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One thing is certain, the wholesale market is 
being shaken and stirred and there is no going 
back. The move to IP with LTE deployments 
and the increasing ambitions of the global 
mobile groups are generating a power shift, 
and the role of the pure wholesaler is being 
seriously questioned. In addition, the telecom 
industry is getting more complex by the day, 
with new players entering the fray and new 
technologies and services being introduced at 
a quickening pace, by operators themselves, 
handset manufacturers and OTT players.

This poses a great challenge, but more 
importantly, it opens up great opportunities for 
wholesalers, as they are in the perfect position 
to simplify service providers’ migration to IP 
by making it less risky, faster and easier. Their 
central location in-between all parts of the 
complex communication equation enables 
wholesalers to facilitate interconnection, 
interworking and interoperability by bridging the 
old with the new, the different types of players, 
technologies and networks. The ones able to 
meet this challenge will become partners for 
success and ensure their relevance for some 
time to come.

Service providers have to find new ways of 
monetizing their services, traffic and customers 
at home and abroad. In parallel, they must 
also facilitate an enhanced communication 
experience to better address the threat of 
competing OTT offerings, even as other OTT 

services are capable of providing valuable 
partnerships for the future.

Here again, wholesalers have a key role to play 
on the international front, partly by supporting 
high quality enhanced services, such as HD 
voice and video, VoLTE and RCS, but also 
by assisting service providers in improving 
customer experience and service efficiency 
through Real Time Intelligence tools and 
applications. To achieve this, wholesalers need 
to become innovation hubs and work closely 
with their customers to facilitate new services 
and offerings internationally.

Those who can achieve this will be able to 
move up the value chain and away from the 
commoditized wholesale market of the past 
towards a high quality, higher value partnership 
business model. Not a small feat!

In this second installment of our portfolio of 
interviews with top wholesale executives, we 
dive deeper into these subjects and continue 
exploring how the wholesale industry is 
evolving. We also look at how some of the 
most prosperous carriers are succeeding in 
taking advantage of the IP revolution to reinvent 
themselves into stronger, more nimble and 
innovative facilitators of converged voice and 
data services. Let’s see what they have to say…

Isabelle Paradis
President, HOT TELECOM

Resistance  is  futile...

Isabelle
Line
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 ‘Constant
  change is
  exhilarating’

A  force  to  be 
reckoned  with 

Brian Fitzpatrick 
CEO - Vodafone Carrier Services

Vodafone is one of the more recent 
additions to the wholesale world, but 
not one to be underestimated: with a 
pool of 400+ million mobile customers, it 

has one of the largest global network footprints 
that carries over 10% of the international voice 
traffic. It is definitely a force to be reckoned with, 
which is likely to trigger a significant power 
shift in the wholesale market in coming years. 
I had the opportunity to discuss Vodafone’s 
wholesale strategy and plans with Brian 
Fitzpatrick, CEO at Vodafone Carrier Services, 
as well as what makes this new wholesaler so 
different.
 

A WHOLESALER WITH A DIFFERENCE

Vodafone Carrier Services (VCS) is a new player in 
the wholesale market. How do you differentiate 
from others and how do you see your role within 
the Vodafone Group?

Vodafone Carrier Services (VCS) exists for a 
different reason than the majority of the other 
players in the market. One cannot lose sight of 
the genesis of our beginning. Basically, we exist 
because Vodafone has 400+ million customers 
around the world and we need to provide 
these customers with the most innovative and 
competitive international services available in 
the market.

It is therefore extremely important for us to 
manage the scale and reach from the physical 
infrastructure that we already have. This is 
a significant challenge in itself and we need 
to make sure we get this right first before we 
expand our wholesale offering outside of the 
Vodafone Group. 

Consequently, our thinking and strategy is 
impacted by this differentiator. When we look 
at innovation for example, our primary focus is 
about creating new services and applications 
for Vodafone’s customers on all continents.

Isabelle
Line
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If we are able to do this successfully, we will 
automatically be in a strong position to offer 
leading edge wholesale services to customers 
outside of the Vodafone Group as well. Our 
business drivers are therefore different than 
the pure wholesale players who pour a lot 
of money into what will be the next great 
wholesale product offering. 

Additionally, because of the assets we 
have acquired over the years through our 
different M&A activities, we are in a very 
privileged position and will be able to become 
a formidable carrier. We are the largest 
aggregator of international voice in the world 
right now, with over 55 billion minutes of 
international traffic when you add the traffic 
from all our Operating Companies.

In addition, through the Cable&Wireless 
Worldwide subsea cable capacity we acquired, 
we are in the top five in the world in terms of 
global connectivity and reach. When it comes 
to local access, we are either the second or 
third largest provider of local access fibre in 11 
countries.

Finally, in terms of data, when we aggregate 
our 400+ million mobile subscribers data traffic 
under the Vodafone global Internet backbone 
(AS1273), this should put us in the the top 5 IP 
companies. 

So we feel confident that we will prosper, not 
only because of our scale, but also because 
we can play in all of these segments and have 
succeeded in creating a broad portfolio of 
wholesale solutions in a very short time span.
 

A THREE-PRONGED
PRODUCT EXPANSION PLAN

What are VCS’ expansion plans in the next 
year and how does it see its role in the 
wholesale environment evolving?

As mentioned earlier, we exist for the delivery 
of international services to our customers and 
this is what we will focus on in the coming 
year. Therefore, one of the things we have 
been working on is to support Vodafone’s 
expansion into the Americas, partly through our 
MVNO, supporting Multi-National customers, 
scheduled to launch late fall of 2015. 

Product-wise, we will be focusing primarily in 
three areas. The first one is intelligent routing. 
We will aim to develop a global intelligent 
routing platform which will take the aggregated 
voice traffic from our 26 Operating Companies  
to manage it through the platform as one. This 
will give our customers a single point of entry to 
Vodafone’s voice traffic and destinations.

The second one is SMS, which can be broken 
down into what we call Vodafone SMS Firewall 
and Vodafone SMS Hubbing. Our SMS Firewall 
will protect Vodafone from fraud, and enable 
us to provide a high quality service for A2P 
(Application to Person) SMS traffic.

Furthermore, our Vodafone SMS Hub will 
ensure that we can commercialise an SMS 
transit product, making it available for mobile 
operators and to other SMS providers, as a 
single route into Vodafone. These two initiatives 
should be operational by the end of Q1 2015.

The last one is our Vodafone IPX, which we are 
deploying on a global level. It is operational 
today, but we are targeting to expand it to 
connect 100 LTE operators, preferably directly, 
by the end of Q1 2015.

EMBRACING CHANGE 

What in your opinion are the key trends and 
challenges which wholesalers will face going 
forward?

I think that in the near future one of the key 
trends will be the consolidation of medium-
size wholesalers, as they are under financial 
pressure today more than ever. Most of their 
portfolios are heavily focused on only one or 
two pipelines and niches (often voice) and they 
therefore have few avenues to weather the 
storm. Also, organisations like ours entering the 
market is causing disruption. 

When we look at the challenges, I think the 
constant diversity that is taking place in the 
market is a great challenge. There will be 
hundreds of new companies that will present 
themselves in our space this year and we 
need to adapt and ask ourselves how we can 
serve these companies. I am a firm believer in 
running towards the new disruptive business 
ideas and technologies, versus trying to defend 
against them. They will force us to adapt and 
that constant change is pretty exhilarating.

On the other hand, you should not provide 
services only because they are sexy or cutting 
edge.

You need to follow the cash, and for some 
time to come, this will mean to be able to 
balance the old with the new, for example 
supporting traditional voice while launching 
more  innovative IP data services.

 

Isabelle
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  ‘Voice is here
   to stay’

The  Voice  is  dead
 long  live  the  Voice 

IDT is one of the world’s largest global 
wholesalers. It transported 30 billion minutes 
of International wholesale voice traffic and 
generated US$1.7 billion in revenue in 2014. 

