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What a difference a year makes! Back in early 2014, the announcements of new 
IPX offerings were coming thick and fast. Now, the announcements we are reading 
in the press talk about expansions, peering and new service offerings.  
 
But before we go further, let’s have a brief reminder of what IPX is. This GSMA 
designed approach is not a service in its own right, but rather it is an all-
encompassing architecture for the interconnect of IP based services for all IP 
service providers - not purely for the use of mobile operators. As an architecture, it 
defined the technical approaches, services to be offered, 
quality standards and even the commercial and business 
models to be supported.  
 
In brief outline, it envisaged all the interconnect services 
sharing one IP access pipe to an IPX, being routed directly (or 
at most via one other IPX) on a private, quality managed 
backbone to the distant operator and supporting voice, 
messaging, roaming and similar international services. The 
business model is primarily a cascading model, with 
payments flowing from the operator that provides the service 
to the end user, down through the chain to the other providers, 
helping make that service work end to end. 
 
The early providers of IPX based services came from two 
distinct heritages. The first group was composed of 
companies traditionally offering roaming support services in the 2G/3G world who 
already provided some IP-based interconnect services for data roaming (the GRX). 
They rapidly migrated those services to a larger MPLS based quality managed IP 
platform and added in the signaling support needed for LTE based roaming 
(Diameter) to jump start their IPX offering. 
 
On the other hand, companies from a voice wholesale background were equally 
adept at some IP based services (VoIP in particular) and so their initial focus was 
on direct IP based voice termination over a managed backbone to the distant 
mobile operator, offering guarantees of quality and feature transparency. To that, 
they added support for roaming services, particularly for LTE/4G arrangements. 
The voice wholesalers also had the advantage of already offering high quality 

MPLS based services in many cases and so putting an IPX platform in place was 
not difficult at the transport layer. 
 
We are now looking at a much more consistent approach, with IPX providers 
converging towards a homogenous portfolio of services with the top 20 global IPX 
providers fighting for market share in this new business. Most offer the services 
originally defined by the GSMA, such as Voice over IPX, LTE data roaming and 
Diameter signaling and it is increasingly difficult to identify significant differences in 

services being offered over the IPX. 
 
As a consequence, in our opinion, IPX providers will have to 
go above and beyond supporting the ‘basic suite’ of IPX 
services, and innovate with new features, capabilities and 
services such as global WiFi roaming arrangements, fraud 
management and big data analysis, for example, if they are 
going to differentiate themselves in the marketplace. They will 
also have to expand their target market outside of mobile 
operators, and create innovative and tailored solutions 
targeting other IP based service providers.  
 
To that effect, we are starting to see some of the more 
innovative IPX providers move down the IPX innovation path, 
as they are getting geared up to support Voice over LTE 
(VoLTE) roaming, RCS Hubbing, number portability and 

signaling interworking and interoperability, to name only a few. In addition, some 
are also starting to capitalize on their Big Data capabilities to offer mobile operators 
enhanced real time services to improve monetization and customer experience. 
 
What will be the impact of IPX on the wholesale market? As mobile networks 
become the main source of international traffic, it is envisaged that IPX solutions 
could result in a concentration of the market and a reduction in number of voice 
termination wholesalers. By nature, the simplification of the wholesale 
interconnection model through IPX, with single or double hops, instead of the 
involvement of multiple wholesale networks to terminate traffic to its final 
destination, is expected to reduce the need for many wholesalers. 

INTRODUCTION AND OVERVIEW 

’19 of the top 20 IPX 
providers have 

commercially launched 
LTE data 

roaming/Diameter 
services 
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In addition, the introduction of VoLTE, with its potential for interworking voice and 
video and interacting with RCS presence services, will require a clear and 
guaranteed IP path from handset to handset, and so the opportunities to save a bit 
of money with an unregulated call termination path will no longer be attractive. 
 
Finally, added to that, the network effect of joining an IPX that already has a large 
population of service providers is very powerful and so late entrants could find it 
difficult to compete if most of their traffic has to route via peering connections. This 
has not shown itself to be a factor in the environment so far, but logic suggests that 
it could be one of the evolutionary drivers over the next few years. 
 
With most global wholesalers and mobile data hubs having now launched an IPX 
solution, the questions that come to mind are: ‘Is there space for more IPX players 
and if so who will they be and what can they offer?’ 
 
