal. As you proceed, you
will need to federate data and abstract from existing
network elements to make them available to SDN
controllers or NVI managers. This will allow you to
bridge from your current infrastructure to avoid
disruptions in your existing services and operations.

▲

There are two ways to approach this. First a lot of
technological evolution is happening because of cloud,
SDN and NFV. CSPs that want to prepare for the
future by offering any blend of services in an agile

manner and with relatively low time to market will
invest in complete transformation. This all in approach
involves creating standard frameworks, like an
architecture, to enable the step-by-step evolution
while reaching business goals associated with each
deployment. As mentioned earlier, Ericsson’s
architecture for this is called COMPA – control,
orchestration, management, policy and analytics.

IN ASSOCIATION WITH ERICSSON
VANILLAPLUS MAGAZINE I FEBRUARY/ MARCH 2016
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With NFV, the whole point is about how all the different resources can
be shared in a multi-tenant approach so multiple customers can be
supported just by partitioning the network into different slices

If we had a greenfield deployment situation, life would
be easy. Unfortunately that won’t be the case as
CSPs have so many legacy technologies deployed.
The ETSI model therefore has to be extended to cover
all the different technical principles and help the
industry move seamlessly to a hybrid model.

particularly in the way we adapt processes and
functions as a result of this network management
organisation. But the telecoms industry has always
solved seemingly impossible challenges and I have no
doubt we’ll continue to do so as we fully utilise these
new technologies.

One way to approach this is to understand what is in
the CSP’s existing network. To begin, CSPs typically
will have a multi-vendor, multi-technology
environment, so analysis is required as a first step. The
second step in this migration is to ensure the
processes are set in place correctly. In physical
networks these processes are well defined through
years of development; but NFV and SDN are
completely disruptive, so the processes and
management need to be addressed. This involves
creating a thin layer on top of the infrastructure that
hooks into not just the element management systems
of the physical network vendors, but also the VNF
managers – and talks to both in a hybrid manner.

VP: Does joining up all the cloud-SDN-NFV
innovation needed for next generation
management of the network imply years of
systems integration/transformation effort?

With NFV, the whole point is about how all the different
resources can be shared in a multi-tenant approach
so multiple customers can be supported just by
partitioning the network into different slices. This will
certainly happen, but will take place gradually for each
domain depending on the complexity involved. The
key thing here is to have the framework that sits on
top of both the physical and virtual infrastructure.
VP: How realistic a scenario is autonomous
automation of network management?
SV: It’s absolutely realistic. When we talk about
traditional automation – as we have done for 20 years
– most CSPs are trying to handle their capabilities in
the OSS and BSS domains. However, processes such
as provisioning a new network service have remained
largely manual, sometimes taking a CSP weeks to
complete. A key barrier is that you can’t really
automate truck roll in the physical network, but with
SDN and NFV you can automate effectively. There are
so many proofs of concepts going on across the world
that I think zero touch provisioning – not just from the
B/OSS perspective but right up to the network – is real.
www.ericsson.com
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To be sure, there still will be obstacles to overcome,

SV: That all depends on the service provider’s target
architecture, how quickly they want to reach that
target and their ability to efficiently manage through
the transition. There are lots of benefits to combining
all of these technologies. Cloud has been in existence
for more than a decade and enables resource pooling
and rapid elasticity. NFV takes that cloud principle and
applies it to VNFs to create much greater agility on the
network side. SDN, on top of that, drives
programmability in the network to enable faster
introduction of new services.
Due to the impact on CSP processes and potentially
even the business ecosystem, it is likely that this
transformation will take place in a stepwise manner
over a significant period of time – with different parts of
the network evolving at different rates.
Having said that, we need to remember that this isn’t a
greenfield situation; but if we create the right network
architectures that have exposure and abstraction,
coordinated integration between the different
administrative domains can be achieved. The COMPA
architecture defines how you can set up interoperability
between domains using industry standard protocols
so the integration effort will be minimised.
That will massively reduce the time it takes to
implement new services or elements. I don’t think this
transformation is going to involve years and years of
complex management and systems integration. I’m
much more optimistic that open interfaces and
protocols will reduce the time required for migration
and integration. I see COMPA as a key enabler of this
integration, as well as the main driver in the resulting
reduction in the time taken to transform.
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The authors, Danny Dicks and Simon Sherrington,
are contributing analysts at Heavy Reading

Introduction
ver the last year or so, security of networks of all kinds has risen up the news
agenda as evidence of major information and communications technology
(ICT) systems being compromised or data being stolen come to light.
Scarcely a week goes by without another story. And if security has become one
of the major real-world tech storylines, then virtualisation has matched it for
newsworthiness inside the telecoms industry

O

So it is not surprising that many communications
service providers (CSPs) are scrambling to
understand the security implications of virtualising
network functions and the infrastructure on which
applications run and from where services are
delivered. Will virtualisation help or hinder efforts to
be secure? Will security have to be completely
rethought, or do the same principles apply in a
virtualised world as in the physical?
Some aspects of network security remain the same
– functions may move from hardware to software,
or from management systems to automated
systems. Even with these shifts, basic security
techniques like authentication and encryption are
still in place.
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That said, a fundamental change is under way – one
that may call for a complete review of how security
is done, with greater emphasis on security at more
levels from the processor all the way to application
data. Talbot Hack, senior product manager at
security vendor Arbor Networks, calls virtualisation
transformation one of the biggest technology
disruptions that carriers are facing, and says CSPs
have a long way to go to reach the level of adoption
of virtualised approaches – in security as well as in
other matters – as companies like Amazon: "All
operators have data centres they have already
virtualised, but there is a big leap from that to NFV
and virtualising the mobile EPC [evolved packet
core], or their entire service delivery infrastructure,
their SS7 signaling plane and so on," he says.
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Some aspects of this change introduce security difficulties;
others offer potential solutions. As Ian Hood, head of solutions
marketing for service providers at Cisco Systems, points out,
the scale of existing security vulnerabilities changes as the
number of physical boxes to be protected decreases and the
number of virtual machines (VMs) increases. Indeed, the aim of
NFV is to reduce the number of discrete platforms, and SDN
might reduce the number of discrete protocols in the network.
But an architecture in which virtualised platforms move across
domains and locations introduces complexity.
In some respects, virtualisation is beneficial for security. For
instance, if one customer of a service delivered from virtualised
resources is taken down by an attack, other customers are
probably not affected. Hongwen Zhang, the chief executive of
Wedge Networks, says that: "NFV and SDN mean there is a
significant narrowing of the surface to be defended, translating
to overall security and cost saving." David Tipping, the vice
president in charge of session border controllers (SBCs) at
Sonus Networks, points out that virtualisation enables CSPs to
spin up security resources in multiple instances from multiple
locations, although he adds that: "if your application doesn't
have security built in, then you're relying on another part of the
security ecosystem to protect you."

Virtualised security issues for CSPs
Multiple aspects of carrier network security are affected by
virtualisation.
• Physical security: Traditional central offices are relatively
secure, but this changes with NFV: network functions are
delivered from different locations with different levels of
security. More premises need to be security-hardened
against physical intrusion, consideration needs to be given to
the use of laptops, Bluetooth, smartphones and USB
memory sticks in such facilities.
• Securing virtual assets: Both SDN and NFV can add
complexity for CSPs: they now have to secure physical and
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virtual assets that could be anywhere, and they have to deal
with a hybrid control plane. The cloud and the data centre
become part of the infrastructure that needs securing. Hood
from Cisco points out that "these are very different from the
network infrastructure running on high-performance
hardware that was secured in the past."
Familiar attack vectors remain, even in moving to a virtualised
environment, so infrastructure must still be secured through
the use of authentication, ID and access control. Wayne
Cheung, director of product marketing at Juniper Networks,
points out that as well as separate control and forwarding
planes, there is also an additional application plane, and
northbound and southbound interfaces, that need to be
secured. "There is hardening of cloud and SDN protocols
going on, including adding rule-based access to APIs
[application programming interfaces], and encryption of
configuration and data planes," he notes.
• Management and mitigation: With NFV/SDN, many
security attributes can be implemented from the cloud,
enabling faster response to known attacks, but requiring
appropriate monitoring and management systems to be in
place. As Zhang of Wedge Networks points out, "The
security function scales – with NFV, compute resources
needed for security can be provisioned in real time."
However, management and orchestration of
NFV/SDN-based services also uses new
interfaces and protocols that need to be secure.
• Lawful interception: This aspect of security, which has
been raised with ETSI by CSPs, will need to be considered if
data resides in new locations. It is a significant work item
with ETSI; publication of documents is expected.
• Cultural and educational impacts: Network
engineering teams will tend to want to put the
infrastructure for virtualised functions close to physical
network infrastructure – and security for them is an issue
of securing network services.
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The IT team will want to put the infrastructure in
their data centre – and security for them is an
issue of securing applications. Virtualisation blurs
the lines between what have been separate
parts of a CSP's business. As Hack points
out, "the skill-sets and mindsets of traditional
telecoms/network engineers are quite different
from those of IP networking and security
engineers. So, from an operational perspective,
successful adoption of new networking
technologies, such as SDN and NFV, will require
significant cultural and educational shifts."

Enterprise security services
Many network operators, though not all, provide
managed services to enterprise customers.
Typically these have been managed connectivity
services, where the security of the network has
been rather taken for granted by the customer and
delivered by the CSP through robust physical
security of the network elements involved. But as
the range of managed services has grown and
moved upward through the communications
technology stack, the service being bought has
become increasingly abstracted and removed from
the underlying physical infrastructure. CSPs can no
longer guarantee the security of the managed
services that enterprises are buying using their
traditional approaches, partly because they are no
longer responsible for all the infrastructure from
which those services are delivered, and partly
because the security vulnerabilities of those assets
that they do control are changing.
IoT is a factor here: Ericsson and Cisco are among
the vendors to have pointed out that critical
infrastructure, using virtualised and distributed
communications resources, needs securing. Cisco
positions its virtualised Adaptive Security Appliance
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(ASAv) running on multiple platforms as relevant;
Ericsson is aiming its new suite of data-centric
security solutions at such applications, too.
As business users increasingly buy services from
online service providers other than network
operators, the role of the managed security service
provider becomes more significant. CSPs are in a
position to fulfill this role – and virtualisation is
making it more possible for them to do this.
Cheung explains: "If service providers put security
into the cloud, they can allow their customers to
choose the services they want more easily and
deploy them more quickly. Carriers with big
managed services portfolios are going down the
virtual security route."
But CSPs do not have this market to themselves.
Hack points out that "the security industry has
been virtualising its solutions for several years,
because during this time we have been selling to
many online and hosting companies who expect
our offerings to be deployable on virtualised
infrastructure in a data centre."

