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In this day and age of everything bigger-faster-
cheaper, everything over-the-top, everything 
data and, perhaps, everything free; the survival 
of the carrier is by no means a done deal. This 
is a time when the power of the end-user has 
never been greater. The customer now has the 
ability to influence the services, the content, the 
medium and ultimately the survival of service 
providers. This is a complete paradigm shift for 
carriers and service providers who have always 
dictated these variables.

A new era has therefore come, with carriers 
and service providers having to adapt to the 
evolution of everything to IP, the evolution 
of the business model, the evolution of the 
ecosystem dynamics with new players 
constantly disrupting the interaction of each 
of the industry’s stakeholders. And finally, 
as stated earlier, they also have to adapt to 
the growing role the end-user plays in their 
business decisions.

This complex evolutionary mix will, in my opinion, 
force a complete shake-up of the International 
wholesale industry, with the survival of a handful 
of global players having taken the necessary 
steps to reinvent themselves into innovative and 
nimble customer-focused entities. Many others 
will have been acquired through this process or 

will die a slow death, having missed the boat. 
This obviously will not be achieved overnight, 
but the process is definitely underway, starting 
with the evolution to IPX. But all is not lost, as 
there is still time to evolve into a new you.

Through the course of our many consulting and 
research projects, we at HOT TELECOM, have 
had the chance to meet and exchange views 
with a number of visionary executives who 
have the exciting task of leading our industry 
into the age of über-innovation.

I thought it would be opportune to ask 10 of the 
top commanders in our industry, what in their 
opinion are some of the secrets for survival in 
this new era, how IPX fits into this picture and 
finally, the role of carriers in this innovation 
superhighway.
You will find in this portfolio, some of the key 
messages they shared with me. 

 
Enjoy!

Isabelle Paradis
President
HOT TELECOM

It is not necessary to change... 
Survival is not mandatory

Isabelle
Line
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 ‘Your handset 
   is your mobile 
   identity’

Catching & Riding 
the LTE wave 

John Wick 
Senior Vice President, Mobile Transaction Services - Syniverse

Syniverse, one of the world’s leading 
mobile hubs, is taking advantage of its 
many years of experience in the mobile 
roaming market to extend its lead into 

LTE voice and data roaming. I had the chance 
to spend some time with John Wick, Senior 
Vice President and General Manager, Mobile 
Transaction Services at Syniverse, discussing 
what role the company will play in assisting 
mobile operators and non-carriers to take 
advantage of the mobile revolution to grow 
their business and offer innovative services. 
Here is a few of the things he had to say.
 

5 KEYS TO IPX SUCCESS 

What is the recipe for IPX success?

The recipe to IPX success can be defined in 
a 5 key ingredients: Reach, Scale, Credibility, 
Value-added services and Strategic vision.

First and foremost direct reach is important. 
How far does your footprint reach in terms 
of one hop? Then comes the ability to scale. 
Which means that your network is prepared 
to deal with traffic spikes and those will only 
increase in magnitude as data explosion 
descends on us. With scale comes credibility. 
You have to have credentials and understand 
what it means to run a network business so 
that customers are confident, and you can 
support them when a crisis comes along. Then 
you need to offer value-added services, which 
will enable mobile operators to offer innovative 
services to their own customers.

Finally, the last piece of the puzzle is strategic 
vision. What does the next 5-10 years mean? 
What is your company doing about LTE? What 
are you doing about helping mobile operators 
make more money? Carriers need to make 
more money and that is where bringing non-
carriers into the equation is so important. 

Isabelle
Line



  

   W W W.HOT TELECOM.COM

10   THE TEN COMMANDERS    THE TEN COMMANDERS   11

DATA, THE CARRIER OF EVERYTHING

Many are saying that LTE roaming will be a 
catalyst for IPX. In your opinion, what other 
innovative services will IPX enable in the near 
future?

LTE will change the way mobile operators 
offer services to their customers, and carriers 
have to be ready to catch the LTE wave and 
support the evolution towards everything data 
going forward. Data is becoming the carrier of 
everything, including voice, as IP voice is just 
another of the services enabled by data.

Up to now, Voice over IPX has seen limited take-
up, but the breakthrough for voice will come 
with VoLTE and the timeline will be defined 
by the availability of the network, the handsets 
and the will of mobile operators to extend the 
reach of VoLTE to International and roaming 
calls. IPX is the logical choice to enable VoLTE 
between mobile operators and we are ready to 
empower this evolution.

Finally, another variable in the equation will be 
policy. If you think about the economics behind 
LTE data, you realize that all-you-can-eat 
packages while you are roaming is probably not 
something that will happen. However, offering 
packages with different classes of service and 
experience when roaming is going to happen, 
and this is another source of monetization of 
the LTE networks.

To achieve this, you require the ability to apply 
policy on IPX, and this is a key role for IPX 
providers going forward. Syniverse is ready 
to support these applications, as we have the 
intelligence set up, we have the ability to apply 
policy on the network and this information is 

available down to the end-user to improve 
customers’ experiences when roaming. This 
new way of doing business will translate into 
increased usage and revenue for mobile 
operators in a controlled fashion. It is a win-win 
solution for all involved.

THE PLACE OF NON-CARRIERS 
IN THE MOBILE ECOSYSTEM 

We have heard a lot about the benefits of 
IPX for mobile operators. However, in your 
opinion, could IPX also facilitate applications 
for enterprises and OTT players?

A key to the success of mobile operators and 
wholesalers alike will be the facilitation of non-
carriers, such as enterprise and OTTs, into the 
mobile equation. These players are willing to 
spend money to interact with their customer 
base, wherever they are in the world, through 
their mobile devices and this is a new potential 
source of revenue.
 
In fact, a recent study by SEEC (Strategic 
Economic Engineering Corp) commissioned 
by Syniverse revealed that the global market 
for advanced services based on mobile context 
insights could be worth as much as $44 
billion annually. Mobile context offers valuable 
intelligence gained through mobile network 
operators’ mass of subscriber data – such as 
where users like to go, what they like to buy, 
and how they like to be contacted. This data is 
providing the foundation for advanced services 
in which operators can provide intelligence – 
with users’ opt-in – that enables brands to 
deliver hyperpersonalized communications 
that take customer engagement to a new level. 
Your handset is your mobile identity and these 

global brands want to access it.

They do not have the capabilities necessary to 
rapidly deploy access to all mobile operators 
around the world to reach their customers and 
they will be looking for IPX aggregators such 
as Syniverse to enable them to access the 
world almost from day one through a single 
interconnection.