Through its innovative wholesale and retail 
services, it has succeeded in taking advantage 
of strategic opportunities from money transfer 
and remittance to OTT voice applications and 
white label wholesale offerings. Nick Ford, 
President, IDT Carrier Services, spent some 
time sharing with me IDT’s growth strategy, 
his opinion on the evolution of voice and tips 
on how to be successful in the increasingly 
challenging wholesale environment. Here are 
some of his key messages.

 
VOICE WILL SURVIVE THROUGH 

INNOVATION 

How, in your opinion, is the wholesale voice 
market evolving?

I think ultimately people will continue to talk, 
that is not going to go away. Maybe the nature 
of the voice technology will evolve, but voice 
is here to stay. Today, 60% of the world’s 
population still does not have connectivity 
to the Internet. This is improving slowly and 
once these people have connectivity they will 
want to communicate and voice will grow. 
IDT is working to make sure that we are well 
positioned to be part of that growth and to keep 
up with the changes and innovations shaping 
the market.

But when we talk about innovation in the 
wholesale business, it does not necessarily 
mean the introduction of a new and exciting 
service. Innovation still needs to happen in the 
way we work, in our business processes and in 
our marketing strategy for example. But more 
importantly, innovation needs to happen in the 
way we reach our wholesale customers. So in 
my opinion, wholesale voice innovation means 
evolution, not revolution.

Nick Ford
President - IDT Carrier Services

Isabelle
Line
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On the other hand, at the high end, we find the 
big players, for which voice wholesale may 
not be core to their business, but they are not 
prepared to walk away from the significant 
voice revenue, even though the margin is 
low and these services are not big profit 
contributors. Both of these trends are slowing 
the consolidation push.

When we look at the impact of the large 
wholesale groups on consolidation, obviously, 
it is a logical evolution for mobile operators to 
connect directly to each other. At some point, 
this should trigger some level of consolidation. 
But it will take time to fully develop and for 
wholesalers to see the wider impact of this 
evolution. At the end of the day, managing a 
large wholesale business is complex. So in 
my opinion, consolidation will happen, but I do 
not foresee it happening much earlier than 5 
years’ time…. and 5 years is a long time in the 
telecom business.

NEVER ASSUME THAT YOU KNOW 
EVERYTHING

What is most challenging and exciting in your 
current position as a leader in the International 
telecom industry and what advice do you want 
to share with our readers?

Managing a fast growing international business 
is an exciting experience. It is so diverse and 
intricate, it keeps you on your toes at all time. 
However, the challenge comes when the 
business becomes more mature. It requires 
a complete shift in management style and 
strategy. You have to find solutions to keep 
people motivated in a more mature market. 
So from that point of view, managing people is 
definitely the most challenging part of my role.

As a global business, IDT is very dynamic and 
the management of the different culture, not 
only in terms of our employees, but also on the 
customer side, creates a whole new dimension 
of complexity and challenges. You may have a 
certain level of expertise in the business after 
some time, but you cannot assume that you 
understand the intricacies of each and every 
market. So local representation is crucial to any 
global company’s success.

I think the most dangerous thing is to assume 
you know everything. You must constantly 
re-evaluate your business. Just because you 
are successful in one area one day does not 
mean that you will be successful in another 
area tomorrow. This philosophy has definitely 
helped IDT stand the test of time.

In IDT’s case, we also have a large retail 
customer segment that is constantly innovating 
new services. For example, our recently 
launched voice app has already been widely 
adopted in immigrant communities throughout 
the United States. Of course, this retail traffic 
volume and growth is of great benefit when 
trading on the wholesale market. It gives us 
stability and negotiation power. 

 
NETWORK OPTIMISATION AND
SELF-MANAGED CUSTOMER’S

EXPERIENCE ARE KEY

What are IDT’s expansion plans in the coming 
12 to 18 months?

First of all, IPX is an important consideration 
for us. We are ready to offer it when customers 
request it, primarily for high quality direct voice 
termination. Following on from there, we are 
evolving our internal and external tools to 
maximize efficiency to ensure our survival in 
this cut throat business. For example, we are 
virtualizing our Session Border Controllers and 
moving them into the cloud. We are constantly 
looking for ways to minimize the cost of doing 
business, including the cost of the network and 
the cost of routing large volumes of calls, to 
ensure we are as efficient as possible.

In addition, we are increasingly focused on 
improving the wholesale customer experience. 
The easier we can make the entry process for 
the new carrier customer coming into IDT for 
wholesale services, the better. For example, we 
are now white labelling IDT Express.

IDT Express, our automated voice termination 
platform, is becoming a big global business. 
This is partly because 90% of it operates in the 

pre-paid space, which eliminates credit risk, 
while enabling smaller players to enter the 
wholesale market smoothly and inexpensively. 
IDT Express allows smaller players to access 
wholesale rates very efficiently, and enables us 
to get closer to the retail minutes in that specific 
fragmented market. 

Consequently, there is a growing opportunity 
for us in the automation of the wholesale pre-
paid market, by giving customers control over 
the quality and rates they choose, all through 
an easy-to-use online tool. It is a model that 
works and it works well.

Finally, we are working on a number of 
expansions and innovations in the retail 
space, such as international airtime top-up, 
messaging and expansion of our international 
money remittance business. We presently 
have remittance licenses in 47 US states and 
our business is growing rapidly.

 
SMALL PLAYERS ARE A GROWING PART

OF THE NEW WORLD ORDER

Do you foresee a consolidation of the 
wholesale market?

I don’t see consolidation driving the market 
today. To the contrary, we see more and more 
small players coming onto our network. As 
of today we have 4,500 network customers 
connected to IDT’s wholesale platform. To 
achieve this, we have evolved a product 
through IDT Express to allow easy on-boarding 
of these smaller players. So at the low-end, 
we are enabling a growing number of people 
to become small wholesalers and service 
providers. 

Isabelle
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  ‘We are an
    innovation hub’

Sethu Meenakshisundaram 
President - SAP Mobile Services

MAKING  complex  things simple
and  simple  things  automatic

SAP is at the center of today’s technology 
revolution. One of the market leaders 
in data and enterprise applications, it 
helps organizations fight the damaging 

effects of complexity, while generating new 
opportunities for innovation and growth. I met 
with Sethu Meenakshisundaram, President at 
SAP Mobile Services, and we spent some time 
discussing what makes SAP Mobile Services 
so successful, how it is planning to differentiate 
itself in an increasingly converging market and 
what the future holds for the telecom industry.

 

CREATIVE DISRUPTION 

What products and solutions is SAP Mobile 
Services planning to launch in the next 18 
months to differentiate itself from competition?

First of all, we are very excited about the 
opportunity that IPX brings and the innovation 

that it enables as we sit on the cross section 
of carriers, enterprise and services. The new 
opportunities and demand from enterprise and 
the technology expertise that we provide to 
connect ubiquitously B2B, B2C and B2E using 
modern software enabled communication will 
significantly enhance the experience of our 
customers. We are really excited about this new 
disruption and the opportunity it represents.

More specifically, in the coming year we will 
build on the success of supporting LTE roaming 
by enhancing our existing offering with services 
such as roaming steering and more advanced 
reporting to enable operators to get more out of 
LTE and build their roaming capabilities faster.

We also expect to see VoLTE and RCS 
interconnect taking off, and are ready to 
support this new wave of services. Finally, we 
are aiming to bring all this to the enterprise 
side of the business, while supporting our 

Isabelle
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customers with powerful analytics tools, which 
will make our offering unique compared with 
the competition.