Challenges and solutions
Once the broad issues of virtualisation and security
have been appreciated, CSPs can begin to plan a
process to identify specific challenges and
solutions that can better secure network
infrastructure and services. But while some of the
potential weaknesses of the virtualised environment
and hybrid physical/virtual environment are widely
understood, there is no consensus on the best way
to overcome them. Ultimately, one of the most
important challenges is that virtualised networks
are more open than the carrier networks of old,
and as Stefan Jung, head of security in Ericsson's
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cloud and IP business unit, says, "The paradox of securing the
cloud [is that] you can't harden it by limiting access."
Among specific security challenges highlighted by security
vendors we spoke to in researching this report are the
following:
Processor microarchitecture and hypervisor vulnerability:
Moving to standard white box infrastructure on which VNFs run
opens up some new attack vectors that weren't there when
functions are delivered on dedicated hardware, such as the
security of CPU sockets. Nick St Pierre, an assistant vice
president in the office of the CTO at Sandvine says that while
"an app may be partitioned at software level, [it] can still be
attacked by neighbouring VNFs residing on the same
infrastructure via a L3 cache Flush+Reload side-channel
approach."
Also, there is some concern over the security of hypervisors,
such as KVM, VMware and Xen, and the extent to which they
are hardened against threats, such as the VENOM bug that
caused problems in 2014 and 2015. Network equipment
providers and other security system vendors we spoke to
acknowledged the work being done by hypervisor suppliers
to address this, but said there was no common approach
being taken.
An additional issue is that the performance of virtualised
security appliances – of various kinds – on x86-based hardware
is not as high as that of dedicated appliances, and this needs
to be taken into account when designing security regimes.
Hood raises the issue that the control plane doesn't scale at
the same rate as the data plane, and that SDN doesn't directly
solve this fundamental issue – which he believes is more
significant than the potential vulnerabilities of the
communications protocols used in SDN.
Protocols, interfaces and management: There is some
concern among vendors that the communications protocols
that are becoming widely used by CSPs in their virtualised
networks for service function chaining (SFC) are more
vulnerable to attack than those used in conventional
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networking. Work is being done by industry bodies to harden
these protocols, but doubts remain. Furthermore, the move to
virtualisation of network infrastructure introduces a new layer
with separate management and APIs that can be attacked.
Automation and supervision: One of the benefits of
virtualisation and cloud-based service delivery is the potential
offered for automation – and opex savings – throughout the
lifecycle from customer on-boarding to service assurance. But
this brings with it the requirement to have better monitoring of
services to ensure that attacks cannot happen without being
noticed. The flip side of this concern, of course, is that
automation can result in the more rapid deployment of security
resources where and when needed.
There is a very broad range of solutions to these challenges
proposed by vendors, which generally fall into one or more of
the domains shown in Figure 1. The space is complex and no
hierarchy is assumed – virtualisation tends to collapse and blur
layered models. Some vendors position their solutions within
more defined layers.
At the chip micro architecture and hypervisor level, many
vendors we spoke to took the view that some of the most
important work is being done by chipset vendors: ultimately,
they argue, this is where security needs to be strongest
because the hardware on which virtualised network functions
reside, or from which SDN-based services are delivered, is
susceptible to attacks at this fundamental level. At the
component hardware level, too, more highly secure processors
are being released from Intel, ARM and others. Trusted
platform modules (TPMs) and hardware security modules
(HSMs) from chipset vendors and other specialists remain
important for authentication and encryption applications.
Though this hardening is welcomed, it comes at a cost: Some
security features implemented at the chip level can make it
more difficult for the virtualised functions deployed on them.
On the issue of hypervisor security, one way to mitigate
vulnerabilities is to monitor the hypervisor to detect problems.
This is the approach advocated by Nokia, which says its Cloud
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Figure 1: Where security can be addressed as
services and network functions virtualise
Source: Heavy Reading
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Security Director has this functionality. Nokia
contends that it doesn't seem sensible to delete
and reload a VM to check that it has not been
compromised.
There has been a great deal of virtualisation effort
put into security appliances of all kinds: firewalls,
gateways and routers with security functionality
built in, load balancers and policy engines for
implementing security approaches. This elasticity –
a feature of SDN and NFV – means network
attacks like denial of service/distributed denial of
service (DoS/DDoS) can be detected and
blocked faster.
However, in the case of virtualised appliances
running on standard hardware, there are issues of
performance that must be understood; it is likely to
take some time for the market to switch from
physical appliance-based security to VNF-based
security.

virtualised – security appliances should be located
for maximum effectiveness. The migration from
physical to virtualised infrastructure could involve
redesigning the whole approach to security. Cisco,
for one, thinks that security should not be
appliance based, and that there should be less
integration of security, deep packet inspection (DPI)
and other processes/functions into hardware or
virtualised network functions and services. Its idea
is that the first virtual router that traffic arrives at
should call on processes from other virtual
functions to decide what should happen to that
traffic. Wedge Networks is among the vendors
calling for security functions to be designed for and
delivered from the cloud. Its Cloud Network
Defence solution applies security policies to
network traffic within the cloud rather than at the
edge or in specific hardware appliances.

The virtualised approach to network security is
likely to become more performance-competitive
over time. St Pierre of Sandvine points out that Intel
has increased the packet-bridging capacity of its
DPDK API products: "It can now process 59 million
packets per second (MPPS) up from 29 MPPS on
the identical Xeon chip… by virtue of DPDK
release alone."

Some work is being done to address concerns
related to security vulnerabilities of protocols and
interfaces used in NFV and SDN, as well as the
management of security VNFs. A working group of
the OPNFV cross-industry organisation is
proposing the Moon Security Management Module
(see https://wiki.opnfv.org/moon) as a way to
address concerns about the OpenStack platform
and SDN controllers used in CSP networks. Moon
will be built on OpenStack's Keystone identity
service and used for authentication.

There is also the issue of where – physical and

Nokia is also looking at this issue closely and has
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been building a security architecture that includes security
element management and a security orchestrator. The
OPNFV's project Moon, and Nokia's security reference
architectures for NFV and SDN, are examples of a multi-layer
approach with management and orchestration of virtualised
security functions. Nokia describes its Cloud Security Director
as a security brain.
However, some vendors are keen to stress that virtualised
security has been delivered over many years to very large
online services companies using tried and trusted protocols.
Hack points out that "robust, SDN-like protocols are already
widely used today for network-based protection – namely BGP
and FlowSpec. OpenFlow is prominent among a new and
promising set of SDN protocols that nevertheless will take time

Conclusion
As CSPs forge ahead with efforts to virtualise and distribute
their network functions, as well as build new sets of services
from resources within their data centres and from elsewhere,
they are discovering that these processes potentially open
up their networks to new types of security risk. At the same
time, CSPs can see the opportunities they have to help their
business customers with security: It's a pressing concern for
businesses of all sizes – and something that many do not
have the skills or resources to keep on top of for themselves.
Fortunately, help is at hand for CSPs. All manner of vendors
– from their trusted network equipment providers to their
specialist suppliers of security appliances – have relevant

to become very widely used in security applications," he says.
He is backed up by St Pierre: "Historically, any new application
or protocol development delivers a working framework – but
security comes later as companies try to commercialise the
framework. It's always been like this," he says.
Ericsson is among vendors calling for a radical rethink of
security paradigms in response to virtualisation. While
acknowledging the importance of traditional security
approaches, the company suggests a new proof of
authenticity, time of signature and attributed identity of any
signed data. It has developed new security solutions oriented
around assuring the integrity of application data in part in
response to the emerging need to secure data used in critical
IoT applications.

ideas and products. And while the solutions to security in a
virtualised world are not at all straightforward and rely on
many component parts being appropriately robust, all are
in the business recognising the importance of getting
security right.
Network, application and data security is under the spotlight
as never before. And the open nature of the cloud means
that it's not possible to simply build higher walls and dig
deeper moats round network infrastructure. Much of the old
thinking needs to be jettisoned. It will be a wise CSP that
calls in advice from those that have done the deepest
thinking and that can demonstrate the most credible vision.
The stakes are very high.

About Heavy Reading
Heavy Reading, the research division of Light Reading, offers deep analysis of emerging telecoms trends to
network operators, technology suppliers and investors. Its product portfolio includes in-depth reports that
address critical next-generation technology and service issues, market trackers that focus on the telecom
industry's most critical technology sectors, exclusive worldwide surveys of network operator decisionmakers that identify future purchasing and deployment plans, and a rich array of custom and consulting
services that give clients the market intelligence needed to compete successfully in the global telecoms
industry. www.heavyreading.com
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COMPANY
PROFILES

Company summary
Arbor Networks believes that NFV adoption will be an evolutionary,
rather than a revolutionary, process, but one that eventually leads to
widespread deployments on various scales. The company’s research
and development efforts for SDN and NFV are focused on three
primary areas: redirecting traffic via SDN control; utilising the power of
the network to provide overall visibility, as well as to detect and block
security threats and virtualising platforms and services for seamless
integration with both legacy and next-generation networks.

NFV security credentials
Arbor already has virtualised three key facets of its security offerings:
SP Visibility platform provides network traffic visibility; DDoS Threat
Mitigation System (TMS) enables CSPs to deliver distributed denial-ofservice (DDoS) protection services to their customers; and Availability
Protection System (APS) provides DDoS protection for data centres,
enterprises and other large networks. In addition, Arbor’s SP platform
combines network-wide anomaly detection and traffic engineering
carrier-class threat management to automatically detect and remove
only attack traffic, while maintaining other business traffic. The platform
performs the core tenets of SDN: metering, matching and acting on
traffic. Arbor is fundamentally a software-driven company and already
supports the tenets of SDN and NFV from a traffic intelligence
perspective: a centralised, carrier-grade management architecture that
provides distributed, scalable, network-wide visibility, threat detection
and mitigation. The company has cloud-based licensing models for all
of its platforms, enabling customers to quickly and easily expand and
scale network coverage, capacity and capabilities as needed.
Customers can deploy Arbor solutions purely on their own virtual
infrastructure or in a hybrid mode, as they bridge from an appliancebased to a virtual infrastructure.

Key differentiators
Arbor is seeing growing interest in virtualised DDoS protection as a
VNF that can be added as part of NFV-driven network architecture. In
addition to virtualising its entire network visibility and DDoS mitigation
solutions portfolio, Arbor is exploring how its SP, TMS and APS
platforms can act as VNF managers and virtual security functions
(VSFs). Customers are looking for visibility into traffic behaviour in parts
of the network that may be hidden from traditional traffic monitoring
technologies, such as NetFlow, border gateway protocol (BGP) and
packet probes. Finally, Arbor will continue to focus on large network
operators because the network is mission-critical to their businesses.
Traffic visibility will continue to be a challenge for these operators,
especially as SDN and NFV environments support new protocols and
multiple underlay/overlay networks. Furthermore, security on those
networks will continue to evolve, especially threat detection and
mitigation via SDN-awareness and embedding VSFs into NFV
infrastructure.
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Company summary
Ericsson believes virtualisation results in additional attack vectors from
a security viewpoint, and the company addresses those through
distributed clouds; network functions virtualisation (NFV) and virtualised
network functions (VNFs); software-defined networking (SDN); and
network slicing. Distributed cloud technology allows multiple
datacentres, both central and distributed, to appear as a single, virtual
datacentre. With NFV, traditional network functions can be instantiated
in the cloud, and CSPs can reduce risk in how networks are built and
operated. SDN brings the power of programmability and automation to
networks, and network slicing divides a network into multiple slices in
the control, user and management planes, allowing each slice to be
optimised individually for the use cases it is intended to support.

NFV security credentials
Ericsson addresses NFV security through several offerings. Ericsson
Hyperscale Datacenter System 8000 (HDS8000) uses disaggregated
hardware architecture for better resource utilisation. The initial focus is
on complete operator cloud transformation for NFV, and it provides
root of trust for virtualised environments. Ericsson Cloud Execution
Environment (CEE) is the virtualisation, control and management layer
of Ericsson Cloud System that secures VNFs. Ericsson Cloud Manager
(ECM) is a cloud management system that enables the creation,
orchestration, activation and monitoring of services running on
virtualised IT and programmable network resources. Continuum is the
next-generation cloud application and data platform that allows
enterprises to deploy, orchestrate and govern diverse workloads on
multiple cloud platforms. It helps CSPs develop a policy-driven secure
platform for development, orchestration and deployment of a diverse
range of workloads, and it builds security by adding permissions to the
base state of “nothing allowed,” so that the platform is secure by
default.

Key differentiators
Ericsson’s offerings provide new business and trust models, new ways
of delivering services, an evolved threat landscape and an increased
concern for privacy. The solutions are built to provide security for
virtualised networks and services, which requires new protocols for
attack resistance and data security, as well as security assurance and
compliance that is more verifiable and measurable. Network slicing,
trusted computing and alternative ways of handling user identities are
key components of its solutions. Additionally, the company has made
key acquisitions, including ConceptWave, which provides security
orchestration, and partnerships with companies like Guardtime, which
provides data integrity.
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Real-time metrics are critical to
the success of NFV deployments
In the not-too-distant future, more communications service providers (CSPs) will begin to reap
the benefits promised amid all of the NFV hype. The dust will settle and glimmers of the longawaited opex and capex savings will soon be realized and documented, writes Vikram Saksena
SPs will deploy new services faster than
ever before, efficient use of network
resources will become the expected norm
versus the hoped-for goal, and softwarebased network functions will be more
widespread. Yet, as we contemplate this exciting
chapter in the telecoms industry, we must realise
that although NFV will usher in many efficiencies,
none of this new virtual reality will operate correctly
without the right metrics. Successful NFV
performance needs real-time network and customer
intelligence with the granularity to make it actionable,
profitable and capable of ensuring an outstanding
customer experience.