This would generate revenue coming from 
the other direction, meaning not from the 
customers, but rather from global brands 
looking to monetize the mobile channel. 
They are willing to pay to have access to this 
channel and this could be a solution to an 
issue that a growing number of carriers are 
facing: the subsidy of their network expansion. 
It is complex, it is nascent, but it will happen.

Syniverse has the tools to provide the necessary 
policy and subscriber enablement required 
to support this right now and we believe this 
nascent segment will be a growing source 
of revenue for us going forward. We are well 
positioned with our transaction capability 
sitting on top of our IPX to facilitate this and are 
therefore in a strong position to do this in a big 
way, globally.
 

http://www.mobilecontext.com/download.html
http://www.mobilecontext.com/download.html
Isabelle
Line
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AIMING FOR 
IPX PURITY 

Simon Dodsworth 
Vice President Voice and Mobile - TeliaSonera Int’l carrier

TeliaSonera International Carrier (TSIC) is 
one of the wholesale carriers for which 
network quality, availability and reach is 
of utmost importance. I had a chance 

to spend some time with Simon Dodsworth, 
Vice President Voice and Mobile, discussing 
where he thinks IPX is going, what will make it 
successful and how the International wholesale 
industry will evolve, both in terms of structure 
and innovation. Here are key highlights of what 
he had to say and how TSIC sees its role in this 
evolution. 
 

GLOBAL/LOCAL 

How does TSIC differentiate itself from other 
IPX providers?

We see ourselves as the Carrier of the Future, 
always guided by the needs of end users. That 
may sound strange coming from a wholesaler, 

but ultimately, the end user dictates our 
customers’ needs and at the moment they 
demand seamless service experience.

People now want the same services wherever 
they go and once customers have tasted 4G 
in their local market, they will expect it to be 
available wherever they happen to be. In this 
case, ‘’Global/Local’, as we call it, is ensuring 
the experience is retained wherever someone 
travels - IPX is a good enabler for that.

4G technology increasingly exists in the retail 
markets now and as wholesalers the question 
is how we can enable customers to use these 
services wherever they go. We are the facilitator 
for the TeliaSonera group of companies on 
this basis, and are able to extend this to any 
other operator wanting a connection to our 
IPX platform. We are well positioned to support 
these requirements, not only with our direct 
access to the 18 TeliaSonera mobile operators, 

  ‘We enable a 
    seamless local to 
    global experience’

Isabelle
Line
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this wholesale power shift, but we do not lose 
sight of the fact that our principal objective is 
to support the TeliaSonera group in enabling 
its end-users to have a better experience, both 
domestically and while roaming.

If we push this concept further, I also think 
that IPX will be the catalyst for broader 
consolidation. As mobile operators start using 
IPX for HD Voice delivery and more advanced 
IP services, there is no reason why they would 
not also transport their traditional voice traffic 
via the same IPX providers, on a one-stop-
shop basis which, outside of large outsourcing 
deals, does not really occur today. This will 
consequently trigger a decline in the need 
for voice middlemen and in the same way a 
consolidation of the wholesale market.

 
SERVICE FOCUS VS PRODUCT FOCUS 

What is your view of the future of the telecom 
industry in general and in the wholesale 
services more particularly?

The telecoms industry has a long history of 
innovation in technology. Now however, end- 
users are fully immersed in their connectivity 
and simply being connected is no longer 
enough, and operators will be obliged to focus 
on innovative service delivery. This should 
introduce new mobile contextual services based 
on big data for example, and operators will 
therefore need to restructure the way they deliver 
their services in order to maintain  a sharper 
focus on customer experience and flexibility.

On the wholesale side, we will see carriers 
launch a whole spectrum of bandwidth-on-
demand, network-on-demand and managed 
outsourcing services and shift their focus from 

products to flexible services, our managed DRX 
service being one such example of this shift.

We can also expect an evolution in service 
delivery from months/weeks to days/hours and 
for carriers to target their new service launches 
based on time to customer rather than time to 
market.
 

WHAT LIGHTS  MY FIRE 

What do you think is most challenging or 
rewarding at the moment in your role as an 
industry leader?

In conclusion, I think we are on the cusp of huge 
developments in our industry, with potentially 
high upsides but also a significant amount of 
risk. The way we do business could materially 
change, and this inevitable disruption, for better 
or worse, I find both energising and challenging. 
After all, wise old owls once told me voice was 
dead. We seem to be doing just fine 15 years 
later, and the next stage in our evolution is 
upon us. If you don’t find that exciting, you’re 
probably in the wrong game.

but also with our managed LTE roaming 
platform, DRX (Diameter Roaming Exchange). 
This new service enables mobile operators 
to connect to the TeliaSonera IPX and enjoy 
managed LTE diameter traffic transport to the 
world.

PURE IPX

What are the key success factors in IPX? 

To be successful in enabling seamless local 
to global experience, networks must be built 
as a combination of reach and performance. 
We find that most people who talk about IPX 
networks focus on performance alone, without 
making clear what they do on diversity or even 
what their network is and where it reaches.

There has been too little focus so far on the 
actual (network) infrastructure and if this is not 
addressed, the success of IPX itself could be 
jeopardised. In addition, industry “politics” is 
also critical - without a strategic push to ‘true 
IPX’ for the good of the operator community 
then short-termism and an “if it ain’t broke, don’t 
fix it” mentality will endanger our collective 
success.

At TSIC, we firmly believe in the purity of 
IPX, following the strict GSMA and i3Forum 
guidelines, and feel that this is crucial for the 
success of IPX going forward. When ‘Pure 
IPX’ takes off, it will be the catalyst for a power 
shift within the wholesale community, driving 
significant changes in its wake.
 

HISTORY REPEATING

Do you think there is still space for pure 

wholesalers in the industry or do you think 
there is a new world order with mobile 
operator groups playing a growing role in the 
international interconnect environment?

In my opinion, there is a lesson to be learned 
from the rise of the wholesale market 15 or 
so years ago, and the complacency of the 
incumbent operators (who tended to also be 
the leading mobile operators). At that time, there 
was a lazy assumption that the old ways would 
still prevail and the big boys would still deal 
with the big boys. Consequently, a whole host 
of middle men entered the equation, causing 
all manner of disruption for the incumbents, 
Telia being a very good example of this. The 
big players missed a real trick by allowing the 
market to become saturated with competition 
and lost a large part of their dominance, which, 
with careful and competitive thinking, could 
have been enjoyed for some time to come.