On the enterprise side, we foresee the 
incorporation of different corporate business 
processes through multiple telecommunication 
media such as voice, video, data and 
videoconferencing. Enterprises are screaming 
for new communication services that are 
integrated into their business processes and 
this is something that we see as a significant 
opportunity. 

Through LTE’s transport over IPX we aim to 
support this evolution by providing enterprises 
with unified communication capabilities 
wherever they need it around the world, and by 
the same way, significantly improve enterprise 
agility. This is a huge value we can bring to 
enterprises.

We also see VoLTE as a big opportunity for us to 
disrupt the market. We have deployed VoLTE/
RCS/IMS hubs and are planning to run these 
with live customers this year. We see this as a 
natural evolution of the IPX business for us. We 
are also planning to use the scale and quality 
capabilities we have over IPX to integrate 
all of these new services within enterprise 
applications.

We have the advantage of working from a 
blank sheet when it comes to the legacy 
business, especially in voice, so we will work 
closely with our customers to be as creative as 
the market will allow us to be.

SUCCEEDING THROUGH SIMPLIFICATION

What is SAP Mobile Services’ mantra for 
success?

Our corporate strategy revolves around the 
notion of simplification. Our philosophy is 
the following: Make complex things simpler 
and simple things automatic. If we succeed 
in helping our customers integrate simple 
things in an automatic way into their business 
processes and show compelling propositions 
of business agility and business innovation, we 
will succeed in making their business thrive.

An example of this concept is our recent efforts 
to simplify enterprise and carrier connectivity 
and how we can rapidly connect them to the 
IPX platform and its services. We are therefore 
looking at how we bring both parties together as 
quickly as possible, and this is partly supported 
by the deeper analytics. 

In addition, quality is becoming central to 
service providers’ business. We are therefore 
looking to support this simplification with KPIs, 
not only within the IPX, but also to the services 
that we run from our hosting centers. We are 
also working to establish KPIs with partners out 
to the far end operators, as many of the services 
that are being rolled out are only meaningful 
when they are supported by KPIs end-to-end.

The barrier to this up to now has been the lack 
of analytics to support it. Therefore, we believe 
that if we can bring that to the table, we will 
be ideally positioned to promote the concept 
of end-to-end KPIs as well as KPIs at the 
application layer.

Following on from there, KPIs from operators 
to IPX to service will be the next step and then 
ultimately device to device.

AIMING TO BECOME
AN INNOVATION HUB

What are the key trends impacting the rapidly 
evolving telecom environment and how will 
SAP position itself to win?

I think one of the main trends is the 
consolidation of all voice and data services truly 
onto IP. That is only now starting to happen, but 
it has been a long time coming. But now with 
VoLTE, voice, LTE and signaling converging 
on IP we will see operators, wholesalers and 
hubs moving to simplify the way everybody 
connects and leveraging the fact that it is all 
on one technology. This enables much richer 
analytics and reporting to be built around it 
common to all of these services.

I think we will also see a consolidation of 
providers. There will be a few key global 
providers that operators use to interconnect 
and roam. The mobile groups will always have 
an important role to play but they struggle 
to be fast enough to be truly innovative and 
support operators outside of their group. There 
will therefore always be a need for key global 
players to connect everybody together and link 
the enterprise to this ecosystem.

Within this dynamic we will continue to sustain 
our leader position in the IPX, but will also 
leverage our unique advantage in the enterprise 
space to bring all of that together. 

But ultimately, our goal will be to become 
an innovation hub that makes high quality, 
integrated, enhanced communication simpler.

Isabelle
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on  the  way  to 
cloud  nine 

Katsumi Nakata 
Executive Vice President - NTT Communications

NTT Communications (NTT Com) is 
one of the world’s leading global 
telecom operators (having recently 
been awarded the coveted Best 

Global Operator Accolade at TOTAL TELECOM’s 
World Communication Award). It is taking 
advantage of its extensive global reach and 
capabilities in all voice and data segments to 
extend its lead in the new IP World. I had the 
chance to spend some time talking with Mr. 
Katsumi Nakata, Executive Vice President - NTT 
Communications, to discuss how the company 
is differentiating from its competitors and what 
they see as prerequisites for success.
 

NTT COM’S GLOBAL CLOUD VISION 

NTT Com has already achieved a lot in the 
last few years in terms of reach, services and 
acquisitions. What are NTT Com’s expansion 
plans for the coming years and how is it 

planning to differentiate itself in the new IP 
world?

NTT Com’s capabilities range from the core 
infrastructure of submarine and optical fibre 
cables and data centres, up to the cloud and 
applications. This is supported by what we 
call our Global Cloud Vision 2015, which is a 
strategy to expand and complete our portfolio 
of services globally through acquisitions, 
partnerships and extensions of our current 
capabilities. Our objective is to have built a 
complete portfolio of voice, data and security 
services and applications for the retail, business 
and wholesale segments in 2015.

Underpinning it all, we have deployed one 
of the world’s most powerful and extensive 
networks, with NTT Com now boasting the 
world’s second largest IP backbone in terms of 
traffic (behind Level 3) and the world’s largest 
provider of data centres in terms of space.

  ‘Agility is key’

Isabelle
Line



  

   W W W.HOT TELECOM.COM

22   THE TEN COMMANDERS    THE TEN COMMANDERS   23

data services and the migration of TDM 
to IP should eventually trigger an industry 
consolidation. Customers are looking to 
simplify their business practices and networks 
and by the same way will be looking to get rid 
of redundant processes or providers.

As global reach and comprehensive portfolio of 
services become table stakes for wholesalers’ 
success, the smaller more conventional voice 
wholesalers will find it increasingly difficult to 
continue to differentiate and compete with the 
larger multi-service global wholesale providers. 
As a result, it will be difficult for them to grow 
and ensure their long term financial survival.

The telecom industry of the future will be a 
world composed of large, global wholesalers 
serving agile service providers who are able to 
stay close to their customers and react quickly 
to their evolving needs.

Over the next 5 years, we will continue to improve 
our global cloud strategy, in terms of reach 
and service portfolio, while capitalizing on the 
benefits of Network Virtualization and Software 
Defined Networks to improve efficiency and 
hone our capability to compete.

On the network (IP-VPN) side, we acquired 
the network operator Virtela in early 2014, 
which enabled us to extend our network to 
196 countries/regions and upgrade our cloud-
based network services with Virtela network 
function virtualization (NFV) technology.

We will also continue to support NTT docomo’s 
evolving needs for VoLTE and LTE roaming 
across the world and expand these roaming 
services to other mobile operators worldwide, 
in particular providing full reach in and out of 
Asia. To achieve this, we continue working 
closely with NTT docomo to launch innovative 
services, while capitalizing on our already 
extensive IP capabilities and knowledge, as 
well as our global network reach. Our goal is 
to make the most of our extensive IP expertise 
and expand it to IPX, to build a strong platform, 
while looking ahead at what other innovative 
services it could enable.

THE KEY IS AGILITY AND SENSITIVITY 
TO CUSTOMERS’ NEEDS

What is the secret to success in this rapidly 
evolving telecom world? 

A s  e n d - u s e r s  a r e  b e c o m i n g  m o r e 
knowledgeable about and aware of the 
technology, their requirements and demands 
are evolving. Service providers have to 
become increasingly sensitive to customers’ 
needs and be in a position to react quickly to 

both retail and business customers’ rapidly 
evolving expectations. To achieve this, larger 
service providers such as NTT Com, have to 
find ways to become agile and remain close 
to their customers, to rapidly deploy services 
and applications that will enable them to 
differentiate themselves from new entrants and 
from other large operators.

This will be a great challenge, as successful 
service providers will have to become much 
bigger to get the efficiency benefits of scale, 
while at the same time be able to move quickly 
and remain agile. It is even more challenging 
for wholesalers to understand the true end-
users’ mind set, when you are at least one step 
removed from them.