C
The author, Vikram
Saksena, is chief
solutions architect for
virtualisation in the
office of CTO at
NETSCOUT

Automated attention to detail
Analysis of real-time data generated by NFV-based
networks has the power to change customer
perceptions and experiences for the better. Up-to-theminute usage and performance data allows CSPs to
proactively monitor subscriber network and service
experience, while NFV-enabled orchestration
reallocates resources based upon traffic demand.
Monitoring and real-time analysis of performance
metrics help to identify troublesome network elements
and ensure that policy settings generate corrective
actions – before these problems affect customers.
This automated attention to detail creates networks
that consistently provide positive experiences, which
makes for happy, loyal customers and reduced churn.
Today’s networks rely upon tightly integrated services
software and purpose-built hardware. In addition,
network resource planning is plagued by long

▲

Capturing and calculating real-time metrics requires
service assurance tools that possess the agility and
scalability to meet the demands of dynamic NFV
environments. The best NFV service assurance
solution performs the processing of IP packet data
locally, on software-based probes placed near the
point of traffic capture, to ensure the integrity and
timeliness of the data. There are four important
aspects of NFV that depend heavily upon the

availability of real-time metrics: proactive problem
detection and resolution, just-in-time capacity
management, closed-loop orchestration and delivery
of new and differentiated services.

IN ASSOCIATION WITH NETSCOUT
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scheduling and procurement cycles in which equipment
and software are ordered and paid for months in
advance, depleting capex and monopolising time.
Capacity forecasting is not an exact science and often
involves ordering new equipment before it is actually
needed. Sometimes network element capacity limits
are set as low as 40-50%, just to allow for the long
procurement and delivery lead times. A distributed,
software-based architecture running on commercial
off-the-shelf (COTS) hardware and powered by realtime metrics, eliminates forecasting errors and
decreases unnecessary capex spending. CSPs can
set higher threshold triggers – around 70-80% –
before just-in-time capacity is automatically deployed
and a new server is provisioned, exactly where and
when it is required.
NFV gives CSPs the ability to place virtual network
functions (VNFs) hosted on COTS hardware,
anywhere in the infrastructure and to make
adjustments to these VNFs on the fly. Software-based
virtual networks are intended to be self-managing, so
real-time network data must be fed into the service
orchestrator, which enables the network to become
more self-regulating and service-aware. This dynamic
orchestration removes the need for manual adjustment,
which equates to reduced opex and decreased
potential for human error. Automatic bandwidth
adjustments are made in response to shifts in traffic
and network congestion, ensuring that capacity is
neither over-utilised nor under-utilised and that network
and service resources are available as needed.
Evolving preferences have caused customers to
expect new services that are delivered on-demand.
As a result, CSPs must be much faster to market with
competitive, new services. NFV-enabled networks
provide the agility required for CSPs to quickly and
efficiently deploy new services, with automated
bandwidth adjustments made based upon service
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traffic needs. This powerful service agility depends
upon real-time views of IP packets which allow CSPs
to actively monitor service uptake and performance.
Like pearls in an oyster shell, IP packets contain
priceless bits of intelligence that supply critical insights
into service and usage experience. Without real-time
visibility to IP packet performance metrics, how can
CSPs know whether new services are working
properly, what kind of experience users are having or
if network resources are consistently utilised?

New revenues

NFV gives CSPs the
ability to place virtual
network functions (VNFs)
hosted on COTS
hardware, anywhere in
the infrastructure and to
make adjustments to
these VNFs on the fly

The evolution to a service-agile infrastructure opens
up brand-new revenue opportunities, especially with
small and medium-sized businesses (SMBs), a
growing segment previously too challenging for most
CSPs to serve effectively. Savvy CSPs will position
themselves to SMBs as leaders with the technological
acumen to provide innovative services, educate them
on new technologies and engage them in partnerships
that create new business initiatives. Real-time data
from virtual customer premise equipment (vCPE)
allows CSPs to quickly respond to the changing
requirements of SMBs, deliver customised resources
and to insert services such as security and
configuration settings into the network, relieving SMBs
of this technical responsibility.
Preserving the availability, reliability and timeliness of
critical network and service data that drives NFV
efforts, is not a solo endeavour. CSPs must choose a
service assurance partner offering tools capable of not
only providing real-time data capture and correlation,
but a partner experienced in testing, monitoring and
leveraging NFV-enabled networks. Collaboration with
a qualified, knowledgeable service assurance partner
is essential to guaranteeing the just-in-time capacity
management, efficient service orchestration, cost
savings and revenue potential associated with NFV.

www.netscout.com
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VIRTUALISED VOLTE

2016 will see CSPs adopt NFV
models for VoLTE provision
Although CSPs are beginning to adopt virtualisation for VoLTE (vVoLTE), limited VoLTE
deployment in general means we haven’t seen large deployments of vVoLTE. That’s set to
change in 2016, writes Jonny Evans
t MWC last year, analyst firm Frost & Sullivan
reported there were currently just 40
communications service providers (CSPs) in 27
countries offering VoLTE commercially in
comparison to more than 400 LTE operators.
That figure will have grown in the last 12 months
but illustrates a generalised caution in relation to VoLTE.

A

The delay has given CSPs greater time to consider
virtualisation of VoLTE and the potential for it to
accelerate VoLTE deployment is now more widely
recognised. Services that may once have taken a year to
deploy can now reach market “in several weeks”, thanks
to virtualisation says Scott Sumner, the vice president of
Solutions Development at Accedian Networks.
Sandeep Raina, the product marketing director at
MYCOM OSI, agrees: “Virtualised VoLTE offers quicker
deployment compared to longer and expensive rollouts of
a physical network.”
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In addition to accelerated initial deployment, virtualisation
brings the capability to scale up efficiently as demand
materialises. “The benefit of virtualisation is that once a
decision to scale has been taken, it can be implemented
in minutes rather than months,” says Mark Windle, the
head of Marketing at OpenCloud.
That’s one of the attributes that is seeing vVoLTE being
among the leading areas in the virtualisation charge. “For
many CSPs, VoLTE will be the first commercial service

Cam Cullen, the vice president of Global Marketing at
Procera Networks, concurs: “VoLTE is an ideal service
offering to take advantage of virtualisation in this regard,
as it’s in the early stages of deployment and is already
being offered as a virtual service by many vendors.”
Gerry Donohoe, the director of Solutions Engineering at
Openet explains further: “CSPs recognise that VoLTE’s
mixture of high control plane and low data plane
requirements mean that it is well suited to virtualisation.”
Amidst all the NFV hype it’s important to recognise that
virtualisation isn’t really that new, but adoption of
virtualised network components is. “Mobile service
providers are likely to be rolling out virtualised
components of the IMS network, providing a bridging
mechanism for seamless service integration with other
networks,” says Dr. Vikram Saksena, the chief solutions
architect for virtualisation in the office of the CTO at
NETSCOUT.
The challenge is that virtualised components must
interoperate with other legacy components in the core
transport network. Efficient management of services
running across both hybrid and virtualised networks is
critical. “Errors and malfunctions can arise all the more in

▲

Amidst all the NFV
hype it’s important to
recognise that
virtualisation isn’t
really that new, but
adoption of virtualised
network components is

deployed in an NFV environment. If it succeeds, it will be
a firm foundation for any future technology roll outs in the
near future,” says Mihai Constantinescu, a technical sales
manager at SysMech.
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Ensuring calls aren’t dropped or lost is probably the largest barrier for CSPs
to overcome and ensure that VoLTE provides an experience to consumers
that is at least as good as traditional voice from the outset
Scott Sumner:
Services that would
have taken a year to
deploy can now
reach market in
several weeks

this virtualised model, due to the dynamic nature of NFV,
as software VNFs can scale in or out, up or down,” says
Marie Fiala-Timlin, the director of Marketing at CENX.
Ensuring calls aren’t dropped or lost is probably the
largest barrier for CSPs to overcome and ensure that
VoLTE provides an experience to consumers that is at
least as good as traditional voice from the outset. “In
areas where VoLTE coverage is not present or sufficient
for adequate quality of experience, call routing platforms
will need to provide a graceful fall back to 3G,” says
Sumner. “To fulfil this need, CSPs will require new levels
of network quality of service and user experience
visibility.”
The profit potential also isn’t clear, leaving VoLTE
searching for a business case but, conversely, making
the potential deployment cost savings offered by
virtualisation more compelling. Consumers won’t pay
more for levels of service they already see as standard in
the voice market, instead the upside is in abandoning
more costly legacy voice infrastructure. “CSPs have the
challenge of deploying the needed VoLTE infrastructure
cost-effectively, and migrating users onto that
infrastructure as seamlessly as possible, so that they can
decommission their lower-capacity, higher-cost legacy
equipment as soon as possible,” adds Fiala-Timlin.
This means VoLTE deployments must deliver and
exceed existing expectations of voice services. “For that
to happen mobile service providers must deploy service
assurance solutions that can handle all aspects of
VoLTE, for both virtual and hybrid infrastructure,”
explains Saksena.

VANILLAPLUS MAGAZINE I FEBRUARY / MARCH 2016

Windle thinks that quality of experience will be easier to
maintain. “The virtualised model is essentially based on
the expectation of a continual process of nodes within a
single function being taken off-line, upgraded and brought
back into play,” he explains. “In this model, the system is
continually monitoring and managing a changing collection
of live nodes – so the unexpected failure of a node just
becomes absorbed as a part of that normal pattern.”
In spite of the ease of deployment, “it is important to keep
in mind the end-to-end nature of VoLTE and the crucial
role of LTE radio access,” says Konstantinos
Stavropoulos, a product marketing manager at Amdocs
Network Solutions. Different CSPs have different
approaches, some like to be early adopters of new
technology, others prefer to wait until problems are ironed
out. The capacity to scale deployments makes VoLTE a
good testing ground.

Mark Windle:
Virtualisation means
a decision to scale
up can be
implemented in
minutes rather than
months

“By introducing VoLTE and ironing out performance
issues as early as possible, CSPs will gain significant
competitive advantage,” adds Stavropoulos.
For Donohoe at Openet, vVoLTE is so appealing because
voice experience is so critical to their businesses. Getting
virtualisation right, will address voice cost challenges and
help to reduce customer dissatisfaction. “The ability to
elastically scale virtualised deployments, coupled with
self-healing and rapid network configuration, makes
virtualisation ideally suited to VoLTE,” he says. “This helps
to vastly improve CSPs’ responses to traffic peaks and
outages, enabling a superior quality of service. As it
stands, the inability to connect to networks properly
whilst making a normal voice call remains one of the main
motivations for customer churn.”

Gerry Donohoe:
Virtualisation is
ideally suited to
VoLTE
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What will it take to
become NFV-ready?
The communications industry is undergoing an unprecedented level of change. These changes
have a profound impact on the operational aspects of virtual networks to the extent that existing
processes and operational support systems (OSS) must adapt and evolve in order to become
NFV-ready, writes Justin Paul
our key challenges must be overcome to
successfully operationalise an NFV-ready
network: hybrid networks, real-time
operations, service agility and a multivendor environment. Having delivered a
number of advanced proofs of concepts with some of
our Tier 1 customers, Amdocs has learned a lot about
how to surmount these challenges and realize the
benefits of NFV.
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The hybrid reality
According to Heavy Reading’s NFV operator survey,
published in September 2015, levels of NFV readiness
are high, with 29% of communications service
provider (CSP) respondents already deploying the first
wave of virtual network functions (VNFs) in cloud
infrastructure.
It’s clear that, with the exception of greenfield service
providers, all CSPs introducing NFV will need to
support existing networks alongside virtual networks
for the foreseeable future. CSPs are still investing
billions of dollars in technologies such as LTE, LTEAdvanced, FTTx, Carrier Ethernet, and even 5G; these
next generation technologies will not disappear
overnight. The challenge of combining physical
network functions (PNFs) and virtual network functions
(VNFs) will be with us for the next decade at least.
And the challenge of hybrid goes beyond the new
complex requirement of the VNFs and NFV
orchestration (NFVO) to a requirement to orchestrate
services that are provisioned across both virtual and
physical domains. One scenario at the top of many
service providers’ agendas is the complex
orchestration of an enterprise Virtual Private Network
(VPN) across different enterprise sites with both
physical and virtual customer premises equipment
(vCPE).