TSIC has come a long way since then, freeing 
itself from such dinosaur mentality to operate in 
the wholesale environment as a swift, dynamic 
carrier. A similar scenario is occurring now, but 
in reverse, due to the nature of IPX as a managed 
quality network with direct connections. The 
large operators and groups who directly serve 
the end users will be fueling the growth of IPX 
services, and if they choose to work with each 
other they can dominate that landscape.

Therefore, the opportunity for the big groups 
to play the central role in the growth of the 
international interconnection business has 
never been greater than today. I certainly see 
that those players able to leverage the power 
of a large mobile group will have a bigger part 
to play as the game changes. The role of pure 
wholesale providers will diminish, that is clear. 
TSIC is well positioned to be a key player in 

Isabelle
Line
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  ‘Quality is our 
   differentiator’

innovation through 
transformation 

Alexandre Pébereau 
CEO - Orange International Carriers USA

Orange has now climbed into second 
position in the ranking of International 
Wholesale Voice providers in terms of 
traffic and is also a leader in mobile 

data roaming and signaling. I had the chance 
to discuss this achievement with Alexandre 
Pébereau, CEO, Orange International Carriers  
USA as well as how Orange is succeeding 
in differentiating itself from the pack through 
quality, efficiency, agility and innovation.
 

QUALITY AS AN AXIS 
OF DIFFERENTIATION 

What wholesale trends will have the greatest 
impact over the next few years?

There are three key trends transforming the 
wholesale   industry   at   the moment   and   impacting 
our business: IP, Quality and Fraud prevention. 

Obviously, the first one and most important is 
the migration to IP, which is transforming the 
industry from top to bottom. Further than that, 
quality is becoming an axis of differentiation for 
a growing number of wholesalers, including 
Orange, as we have our group’s retail customers 
in mind. Positioning vis-à-vis quality is definitely 
the second big trend impacting how carriers 
do business at the moment.

Finally, maybe more from an Orange point of 
view, the third trend of importance is everything 
to do with the fight against fraud. Wholesalers 
can have a direct impact on fraud and must 
take advantage of this unique position to help 
their customers increase and protect their 
revenue.

On that front, Orange is developing new 
algorithms and tools to detect fraud and find its 
source, which means developing new systems 
which can learn by themselves based on fraud 

Isabelle
Line



W W W.HOT TELECOM.COM

18   THE TEN COMMANDERS    THE TEN COMMANDERS   19

occurrence throughout the global network. 
And this completely changes the relationship 
between wholesalers and their customers.

From an Orange perspective, maybe I would 
like to add a fourth trend or perhaps I should call 
it an opportunity, and this is the liberalisation 
of mobile payment and mobile banking in 
Europe, opening payment management to 
telecom operators. Consequently, under these 
new regulations, telcos are now authorized to 
organize the payment over mobile devices, 
making full use of the IP technology which made 
it possible. And this is a perfect application to 
put over a secure, quality guaranteed platform 
such as IPX.

 
 

EFFICIENCY, AGILITY 
AND PROFITABILITY 

Orange has the benefit of being part a mobile 
group and of being able to capitalize on its 
mobile operator members to build its IPX 
footprint. Do you think there is still a space for 
pure wholesalers in the industry?

The large mobile groups, such as Orange, 
have identified International interconnection 
as a source not only of profit, but of efficiency 
and agility and we can add great value to the 
group. Orange is not the first one to build such 
an international carrier business unit but we are 
not the last one either, as this trend is picking 
up in pace. This said, we have 60% of our 
business which is conducted with third parties, 
outside of the Orange group, so we are also a 
wholesaler for others.

But ultimately, the aim of large mobile or retail 
groups is to interconnect directly between each 

other, increasing efficiency and profitability of 
the interconnections, and to complement these 
direct relations with interconnects with large 
wholesalers such as Tata Communications 
and BICS for example.

But I think some of the smaller groups will still 
look at outsourcing their International business 
to large wholesalers, as the level of expertise 
required to run their International arm is high 
and the CAPEX needed to keep this type of unit 
at the forefront of the competition is constantly 
growing. So this will contribute to a level of 
consolidation in the wholesale market in the 
next 5 to 10 years.

 
INNOVATION OF THE 

WHOLESALE  ORGANISATION

How does Orange Carrier Services approach 
innovation?
 
Since we are a young business (we were 
created as a separate business unit only 4 years 
ago), we had to invent everything. It is one thing 
to have experts in the international carrier area, 
but it is another thing to ask them to generate 
revenue through their work. And this is one of 
the ways we innovate at Orange, by changing 
our processes and organisation to focus each 
individual on revenue generation. This is an 
obvious thing to say as a private company, but 
it is not that easy to turn into reality.

So to achieve this, we had to be innovative 
in the way we are organised and the way we 
coordinate our activities. We re-organized 
people, traditionally used to working in silos 
by expertise, to give them responsibilities for 
a destination from start to finish. We turned 

our people into destination experts, which 
at the end of the day enabled them to serve 
customers better, work more efficiently and at 
the same time generate more revenue for the 
company.

These destination experts have to master not 
only the routing, the marketing and the context 
of each destination, but also the pricing and 
last but not least the quality of the route. So 
we completely reinvented ourselves and for us 
that was a major innovation.

UPWARD AND ONWARD AS A 
WHOLESALE COMMUNITY

What in your opinion will be the biggest 
challenge for the wholesale industry in the 
coming years and how should wholesalers 
tackle it?

Finally, as the real challenge is the OTT and the 
new world, we have to defend our business. 
To achieve this, at Orange we believe that 
the industry has to work together in the same 
direction, rather than be insular and solitary, 
and this is a value that we want to promote. So 
if carriers need help in growing their business, 
they will find it within Orange. This is what we 
call the sense of the community!

Isabelle
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  ‘VoLTE is a 
   game changer’

LEADING THE WAY 
towards INNOVATION 

Marc Zionts 
President and CEO - Aicent

Aicent is one of the most innovative IPX 
providers and leads the way when it 
comes to LTE roaming services. I met 
with Marc Zionts, President and CEO 

of Aicent, and we spent some time discussing 
what makes Aicent so successful, what IPX 
customers look for when choosing a provider 
and what the future holds for the telecom 
industry. Here are some of his key messages. 
 

INNOVATION AS A DIFFERENTIATOR 

What in your opinion, makes Aicent so 
successful and what exactly do IPX customers 
look for when choosing their providers?

When I think of IPX I think of it from 2 dimensions. 
One is the value of consolidating multiple 
services on a single pipe that has quality of 
service guarantee and class of service. So there 
is a lot of inherent value in IPX as a fundamental 

transport layer independent of the services that 
you may be offering. Then, of course, there are 
the services that are enabled and supported 
over that pipe. At Aicent, our clear focus is on 
the IPX/LTE market place, and for us, our IPX 
push has been closely correlated to our push 
to support LTE services in which we have 
become a leader.
 