However, part of this can be achieved through 
constant service innovation to keep the 
momentum going and NTT Com is taking 
this very seriously. Partly through a number 
of partnerships and alliance, but also through 
its own Think Tank: NTT I3 (NTT Innovation 
Institute, Inc. owned by NTT Holding Company) 
situated on the West Coast of the US.
 

CONVERGING TOWARDS SIMPLIFICATION

What, in your opinion, are the key trends that 
are currently impacting the telecom industry?

The convergence of  technology and 
services is currently the biggest trend 
impacting our business. In addition, we see 
network virtualization and software defined 
technologies and networks growing in 
importance and these are trends that should 
be prevailing in the coming years.

Additionally, this convergence of voice and 
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  ‘We are a global 
    cloud enabler’

leading  evolution  through 
simplification 

Andreas Hipp 
CEO - Epsilon

Epsilon is one of the few true carriers’ 
carriers which has successfully grown 
and evolved to support the IP revolution. 
I had the chance to discuss how the 

company has tackled this challenge with 
Andreas Hipp, CEO at Epsilon, as well as what he 
sees as the key trends that are and will continue 
to impact the telecom industry going forward. 

SIMPLIFYING THE NETWORK 

What is Epsilon’s role in the increasingly 
complex telecom environment?

Epsilon recognises that the cloud is driving 
the packaging and delivery of many of our 
customer’s new business opportunities, 
powering IP orientated communications 
services. We therefore have positioned ourselves 
as a wholesale cloud enabler, focussing on 
three main areas which help operators simplify 

their business processes and the transition 
to IP, while minimizing the cost and risk of 
doing business internationally. The first is the 
e-commerce notion of trading capacity and 
commoditized services online. This includes 
services of 3rd parties, as well as our own 
portfolio of product and services. It is all about 
automation, user experience and efficiency.

The second area we focus on is the intelligent 
networking part of the business, by creating 
a global service aware transit layer over our 
network. We have concluded a number of 
peering agreements with regional partners 
so our customers can seamlessly transit 
from one cloud to the next for a true end-to-
end global quality managed experience. We 
have therefore created a network where all 
communication is provided with quality and 
assurance of end-to-end delivery, regardless of 
the type of service (voice, video or data). This is 
extended to the IPX space, where we provide 
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a transport and interconnect mechanism that 
facilitates service providers’ interconnection 
without the need for them to build their own 
network. This product is called eINX (Epsilon’s 
Intelligent Network Exchange) or generically 
Intelligent Network as a Service and we have 
invested in our own technology division called 
Cataleya (www.cataleya.com) in Silicon Valley, 
developing software to be able to offer an 
advanced interworking and end-to-end QoS 
on both the session and service layers.

The final piece of the puzzle is outsourcing. We 
do more and more network design and build 
to facilitate the TDM to IP migration for service 
providers who want to minimize the cost, the 
complexity and risk of this transition process, 
or simply just don’t have the resources or skills 
available. This enables them to move away from 
the intricacy of operating a global network, to 
focus solely on launching competitive services.

 
SIMPLIFYING INTERCONNECTION 

What, in your opinion, are the key trends that 
will impact the wholesale industry?

I think you will see many of the smaller 
wholesalers disappear or close down their 
hubbing business over the next few years. 
Already, most of the incumbents are solely 
focusing on International traffic termination to 
and from the country in which they operate. They 
have stopped the pure wholesaler arbitrage 
business, as there was no money in it anymore.

In addition, I am not sure how the pure 
wholesalers will survive in the longer term, 
as everything will be simplified. If everyone 
collapses their network layers and agrees on 

a common standard, it will be fairly simple to 
interconnect, and the need for pure wholesalers 
will diminish. Global mobile groups who 
have created their own IPX will interconnect 
directly, making many of the pure wholesalers 
redundant.

So if you want to maintain a strong position 
at the international level especially, the 
support of interworking is key and the move 
away from traditional voice and capacity 
services is crucial. At the end of the day, 
the wholesale business is in the midst of a 
complete transformation, moving from offering 
point to point circuits and traditional voice to 
federations, peering, unified communications 
and applications and if you are not in that 
space it will be very difficult to survive. But to 
achieve this evolution you need a very strong 
technical team and this is a type of knowledge 
that Epsilon has invested into over the past 
few years and was therefore able to develop 
extensive capabilities in this domain.

 
SIMPLIFYING THE BUSINESS MODEL

How do you think the business model will 
evolve in the wholesale segment over the 
next few years and how is Epsilon positioning 
itself to lead in this transformation?
 
An area where wholesalers can lead in terms 
of innovation is on the commercial side 
through new business models. Examples of 
this include the provision of Network Services 
on Demand, which enables charges based on 
consumption instead of fixed charges. Another 
example is the support of HD Videoconference, 
charging on a usage basis (by minute or by 
hour) instead of on a monthly fee basis. This 

enables flexibility and efficiency, while allowing 
wholesalers to start to move away from the 
commoditized space. 

There is also some space for innovation in 
the way wholesalers sell their products and 
services, as margins decline and profit gets 
squeezed. This is one of the reasons why 
we created our online Capacity Exchange to 
facilitate the trading of standardized capacity 
services. Companies can already buy data 
center and cloud computing space online, so 
there is no reason why an operator would not 
want to buy a point-to-point circuit online. OTTs 
and application providers were the first to show 
interest in this product, as they do not come 
from a network background, and are therefore 
more receptive to that type of transaction 
model. But we expect a growing interest in this 
type of model coming from incumbents over 
the next few years.

Finally, as revenue and profits continue to 
decline, operators are looking to move from a 
CAPEX to an OPEX model. They will be looking 
to decrease headcounts and network expenses 
and they will increasingly be aiming to use a 
partner such as Epsilon to minimize their risk 
and the burden of the investment required to 
continue operating in the increasingly complex 
telecom environment. Operators will therefore 
prefer to lease equipment and network instead 
of investing large amounts of their profits into 
capital expenditure.

Wholesalers and companies such as Epsilon 
consequently have a great role to play in the 
evolution of the telecom industry, partly by 
leading change and by being pro-active in 
facilitating the new digital business model.
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  ‘IPX will be a 
   disruptor’

Successfully  managing 
at  the  speed  of  change

Elisabetta Ripa 
CEO - TI Sparkle Group*

TI Sparkle is one of the world’s leader 
in innovation, both in the retail and 
wholesale business and is continuing 
to evolve towards a company which 

will play a key role in facilitating the new digital 
lifestyle. I met with Elisabetta Ripa, CEO of TI 
Sparkle Group*, and she spent time sharing her 
views on TI Sparkle’s roadmap to success, the 
wholesale innovation path and how to thrive in 
the new digital age. Here are some of her key 
messages.

OUR ROADMAP TO IP SUCCESS

What new products and services are 
on TI Sparkle’s IPX roadmap?

IPX is a great opportunity for all of us and 
has been a focus for TI Sparkle from the very 
beginning. Now we feel the momentum is 
coming and are continually signing new 
customers on our IPX. We are now therefore 

focusing more and more on adding new 
services to our platform. RCS is coming and 
HD Voice is something we will be facilitating 
also. But the next step will be VoLTE, which we 
aim to support from Q2 2015 onwards and we 
see this as the last frontier in supporting LTE 
around the world. 

But ultimately, IPX will be a disruptor in 
the industry in the way we manage our 
relationships and it will impact the number of 
players that will remain and become leaders in 
the market. IPX could be a way to completely 
change the wholesale model in terms of 
number of relations and players and the way 
you are presenting services. 

IPX is not following a linear curve of deployment 
but rather we expect it to evolve exponentially 
and for it to be more and more a tool to enable 
rapid time to market for a number of new 
services on top of what is already in place. 