Data Centre

Evolving to real-time operations

▲

Figure 1: What’s new for the NFV-ready network

Virtualised networks are highly dynamic and require
accurate real-time visibility of network status for
efficient operations, something that existing resource
management – inventory – systems do not provide.
Operating an NFV-ready network requires a near
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real-time and consolidated view of capacity,
serviceability and feasibility, as well as just-in-time
resource allocation of all network resources, physical
and virtual. Inventory capability must evolve from an
offline repository of relatively static resources and
capacity to include a near real-time active inventory
that constantly interacts with the network. This realtime awareness of the exact status of network
resources will enable service providers to achieve the
elasticity and scalability that NFV promises – moving
from static, over-provisioned, pre-allocation of
network resources to dynamic resources utilisation
according to usage.

Service agility becomes a reality
There are two key aspects to service agility. The first
is the question of time to market. Existing slow,
cumbersome and resource-intensive manual
processes must be transformed into a highly
automated service development lifecycle in order to
accelerate the time to onboard VNFs and to design,
test and launch new NFV-based and hybrid services.
Cutting the time and cost to innovate and to adapt
existing services from a typical nine months or more
to just weeks breaks these time and cost barriers, and
empowers service providers to emulate OTT-like
levels of innovation.

dominated the earliest proofs of concept trials (PoCs)
which looked at virtualising standard physical network
functions, often lack the specific VNFs required to
launch enterprise services. Looking in more detail at
enterprise security services, we see that there are a
number of virtual firewall (vFW) providers, and that
each vFW has specific capabilities and parameters
that make it ideal for a specific market or segment.
The firewall requirements for a major financial
institution, for example, are very particular. The beauty
of NFV is that it allows best-in-breed services to be
developed that match the reliability, scalability,
resilience and price requirements of diverse
customers. This means that the virtual networks of the
future must support multi-vendor VNFs, and that there
will be a focus on the ability to design, test and preintegrate end-to-end services from multiple vendors.
In Amdocs' recent PoCs, we have integrated with
firewalls from Juniper, Fortinet, and Checkpoint, and
the Amdocs Network Cloud Ecosystem, our NFV
partner program, contains at least five different vFW
vendors. Tied into the multi-vendor requirement is the
need to recognise that there are many proposed
approaches to defining VNFs including TOSCA and
Yang. These standards are still evolving so it is
important to take a flexible approach – openness is
key to NFV success.

The second is the question of time to revenue. In
place of cascaded fulfilment and assurance processes,
CSPs investing in NFV and SDN need an automated,
end-to-end NFV orchestration solution that delivers
continuous, zero-touch and closed-loop fulfilment in
seconds or minutes instead of days or weeks.

What’s on the horizon for
virtualisation?

Having completed a number of advanced proofs of
concepts with Tier 1 customers, Amdocs has
demonstrated the potential to develop, test and
launch a multi-vendor service in weeks with service
development lifecycle automation and to fulfil an order
in minutes or even seconds through automated endto-end NFV orchestration.

Virtualisation can deliver significant business benefits
in terms of profitability and flexibility, confirming
service agility as the primary driver for NFV. The PoCs
have also served to highlight some of the challenges
faced by CSPs in operationalising and monetising
NFV as well confirming the value of Amdocs’ solutions
to these challenges. Implementing NFV is
transformational, but an evolutionary approach to
operational processes and systems will help CSPs to
access the benefits of this technology. In 2016,
Amdocs expects to see a number of our PoC
customers accelerate their adoption of NFV with
more, and increasingly complex, commercial services.
Amdocs will be with them for the journey.

The need for a multi-vendor approach
Amdocs is seeing an increasing interest in end-to-end
NFV services based on diverse VNFs. It is widely
recognised that enterprise services are likely to be the
first commercial NFV services launched, yet the
network equipment providers (NEPs), who have
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The large number of NFV PoCs undertaken by
Amdocs in 2015 has contributed significantly to our
understanding of the NFV domain, and how to help
our customers implement and monetise NFV.

www.amdocs.com
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VIRTUALISED CPE

Virtualising network functions –
is vCPE a good place to start?
If we think of virtualisation as a sophisticated new farming technique, with a fertile diversity of
software creating a healthy ecosystem, then the question is, which crop should we plant first?
Many communications service providers (CSPs) plan to get started by deploying vCPE (virtual
customer premise equipment).
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with its complete liquidity of resources, an omnipotent
management system and perfect information about every
aspect of the system – is as unlikely as a perfect free market.
There are always going to be blockages, HPE says,
because no CSP has the ideal infrastructure to support

▲

H

ewlett Packard Enterprise (HPE) the new cloud
focused incarnation of HP, plans to help CSPs
with this transition. It now specialises in solving the
problems of hybrid computing that will prevail as
companies rationalise old systems with the cloud.
Most CSPs fall into that category as pure NFV –
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René Tonon:
Broadband providers
could pioneer vCPE
as they are anxious
to roll out new
services

Jay Perrett:
Everyone wants to
use vCPE. It’s what
the virtual age is all
about: less
hardware, more
flexibility

perfect virtualisaton. For this reason, the integrators of the
networks of CSPs will have to apply a lot of attention to
detail when attempting to bring some of the possibilities
of NFV to life.
The centralised style of management suggested by vCPE
is a good test case. It could save CSPs endless time and
money on moves and changes with all configurations and
functions managed centrally and published across the
network. Handsets and comms boxes at the customer
end will be commodity machines that can be harnessed
to do whatever the comms manager tells them.
There’s a lot more to the transition than configuration
tweaking, says Bala Thekkedath, director of global NFV
marketing at HPE. For a start, you must expect a culture
change. Service managers are used to working with a
bland crop where all hardware, software and
management came from a single vendor. The virtualised
CSP, with its independent functions and flexible outlook,
provides a varied diet of diverse software from multiple
suppliers. Ideally they all complement each other and
make the offering stronger and take the edges off the
hardware.
However, a rich software diet can cause indigestion. To
ensure your software doesn’t create any reactions, you
need to go on the Open NFV and adopt a regime of
acceptance testing, performance validation and
troubleshooting, advises Thekkedath.
Bear in mind some of the old infrastructure needs to be
used, so you will need to plan for a hybrid infrastructure.
You will also need to integrate and upgrade existing
OSS/BSS systems to support this difficult transition.
HPE claims it can help CSPs with this conversion to NFV
deployment with its OpenNFV programme. All the old
certainties of the monolith are replaced with a reference
architecture and platforms that could simplify the task of
dealing with so many options. This framework can be
used to create multi-vendor NFV systems and a roster of
VNF partners and OpenNFV Labs to pre-test the most
common use cases.
The new HPE Service Director promises to help CSPs to
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rationalise their old infrastructure with the new NFV and
create the right blend of blend of youth and experience
that all teams need.
But it’s early days yet, so there seems to be no widely
accepted best practice model for the phasing in of NFV
functions like vCPE. Some CSPs swap out old physical
functions with virtual ones and some build a
comprehensive NFV infrastructure and then run VNF on
top, according to Thekkedath.
Most create a bridgehead with an initial service and layer
new services and features onto it. “In all cases, managing
services across both virtual and network functions will be
the crucial factor in rollouts,” says Thekkedath.

The centralised style of
management suggested
by vCPE is a good test
case. It could save CSPs
endless time and money
on moves and changes
with all configurations and
functions managed
centrally and published
across the network

That initial service is likely to be vCPE, according to Jay
Perrett, the chief technology officer at Aria Networks.
“Everyone wants to use vCPE. It’s what the virtual age is
all about: Less hardware, more flexibility, do it once and
copy it out to everyone,” says Perrett.
The demonstrable savings, on equipment and operational
costs, make vCPE the most likely app to prove the
concept of NFV. The benefits of VoLTE won’t show up in
a spreadsheet so obviously.
Broadband providers could pioneer vCPE as they are
anxious to roll out new services like health monitoring,
security and energy control, says René Tonon, business
development manager at SysMech. If CSPs have
ambitions to provide the internet of their customers’
things, then they’ll need to make regular upgrades and
replacements to CPEs. This challenge could be
addressed by vCPE, says Tonon.
It won’t be easy, according to Scott Sumner, the vice
president of solutions development at performance
management specialist Accedian. Keep it simple, says
Sumner, and don’t lose your clarity as a blizzard of
networks and functions introduces more variables, layers
of complexity and configuration.
“They must ensure they see the results of new services,
network configurations and changes as they happen so
they can react reflexively,” he says.
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services events

CSPs making money from
APIs – I’d like to see that
Money has always been thought of as the source for all evil, but without it not much good
happens either. For CSPs the perennial battle to maintain revenues means they have to keep
coming up with new ways of generating it, and that is not always easy or without evil, writes
Tony Poulos
es, we all know voice revenues are declining even
though voice traffic itself is probably increasing
thanks to VoIP apps on smartphones and via social
networks, none of which translates to money for
the carriers that handle that traffic. Oh yes, that’s
now data traffic that customers pay for, usually in one
lump sum for one great lump of data each month. What
it is made up of is of little interest because the cost of
tracking it or billing separately for different types of
traffic is hardly worth the effort, or the cost – presuming
it is even legal under pending net neutrality rules.

Y

So the logical alternative is to attract more customers
or provide as many products, services or bundled addons as possible to increase the revenue per user.
Increasing revenues always seems to imply getting
more money from customers, but there is a limit to
what they can afford to pay, and if you squeeze too
much out of them they either stop paying their bills or
find a cheaper option.
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Communications service provider (CSP) CEOs are now
publicly questioning the tightening of internet rules that
only seem to apply to those providing the networks,
and not those using them. For DSPs there is no
restriction on what level of service they provide over
the networks to their customers, no restriction on the
bandwidth they take up and certainly no restriction on
what they can charge for their services.
So, why aren’t CSPs acting more like those DSPs and
looking more closely how they make money, unfettered
by regulations? Better still, why not emulate some
things they do to make money that may avoid any
regulatory policing.
Jouko Ahvenainen, in a recent article, pointed out that
“successful internet giants, like Salesforce, Amazon,
Google, Twitter, and Facebook, have been active to
offer APIs – application programming interfaces – to
third parties. Salesforce has earned more than half of
its revenue through APIs, not from its own user
interface. Twitter, Netflix, and Google handle billions of
transactions through APIs daily.”

▲

Some enterprising network operators have looked into
peering arrangements with digital service providers or
DSPs – a.k.a. OTT players – offering prioritised traffic
for services like video. These have since fallen foul of
the net neutrality nincompoops who claim that this
disadvantages other network users that have to settle
for plain old internet speeds, whatever they are.