Therefore, we believe that customers choose 
Aicent for a number of reasons. The first being 
that we have gained more LTE experience 
than anybody in the world and this has to do 
with the fact that our customers are the mobile 
operators who are leading in this field. So we 
were able to get into LTE from day one and 
learn by working closely with them. We are 
therefore now in a position to help the new LTE 
entrants avoid mistakes others have done in 
the past when launching LTE Roaming.
 
 

Isabelle
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The second reason is because our coverage 
is unparalleled. We were in first and were 
able to interconnect our IPX platform directly 
with 70  LTE networks, as of July 2014. And 
our operators like direct connects because it 
gives them access to the lowest latency links 
possible.
 
Number three are the value added services 
that you can put on top of the multi-service 
data pipe for analytics and enable customers 
to control their traffic. Aicent has developed 
some powerful value added services including 
policy control and charging mechanisms as a 
cloud-based service for mobile operators’ data 
roaming traffic. We think these really set us 
apart from the competition.
 
And finally what cannot be discounted is that 
we have a quality network.
 
The prerequisites I have talked about which 
are: experience, coverage, value-added 
services and quality, are really table stakes 
and the providers that can offer all four, as 
well as support a continuous creation cycle of 
innovative services for their customers, are the 
ones that will be able to differentiate themselves 
from the pack. So having vision and executing 
on that vision is crucial.

IPX IS MUCH LARGER 
THAN MNOS ALONE

Over and above LTE, what other applications 
do you think will be supported over IPX?

LTE is a catalyst of IPX, but to me IPX is much 
bigger than MNOs alone. I think in the future 
you are going to see large enterprises, OTTs 

and government organisations with direct IPX 
connections. All entities that want direct access 
into that global data roaming connectivity. So to 
me, the MNO-LTE-IPX proposition is the starting 
point and not the be-all and end-all. It will rather 
be the beginning of a lot of innovations we will 
see in the coming years. At the end of the day, 
IPX opens up the telecom community between 
M2M, enterprises, OTTs, MNOs and fixed line 
operators.

VOLTE IS A GAME CHANGER

How do you think VoLTE will impact service 
providers business going forward?

We work in markets where VoLTE is going to 
happen first and we therefore plan to be one of 
the first companies that will support the service. 
We strongly think that VoLTE is a game changer 
for all stakeholders in the telecom industry. It is 
a disruptive service not necessarily because of 
the technology, but because of the change it 
will trigger in the business models. It may not 
be a minute-based charging model, but rather 
a capacity-based business model with no 
termination fees. Aicent is a strong data player, 
and as we think voice will be treated as data, 
these will be very exciting times for us and are 
positioning ourselves to be a leader in the new 
voice era.
 
In my opinion, the winners in this new era will 
be the disruptors and the losers will be the ones 
looking for ways to stop it from happening. But 
then again, the trick will be to make sure to add 
value to the pipe and remain relevant to your 
customers.

GLOBAL CONNECTIVITY 
TO EVERYTHING

What trends will have greater impact in telecom 
industry as a whole over the next few years?

The industry is constantly evolving and as such, 
poses endless challenges. But what is exciting 
is the evolution towards global connectivity to 
everything and we are seeing it happen before 
our eyes. It may be wearable or implantable 
technology. For example, if you have a heart 
valve from Medtronic, you care that you are 
actually M2M and that you are being supported 
by a NOC you can trust and a service to roam 
so that your doctor can monitor the functioning 
of your valve if necessary wherever you are.

What is also interesting is the fact that we have 
very powerful shifts going on in the industry, 
in terms of devices, compelling content or the 
move to a wireless-only life style and every 
one of these is a powerful force. The fact that 
all of these are going on at the same time is 
creating an exciting environment of innovation 
and unbelievable challenges for the services 
providers.

Telecoms is therefore a very exciting industry 
and we are nowhere near maturity, but rather 
still scratching the surface of what is ahead for 
all of us.

Isabelle
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  ‘We live in
   exciting times’

power to the 
end users

Allan Chan
President Global Carrier Solutions - Tata Communications

Tata Communications is the leading 
voice wholesaler, the largest submarine 
cable private owner, and number one 
in terms of SS7 signaling network 

coverage. In addition to being a major player 
in the Internet backbone business, it has 
been very success in leveraging its wholesale 
capabilities to grow its enterprise offering. 
Allan Chan, President Global Carrier Solutions 
at Tata Communications, shared with me his 
thoughts on what makes Tata Communications 
so successful, the role of pure wholesalers in a 
wireless-orientated world and finally key trends 
which are shaping our lives and our industry. 

FROM WHOLESALE LEADER TO 
ENTERPRISE INNOVATOR 

What, in your opinion, makes Tata 
Communications so successful, both in the 
wholesale and enterprise segments?

Tata Communications is different from others 
as we are not only a leading wholesale provider 
but we have also been able to leverage our 
capabilities in the wholesale business, such 
as network reach, scale and innovation to 
build a successful enterprise business. And we 
were able, in the short space of just 8 years, 
to surpass some of the industry’s front-runners  
in this segment and being recognized as a 
leader in the Gartner Magic Quadrant for global 
network service providers.

Building on our extensive network, we bring 
innovative enterprise services, including those 
for the media and entertainment segments. We 
have also launched managed security over our 
IP network, cloud enablement services, and 
unified communications and collaboration.

So we have now a strong suite of enterprise 
services that can be offered in parallel to our 
wholesale offering, which makes us a player of 
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choice in both segments.

We  therefore have all  the  necessary   
components to be a leader: the connectivity, 
voice and data, enterprise and wholesale 
services, as well as mobile and media 
customers. And if you put all this together, we 
have all the elements to build platforms and 
rich content propositions for all segments.

This differentiates us from the more pure-play 
carriers, IPX or mobile hub providers that are 
mostly focused on International voice, roaming 
or clearing.

THE ROLE OF PURE WHOLESALERS

Do you think there is still a space for pure 
wholesalers in the industry?

We think there will always be a place for 
companies which focus solely on the wholesale 
business, as their sole purpose is to be the 
best at offering optimally priced, innovative 
connectivity services and on a global basis. 
With the rapidly evolving technology these days, 
this is something that requires nimbleness and 
capital to invest in networks and services on a 
continual basis and this is also something that 
is difficult to achieve for companies which also 
need to focus on competing in the retail segment. 
This is why we have seen a growing number 
of fixed and mobile operators outsourcing their 
international business to wholesale experts 
such as Tata Communications.