Isabelle
Line



  

   W W W.HOT TELECOM.COM

30   THE TEN COMMANDERS    THE TEN COMMANDERS   31

From a wider perspective, our service 
development roadmap will therefore include 
new solutions and applications in both voice 
and data. Starting with voice, which has been 
our traditional core market, we are working 
on innovation targeting HD voice, outsourcing 
services for small operators and fraud 
prevention. We are also working on bundled 
packages and creating different pricing 
schemes, not only based on destinations, but 
also based on calling parties. 

On the data side, we are working on the 
enrichment of our IP backbone in terms 
of portfolio of services, reach and security 
assurance. Finally, we believe that there will be 
a significant industry shift towards video and 
multimedia services and this is something we 
will also be focusing on in the future.

But the areas where we will be investing 
the most in 2015 will be cloud services and 
solutions, and data centres either directly or by 
offering white label solutions to the wholesale 
market. We are also putting a lot of effort in 
deploying new capabilities in disaster recovery 
and security services, which are areas where 
we believe we can generate growth.

FROM EXPONENTIAL TECHNOLOGY 
EVOLUTION TO EXPONENTIAL 

INNOVATION

What in your opinion is the innovation path for 
wholesalers?

Exponential evolution of the different digital 
technologies is fuelling the need for equally 
exponential innovation. The current pace of 
technological advance is unprecedented in 

the history of the telecom industry and shows 
no signs of abating. Service providers and 
wholesalers alike therefore need to reinvent 
themselves to be able to lead this new 
innovation wave.

Innovation is fundamental for our industry 
in general, but it is even more important for 
wholesalers, not only because we are in a 
commoditized business, where it is very difficult 
to differentiate our products and services, but 
also because we need to add some new value. 
Wholesalers should therefore not only innovate 
in terms of new services, but also in terms of 
business models, processes and go-to-market 
strategies to improve in the way they serve their 
customers.

However, wholesalers have very limited 
possibilities to innovate in the way they market 
their products and services as, by nature, 
wholesale services have to be standardized 
to be successful and interconnect easily. 
There is therefore little we can do in terms 
of product differentiation, but we can still try 
to innovate in other ways. For example, we 
can bundle different services such as mobile 
and data, sms and voice, or IP and managed 
bandwidth in certain cases. We can also work 
on advertising, not in a traditional way, but with 
a different approach. For example, we try to 
present ourselves as a company that you can 
cooperate with to innovate or use education 
and transfer of knowhow as a way to promote 
and position ourselves as an innovator, which 
is our most important goal.

From TI Sparkle’s point of view, we are 
traditionally strong in innovation, and are 
perceived as a leader in terms of services, both 
in voice and data, and also in mobile. In addition, 

we are increasingly focusing on enterprise 
services such as cloud and security services, 
but we need to reinforce our ability to innovate 
in each of these areas and this is something we 
have focused on in the last months.

On the other hand, TI Sparkle is considered 
as a competence centre for International 
telecommunication innovation within the 
Telecom Italia group, and helps identify what is 
happening in the different retail markets around 
the world in terms of International offering 
or ethnic strategy for example. We therefore 
cooperate closely with our retail group to define 
innovative International services, offerings 
and advertising strategies. Innovation through 
cooperation is strong within the Telecom Italia 
Group.

But one thing that is crucial for wholesalers 
to succeed in this new world is to be able to 
manage the rapid pace of transformation in 
order to address those changes. We therefore 
need to be more flexible, open to change 
and create the conditions within each of the 
wholesalers to facilitate this kind of revolution. 
This can be achieved by bringing in new 
competences partly focused on the retail 
market and by managing the people so that 
they are able to meet these new challenges.

From a technological standpoint, on one 
hand this translates into the progressive 
adoption of SDN and NFV technologies to 
achieve enhanced flexibility and scalability for 
bandwidth-on-demand applications, improve 
time-to-market for new services and increase 
overall efficiency. On the other hand, it implies 
an ever increasing exposure of network assets 
and services towards the Internet ecosystem, 
offering enhanced value-added services 

through Network APIs and WebRTC application 
platforms such as real time multimedia 
communication and rich messaging. 

At the same time, we are proceeding with the 
deployment of 100G technology on proprietary 
optical backbones in order to manage the huge 
bandwidth demand at sustainable economic 
conditions.

ONE-SIZE-FITS-ALL IS NOT 
GOOD ENOUGH ANYMORE

How does TI Sparkle differentiate itself from 
competition?

In the past, the way we were managing our 
customers was pretty much the same for all, 
independent of the nature of their business, 
through a one-size-fits-all approach. But now 
we have evolved our business so that we can 
deal with customers in a segmented way based 
on each of our customers’ needs.

Our customers have identified ways in which 
they would want to be supported technically, 
financially and commercially and we have 
applied that within TI Sparkle to define 
specific solutions for each segment or type 
of customers. Some of the specific services 
that we have developed include fast track 
processes for our key customers, monthly 
service review meetings for customers for 
which quality of service is critical and have 
defined different types of quality assurance 
packages for different types of players.

At the end of the day, we need to address each 
customer segment’s need in a completely 
different way as they have different objectives, 
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prerequisites and expectations. For example, 
incumbents use pre-defined KPIs to measure 
quality, while OTTs measure quality based 
on customer experience. So you have to 
completely shift your approach and try to 
understand each of these segments’ end users 
expectations to be able to anticipate your 
wholesale customers’ differing needs.

This is a great challenge and wholesalers 
therefore have to closely monitor what is going 
on in the retail segment and its evolution to 
achieve this.

Alessandro Talotta has been appointed Chief 
Executive Officer of Telecom Italia Sparkle in 
December 2014. Previously he was Executive 
Officer at Telecom Italia National Wholesale 
Services. 

*Note: Elisabetta was CEO at the time of the 
interview, however as of the date of publication 
the newly appointed TI Sparkle CEO is 
Alessandro Talotta. Elisabetta has now been 
assigned to new important and challenging 
responsibilities within TI Group.

A computer scientist with a strong business 
administration expertise, Alessandro has 
developed a true passion for innovation and 
technological transformation in his over 25 
years career in the telco business, which he 
starts at Italian manufacturing Italtel as Senior 
Manager Strategic Planning and Marketing 
Development. In 1996 he joins Italian operator 
Infostrada as Head of Strategic Planning and 
National and International Interconnection.

Alessandro moves to Telecom Italia in 2001 
as Head of Operational Coordination. In the 
same year he is appointed Head of Marketing, 
Sales, Customer Service, Project Management 
and Pricing in the National Wholesale Services 
department.

As Executive Vice President he manages 
the entire National Wholesale Services 
organization through 2008 when in April that 
year he is appointed Telecom Italia Group’s 
Chief Regulatory Officer and member of GSMA 
CRO Group, positions he maintains through 
2011.

IPX Competitive Analysis 2015 - To be published in March 
The IP eXchange or IPX has come a long way from its inception and the IPX providers’ offering 
is constantly evolving. Whether in terms of services, features or network, the capabilities of the 
majority of the IPX providers now boast a full range of voice and data IPX services. The question 
to be answered is therefore: What is next for IPX?

Through the course of our upcoming 100+ page report, we clarify the capabilities and service 
features offered by the IPX providers, providing a detailed picture of the current status of the 
marketplace with facts and analysis. We also detail our expectations relating to the future 
developments of IPX. The research involved the completion of a comprehensive survey by 
19 IPX providers, followed by, in many cases, an interview with key decision makers in that 
company.