Telecommunications must be the only industry that
cannot differentiate prices for different services.
Everybody is, according the new rules entitled to
Ferrari speeds and quality at Hyundai prices.
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“We are moving to a new era of the API
economy when APIs are no longer the
territories of internet and mobile
companies alone, and instead are
implemented in basically any industry”

He goes on to point out that “we are moving to a new
era of the API economy when APIs are no longer the
territories of internet and mobile companies alone, and
instead are implemented in basically any industry.”
Let’s hold that thought for just a bit longer. Aren’t CSPs
actively opening up access to their core systems to
attract new wholesale customers and offering the
benefits of their vast experience at managing services
and charging for them in real-time?
But they are talking about charging for these as services
based on volumes, revenue or margin sharing and costplus arrangements. This is old school thinking and
doesn’t necessarily reflect the true cost of providing the
service – something many CSPs are actually unable to
calculate themselves.
These finger in the air methodologies are not only hard
to justify they often lose deals, but if CSPs were to talk
to the DSPs in a language they comprehend, then
maybe deals could be done for the benefit of all.
And how more equitable could that be than the API
mantra Ahvenainen suggests. Every system the CSP
opens up has a corresponding API. Instead of charging
for the API or the use of the system, why not charge for
every API call, or transaction that utilises that API. It
could be a very small amount, sub-cent price per call,
but when millions of calls are made the value rises.
If it is true that tracking IoT data will be difficult, as some
claim, then it would be reasonably simple to track the
API calls, very easy to collect and price them and it
would be a truly equitable way of charging for the CSP’s
services. With the IoT tsunami about to hit, it could also
prove to be the best money-spinner ever to benefit the
network operators.
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Upcoming events
Mobile World Congress
22-25 February, 2016
Barcelona, Spain
Organiser: GSMA
www.mobileworldcongress.com

LTE Latin America & LTE
and SDN Conference
6-7 April, 2015
Rio de Janeiro, Brazil,
Organiser: Informa
latam.lteconference.com

TM Forum Live!
9-12 May, 2016
Nice, France
Organiser: TM Forum
www.tmforumlive.org

Policy Control
5-6 April, 2016

CTIA Super Mobility 2016
7-9 September, 2016

Berlin, Germany
Organiser: Informa
policycontrolconference.com

Las Vegas, USA
Organiser: CTIA
www.ctiasupermobility2016.com

Customer Experience
Exchange for Telecoms 2016
26-27 April, 2016
London, UK
Organiser: IQPC
www.cxexchangetelecoms.com

UPCOMING EVENTS

Mobile World Congress 2016
– 30 years of innovation in mobile
The GSMA’s annual mobile industry event, Mobile World Congress will open its doors once more at Fira Gran Via in
Barcelona between 22-25 February 2016. Here, we provide a brief preview
The event, which will also celebrate its 30th anniversary, has the
theme Mobile is Everything, and is expected to welcome more than
95,000 visitors from across the world. In addition to the traditional
keynotes, the conference will include in-depth sessions examining
topics such as big data, connecting the unconnected, devices,
digital commerce, emerging markets, enterprise mobility, financial
services, the Internet of Things (IoT), mobile identity and privacy,
network evolution and security, among others. There will also be a
range of seminars designed to provide insights and updates on key
GSMA and industry initiatives including Connected Living,
Connected Women, Digital Commerce, Digital Inclusion, Disaster
Response, Mobile Money, mYouth, Network 2020, Personal
Data/Mobile Connect and Spectrum.
The GSMA Innovation City will again be a highlight of the Mobile
World Congress exhibition, with confirmed partners including
AT&T, Jasper, KT Corporation and Sierra Wireless. Covering nearly
1,900 square metres, this unique space will enable attendees to
experience technology in context and see how mobile-connected
products and services can improve the daily lives of citizens and
businesses, in industrial applications as well as home, automotive,
health, agriculture and others. Mobile World Congress will also
feature leading products, services and technologies from over
2,000 companies that are shaping the future of mobile, from
handsets and devices to network infrastructure, software and
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services. The show floor will also include a number of exhibits
focusing on specific technology areas, including the Graphene
Pavilion, Green Pavilion, IoT Pavilion, Mobile Money Pavilion and
Wearables Pavilion. It will also include App Planet that connects the
developer community and the broader mobile ecosystem as well as
Four Years From Now (4YFN) which brings leading mobile start-ups
together with entrepreneurs, investors, accelerators, incubators
and large corporations from both the digital and non-digital worlds.
Mobile World Congress 2016 will include the GSMA Ministerial
Programme that convenes governments, regulators and industry
leaders to discuss and debate the critical issues shaping the
development of mobile around the world. In addition to the
exclusive Mobile World Summit, the Ministerial Programme will
include focused leadership sessions addressing key topics such as
digital inclusion, mobile identity, the Internet of Things and future
regulatory paradigms, as well as regional sessions exploring the
unique issues of markets including Asia Pacific, Latin America, the
Middle East and North Africa, and Sub-Saharan Africa. The 2016
Ministerial Programme, which is sponsored by Intel, will host more
than 1,500 attendees over the four days of Mobile World Congress.
For more information on the 2016 Mobile World Congress
including how to attend, visit www.mobileworldcongress.com.
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CLOCKING OFF!

Here’s an interesting
customer premise
It’s not the equipment the customers are worried about – it’s the man who comes to install it,
writes Nick Booth
must say I’m impressed with what I’ve heard about
this new concept of virtualised customer premise
equipment (vCPE). The advocates of vCPE argue
its merits quite succinctly but, if I did have one
criticism, I wish broadband providers would impose
the same disciplines to the human beings they send
to the customer’s premises. From my – statistically
insignificant – meetings with men who install CPE, I’d
say the equipment isn’t the major problem.

I

One didn’t turn up, one took some money, one told
me how he liked to eavesdrop on client’s phone calls
– his last client being a clinic, one was a jobsworth
who wanted to install the CPE in the place most
convenient to him and one only took the job because
he needed to impress the judges when he came up
for sentencing. There has only ever been one person
you’d want back on your premises and he worked for
Sky TV.
There seems to be a massive gulf in cultures between
the installers and the people who creates the
services. Maybe this could be rectified if installers
could be enticed into taking an interest in their work.
Sadly, a broadband installation job wasn’t impressive
enough to help my installer avoid a custodial
sentence. But I like to think that if he’d been able to
understand the context of what he was doing he’d
take pride in this job.
But how do you popularise the concept of network
functions virtualisation? That’s tough. Maybe network
functions virtualisation should be described with some
more visually exciting or active metaphors. Dinosaurs
and sports are the usual models used to illustrate
concepts in the telecoms industry.

The author,
Nick Booth,
is a contributor to
VanillaPlus and a
technology journalist
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movement, trying to keep pace with a very nimble
moveable feast. Think of Mike Tyson, agile and fast,
dancing round big plodding Frank Bruno, jabbing him
at will. No, that’s too blokeish for modern sensibilities.
Maybe Yoga explains network virtualisation better.
Think of the CSP in a pink leotard with perfect flexibility
and health, while the old bloke-ish telco is bursting out
of his football kit at the back of the class, sweating
feverishly and struggling to even cross its legs.
By being able to manipulate every last vertebrae, the
spine of the new CSP can contort into all sorts of
combinations and reach everything, without ever
losing its core strength. Like a sort of Pilates for
networks – many footballers do pilates now,
apparently.
Most CSPs are hybrids of the creature in shorts and
the one in the leotard. No, hang on, that’s a metaphor
too far for many telecoms engineers.
Still, we need to do something to help the customer
premises visitors – and indeed the call centre staff –
to take more interest, surely. Things are going to get
very complicated when residential broadband service
providers want to introduce new services like the
Internet of Things and cloud based services and while
NFV may alleviate configuration of the set top box
itself, I’m not going to buy IoT services from a
disinterested service engineer.

The bodies of the old networks are evocative of a big
immobile beast whose only advantage is its sheer
scale. However, the fact that its pea sized brain is
located miles from its limbs means it takes a long time
for messages to be dispatched and hand eye coordination is incredibly clunky. Not only that but the
hardware and software – the skeletal muscles and the
vertebrae – seem to be fused together. The net result
is a dumb, slow moving animal with a limited range of
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What is mobile?
Is it the latest communications device? The health monitor
on our wrist? The key to our digital security? Is it the
means to connect the unconnected or is it the screen that
entertains us? Mobile is all of this. But it's also so much
more. Mobile powers our lives. It’s an extension of who
we are. Mobile is connectivity. Mobile is identity. Mobile
is commerce. Mobile is inclusive. There is no clearer way to
say it. Everything is mobile, but more importantly:
Mobile Is Everything. See the phenomenon for yourself
in Barcelona at Mobile World Congress 2016.

AN EVENT OF

WWW.MOBILEWORLDCONGRESS.COM
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What is mobile?
Is it the latest communications device? The health monitor
on our wrist? The key to our digital security? Is it the
means to connect the unconnected or is it the screen that
entertains us? Mobile is all of this. But it's also so much
more. Mobile powers our lives. It’s an extension of who
we are. Mobile is connectivity. Mobile is identity. Mobile
is commerce. Mobile is inclusive. There is no clearer way to
say it. Everything is mobile, but more importantly:
Mobile Is Everything. See the phenomenon for yourself
in Barcelona at Mobile World Congress 2016.

AN EVENT OF

WWW.MOBILEWORLDCONGRESS.COM

C O N T E N T S

Fira and loathing in Barcelona
Once again the mobile industry is heading to Barcelona and the usual discomforts of limited sleep, congested
transport and food taken on the run will ensue. Now welcoming 90,000 visitors, is the event still relevant, asks
George Malim?
he short answer to that question has to be yes but, with the
event now in its 11th year in Barcelona and expanded to
cover all things mobile from entertainment to connected
cars, it’s becoming in danger of resembling giant, generalist
technology shows. There are two views to take of this; on
one hand everybody is there but on the other the event
loses focus as self-parking cars jostle uncomfortably with newly
launched microwave network equipment.

activities and maintain your focus, even when a stiltwalker looks set for
a dramatic accident involving a fire-eater and an autonomous car.

T

Only by keeping focused will you leave Barcelona with what you came
for. By that I don’t mean an overabundance of ham, 16 hours in taxis,
seven missed appointments and a nasty hangover. I mean a furthering
of your knowledge about your role in mobile, a greater understanding
of new technologies and a refreshed enthusiasm for the industry. Of
course, don’t let your focus completely exclude the random
experiences like the Bulgarian technologist who explained self-organising
networks to me in the sandwich queue in a single sentence.

MWC is now a complete mobile event and that explains why so many
people come. The current site at Fira Gran Via can probably handle
the increase – the city has built a new rail line to it that will operate this
year, although overflow events, notably at the orginal Fira Montjuic site
are proliferating. The trick for a successful Congress will be to plan your

Enjoy the show and this guide!
George Malim
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Complex customer journeys require
consistent, omni-channel approaches
to customer engagement and care
Peter Conquest is the Global Telco Director at SAP Hybris. Here, he tells George Malim that now
customer experience has become a core differentiator for communications service providers
(CSPs) it is vital that consistent, omni-channel approaches to customer engagement and care
are achieved. Only by doing so will CSPs be able to maximise their new revenue opportunities
across the digital value chain and the internet of everything

V

P: What, in your opinion, have been the
main changes recently in the relationship
between the communication service
provider (CSP) and the customer?

PC: Customers have seized control of the
relationships they have with their favourite brands and
service providers and as a consequence the
traditional rules of marketing, sales and service are
changing. The customer journeys that used to be
dictated by the brand are becoming more complex
and customers are now more savvy and expect a
seamless interaction at every touchpoint they use in
their journey, be it online, mobile, call centre or instore. Today's customers are more empowered by
being digitally connected, socially networked and
better informed. From a customer engagement
perspective the pendulum of control has swung. We
no longer talk about customer relationship
management but increasingly the customer-managed
relationship. That's why at SAP Hybris we believe it is
simply time to engage customers like never before
and focus on the outcome of that engagement.
VP: How does SAP Hybris help CSPs achieve this
consistency and enable a single view of the
customer journey?