Also, the days of the bilateral interconnects 
and closed ecosystems are over. We are now 
evolving into an open API world, where there 
is always a new player around the corner 

ready to disrupt any closed environment that 
still exists. So yes, it makes sense for large 
mobile groups to interconnect their different 
mobile operations directly among each other 
over their IPX platform, but there will always 
be a demand for alternate innovative or cost 
effective high quality solutions coming from 
pure wholesalers.

At the end of the day, if end users demand 
innovative services and the only providers 
able to offer these services to the retailers 
are leading edge pure play wholesalers, then 
the business pressure will lead these service 
providers towards using wholesale solutions to 
deliver their services to their customers.

WE LIVE IN EXCITING TIMES 

What are the key trends which are presently 
shaping our industry?

It is very difficult to choose as there are so 
many at the moment. But in my opinion, the 
three most important ones are Mobility, Cloud 
and the growing influence of the end user.

There is a radical change in the way the industry 
stakeholders are interacting. Gone are the days 
when the telecom industry was disctating the 
services that customers were going to use. 
Now the end users are in the driving seat. The 
users of today demand flexibility, open access 
with mobile devices and applications that are 
interactive and global. If you embrace that as 
a service provider and a carrier and enable it, 
you will have a very successful business. 

The whole ecosystem is changing. Our industry 
now is not all about the old school carriers or 

service providers; it also includes application 
and content providers who also require 
connectivity.

In addition, once we get more into LTE and 
the types of rich media that it enables, it will 
open up connectivity not just among mobile 
operators, but also among content providers 
and OTTs.  This could even stretch into the 
enterprise segment and cloud federations, 
where it is not just about enabling the 
consumption of voice, data and video but about 
enabling mobile enterprise and connectivity to 
cloud applications. As more enterprises put 
their applications into the network, this also 
introduces the roaming of the multinationals 
and this could provide some very interesting 
opportunities over IPX.

Tata Communications is well positioned to 
take advantage of these opportunities, not only 
benefiting from its strength in the enterprise 
ecosystem, but also through its leadership in 
connectivity. Furthermore we have a clear 
vision on how to do something more with it.

It really is an exciting time in the industry!
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  ‘Enabling the 
   IP future’

Preparing for 
Uber-Innovation 

Marc Halbfinger 
CEO - PCCW Global

PCCW is characterised by a robust 
global network, ready to support a set 
of high quality innovative services from 
HD voice and video to LTE applications. 

Mark Halbfinger, CEO of PCCW Global, has 
shared with me how PCCW is preparing for the 
shift of the industry back to Quality of Service, 
ultra-innovation and competition, while 
developing new business models to continue 
sustaining financial stability. Not a small order! 

 
BACK TO A QOS-BASED WORLD 

How do you see the IP environment developing 
over the next few years and what is the role of 
IPX in this evolution?

There is no questions about it, everything is 
moving to IP and fast. So if we are going to get 
rid of the TDM environment, we have to go back 
to a QoS structure to enable class of service 

quality oriented services. With the introduction 
of next generation IP services, which will 
initially be HD in orientation, like HD voice and 
HD videoconference for example, QoS needs 
to be introduced into IP. Carriers and operators 
therefore need to ultimately be in a position to 
manage quality from device-to-device and the 
IPX infrastructure is the first building block to 
ensure this shift in direction through direct high 
quality interconnections

To achieve this, carriers must return to bilateral 
capacity planning, something we used to do 
20 years ago, in order to create efficiencies 
between carriers and ensure a high quality 
seamless experience end-to-end. At that time, 
infrastructure will increase in relevance, as it 
will be crucial to have access to capacity at 
the right place and time and this will mean it 
will make its way back at the top of operators’ 
priority list. PCCW has strong capabilities in 
that regard through its robust global network 
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and we intend to capitalize on this to break into 
new innovative services and applications.

DISRUPTION IS THE KILLER APP

Do you think LTE is the killer app for IPX?

LTE is not the killer app when it comes to mobile 
or even IPX, but the killer app is something that 
will allow significant change and bring new 
value, new use cases that did not exist before. 
No one knows what the future will bring, but 
we know OTTs will be part of this equation. 
Nevertheless, new services and applications 
have to make sense financially for all parties 
involved, from the OTTs, mobile operators to 
the carriers in-between. And to achieve this in 
my opinion, new business models will have to 
be created and the real value of the network 
asset should be agreed upon.

Equally, we need to get away from the flat-
fee all you-can-eat charging model to make 
sure that operators’ and carriers’ capital 
investments are being paid for from variable 
value propositions. Mobile operators repeated 
the mistake made 20 years ago, when fixed 
operators implemented a port charge type 
model for data, but this needs to change going 
forward and International carriers must step 
in to help facilitate this. Ultimately, we have to 
create different business models for different 
needs, as a one-size fits all capacity charge 
for data services and applications is not the 
solution to sustain a healthy rapidly growing 
telecom environment.

AS FOR THE FUTURE, YOUR TASK IS NOT 
TO FORESEE IT, BUT TO ENABLE IT

Do you think wholesalers need to innovate to 
survive?

The market is going through extreme 
technological changes with business models 
which are not completely mature. So managing 
and enabling this change is our challenge. In 
addition, companies in different markets are 
evolving at such different stages, there is no 
longer one service that fits all as we had in the 
voice world. The pace of evolution is such that 
carriers need to organise themselves internally 
to face the great challenge of meeting these 
multiple expectations.

In parallel, of course, we need to ensure 
continued financial stability as we continue 
to grow in the parameters that are important 
for success; revenue, free cash flow 
growth, geographic expansion and product 
diversification. We have achieved this so far 
and we endeavour to continue on the same 
path.

Furthermore, the distortion of boundaries 
between hardware and software, as we start to 
move to Software Defined Networks (SDN) and 
network virtualisation, is an additional driver 
for change and could lead ultimately in some 
sort of vertical integration and consolidation of 
the industry. Operators and carriers therefore 
need to be aware of this shift from hardware to 
software and align their strategy accordingly.

Ultimately, the biggest challenge for carriers 
will be to organise themselves to make sure 
they can support the accelerating speed of 
innovation and, if they succeed in doing so, they 
will be able to meet the challenges the new 
technologies, the new financial environment 
and the competition they will bring.