The objectives of this report are to:

• Understand how IPX has evolved to date in terms of services, providers and 
requirements and how it may evolve over the next year

• Define the current status of the IPX providers’ ecosystem
• Better understand how IPX providers’ offering are evolving
• Identify new IPX services and features being developed
• Define the differences in service providers’ offering and capabilities

More info: http://www.hottelecom.com/reports/ipx-competitors-2015.html

http://www.hottelecom.com/reports/ipx-competitors-2015.html
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  ‘IPX will become 
    the inter-operator 
    intranet’

success  will  come  with  the  
ability  to adapt  to  change

Stephan Schroeder, VP Mobile, Internet & Content 
Deutsche Telekom ICSS

Deutsche Telekom International Carrier Sales 
& Solutions (ICSS) is one of the world’s leading 
wholesale powerhouses. Its deep reach into 
Western and Eastern Europe, coupled with its 
rapidly evolving digital service offering, make it 
a wholesaler to contend with. I had the chance 
to spend some time with Stephan Schroeder, 
VP Mobile, Internet & Content at Deutsche 
Telekom ICSS, to discuss evolving trends in the 
wholesale industry. We also discussed the role 
the DT unit will play in assisting operators to 
take advantage of the digital revolution to grow 
their business and offer innovative services.
 

EVOLUTION OF BUSINESS MODELS 

What is your view of the telecom industry over 
the next few years and how do you see DT 
ICSS’ role in this evolution?

There is one concept that is gaining traction: 
We are pushing for a market where the 
data dump of traffic that comes from OTT 
players and content providers generates 
compensation. I f  an end-user pays to 
subscribe to an application, he expects a 
service that works with predictable and 
controlled quality, and without congestion. 
We are therefore aiming to establish an open 
and transparent industry standard in order to 
ensure interoperable IP transport offerings with 
quality assurance across network borders. 

Obviously, we will not block anyone’s traffic, but 
rather guarantee or secure quality in exchange 
for compensation. We will not prioritise bits, but 
rather commit to capacity. There is definitely 
a value in a commitment of uncongested 
capacity, as this enables end-user quality to be 
better managed.
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On the voice side, I think the days of arbitrage 
and least cost routing are probably numbered. 
The current arbitrage game will undoubtedly be 
replaced by the support of end-to-end quality 
control, feature support and multi-service 
rich communication. This is an evolution we 
have also initiated within Deutsche Telekom. 
With the introduction of VoLTE, which will be 
supported by an IMS structure, a switch-to-
switch handover may not be mandatory in the 
future.

This will generate difficult times for pure 
wholesalers, as they would not be able to make 
money from arbitrage anymore. In addition, a 
lot of the tradeable traffic will disappear into 
bilateral and group-to-group relationships over 
IPX, which will affect an even faster contraction 
of the trading market. This will consequently 
change the marketplace as we know it, as 
many players will not be able or even want 
to take the necessary steps to meet this new 
demand. The ones that continue playing the 
cut-throat arbitrage game will probably not 
survive in the longer term, as the margins to be 
made from that business are getting lower and 
lower.

Another key driver impacting our industry 
will be the verticalization of the networks, 
integrating enterprises and OTTs more deeply 
to give them access to some of our critical 
core network functions. If you are able to open 
controlled channels into core network functions 
of a mobile or fixed network or ecosystem, you 
allow OTTs to play under-the-top rather than 
only over-the-top, and this has a great value. 
This would enable them to better steer their 
services and also to provide enhanced services 
using user location information, for example. 
This is a trend that we are addressing, but we 

will require industry harmonization for that to 
occur on a large scale.

In parallel, we will see the evolution of telecom 
operators from CAPEX extensive transmission 
network builders to solution integrators. This 
will be partly realized by integrating partner 
solutions into our basic service portfolios. Within 
DT ICSS, we do not try to re-invent what others 
excel at, but rather build on other companies’ 
expertise by integrating their solutions into our 
offering and move away from commoditized 
wholesale services.

THE NEXT IPX WAVE

What in your opinion will be the next big thing 
in IPX after LTE roaming?

It took probably 10 years for the market to 
accept that IPX will become the standard for 
most hub-and-spoke mechanisms. However, 
what we see now, especially with LTE picking 
up, is that IPX will become the intranet 
between operators to interwork all kinds of 
services, which automatically turns IPX into 
a hub function. I therefore believe that, going 
forward, most of the current hub functions will 
be integrated within IPX. But more importantly, 
I would consider IPX to be the IMS interworking 
fabric.

Looking beyond LTE roaming, we can therefore 
segregate the next IPX innovations into two 
categories: retail generated and wholesale 
generated. The first being the support of retail 
services internationally, such as VoLTE and RCS 
(IMS-based messaging, file sharing or video). 
These are all functions that will be extrapolated 
from the national network itself to interwork via 

IPX. In my opinion, all new innovations coming 
from the retail side from now on will be reflected 
internationally via IPX.

The second layer will come from standalone 
wholesale innovations, which are generated 
from the inherent capabilities of IPX networks. 
IPX providers can add value by enabling 
visibility on the wholesale layer, for instance 
with real time analytics of big data. Currently, 
this is achieved over SS7, but it is exposed to 
a wide global audience with a lot of privacy 
issues attached to it. Compared to SS7 we 
have a chance to keep IPX more secure and 
private and therefore enable a growing number 
of service management features. I think we will 
see several innovations coming from this side 
of the business over IPX in the next 12 to 18 
months.

TIME TO ADAPT 

What do you find the most challenging/exciting 
at the moment in your role as an industry leader 
and what is the best advice you wish to pass on 
to our readers to achieve success in business?

Cornerstones of our industry are melting in 
the sun, such as termination revenue for voice 
services, so it is time to adapt to our new reality 
and constantly question our assumptions. 
Operators are going through growing pains, 
but if they are able to re-invent themselves, they 
could come out of this evolution rejuvenated 
and stronger. The OTT phenomenon may be 
very different 10 years from now, but we will 
continuously be challenged. Nevertheless, 
through this evolution, there will always be 
requirements for interworking services and 
connecting networks, something we excel at.

As a result, we have to become more agile 
to respond to these market changes and 
consequently have to change our speed of 
reaction and adaptation. It is also important 
to start defining our proposition based on the 
use cases and benefits we deliver, rather than 
on the assets we deploy. If we translate this 
to wholesale, we should not see ourselves 
as a fiber and wavelength company, but as 
a connectivity enabler. Subsequently, we 
need to focus on enabling interworking and 
connectivity between the different players in 
the industry. 

For that reason, DT ICSS is committed to 
developing solutions related to the logical 
and control elements of interworking, for our 
external customers as much as for our own 
affiliates.
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  ‘Voice is in 
   our DNA’

Enabling  voice  evolution  in

the  digital  era
Willem Offerhaus

CEO - iBasis,

iBasis is one of the global wholesalers that 
is successfully evolving, not only to support 
voice in the new IP world, but also to enable 
innovation in the seamless transport of high 

quality data and video traffic. Willem Offerhaus, 
CEO of iBasis, helped me better understand 
iBasis’ views on where the market is growing, 
how it intends to take advantage of opportunities 
in new segments and how wholesalers can be 
a strategic asset to service providers to power 
innovation. Here are some of his key messages.

VOLTE IS PART OF OUR DNA 

How is iBasis seeing its role evolve in the 
new digital world and what are its expansion 
plans?

We have always said that voice is in our 
DNA, and as one of the original innovators of 
international VoIP almost 20 years ago, we 

embraced the migration to IP very early, and 
our commitment continues with the evolution 
to VoLTE. We will continue to be a leading 
international voice provider as the voice market 
evolves. We were one of the first to launch 
IPX, and more recently we have invested 
significantly in our VoLTE platform. We were 
the first to conduct successful international 
VoLTE roaming trials, and we are ready to 
handle live VoLTE traffic. The next step will be 
to complete the global ecosystem to enable 
seamless worldwide coverage. Additionally, we 
are exploring and investing in RCS and video, 
two services related to VoLTE.