Mobile groups, for one, are the most obvious potential new IPX entrants. As 
corporate owners/investors in mobile operators realize that IP networking does not 
require the massive investments in transmission and equipment that TDM based 
services needed, and that they can handle a significant part of their own group 
traffic on an IPX of their own, many have or are presently considering entering the 
IPX arena. In parallel, this enables them to focus all incoming services via this IPX, 
and avoid some of the bypass and grey routes that have proved so troublesome. 
With other benefits expanded later in this paper, we expect a number of new mobile 
group IPXs to be launched within the next 18 months. 

But more importantly, there are hundreds of voice wholesalers out there who are 
considering their options in this space. Most have years of experience in voice 
services across multiple segments and geographies, but only a few have expertise 
delivering data services. What options do voice wholesalers have if they want to 
survive the current migration to everything IP and wireless? Even if they do not want 
to go all the way and launch a full-fledged IPX platform, there might still be an 
opportunity here for these wholesalers to leverage their voice expertise in the new 
world. 
 
This white paper focuses on how IPX providers can differentiate themselves going 
forward with new services, capabilities and segments, as well as the opportunities 
for new players to incorporate IPX based services into their global interconnect 
evolution strategy. 

 
Steve Heap 
CTO, HOT TELECOM 
steveheap@hottelecom.com 
 
 
 
 
 

Key Findings 
Innovate to differentiate 
 The power today lies with the companies that 

can best monetize the vast amounts of data 
flowing across networks – innovation in turning 
that into profitable value add services is key 

 
 Each IPX provider should identify how they can 

become a major and trusted partner with their 
customer base, helping them migrate and grow 
through the complexities of tomorrow’s service 
suites  

Interworking is key 
 IPX services have potential for companies far 

removed from mobile networks such as OTTs 
and enterprises; an IPX provider needs to 
support the interworking needs of all of them 
 

 Reduce complexity by being the trusted media 
and signaling interworking partner who solves all 
the global challenges of creating and offering 
services to a broad customer base  

IPX – one step at a time 
 Handling multiple services over one access pipe 

can be attractive and sometimes cost effective, 
but it is not critical to offer all possible services to 
all customers to be successful 
 

 There is value in supporting Voice over IPX and 
its expansion into VoLTE as a basis for expansion 
from wholesale voice to an IPX based future 



 

4 PATHWAYS TO IPX 
DIFFERENTIATION 
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International wholesalers must remain relevant to survive in a sector that is 
increasingly competitive and which has seen its traffic and revenue growth slow to 
the low single digits. IPX has been seen as one way to enable carriers to shift 
competition from price to quality and innovation. 
 
Now that the majority of IPX providers have succeeded in launching the basic voice 
and data services, they need to continue their evolution and aim to differentiate 
themselves by becoming partners for innovation and monetization.  
 
As the charts below show, both volumes of traffic and revenue on IPX based 
services are forecasted to grow over the next four years – some by migration from 
other services, but data roaming in particular is primarily new revenue. Even so, as 
the call termination and capacity prices continue to tumble, IPX providers have to 
find new ways to monetize their network and interworking capabilities. 
 
With the increasing complexity of the telecom industry in terms of technology, 
devices, services and customer expectations, service providers are in great need 
of partners that can help them meet these challenges, not only in their home 
market but also internationally. 
 

Partners who will be able to develop solutions that will help accelerate the launch 
of new IP services, continue to support existing technologies and interconnects 
while implementing the new, tailored services to meet end users’ needs and last 
but not least, provide solutions to improve monetization will be key to the future. 
 
IPX providers are perfectly positioned to address those requirements and should 
capitalize on their position as global high quality, secure interconnect service 
suppliers to support this evolution. There are multiple avenues to achieve this, but 
in our opinion, IPX providers should focus on expanding their capabilities to 
support these four IPX evolution paths: 
 

 Voice evolution services 
 Value added services 
 Interoperability services 
 New customer segments 

 
The first growth path is what we call ‘Voice evolution services’. This encompasses 
the deployment of capabilities to support the new enhanced high quality voice 
offerings and would include services such as VoLTE termination and roaming, RCS 
Hubbing and possibly WebRTC applications down the line. 

Forecasted international voice traffic and revenue transported over IPX Forecasted data roaming traffic and revenue transported over IPX 
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This stream of advanced IPX services will ensure providers continue to be in a 
position to support the evolution of voice.  
 