The Future of International Wholesale report
HOT TELECOM’s newly 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
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  ‘Growing through 
    innovation’

relevance is the
name of the game 

Beatriz Butsana-Sita 
Managing Director, Global Telecom Market - BT

BT is differentiating itself from other IPX 
providers with its own flavour of the 
global service. I had the opportunity 
to discuss BT’s IPX strategy and plans 

with Beatriz Butsana-Sita, Managing Director 
Global Telecom Market at BT, as well as what 
she sees as the key to wholesalers’ success is 
the new mobile-oriented world order.

BT = DIFFERENTIATION 

BT has developed a slightly different IPX 
offering to most other IPX providers, focused 
more on interoperability and interworking and 
less on pure IPX interconnect. How will this be 
beneficial in the long run?

BT has worked very hard to expand its IPX 
reach on a global basis over the last few years 
with hubs in London, Singapore and Miami, 
and one coming up shortly in Bahrain. In total, 
we have about 400 carriers connected to our 
platform, each of them accessible through our 

own network, without the need to peer. We are 
now focusing on launching innovative services 
over the IPX, such as seamless WiFi Roaming, 
LTE Signaling, video calling, and making sure 
we can offer these services profitably. At the 
end of the day, that is what counts: cash in the 
bank.

Additionally, BT is differentiating itself from other 
IPX providers by focusing on interoperability 
to ensure all networks can talk to each other 
in a seamless way. To achieve this, we put 
a lot of intelligence into our IP hubs, such 
as interworking, routing and transcoding 
capabilities. This is obviously one of BT’s 
key strengths as a strong technology and 
engineering company. Ultimately, we could 
charge for this intelligence, without the need to 
be involved in termination charges, and offer 
Intelligence-as-a-Service and move away from 
making very small margins on traffic termination 
to focus on greater margins in profitable value 
added services.
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BT also has a much more integrated view of IPX, 
compared to most, with not only its international 
platform, but also national interconnections in 
the UK and throughout Europe using the same 
technology. To achieve this, we are upgrading 
all our national hubs from TDM to IP, to ensure 
local, national and International services over 
high quality IP technology.

AGILITY, FLEXIBILITY, INNOVATION 

What elements in your opinion are key to 
wholesalers and IPX providers going forward?

Success for wholesalers and IPX providers 
going forward will be assured through a 
cost efficient platform, as services we will be 
offering for some time will continue to operate 
with a low margin until value added services 
are launched. Carriers will also have to be agile 
and be able to add capacity when needed, 
while connecting the right customers (mobile 
operators in my opinion as they will be the 
ones who will generate traffic) and making 
sure they understand our relevance in helping 
them avoid churn and increase revenue going 
forward.
 

Carriers therefore constantly have to ask 
themselves what they can add to their portfolio 
that can make them unique and ensure they 
remain relevant to mobile operators. And if they 
succeed in this, through innovative applications 
and services, the growth will be phenomenal, 
and carriers will be able to make money again.

It is not easy for large carriers such as BT to 
think in that way. But even though we are big, 
we have to show the agility of a small player. But 

if we succeed in delivering with agility, flexibility 
and innovation, we will become relevant not 
only to mobile operators, but also to OTTs like 
Google and Skype as they are happy to pay for 
value. We have to stop blaming them for taking 
a lot of value from the market by, for example, 
offering voice and video pretty much for free as 
at the end of the day, we carriers own the pipe 
that transports this traffic to its destination. We 
have to find a way to monetize this asset and 
charge a fair price for it.

Down the line, wholesalers who will be 
successful will be the ones that own the 
fibre. It may be a commodity. but it is one that 
everybody needs. And being able to add value 
to it yourself or through partnerships will be 
crucial. Without the fibre, you can do nothing.

On the other hand, mobile operators own the 
end-users more and more, and they can do 
a lot of what carriers and fixed operators are 
doing, which could be a challenge down the 
line for non-mobile operators. But as their key 
goal will be to come up with applications that 
can generate revenue from their customers 
and reduce churn, the key to survival for 
wholesalers is to find a way to create services 
that are not only relevant to their customers, 
but also to their customers’ customers.

WHAT IS THE ART OF THE POSSIBLE?

Innovation has never happened at a faster pace 
in the telecom industry. Do you think there is a 
role for wholesalers in this revolution?

Every day there are new ideas, apps and 
players in the IP enabled world and it is very 
difficult to imagine what the future will be like 

and what our children will use, as things are 
moving so fast. So the question on everyone’s 
mind is: ‘What is the art of the possible?’ We are 
not even sure who of the big OTTs will still be 
around in 10 years’ time...
 
Now with the globalisation, a creative engineer 
in a remote location can come up with a 
disruptive application and 20 years ago it was 
not like that. So we do not know what the future 
holds, but we do know it will be very different. 
So we have to try and be in tune with these 
changing times, which comes back to the need 
to be agile, flexible and innovative so we can 
quickly respond to these changes.

The need for innovation has never been 
as prominent as it is now and it could be a 
disaster for a lot of companies that are not 
innovative enough in the wholesale segment, 
do not hire young and diverse people within 
their organisation to stimulate a new way of 
thinking and are in tune with what is happening 
in the market. This could be a time bomb that 
will certainly change our industry in ways we 
cannot imagine!
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  ‘Reach and 
   depth are key’

IPX central to 
support innovation

Daniel Kurgan 
CEO - BICS

BICS is one of the most advanced IPX 
providers and is a leader when it comes 
to reach, service depth and innovative 
value added services. I met with Daniel 

Kurgan, CEO of BICS, and he spent time 
sharing his views on the key success factors of 
an IPX platform, the potential disruptive impact 
VoLTE could have on business models and the 
growing importance of Fraud management in 
any successful wholesaler’s portfolio. Here are 
some of his key messages.

 

REACH AND DEPTH OF 
SERVICE ARE KEY 

What in your opinion, are the basic elements of 
a successful IPX platform?

In our view, reach is critical to any successful 
IPX, as the main proposition of IPX is to support 
direct on-net connectivity as much as possible. 

If, on top of that, you can fulfil that proposition 
across different services, your offering will 
be even stronger. To maximise success, it is 
therefore crucial for IPX providers to be in a 
position to offer both voice and data services 
over their platform. BICS is one of those 
providers that offers the complete IPX portfolio, 
from VoIPX, to GRX, IPX Transport and LTE 
Diameter and increasingly innovative value 
added services such as RCS hubbing, fraud 
solutions and hosted intelligence.

One of the key issues to manage with Rich 
Communication Services is the one of 
interoperability. We firmly believe we have the 
customer base and service reach and capability 
to fully support this service and to successfully 
fulfil the role of a Rich Communication’s hub. 
More developments will be coming in the next 
months on that topic, so watch this space.