We are becoming more of a multi-service 
communications provider. In addition to 
continuing our Voice leadership, we are also 
now offering wholesale data services such 
as LTE roaming through IPX, as well as a full 
portfolio of messaging and signalling services. 
We are leveraging our investments in internal 
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systems to provide value added services 
including fraud prevention and business 
intelligence. With LTE, operators can and 
want to know more about customer usage in 
order to deliver the optimal service. So, one of 
the developments we have just launched is 
InVision™, a platform that provides advanced 
LTE roaming monitoring and analytics to 
provide our customers real time insight into 
their customers’ service experience. It will help 
operators address potential service issues 
before the customer is impacted. 

INTERWORKING PUTS YOU AT THE 
MIDDLE OF THE DISCUSSION

What, in your opinion, are the key trends that 
will impact the wholesale industry?

I think video and the Internet of Things will be 
very big, and there is a lot to do to make sure 
we can support these services efficiently, while 
offering competitive prices to our customers. 
With these and other services like VoLTE 
and RCS, the global telecom environment 
becomes more complex, and interworking 
becomes ever more vital. As a result, innovative 
wholesalers, like iBasis, will be increasingly 
important players in the middle of the telecom 
discussion.

In the past ,  wholesalers were most ly 
operating in a trading environment and used 
as facilitators of International termination. 
However as operators confront increasingly 
complex technical issues, the wholesalers’ role 
will evolve to take center stage in facilitating a 
seamless global communications experience. 
This wil l  require interworking between 
different types of operators - fixed, mobile, OTT 

- and networks, as well as between different 
technologies such as 2G/3G/4G or TDM/IP for 
example.

The role of enabler, connecting disparate 
networks and technologies is where iBasis 
thrives. Our team has considerable experience 
working with all types of players and technology 
and we are very well positioned to be a leader 
in this role going forward.

However, one of the challenges wholesalers 
will face will be to attract the right people with 
the required skills in the IP world to make these 
things happen. These scarce resources will 
have to be lined up with the rapidly evolving 
needs of our retail customers.

WHOLESALERS ARE STRATEGIC ASSETS 
POWERING INNOVATION 

How do you see the role of wholesalers 
evolving?

The wholesalers that will thrive are the ones 
that have what it takes to add value in the 
complex ecosystem that is emerging. In 
the past, wholesale was a commoditized 
business, but now it is all about becoming an 
integral part of retail operators’ strategy and 
cooperating with them, not only to understand 
that market better, but also to actually be seen 
as a strategic asset that powers innovation.

In the case of iBasis for example, discussions 
with our retail group in KPN are moving more 
and more from a wholesale to a technology 
discussion that engages the CTO department, 
and from there, the marketing department. 
They see that the speed required to launch 

new services and applications is accelerating, 
not only in their national markets but also 
internationally, and they value the role iBasis 
can play in ensuring a seamless roaming 
experience. With LTE for example, end-users 
from day one expected the same type of 
experience at home or abroad, so a very close 
partnership was essential between the retail 
and wholesale group to make this a reality.

Additionally, there is a shift occurring where 
wholesalers are increasingly bringing new 
ideas and concepts to retail providers. KPN 
for example uses iBasis to gain insight into 
what is happening in other parts of the 
world. Also, as mobile operators are focusing 
more deeply on their national markets and 
customers, and perhaps not as much on the 
International side of their business, they need 
the input of wholesalers like ourselves to better 
understand what is required to extend their 
business internationally and what services and 
applications should be offered to ensure the 
best user experience possible when abroad.

Furthermore,  as stated earl ier ,  global 
interworking is a very complex environment 
and with all the innovations coming in, retail 
operators are increasingly seeing that it is a 
real asset to have an innovative wholesaler as 
a close partner.
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  ‘It is all about the
    people’

Working  smarter 
can  make  the  difference 

Ali Amiri
EVP Wholesale and Carrier services - Etisalat

Etisalat, through its IPX SmartHub, has 
become the high quality voice and data 
gateway into the Middle East. I had the 
chance to spend some time talking with 

Ali Amiri, EVP wholesale and carrier services 
at Etisalat, to discuss how he expects the 
wholesale market to evolve in the next few 
years, where growth is anticipated and how 
Etisalat is positioning itself to take advantage 
of all these opportunities. Here are some of his 
key messages.

SMARTHUB 

What will be Etisalat’s key focus in the next 
year?

Etisalat is focused on maximizing its core 
revenue, expanding its SmartHub portfolio and 
continuing to conclude strategic partnerships 
to enable it to succeed in the increasingly 
content-orientated environment. 

Strategic partnerships with both traditional 
and non-traditional players have been very 
important to us and will continue to play a 
major role in our expansion going forward. 
For example, working with regional content 
companies to deliver focused content to 
specific markets is crucial, as it creates 
new revenue streams, improves customer 
experience, network latency and saves costs.

At the service level, LTE roaming, MPLS, 
Ethernet, Cloud and M2M services on a regional 
scale are our focuses for 2015, as we strive to 
remain the best carrier and wholesale operator 
in the region. This is achieved by constantly 
innovating and investing in core capacity and 
technologies.

But most of all, our focus is on improving 
customer experience across all service sets, 
partly through automated processes and 
software platforms, but mainly through high 
quality, competitively priced leading edge 
services.
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We also see IPX as a source of growth in 2015 
and we will use our SmartHub IPX to continue 
to position Etisalat as the regional gateway. 
We have already peered with 15 large IPX 
providers globally, as our focus to date has 
been on peering arrangements with the largest 
players in order to quickly accelerate global LTE 
expansion and this has been very beneficial to 
our regional IPX clients. This peering network 
also gives operators, joining the SmartHub 
IPX, access to a vast IPX community and vice 
versa, providing a single point of interconnect 
to enable services such as M2M roaming via 
guaranteed SLAs and seamless connectivity 
for example. 

Etisalat was the first to launch an IPX in the 
Middle East and the uptake is speeding up. We 
see our SmartHub not only as a multi-service 
platform, enabling voice and data services 
on a single pipe, but more importantly, we 
see our SmartHub as a peering exchange 
for mobile content. Thanks to the spread of 
mobile broadband globally, mobile operators 
will increasingly depend on IPX to reliably 
and seamlessly exchange high bandwidth 
content. Therefore, we do not really see our 
IPX as a service in its own right, but rather as a 
network platform that enables a whole variety 
of services.

SMART PARTNERSHIPS 

What is your view of the future of the telecom 
industry in general and in wholesale voice and 
data services more particularly and what is the 
trend in your opinion which will have greater 
impact over the next few years?

Consumer demand for video and mobile is 
seemingly insatiable and will continue to be 
key drivers. But more importantly, the impact 
of OTTs and digital services is reshaping the 
industry and operators will need to rapidly 
adapt to continue to thrive. Service providers 
will therefore need to, not only become even 
more cost effective in connecting devices 
and people, but also will need to create 
smart partnerships with OTT players to take 
advantage of possible synergies. 

Operators have been somewhat slow to 
monetize the advertising potential that OTT 
players rely upon for their revenue and this 
needs to change. More partnerships that 
leverage the combined analytics of both will 
create new revenue opportunities for the 
service providers that are willing to go the 
extra mile to be innovative. Similarly, security 
services will become a key component of the 
mobile offering, as customers look to a trusted 
partner in the mobile ecosystem.

These are requirements that wholesalers will 
need to support and this means a shift in the 
type of services they have offered to date. As 
we know, voice and data services are already 
commoditized, and while they provide top line 
revenue for many wholesalers, the bottom 
line in general is unsustainable as standalone 
services in the medium to long term. This 
points to more consolidation, the importance 
of consortium infrastructure systems and 
of course increasing pressure on margins 
and efficiency. The evolution of the industry 
will require smarter systems and processes, 
increasingly smart partnerships and smarter 
services.