Secondly, IPX providers should look at value added services. Mobile operators 
need to find ways to optimize their customers’ quality of experience, while 
improving monetization. Being in the middle of the International service 
interconnect equation, IPX providers are perfectly positioned to provide mobile 
operators with tools that will enable them to meet both of these objectives. Real-
time intelligence services that facilitate optimal steering of roaming, silent roamer 
identification and the creation of tailored services will meet these needs. 
Additionally, services such as fraud management, tailored customer portals and 
QoS measurements should be considered as valuable additions to the IPX offering 
to optimize quality of experience. Last but not least, enabling a seamless WiFi 
roaming service is also seen as a valuable incremental solution for service 
providers. 
 
The third path towards value creation includes features that enable service 
providers to deal with the increasing complexity of the telecom industry: 

‘Interoperability services’. For a long time to come, service providers will need to 
support the old and the new world in parallel, and this is a complex and expensive 
prospect for individual service providers. IPX providers, here again, are perfectly 
placed to help deal with this challenge, for instance, by supporting transcoding, 
media interoperability and signaling interworking. An IPX provider that is seen as 
the single source of solutions, bridging the new world with the old, helping to 
minimize the cost and the risk of launching new services, will bring great value to 
service providers. 
 
Finally, beyond the introduction of new services and applications, IPX providers 
should also look at increasing revenue by deploying solutions that address the 
needs of service providers outside of the mobile world. There are growing 
requirements for high quality and secure services in the OTT, enterprise, content 
provider and fixed operator segments and IPX could be one of the solutions to 
address these needs.  
 
This section of our document will discuss each of these evolution paths in more 
detail and identify potential growth opportunities for IPX providers going forward. 
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The path towards IPX voice evolution is one of the most complex, as the 
international voice business is under constant challenge and pressure for change. 
In its basic form, it is the simplest service – connect a voice session through to the 
right distant customer and manage the charging for that call. But the technology 
evolutionary changes, coupled with a growing number of regulatory activities, are 
all adding to the complexity. 
 
As a first requirement, an IPX provider offering voice obviously needs to be able to 
handle different sorts of interfaces, to support either routing to directly connected 
customers or off-net termination and origination where required. In the short term, 
besides the clear objective to interconnect all mobile 
providers that have already converted their voice to VoIP, 
other mobile networks could be connected using TDM 
interfaces to allow them to access the high quality on-net 
options and will provide those operators with a smooth 
upgrade path to full end-to-end IP based service. 
 
 
VoLTE termination 
Then, as the industry moves on to VoLTE originated calls, the 
IPX provider should evolve its capabilities to ensure that end-
to-end VoLTE sessions are established, wherever possible. 
Where the distant end is not yet VoLTE, the IPX will offer the 
best possible service with both direct routing to the mobile 
operator and off-net termination using VoLTE to TDM 
conversion if required.  
 
Moving even further onto the voice evolution path, IPX providers must support the 
ability for a VoLTE enabled phone to also upgrade the session to video.  
 
There is obviously a major question mark as to the willingness of the consumer to 
pay extra for such a service when they can download and use various Apps which 
can offer the same service, but the whole voice charging environment maintained 
with the IPX structure still uses a termination rate payment model to the distant 
service provider. The IPX provider pays that fee and passes back a charge which 

includes the termination fee and a component for the use of the IPX network. While 
is it clearly technically possible to track how a specific session has evolved from 
voice to video and perhaps back to voice, there is currently no agreed commercial 
model for how that should be charged. The complexity that IPX providers then face 
is that if they have 400 directly connected termination providers and each has a 
view on how a video call should be compensated, the processes and systems in 
place to quote, rate and settle charges need to be immensely flexible to handle all 
the potential variants. 
 

There is an opportunity here for more innovative IPX providers 
who are willing to take the step towards a converged voice 
and data pricing model. Mobile data hubs for example, who 
have never had an extensive voice offer and therefore have 
nothing to lose, could charge for their IPX network component 
of VoLTE termination using a capacity pricing model, and 
simply pass through the different ways that the termination is 
being charged. Their aim is to build volume and increasingly 
additional value added services on top to monetize their 
customer relationships. 
 
To a large extent, the IP voice service still remains separate 
from “data” service solely because of the termination charging 
mechanisms used. But perhaps this VoLTE feature will be the 
one that finally puts the nail in the coffin of the per-minute 
voice charging model. 