Delivering against these expectations means CSPs
need to provide a consistent experience that
demonstrates a clear understanding of a customer's
behaviours, preferences and motivations. It also
means that CSPs need to be able to connect their
online, in-store and mobile merchandising and
customer service initiatives in order to deliver timely
and relevant communications and recommendations.
The starting point is where customers first begin their
journey and look before they buy. This means
providing comprehensive product information online,
together with guided selling tools that assist
customers with the selection of a handset and
associated contract options before presenting
available accessories for their device of choice.
Three years ago we extended our solution with a data
model for CSPs, known as the Telco Accelerator,
which means that new propositions can be managed
by the business user and rapidly deployed, whilst
maintaining up to date product content.
VP: How does the Telco Accelerator tie into all of
this and make a difference for CSPs? Are there
any other tools that can help?
PC: With the Telco Accelerator, CSPs can gain greater
efficiencies in development, operations and purposebuilt enhancements, enabling them to offer phones,

IN ASSOCIATION WITH SAP HYBRIS
C4
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▲

PC: In order to engage customers, in a meaningful
way, we need to first understand that the customer
journey and supply chain execution needs to be
seamless throughout this process. This can take place

over an undefined period of time and through a variety
of interactive touchpoints.

We built a new data model
specific to telco in a framework
which made it easier to deploy
in a CSP rapidly

plans and cloud services under a variety of flexible recurring pricing
models. With advanced packaging capabilities, CSPs can easily construct
complex bundles of products, with sophisticated rule-based discounts
and give their customers the power to create their own packages with a
modern guided-selling experience. Handling plan eligibility and accessory
compatibility has also never been easier than with SAP Hybris’ rich
product content management. With this system users can expect
increased ARPU and conversion rates and ease of expansion into new
markets.

Peter Conquest: It’s about
understanding the customer’s needs
based on what they did previously and
what they are likely to do in the future.
This requires a solution which can
monitor every customer engagement
across all touch points in their journey.

▲

Coupled with the Telco Accelerator is our Marketing
solution which allows CSPs to build a history of
activity on users across all touchpoints, but
more than this, it understands the
preferences the customer has for
being interacted with. This is
achieved by listening to the
customer when browsing,
selecting a product using
social media wishlists or
expressing concerns. All this
data can be assembled and
structured to build
campaigns to address the
specific needs of the
customer, either on a oneto-one basis or through
segmentation. Having this
detailed level of
understanding, combined
with a true omni-channel
solution, means that the
CSP is able to engage with
the customer in a
meaningful and relevant
manner at every
touchpoint. Take, for
example, the instance
where there has been a
cell site outage and
therefore lost service.
Through geo-location we
know which customers
are affected and then
can anticipate calls to
customer service or
online complaints.
Armed with this
knowledge the user
experience can be

VANILLAPLUS CEO GUIDE TO MWC SUPPLEMENT - FEBRUARY/MARCH 2016

C5

TA L K I N G

H E A D S

I think the greatest impact will be the increasing complexity of the customer
journey. The Internet of Things (IoT) is coming and a lot more touchpoints are
going to become available because of that

transformed by offering apologies or issuing some
form of credit, for example a voice bundle
enhancement, for the inconvenience caused.

That’s customer experience and it is enriched if you
interact in the right way. It will make all the difference
to a customer if their CSP is able to offer a very
contextually-aware service. It’s all about offering
choice and being relevant and contextual. It’s also no
longer simply about customer acquisition, it’s also
about how to ensure customer satisfaction and loyalty.

Features such as these can enable the CSP to be
more precise in targeting customers. Our Marketing
solution can also predict the likelihood of a purchase,
for example, based on past behaviour and the type of
contact the customer prefers, so the interaction
becomes meaningful and contextual.

VP: What impacts do you see digital disruption
having on customer engagement and commerce?

VP: How has access to these powerful marketing
insights that enable CSPs to attract customers,
convert sales and keep loyal customers on
board, changed the industry’s approach to
customer experience?
PC: Customer experience has always been important
– it’s certainly not a new phenomenon. Before the
advent of the current technological changes, people
obviously wanted to be treated well. But now
customer experience has become a core differentiator.
CSPs used to give customers a limited choice,
perhaps as basic as an either/or proposition, and seek
to provide a good service within those narrow
confines. Today, customer experience is all about
having an extremely wide choice while still receiving
excellent service.
That wide choice has resulted in far more complex
customer journeys becoming the norm. A prospective
customer may have received a post from a friend on
social media and then been directed to the CSP’s web
site, where the online journey begins. The customer
then selects a device and airtime plan and decides to
visit the local store, but on the way realises that there
is a voucher that should have been redeemed. So the
basket is accessed on the mobile phone before the
customer speaks to a call centre agent, where
subsequent advice and guidance results in further
accessories being reserved prior to in-store purchase.

www.hybris.com/
industry-solutions/
telecommunications
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This proliferation of the options available to customers
has resulted in the DNA of a customer becoming
unique for a particular journey. But if you can interact
at each of these levels, and understand the context of
what the customer is doing, you can continue to
provide a great experience and serve the customer
well. For example, a customer might be in a contract
but looking to change aspects of it – such as their
data plan – or to leave altogether. We can take that
information and analyse it, based on their past
behaviour, to determine what they are likely to do next.

PC: I think the greatest impact will be the increasing
complexity of the customer journey. The Internet of
Things (IoT) is upon us and a lot more touchpoints are
going to become available because of that. If you
think about the home automation or banking-related
services that CSPs can offer, the implications become
very far reaching.
I believe this disruption will be driven by mobile
devices – smartphones and tablets – and we will see
these being used to control heating, security or home
automation. Effectively your bank – for example – will
be carried with you on your mobile device. This is the
future and the big question is: how do CSPs play in
this game and monetise these services?
The CSP owns the network but the challenge for them
is how to harness that and monetise it. You can go on
and on in terms of the new services that the network
will enable, but a huge number of these services will
involve enabling customers to either pay for things or
control them.
There are many aspects to consider, but I foresee a
big play in the business-to-business market, with
CSPs offering more services to large enterprises.
Making it possible for enterprises to order services
online, selecting their network routes, call centre
support, IP-PBX and other services, and building
these according to their own needs. Machine-tomachine (M2M) is another major market where CSPs
are already starting to play.
The key point is that, whatever happens, you will still
need an omni-channel customer engagement tool to
manage all of this and deliver a truly superior
experience to customers. To do that, even in the
business-to-business market, you’ll need to
understand what the customer is interested in, what
their behaviour has been in the past, their preferences
and likely next action. SAP Hybris brings all of that
information together and enables CSPs to take
effective and relevant action.
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Welcome to MWC 2016
Mobile World Congress, to be held on 22-25 February, 2016 at Fira Gran Via in Barcelona,
Spain, promises to graze six-figures in terms of attendees while welcoming technology
industry luminaries and celebrities including Formula 1’s Lewis Hamilton. Here we provide a
preview of this year’s Congress
hilst much of the excitement in terms of
new launches, research and development
results and glimpses into our increasingly
mobile and interconnected future can be
enjoyed from the huge plot of prime real
estate that is Fira Gran Via exhibition floor, it’s
important not to forget that some of the most senior
people in telecoms are in Barcelona and presenting in
the event’s comprehensive conference programme.

W
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This year, there is the usual blend of telecoms industry
leaders, plus senior supplier executives, all of whom
will be sharing their visions of the mobile industry of

the future and will be joined by internet billionaires,
media personalities and celebrities. “We have an
outstanding conference programme, with leaders from
across the ecosystem, as well as adjacent industry
sectors, showcasing how mobile is transforming
everyday life for billions of people around the world,”
said Michael O’Hara, the chief marketing officer of the
GSMA. “Beyond the conference, Mobile World
Congress attendees will have the opportunity to
experience the impact of mobile through the
exhibition, partner programmes, seminars and many
other events and activities. We look forward to
welcoming the mobile world to Barcelona.”
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In a new development
for 2016, all keynote
sessions will be
streamed via a
dedicated channel on
Mobile World Live
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Keynote speakers confirmed
Among the most highly anticipated keynote sessions
is a presentation by Derek Aberle, the president of
Qualcomm, who will be joined by guests from the
Mercedes AMG Petronas Formula One team,
including three-time World Champion driver Lewis
Hamilton, to discuss how wireless technology is
transforming the future of consumer automotive
through motorsport.
Although it’s unlikely Hamilton will have much to
contribute on the industry’s virtualisation efforts or the
development of 5G wireless technologies, there will
plenty of other senior speakers who will. The 2016
MWC conference programme is set to provide an indepth coverage of the current and future mobile
industry, highlighting specific areas of growth as well
as the latest technological developments, next
generation services and growth strategies.
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In a new development for 2016, all keynote sessions
will be streamed via a dedicated channel on Mobile
World Live (www.mobileworldlive.com), which will be
ideal for attendees that always seem to find
themselves on the wrong side of Hall 6, three minutes
before their favourite speaker is due to go on stage.
As a further backup for those dragged into last
minute customer meetings, several of the keynotes
will also broadcast live on Mobile World Live TV,
which will run on more than 60 screens in prominent
locations across the venue, as well as more than
24,000 rooms in 180 hotels in Barcelona. For further
information on the conference, including the agenda
and speakers, visit:
www.mobileworldcongress.com/conference

▲

Speakers confirmed include:
• Sunil Bharti Mittal, founder and chairman,
Bharti Enterprises
• Shang Bing, chairman, China Mobile
• Ahmad Abdulkarim Julfar, CEO, Etisalat Group
• Mark Zuckerberg, founder and CEO, Facebook
• Mark Fields, president and CEO, Ford Motor
Company
• William Ruh, senior vice president and chief digital
officer, GE and CEO of GE Digital
• Dawn Airey, CEO, Getty Images
• Brian Krzanich, CEO, Intel
• Ann Cairns, president, International Markets,
MasterCard
• Denis Sverdlov, founder and CEO, Roborace

• César Alierta, executive chairman and CEO,
Telefónica
• Johan Dennelind, president and CEO,
TeliaSonera
• Kaan Terzioğlu, CEO, Turkcell
• Professor Sir Konstantin Novoselov FRS,
University of Manchester
• Simon Segars, CEO, ARM
• Jonah Peretti, founder and CEO, BuzzFeed
• Hans Vestberg, president and CEO, Ericsson
• Jon Fredrik Baksaas, chairman, GSMA
• Mats Granryd, director general designate, GSMA
• Anne Bouverot, chair and CEO, Morpho (Safran)
• Sifiso Dabengwa, executive director, group
president and CEO, MTN Group
• Richard Fain, chairman and CEO, Royal
Caribbean Cruises
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Barcelona to remain Mobile World City and MWC host until 2023
Now entering its eleventh year in Barcelona, mobile executives
are in for at least another seven years of tapas as organisers,
the GSMA, have signed an agreement with the Barcelona City
Partners to extend their contract for an additional five years to
2023. The Barcelona City Partners comprise the Spanish
Ministry of Industry, Energy and Tourism; the Generalitat de
Catalunya; the Barcelona City Council; Turisme de Barcelona;
Fira de Barcelona; and the Mobile World Capital Barcelona
Foundation (BMWCF).
“We are very pleased to confirm that Barcelona will continue to
serve as the Mobile World Capital and home of Mobile World
Congress for the next eight years,” said John Hoffman, the chief
executive of the GSMA. “Our 2015 event marked the tenth year
we’ve held Mobile World Congress in Barcelona, and over that
period of time, we’ve received tremendous support from all of
our Mobile World Congress and Mobile World Capital Barcelona
partners. We look forward to further building on our success
together in the years ahead.”

Mobile World Congress 2015 attracted more than 94,000 visitors
from 200 countries, with over 2,000 exhibiting companies
showcasing their products and services. The four-day
conference and exhibition brought together executives from the
world’s largest and most influential mobile operators, software
companies, equipment providers, internet companies and
companies from industry sectors such as automotive, finance and
healthcare, as well as government delegations from across the
globe. Independent economic analysis indicates that the 2015
Mobile World Congress contributed more than €436 million and
nearly 12,675 part-time jobs to the local economy.
The Mobile World Congress is the cornerstone of the Mobile
World Capital, an initiative that encompasses programmes and
activities that span the entire year and will benefit not only the
citizens of Barcelona, Catalonia and Spain, but also the
worldwide mobile industry. These include programmes in the
areas of entrepreneurship and innovation, mHealth, mEducation,
smart living and smart cities, among others.