We should therefore see a significant shift in the 
wholesale industry, generally through strategic 
partnerships that create unique service 
sets adding tremendous value for the retail, 
business and wholesale customers and our 
own SmartHub has made significant strides in 
that direction. 

The future is hard to predict, but regional 
cloud and M2M will also be significant service 
sets that will drive innovation, as customers 
demand seamless mobile offerings, regardless 
of where they are in the world. The growth 
area in M2M will therefore be both a challenge 
and an opportunity for wholesalers, where 
mission-critical devices, say a heart monitor, 
will be required to have seamless, always on 
connectivity, globally.

SMART PEOPLE

What do you find the most challenging/exciting 
at the moment in your role as an industry leader 
and what is the best advice you wish to pass on 
to our readers to achieve success in business?

Managing through the constant changes in our 
industry is a fun challenge. At the same time, 
ensuring that we continue to deliver on our 
promises to our internal and external customers 
in an increasingly complex environment is 
challenging. 

However, no matter how much technology 
and business models evolve, people stay pretty 
much the same and if you are sincere, forthright 
and treat people with respect, you will succeed.

At the end of the day it is all about the people.
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Wholesalers  should  be  in 
the  innovation  driving  seat 

Carl Roberts
Group Vice President Int’l Sales - Verizon Global Wholesale

Verizon is one of the world’s largest 
International wholesalers, and is 
working on elevating itself even higher 
through its global cloud platform 

offering security and new applications that will 
enable a new breed of value added services. Carl 
Roberts, group vice president of international 
sales at Verizon Global Wholesale, shared with 
me his thoughts on how the industry will evolve 
and what is Verizon’s strategy to lead in this 
new era of wholesale innovation.

 
OUR GLOBAL CLOUD PLATFORM 

IS OUR CROWN JEWEL 

How is Verizon differentiating itself from other 
wholesalers and what is its roadmap for the 
future?

Traditionally, people have said that wholesalers 
should follow their customers and that 

wholesale is not about innovation; I think this 
is all wrong. In my opinion, there is a major role 
for wholesalers to play in bringing innovation 
to the market place and there is no reason why 
they should not be in the driving seat.

As a result, Verizon has been shifting its focus 
from offering wholesale voice and data services 
to more advanced solutions, such as cloud 
computing and security . This has been a big 
shift for us and it is picking up momentum. We 
are not turning our back to the legacy services; 
rather, we are doing so much more with them.

Consequently, one of the things we are driving 
very hard in Verizon Global Wholesale is making 
our next-generation cloud platform available 
to carriers around the globe for their own use, 
as well as for resale to end-user organizations. 
This approach enables our wholesale clients 
to leverage the Verizon Cloud to address their 
own business opportunities and challenges, 

  ‘Our cloud platform
    is our crown jewel’
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while also reselling our cloud services to their 
customers.  This allows Verizon and our carrier 
customers to generate value, create new 
revenue streams and meet client requirements. 

On the legacy side of our business, we are 
working to increase efficiency and make sure 
our services are as good and as cost effective 
as they can be, while growing into new services 
to change the mix of our portfolio over time. 
We are increasingly moving our business from 
traditional TDM-based services towards VoIP, 
IP networking and Ethernet.

THE TELECOM WORLD WILL BE DIFFERENT
AND THIS IS A GOOD THING

Based on your extensive global experience in 
the wholesale business, how do you think the 
wholesale industry will evolve over the next few 
years?
 
It may become increasingly difficult to be 
a pure play wholesaler going forward and 
any company choosing this path may face 
consolidation in the near future.  Investment 
in the telecoms sector is growing, so we may 
see some interesting things happening with 
the consolidation of Tier 3 and Tier 4 players 
to create bigger companies with broader 
portfolios, which, in turn, may be able to 
compete with larger global wholesalers. 

But more importantly, I think we may see a 
bifurcation of the wholesale industry. The first 
one will be composed of organizations that 
offer traditional services and a second group 
which will move into more innovative wholesale 
offerings. Based on discussions I have had 
with wholesalers around the world, about 80 

percent of them realise they need to move into 
new areas, such as offering cloud services. The 
remaining 20 percent have decided to continue 
offering traditional services and becoming the 
best at delivering commodity services.

Furthermore, as the industry moves toward 
the delivery of more complex services and 
applications, there will be more partnering 
opportunities between ICT players, as well as 
with software companies that offer Big Data 
and analytics and application companies that 
support the Internet of Things. 

These different industries will come together to 
create a world that is very different compared 
to the one that we know today. Through this 
process, the wholesale industry will be able 
to re-invent itself and meet the increasingly 
complex communications and IT requirements 
of enterprise clients around the globe.

 

The Future of International Wholesale report
HOT TELECOM’s recently published report, provides a unique comprehensive global view 
of the International wholesale market including trends, drivers, key players, 5-year traffic and 
revenue forecasts for voice, data and IPX services. The objectives of this report are to:

• Provide a complete overview of the International Telecoms Interconnect Businesses
• Identify and discuss the main trends in this area, highlighting the changes in wholesale 

offerings as many services move to an IP infrastructure
• Deliver a comprehensive model that forecasts traffic and revenue for the voice, data 

and IPX segments on a total, wholesale, global and regional basis
• Define the key players in the voice, data and IPX segments

Who should purchase this report:

• Wholesalers and mobile data hubs seeking to understand how the segment is 
evolving in terms of trends, revenue, services, customers and competitors to help them 
define their strategy and plans for the near future

• Operators and OTTs needing to understand how the voice and data wholesale market 
is evolving, who the key players are and what they are offering to help guide their 
strategic and purchasing decisions going forward

• Product and Engineering teams planning for the growth and evolution of the 
international interconnect business

• Vendors looking to understand the needs of wholesalers, mobile data hubs and 
wholesale customers and where new opportunities will come from.

More info: http://www.hottelecom.com/reports/wholesale.html

http://www.hottelecom.com/reports/wholesale.html
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THE SERVICES
REPORTS

IPX market analysis 
Wholesale market analysis
Mobile termination rates 
World telecom statistics

ANALYSIS
White papers
Bespoke market analysis
Wholesale traffic & revenue models
Competitor analysis
Executive surveys

ADVISORY
Wholesale and IPX strategy
Strategic portfolio review
Fraud management
Collaborative creative thinking

PEOPLE
Flexible support models
Subject matter experts
Interim managers
Managed services teams
C-Level appointments

RECENT REPORTS

The Future of International Wholesale
HOT TELECOM has produced a detailed analytical 
model that forecasts both traffic volumes and revenue 
for international interconnect services covering voice,  
messaging, mobile roaming support and IPX services 
for voice and data on a global and regional basis.
 
More info: http://www.hottelecom.com/reports/
wholesale.html

IPX Competitive Analysis - Racing into 2015
The third edition of our IPX competitive analysis will be 
published in March 2015. It will dive into the capabilities 
and service features offered by the top IPX providers, 
and will provide a detailed picture of their strategies and 
roadmap. It will also discuss the current status of the 
marketplace, as well as what lies ahead for IPX.
More info: http://www.hottelecom.com/reports/ipx-
competitors-2015.html

The Future of IPX in Bahrain and the GCC
This free 80-page report, and the analysis underpinning 
it, provides a clear understanding of IPX, how it is 
evolving and what role it will play in the continuing 
IP services evolution, not only globally but more 
particularly in Bahrain and the GCC region. 

More info: http://www.hottelecom.com/reports/IPX-
Bahrain-GCC.html

http://www.hottelecom.com/reports/wholesale.html
http://www.hottelecom.com/reports/wholesale.html
http://www.hottelecom.com/reports/ipx-competitors-2015.html
http://www.hottelecom.com/reports/ipx-competitors-2015.html
http://www.hottelecom.com/reports/IPX-Bahrain-GCC.html
http://www.hottelecom.com/reports/IPX-Bahrain-GCC.html
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