But ultimately, wholesaler carriers have to 
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invest in interoperability capabilities to be able 
to play a key role in the support of the complex 
services like RCS, LTE voice and data roaming 
or even WebRTC down the road and IPX is the 
perfect vehicle to enable this. IPX providers 
in the middle will therefore have to support 
increasingly complex routing capabilities so as 
to enable seamless connections between all 
these services and the service providers who 
offer them. There is a real space to add value 
here.

FRAUD MANAGEMENT  
THE NEXT BIG THING 

BICS has been at the forefront of innovative 
wholesale services, one of them being fraud 
management. Has this new value added 
service met your expectations in terms of 
customer interest and take-up?

There is a need for carriers to efficiently detect 
fraud to help their service provider customers 
manage fraud without having to invest large 
sums of money and develop the expertise 
necessary. A large part of service providers’ 
fraud is related to their international business 
so you cannot imagine how big this topic is 
within our customers and how much traction 
there is for this type of service.

We have definitely made the right decision 
when we decided to offer Fraud Management 
as a service, which we can monetize either on 
the service or on the traffic. As we are moving 
towards IPX and the consolidation of the market 
(which will bring bigger and more strategic 
relationships), this will be a very valuable tool.

VOLTE WILL DISRUPT 
BUSINESS MODELS 

What impact do you think VoLTE will have on 
the industry, if any, and what role should IPX 
providers play to enable this evolution?

The challenge with voice is to understand 
how IPX will impact the voice business model 
going forward. Thus far, voice over IPX has 
followed a very different path to data, which is 
charged by Mbit. So to date, voice over IPX has 
only generated a technology shift rather than 
a business model migration, but if the voice 
model would be simplified to follow a data 
model per Mbit charge over IPX, the traction for 
this service would grow considerably.

This business model evolution could come 
with the introduction of VoLTE, but it will take 
time, as mobile operators are still enjoying high 
levels of revenue with the current per minute 
model. Nevertheless, if mobile operators want 
to exploit the full potential of the LTE technology, 
the voice model as it is today is a challenging 
one and it will have to change.

IPX providers in the middle will however have 
to ensure interoperability and continue to offer 
service aware functionalities as for example 
transcoding that can benefit from the scale 
of the investment. At the same time, the IPX 
providers will have to be able to enable the shift 
in the voice business model, by upgrading their 
systems and routing capabilities so quality is 
sustained and billing is achieved seamlessly.

CARRIERS ARE FACILITATORS 
OF INNOVATION

In which way do you think carriers can 
innovate?

Carriers can innovate not by creating new 
technologies, but by accommodating service 
provider’s innovations, improving their 
capabilities, helping them implement business 
models which create more stickiness and by 
providing them with more value for money to 
help them compete.

Carriers also have a role to play in facilitating 
the evolution of service provider communities 
onto these new technologies outside of their 
home markets.

So ultimately, carriers should innovate within 
their business to facilitate service provider’s 
innovation.
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  ‘The team is 
   everything’

mnos' success is key 
to our survival 

Telenor is one of the newer entrants 
within the IPX provider family, but 
nonetheless, it is one aiming at offering 
the highest end-to-end customer 

experience. I had a chance to spend some 
time with Bjorn Iversen, CEO of Telenor Global 
Services, discussing how he thinks Telenor will 
differentiate itself from the IPX crowd and here 
is what he had to say.

 
THE ONLY WAY IS UP 

Telenor Global Services is one of the later 
entrants in the IPX ecosystem. How do you 
see your positioning evolving within the 
IPX environment and how do you plan to 
differentiate yourself from other IPX providers?

Telenor is a group with 13 mobile operators, all 
of which are eager to utilize the Telenor global 
IPX for their International services. The market is 
really ready for IPX now, especially for services 
that require security and priority. So we aim 

to position ourselves as one of the major IPXs 
in the years to come by extending our service 
offering outside of our group of operators.

Telenor Global Services has been a mobile-
centric carrier focusing only on high quality 
wholesale services for the high end of the 
market for the last 8 years and we will continue 
to aim to be quality focused through our IPX 
as well. We are not taking any shortcuts and 
our endeavour is to do it properly from the 
start. Therefore, IPX goes hand in hand with our 
values.

In addition, we are focusing on expanding 
our network in Europe and Africa but more 
specifically, we are aiming at becoming a 
significant player in the East Asian market since 
that is where the group is growing. So it makes 
sense for Telenor Global Services to focus its 
IPX on that region, with the upcoming launch 
of our Singapore office.
 

Bjorn Iversen 
CEO - Telenor Global Services
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TREAT YOUR FAMILY AS FRIENDS AND 
YOUR FRIENDS AS FAMILY 

Telenor Global Services has the benefit of 
being part a mobile group and of being able 
to capitalize on its mobile operator members 
to build its IPX footprint and possible control 
access at an IP level to those operators. Are you 
planning to extend your IPX offering outside of 
the Telenor mobile group?

Mobile operators that make up the Telenor 
group are not obliged to use Telenor Global 
Services to route their traffic internationally, 
with the exception of their diameter roaming 
traffic. There was a Group decision to invest in 
the diameter roaming platform and it is being 
used by all our operators. We have also already 
migrated all of the group’s voice traffic onto our 
IPX platform, ready for when it will migrate to 
VoLTE. This will enable us to streamline our 
processes, and ensure better quality. 

The Telenor group has performed well, by 
running its mobile operations autonomously, 
so they can do whatever it takes to prosper in 
their local markets. That has been a key to their 
success and a challenge for us. But at the end 
of the day, we are making them an offer they 
cannot refuse, by offering the best solution for 
their International traffic – whether in terms of 
quality or pricing or both. Simultaneously, we 
are extending our high quality offering to mobile 
operators outside of the Telenor group and are 
leveraging the expertise and knowledge we 
have developed through the interconnection of 
Telenor mobile operators to better serve new 
customers.

All things considered, our goal is to help mobile 
operators deliver good services to their end 
customers and to make them understand that 

we are not only a middleman but that we bring 
value in helping them succeed. We also need 
to cooperate with them to find a way to deliver 
services that are truly better than services 
offered over the public Internet by OTTs. Part of 
that is using the signaling information we have 
to better target end-user customers and to 
create tailored roaming packages to encourage 
people to use mobile services when travelling.

 
IT’S TIME TO CLEAN UP 
THE WHOLESALE ACT

What should be one of the key goals for the 
wholesale industry going forward?