Additional attractions
The MMIX: Spotlighting media and entertainment
Reflecting the exploding demand for mobile content globally,
The MMIX encompasses a four-day programme that includes
the full day MMIX Summit sponsored by MixRadio on 24
February, in addition to keynote and track sessions in the Mobile
World Congress conference. The MMIX Summit will kick off with
a keynote from Scott Mirer, the vice president of the Device
Partner Ecosystem at Netflix and will feature sessions
examining subjects such as the future of film, TV and broadcast,
as well as developments in digital music, mobile games, social
video and mobile media. Speakers at the Summit include
executives from Amuza, CNN, EE, Getty Images, Gleam
Futures, Google, Jukin Media, Lewis Silken, L’Oreal Paris,
Next Games, Midia Research, MixRadio, Rovio, Sky, Sony
Mobile Communications, Telefónica-Movistar+, Telenor,
Verizon, Viacom International Media Networks and
Warner Music Group.

New developments at 4YFN
Now in its third year at Mobile World Congress, 4 Years From
Now (4YFN) will further encourage attendee interaction through
the Founders & Investors sessions, as well as other new
initiatives such as the Speakers’ Corner open mic scenarios and
Pitch the Press meetings between journalists and entrepreneurs.
In addition, the event will also include the 4YFN Social Coin, a
token through which attendees will interact and create links
designed to create new business opportunities.
4YFN has confirmed several speakers for the programme
including: Werner Vogels, the vice president and CTO at
Amazon.com; Rich Miner, a co-founder of Android and
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investment partner of Google Ventures; David Sable, the
global chief executive of Y&R; Andrew Bolwell, the chief
disrupter at Hewlett Packard; and Mark Shutterworth, the
founder of Canonical and co-founder of Ubuntu. 4YFN will
feature participation of international investment firms such as
Index Ventures, Notion Capital and Relay Ventures and will
welcome a significant contingent of French startups through
cooperation with La French Tech. For more information, visit:
www.mobileworldcongress.com/events/4yfn-event

Connected Women at
Mobile World Congress
The GSMA will host several programmes and events focused on
increasing diversity and driving inclusion in mobile. On the
afternoon of 22 February, the Connected Women team will hold
the session ‘Accelerating Digital and Financial Inclusion for
Women’, where they will launch Connected Women
commitments by mobile operators to reduce the gender gap in
mobile internet and financial services. Speakers include Cherie
Blair, founder of the Cherie Blair Foundation for Women; Mary
Ellen Iskenderian, president of Women’s World Banking; and Dr.
Omobola Johnson, the A4AI honorary chairperson.
On 25 February, GSMA Connected Women will host ‘Women
Leadership Accelerating the Digital Age’, to explore new ways to
accelerate diversity and encourage higher levels of women’s
leadership. This session will be preceded by a ‘Connected
Women in Technology’ networking event on the evening of 24
February. Both events are sponsored by Accenture. For more
information on Connected Women at Mobile World Congress,
visit www.mobileworldcongress.com/connected-women
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Service assurance empowers CSP
departments with contextual insights
to drive better business decisions
Anritsu’s service assurance business unit is undergoing some important changes. Service assurance forms a key
revenue source and a pillar of growth for the company, which also sells optical, radio frequency (RF), microwave
equipment, and test and measurement solutions. The MasterClaw passive probes solution is the company’s flagship
service assurance offering, but recently the company has expanded into network and big data analytics by
launching new products eoSight and eoLive. Anil Rao, a senior analyst at AnalysysMason, interviewed Neil
Tomlinson, the chief operating officer at the Anritsu Service Assurance division, to find out more about these new
announcements and the company’s business strategy

Neil Tomlinson: Our industry is going through a
transitional period driven by a multitude of
external and internal factors. For example, the
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competitive landscape has significantly changed – a
typical communications service provider (CSP), as we
know it, no longer competes just with their peers but
also non-traditional over-the-top (OTT) service
providers such as Google, Facebook and Apple, and
many other digital players, resulting in significant
pressures on the traditional revenue sources. 4G/LTE

▲

A

nil Rao: Please can you tell us a little bit
about the challenges your customers are
facing?
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and mobile broadband have boosted data
consumption and data revenue as intended, but have
resulted in a continuous need to invest in network
capacity and increase efficiency. Consequently, capex
and opex have increased at a fast pace to keep up
with the ever-increasing demand for capacity.
Churn is another big challenge that our customers
face. Most markets are now saturated, especially in
the mobile segment, so customer retention holds the
key. Consumers have a lot of choice, both from the
OTTs such as the examples stated above as well as
from many disruptive players entering the market, who
rely on innovative business models such as Wi-Fi-only,
freemium or no-frills CSPs such as FreedomPop
and Iliad.
Revenue, cost and churn challenges are not new but
there is a level of urgency to tackle them because of
the prevailing business context. CSPs need new
ways to address them, with new approaches needed
to increase network and operational efficiency,
control costs and enhance customer experience to
reduce churn.
AR: Well summarised and I agree. These
strategic challenges are having far-reaching
impacts on pretty much every department within
the CSP, especially network operations, network
engineering, marketing and customer care. Can
you elaborate on how Anritsu is helping some of
these departments address these challenges?
NT: Within the service assurance business, Anritsu’s
traditional strategic focus has been on network
operations, but we are now expanding that. The multidimensional assurance approach based on our
flagship MasterClaw solution allows CSPs to monitor
and assure the end-to-end quality of experience of
complex services such as VoLTE as well as
empowering different CSP departments to make
better decisions using the contextual insights most
relevant to them.

The eoLive solution is a real-time customer experience
dashboard solution that turns data into real-time
actionable intelligence about customer experience, by
alerting on issues that can impact services along with
the number of customers impacted by any issue.
eoLive provides real-time actionable intelligence to
many groups including NOC/SOC, operations and
engineering and gives instant prioritisation for people
constantly in information overload.
eoMind is a real-time self-operating analytics solution
that automates the discovery and reporting of insights
that can impact customer experience and is, we think,
the industry’s first streaming analytics solution.
It really is a game changer in that it enables instant
prioritisation of issues that impact experience without
the need for many steps to understand an issue and
its impact.

Neil Tomlinson, New
product launches
signal our transition
into big data and
customer experience
analytics

AR: One underpinning theme that jumps out in
these new solutions is the use of big data
analytics technologies to generate contextual
insights. This is not new and most other
competing assurance solutions use similar
technology and messaging. In fact, this space is
already crowded with not only probe vendors but
also generic analytics companies and the
traditional network equipment companies. Can
you explain how Anritsu is differentiating from
competition?
NT: Good question and I am glad you asked. Let me
start by saying that what we have developed is a true
big data solution. The platform operates off raw data
so it can take input from any number of data sources;
for example it supports third-party probes in addition
to our own MasterClaw. Out of the box, we provide
Customer Experience analytics packs such as for
VoLTE. The system also provides high configurability
and flexibility by allowing users to compose complex
data sets by blending data from billing, provisioning
and CRM solutions to automate as much as possible.
Big data is exactly what it says it is – lots of data – the
key is having the knowledge and capability to turn that
data into intelligence – our customers tell us they are
drowning in data but not insights. That’s where
Anritsu is different; we have the experience and
knowledge to transform data into usable knowledge
for our customers.
Another area where we have innovated is around
dramatically reducing the time required for generating

▲

We have also launched two new products to augment
our eoLive real-time experience dashboard, eoSight
and eoMind, which signal our transition into big data
and customer experience analytics. The eoSight big
data customer experience analytics solution
empowers CSPs to build a multi-dimensional, datadriven view of customers, networks, applications and
devices. State-of-the-art visualisations are combined
with in-memory analytics and predictive analysis of
key business metrics, giving a view of not only the
past, but also of the future. The solution answers
complex scenario-based questions, such as: what

was the experience of SME employees at their HQ
location this morning when accessing 4G data
services using an iPhone 6?

We have also
launched two new
products to augment
our eoLive real-time
experience
dashboard, eoSight
and eoMind, which
signal our transition
into big data and
customer experience
analytics

IN ASSOCIATION WITH ANRITSU
VANILLAPLUS CEO GUIDE TO MWC SUPPLEMENT - FEBRUARY/MARCH 2016

C11

A N A LY S T

Our solution allows
users to subscribe to
specific information
data points depending
on what they want to
see, and the system
feeds the targeted
information back – for
example, in the form
of pop-ups – to the
users
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insights. Most solutions talk about real-time analytics
but take five to 15 minutes to process data and
generate insights. For the advanced use-case
scenarios that the industry is envisioning, such as the
need to optimise networks in near real-time, measure
customer experience in near real-time, or create
targeted marketing offers based on geo-location and
customer context data or closed loop assurance
scenarios, insights must be generated much quicker.
With our big data solution, we have brought the time
lag down to millisecond levels.
AR: The evolution towards real-time analytics is
extremely important and I like the example use
cases you alluded to. Automation is going to be
an important requirement for many of these use
cases and while full automation of business
processes is some time off, many CSPs are
demanding solutions that can provide the
foundation and the capability to automate
processes when required. Real-time analytics
based on big data is one such important
capability. You briefly mentioned customer
experience – it is an important theme in our
industry today. Could you provide some more
information on how you are addressing this?
NT: The importance of customer experience cannot
be overstated – the barrier to churn is extremely low.
For a customer to churn, all it takes is a few instances
of poor quality of experience, or bad feedback from
somebody in the social circle or a top influencer on
social media. So we have made customer experience
and sentiment analysis key features in our solution,
and we even provide an off-the-shelf customer
experience analytics module – signature analysis –
with our eoSight solution.
AR: Talking of social media, am I correct that
you have also adopted the social media
principles to the dashboard technology in your
solutions?

www.anritsu.com
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NT: Yes, we have completely redesigned the way
users interact with our dashboards. Here’s the
problem CSPs face today. Operational dashboards
have become too complex and cumbersome,
resulting in unintended consequences in the
operations centre. The traditional approach involves
operational personnel – or other users for that matter
– analysing vast dashboards and making decisions on
the next best action; this is unsustainable, especially

with the prevailing network and service complexities,
and network virtualisation still to come. So we have
brought social-media-based user experience to the
heart of dashboard design.
Our solution allows users to subscribe to specific
information data points depending on what they want
to see, and the system feeds the targeted information
back – for example, in the form of pop-ups – to the
users. The system functions by taking into
consideration multiple dimensions such as the
criticality of the problem, the impact on the service,
and the revenue and broader business impact. The
algorithms use multiple data points for analysis and
present actionable insights in small digestible snippets
of information to the user, who can focus more on
fixing the problem and less on sifting through
dashboards. This enables CSPs to de-skill the
workforce and increase focus on other high-value
activities such as enhancing customer experience.
AR: It is clear that Anritsu's service assurance
business is going through a significant evolution.
Let me come back to this – you have made the
bold move away from your core probes business
and you are now positioning as a big data
analytics vendor. Can I ask why, and why now?
NT: It is our vision and ambition to be more than just a
probes vendor, and the market forces are dictating
this evolution. We foresee that big data analytics and
real-time insights will drive a lot of the important
decision making within the CSP – and in the world of
big data, probes are just another data source. We had
a choice – to continue to be one of the many
commodity data sources for other big data platforms
and generate revenue by providing access to our
probe interface, or to rise higher in the value chain by
developing our own big data platform and applications,
creating new revenue opportunities for ourselves as
well as enabling CSPs to address the strategic
challenges discussed at the start. We chose the latter,
and completely re-architected the solution to delink the
probes from the mediation, analytics and application
layer, and further evolved it into a big data platform.
We are receiving good feedback from our customers
too. Many customer trials are now underway and our
customers are saying that they are now able to
identify issues that they didn’t know existed before
or were even discoverable. We are glad we made
that choice.
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Converged network
and IT managed services
will transform CSP operations
Within many communications service providers (CSPs), the CIO and CTO have respectively managed their separate
domains – the OSS/BSS and networks – to ensure that their systems run at the desired service levels. The two now
need to come together, writes Raj Sahakari
T and networks departments tend to have their
own processes, tools, people and managed
services partners. However, this often leads to
non-optimised processes and redundancy in the
tools used. Processes tend to become specific to
the respective departments while tools end up
having overlaps in functionality. People operate in
respective silos with their own knowledge bases, while
faults and outages lead to difficult situations when it
comes to the root cause analysis. The eventual result
being: the CSP bears all the brunt of the service
failure.