What I would like to see happening going 
forward is for wholesalers to clean up this 
industry. Currently, there is a lot of creativity in 
delivering solutions at low cost, such as grey 
routes and SIM boxes for example.
 
Within Telenor, we have a very strict code of 
conduct, and we do not accept any fraud or 
grey routing by our suppliers. We think we have 
a role to play to clean up the industry and this is 
something we promote. To that effect, we are 
helping mobile operators shut down grey voice 
routes and doing the same on SMS, by helping 
them set up firewalls to block grey SMS traffic.

THE TEAM IS EVERYTHING

What do you find the most challenging/exciting 
in industry at the moment?

Ultimately, I think that what is most exciting 
in our industry is to be part of a team that 
performs, and to see that, as a team, we can 
really make things happen. It has been a 

challenge to get our IPX platform in place and 
to get everyone involved towards the new way 
of the future, but we have succeeded and this 
is really rewarding. A key to this success was to 
ensure direct communication between the top 
management and every member of the team 
and to treat them as people that matter. This is 
the Scandinavian secret to success!
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Monetizing data is 
the secret to success

Juan Revilla
CEO - Telefonica Wholesale

Our tenth and last article in this portfolio 
of interviews will be dedicated to 
Telefónica, one of the world’s largest 
mobile groups, as well as a wholesaler 

to reckon with. Its global footprint and strengths 
in regions such as Europe and Latin America 
also puts it in a leadership position when 
launching new innovative services which 
require network scale and extensive reach. 
Juan Revilla, CEO of Telefónica Wholesale, 
helped me better understand Telefónica’s 
views on where the market is growing, how it 
intends to take advantage of opportunities in 
disruptive segments and how IPX fits into its 
expansion strategy. Here are some of his key 
messages.
 

MONETIZATION IS THE CHALLENGE 

What do you find the most challenging or 
exciting at the moment in the wholesale 
segment?

The most exciting challenge we have at the 
moment is the monetization of data. Growth in 
data traffic is currently running at approximately 
60% per year, according to our own usage data 
trending reports. We are not just talking about 
mobile data here, but all forms of data over all 
types of networks. Smart phones are of course 
playing their part, with sales growing by more 
than 40% a year around the world. Last year 
alone saw more than one billion smartphones 
shipped into the market. We’re seeing them 
used for not only music streaming or digital 
downloads, but also for all kinds of on-demand 
services, facilitating an always on, always 
connected digital culture.

The essence of the challenge for wholesalers 
is how to monetise all this growth and in my 
opinion, the success of wholesalers depends 
on this. To satisfy customers’ needs means 
that wholesalers must work closely with retail 
teams to develop compelling data services, 

  ‘Retail knowledge 
    is a precious
    commodity’
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responding to and forecasting future trends. 
And to achieve this, they need not only to 
stay close to their customers, but also to their 
customers’ customers, which is something we 
can call B2B2C. This for me is the most exciting 
challenge we have at the moment.

IPX IS THE FACILITATOR 

We have recently seen a few announcements 
from Telefónica relating to its IPX business. Is it 
an offering that is important to Telefónica going 
forward and if so how is it planning to position 
itself in this new environment?

Telefónica sees IPX mainly as an alternative 
to the Internet and a facilitator of high quality, 
secure services. In return, this allows MNOs to 
offer premium services with end-to-end service 
assurance in every sense (quality, security 
and payments). Our objective at Telefónica is 
to enable fast and reliable interworking and 
roaming for all new services, not only to the 
MNOs in the Telefónica Group, but also to 
all other mobile operators looking for end-to-
end quality services. Nevertheless, we do not 
see IPX as a business in itself, but rather as a 
facilitator of many wholesale businesses, both 
legacy and innovative.

Our customers’ requirements are evolving 
rapidly and we not only need to keep up with 
these changes but we need to anticipate 
them. At Telefónica, we are busy expanding 
our wholesale value proposition and some of 
the new services we are working on include 
Value Added Roaming Services, Security 
Services and M2M wholesale services. We are 
also looking into offering SMS A2P wholesale 
services and a new series of satellite services 

such as backhauling for 3G/LTE for example.
In addition, other services in the pipeline for the 
next year include HD Voice support, VoLTE and 
HD Videoconferencing. Finally we are keeping 
a close eye on the market when it comes to RCS 
before deciding to move ahead with including 
it in our IPX suites of services.

SIZE MATTERS

In your opinion, what trends will impact the 
future of the wholesale voice and data industry?
 
I think the wholesale evolution will be impacted 
by two key drivers: increasing pressure on price 
and data traffic explosion. 

First of all, in some cases “size” will matter. 
We see this happening in the voice where 
prices are falling and therefore efficiency and 
optimization is key to a carrier’s survival. In 
our case, we deal with this challenge by using 
our group’s size in order to deliver the benefits 
of our economies of scale to our Telefónica 
Operating Businesses and external customers. 
But ultimately, wholesalers will have to climb 
the value chain to minimize the impact of price 
pressure by offering value added services to 
their customers.

On the data side we are seeing, and will 
continue to see, an explosion in traffic volumes. 
In order to manage this growth, we continue 
to invest heavily in our network and as I have 
said on many occasions before, successful 
wholesalers will be the ones who can monetize 
this growth and work closely with retail teams 
in order to deliver compelling and innovative 
customer propositions.

BRINGING RETAIL INTO WHOLESALE

What is the best advice you wish to pass on to 
our readers to achieve success in the wholesale 
business in this day and age?

The best advice I have is to stay close to your 
customers in order to anticipate and properly 
understand their needs. If you do so, you will be 
on the right track.

On the wholesale front, carriers need to adopt 
a disruptive approach, not only from the 
technological point of view, but also in the way 
they engage with their customers. Wholesalers’ 
objectives should be to work at developing 
services that enable its customers to better 
serve the end-users.

One of the key success factors for this to happen 
would be to include more people with retail 
experience within wholesalers. I believe that 
my background, having spent years working 
within the retail market, helps me understand 
how the end customers think, what they want 
and how they make their purchasing decisions. 
This is a precious commodity in the wholesale 
business!
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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  ...

IPX Competitive Analysis 2014
Through the course of this 88-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. 

More info  ...

IPX - What do customers really think?
An investigation into the real requirements for IPX 
through interviews with over 70 IPX customers. 
This will help guide IPX providers to tailor their 
offering to meet customers’ expectations and 
increase their chance of success.

More info  ...

http://www.hottelecom.com/reports/wholesale.html
http://www.hottelecom.com/reports/ipx-competitors.html
http://www.hottelecom.com/reports/ipx-customers.html
Isabelle
Line
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