I

Along with these efficiencies, there’s a growing need
for converged network and IT operations which is
being driven by the softwarisation of the network via
SDN and NFV. It means IT and network stacks are
coming together.

Bring network and IT operations together
In light of this overlap between networks and IT
divisions, there is a greater need for optimising
operations. This would not only deliver capex
reductions but also would address the issue of opex
efficiencies. As such, we’re likely to see a growing
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The author, Raj
Sahakari, is principal
architect at Tech
Mahindra
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Moreover, it is not uncommon for independent IT
managed services and network managed services
teams to spend sleepless nights trying to decipher the
root cause of an outage, only to realise that the issue

could have been resolved much faster had the two
teams interacted more often, shared their knowledge
and experience more openly, and understood their
systems and processes much better.
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the network as opposed to its siloed operations today.
The network and IT operations in SDN/NFV would
therefore, by design, become converged.

need for managed services providers with capabilities
in both IT and network operations, and which can
shoulder the nuances of the two areas to become a
Converged Network-IT Managed Services (CNWITMS) provider.
Their primary responsibility would be to assess the
end-to-end operations processes, take an inventory
stock of the tools, their capabilities, usage and
relevance, as well as to interact with the respective
CIO/CTO organisations of the CSP to provide daily
updates as per service agreements.
Moving to a single Converged Network-IT Operations
Centre would enable the monitoring and control of the
CSP Network as well as the IT application stack.
Along with more efficient processes, the tools can
also be consolidated to ensure they don’t have any
overlapping functionalities. This could be coupled with
IT and network analytics to enhance business insight.
Visualisation methods and dashboards could also be
adopted to provide an end-to-end unified view of CSP
services. The convergence means that faults and
issues can be resolved faster, services are restored
quickly and the customer experience is improved.
There are some wider benefits to this which are
related to the savings on space and power. Bringing
operations in multiple locations under one roof could
help in reducing the overall carbon footprint of the
CSP, making it a greener solution.

Both SDN and NFV are destined to change the way
networks behave and interact with their traditional
OSS/BSS counterparts.

With regard to new skills, existing data centre
operations competences in servers, storage and
virtualisation would need to be upskilled to cover
network functions virtualisation and network
virtualisation. Operations staff would also need to
develop skills in programming, API usage and scripting.
SDN/NFV operations will demand a lot of cooperation
between departments as a cultural shift is imminent.
Hence, cross-functional collaboration is inevitable.

Network operations in the SDN/NFV era will undergo
a significant transformation. With the introduction of
the NFV orchestrator and the SDN controller, which
play a vital role in automation, network operations will
need to deal with more dynamism in the network.
With varied live activities such as scaling demand for
resources and dynamic computations of network paths
based on traffic conditions, the network would consist
of several moving parts. Existing OSS systems will not
be able cater to the fast changing nature of this network
and OSS will need to be more tightly integrated with

SDN/NFV is undoubtedly a trigger point for converged
operations. Those CSPs who have not yet embarked on
this journey would do well to quickly jump onboard the
SDN/NFV brigade, to avoid losing out to competition
and even becoming obsolete. To help facilitate this
migration, CSPs should evaluate the partner’s
credentials in terms of their SDN/NFV profile, customer
engagements in managed services, as well as the
skills and experience of the partner’s workforce, thus
ensuring the smooth transformation of their operations
through Converged Network-IT Managed Services.

Softwarisation of the network
The adoption of
SDN/NFV will be a very
gradual and a phased
process. For the most
part, over the next
decade, SDN/NFV
networks will coexist
with legacy networks –
increasing the
complexity of operations
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The adoption of SDN/NFV will be a very gradual and a
phased process. For the most part, over the next
decade, SDN/NFV networks will coexist with legacy
networks – increasing the complexity of operations. In
these hybrid scenarios, management functions such
as fault and performance monitoring, root cause
analysis and provisioning would need a view of both
virtual and physical networks. The NFV Orchestrator
will play a key role in enabling automation and
interfacing between the network and the OSS
systems. With an end-to-end service view, it will
ensure service uptime by coordinating between the
underlying virtual and physical elements. The SDN
Controller, on the other hand, will serve as a
centralised management entity and will influence realtime changes in the network. The NFV Orchestrator
and SDN Controller would automate, and shoulder, a
major proportion of network operations which, in turn,
will be driven by very granular policies to achieve the
required service level agreements (SLAs) and quality
of experience of the end customer.
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CSPs need an open
environment in order to win
as digital service providers
As communications service providers (CSPs) transform to become digital service providers (DSPs) the relationship
between them and their customers has changed, Niall Norton, the chief executive of Openet, tells Justin van der
Lande, a principal analyst with Analysys Mason. Norton adds that within this change lies opportunity for CSPs to
reinvent themselves as providers of a wider range of services. Norton sees better utilisation of CSP data and the
emergence of virtualisation as critical enablers of the transformation from CSP to DSP

J

ustin van der Lande: People use apps – they
don’t really engage with their mobile service
providers. What can communication service
providers do to become more digital and
relevant to their subscribers?
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Niall Norton: The first thing that they need to do, and
the good news is that many are on this path, is to

move from being CSPs selling communication
services to DSPs selling a range of digital services to
their customer base. As you say the relationship
between consumers and CSPs has changed
massively in the last few years. People buy their
handsets from many different sources, they use
services from app providers and OTTs, and they don’t
always use the network of the service provider as we
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CSPs need to better understand their customers. They need to better engage with their
customers and to do this they need to understand customer context

can see by popularity of free Wi-Fi. CSPs have one
huge asset that many of their newer competitors don’t
– a well-established, multi-million strong customer
base which pays for service every month. Many of the
content companies and OTT providers can only
dream of this. As we’ve seen with Netflix and Spotify,
CSPs can provide a good route to market for content
providers. But this is just the start. CSPs need a wider
range of digital offers to sell to their customer base –
the vast majority of these services will come via
partnerships, so CSPs need to be able to quickly
accommodate new business models.
CSPs need to better understand their customers.
They need to better engage with their customers and
to do this they need to understand customer context.
This is a combination of real-time usage information
and historical customer data, such as net promoter
score (NPS), lifetime value, churn propensity scores
and so on. Using this, CSPs need to reach out to their
customers in real-time to make them offers that are
relevant. For example, a customer walks into a football
stadium at the time of a match, but their data allowance
is almost out. If this customer is high value, why not
send them a message saying 500mb of data to upload
photos or video from the match to their Facebook
account. We already know that this customer is a
heavy Facebook user. This 500mb could even be
sponsored by Nike or whoever sponsors the football
team. This is an example of using big data, turning it
into smart data and using it to drive personalised
context aware offers. In order to expand, CSPs will
need thousands of these offers in their offer catalogue
which are automatically triggered by real-time data.
This is just one example of how CSPs can become
more relevant with their customers – there are many,
many more that CSPs can use. The data to drive this
relevance already exists – CSPs need to capture it
and use it.

NN: It’s not a clear cut who will win and who will lose.
Some CSPs will win and no doubt others will fall by the
wayside. Same with OTTs – there’s some very good
companies out there and some not quite there yet.
With regards to CSPs I see companies saying that
they need a new billing system for digital services and
going out and embarking on a multi-year and hugely
expensive billing transformation project. The only
winner in this case is the sales guy who pockets a
large commission cheque from the vendor. Traditional
approaches to doing business, how they run their
networks and IT systems will not work when CSPs are
competing with Facebook, Google, Microsoft and the
plethora of free Wi-Fi services that are rolling out.

Niall Norton:
CSPs have a wellestablished, multimillion strong
customer base which
pays for service every
month

The good news for CSPs is that a lot of the shackles
of the traditional way to run their businesses are being
thrown off. Virtualisation is going a long way to change
not just networks but also IT functions, deliver a much
faster time to market and remove the stranglehold
that several large vendors have on a CSP’s OSS and
BSS stack.
JvdL: What would you say are the characteristics
of service providers who will grow in the digital
market versus those who may not do so well?
NN: The ones who pursue the culture of not being
afraid to fail will be ones who will prosper. It’s very
easy to find excuses not to take risks, not to innovate
and not to change. CSPs who say we’ve always done
it this way, or we don’t want to take risks with our
systems suppliers, will be the ones most exposed.
Before they know it, a new competitor will have come
in, offered low cost or free data services and the CSP
can’t react, because the only competitive tool they’ve
got is to increase data volume in a bundle and reduce
price. This is because they’re hampered with old
thinking and old systems.

▲

JvdL: The rate of change in the industry is
unprecedented – CSPs need to transform and
act more like OTT providers, nimble, low-cost,

smart and data driven. Do you think CSPs are
more likely to win in this changing environment?
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JvdL: CSPs need to develop an ethos that drives
innovation and makes people not afraid of
failure. Is this a bridge too far for some very
large, very well established CSPs?
NN: No. Some of the most innovative CSPs are also
the largest. It’s a culture. Does the leadership drive
change and reward innovation? Do they ask the hard
questions? Do they have the vision to see the change
and make the investment in people, systems and
processes to capitalise on this change? Also they
need to admit when they’re wrong and quickly adapt.
It’s not just about fostering an environment where
people aren’t afraid of failure. It’s the ability to fail fast
and to learn fast that makes a difference.
Look at virtualisation. This is a major advance for
many CSPs. It’s a huge advance on how they’ve
typically run their networks and IT. But, I think it’s fair
to say that the early adopters of network functions
virtualisation (NFV) are also the CSPs with some of the
most innovative offers out there in the marketplace,
and are the ones who are constantly pushing new
digital solutions.
JvdL: A lot of innovation comes from vendors.
Do you think virtualisation is now table stakes
for BSS vendors? And where do you see SaaS
based models playing in the market?
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NN: Yes. Almost every RFP we see is asking for
virtualisation as standard. Some CSPs may not quite
be ready for virtualised BSS just yet, but they want to
make sure that when they do move, their BSS

vendors fully support them. As for SaaS many BSS
systems are ready to run on a cloud environment –
but there are still a lot of CSPs who don’t want to let
OSS and BSS data into the hands of a third party.
Most CSPs still want to keep control of their BSS.
JvdL: Openet has announced that it’s going to
give away free of charge VNF (virtual network
function) Manager software, is this a new
business model for Openet? How do you intend
to make commercial sense of the offer?
NN: Openet competes with the big network
equipment vendors and large IT companies. Some of
these players want to maintain the status quo of a
closed shop. NFV is supposed to be about openness.
Providing a generic NFV manager free of charge on a
community model will hopefully open a few doors for
us and let CSPs see that they don’t need to be
restricted by a closed shop run by a few vendors.
We’re seeing tremendous success in supplying realtime charging systems as adjuncts to legacy billing
systems to provide a fast track to charging or billing
transformation. With an open VNF approach CSPs
can more easily take this adjunct approach for all
systems – run the new digital systems as adjuncts to
the old legacy kit, and have an open VNF manager
manage the new systems – as the vast majority of
these will be virtualised. So, we’re pushing to make
NFV truly open, and at the same time it may have
future benefit for us, as we’re providing the open
environment that CSPs need in which to win as digital
service providers.
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KEEPING UP WITH
THE INCREASING
SPEED OF CUSTOMER
DEMANDS?
And the delivery of complex services?
For a telco commerce platform to deliver a desirable user
experience, it has to meet a number of unique needs.
It has to cope with constantly changing combinations of phones
and plans. It must offer added value services like video streaming
and cloud services. It must handle ﬁxed pricing, usage pricing
and subscription pricing. It must manage deals and promotions.
All of this to ensure today‘s savvy consumer experiences a satisfying
interaction. And if that wasn’t enough, it must be seamless through
any touchpoint – online, mobile, call centre or in-store.
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