 
Some of the possibilities being envisaged include: 

 a switch to data volume based pricing alone 
 a charge for a call or session set-up followed by a data charge  

 
 

PATH 1: Voice evolution services 

‘The complexity of fitting 
VoLTE into the per 

minute charging model 
may be the final nail in 
the coffin of this historic 

billing approach’ 
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VoLTE roaming 
The roaming of VoLTE calls marks a significant change from approaches used in 
the past. 3G data roaming to 4G data roaming was marked by a change in 
signaling protocols, but the evolution of roaming of 3G voice to VoLTE potentially 
changes the whole media path and signaling structure. 3G roaming voice calls are 
made purely in, and underthe control, of the visited network and their wholesale 
partners. 
 
Under VoLTE, the control of the call must remain with the Home IMS system to 
provide the appropriate features and service capabilities and so the early designs 
followed the approaches used in IP networks and totally separated the signaling, 
which went via the home network, and the media, which was routed on the shorted 
path directly between the customers. 
 
This approach resulted in the potential case that one IPX can see the signaling 
associated with a call, but a second one only carried the media. Traditional 
charging, based on the per minute model, could not be carried out. As a result, an 
alternative approach known as RAVEL, has been developed which maintains the 
linkage of signaling and media as the actual call or session is established, hence 
maintaining the traditional charging approaches.  
 
Of course, the flexibility of an IP-based system offers other possibilities for roaming 
architectures. In some scenarios, the media itself needs to be routed back to the 
home network (perhaps for some legal intercept requirement), and it is also 
feasible for an IPX to offer a regional breakout solution where calls that are destined 
for international destinations are broken out from the IPX at the most appropriate 
location. In addition, the majority of a roamer’s calls are actually back to the home 
country. The end result is likely to be that individual mobile operators implement 
different roaming solutions. An IPX that is able to handle each one appropriately, 
and also provide full interworking between the different designs and architectures 
as appropriate for different calling patterns will be seen as adding significant value.  
 
IPX operators have an opportunity to provide more than just transit and routing 
services. As a provider of regional break out services, the IPX can give the home 
network the option of breaking out the media locally to reduce bandwidth load and 
improve user experience.  
 

Certainly, flexibility on behalf of the IPX(s) involved in the transaction in managing 
and routing the signaling and then handling the settlement processes involved is 
key to becoming a trusted partner in making VoLTE roaming work under all 
scenarios.  
 
Notwithstanding which routing option is chosen, VoLTE roaming will be a complex 
affair, and without a doubt, IPX providers need to accommodate and interwork 
multiple architectural scenarios in order to play a key role in managing this 
complexity and supporting these new capabilities as they are tested and then 
rolled out commercially. 

 
As illustrated in the diagram below, multiple roaming scenarios will co-exist and 
the IPX provider can therefore add value with innovative options and interworking 
solutions. 
 

‘6 of the top 20 IPX 
providers state that they 

are currently able to 
support VoLTE roaming’ 
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Home Network Visited Network 
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VoLTE Routing options and interworking opportunities 

IPX provider 

Called Network 
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WebRTC is a hot topic at present, but what does this have to do with an IPX? Firstly, 
WebRTC is a set of technologies and interfaces that builds the ability to establish 
control of video camera, microphone and speaker and other internal elements in 
a PC, tablet or phone via the browser. Although not built in to all browsers yet, it 
does allow a user to seamlessly shift from browsing the support area of a website 
to then simply clicking a button to speak to, or have a video call with a support 
agent with no new program or application being required and without the need to 
dial a phone number. Major enterprises are building in those capabilities into their 
sites, and it is seen to be a key enabler of more interactive relationships between a 
company and its customers. 
 
The linkage to the world of telephony and video telephony is less clear at present, 
but WebRTC-based on-demand video conferences could require a feature to 

bridge in someone with a phone connection, or, in the future, bridge them in with 
a ViLTE (Video over LTE) session. The IPX provider could offer this ability to 
smoothly integrate outgoing and incoming voice calls and access to VoLTE 
customers worldwide handling the media conversion and signaling interworking 
issues as appropriate and as illustrated in the diagram below. 
 
Much effort is going into creating new WebRTC applications, and although it may 
not be a big business case for telecom companies at present, however considering 
the growth potential of such applications, it would be foolhardy to ignore. Although 
an IPX provider may not be a natural provider of in-country origination/termination 
or any necessary capabilities for overcoming local firewall issues, larger global 
wholesale/IPX providers could see an opportunity in this space. 

WebRTC 
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RCS Hubbing 
RCS Hubbing is yet another interconnect offering to consider. This one is difficult 
to assess, as the whole market take up of RCS has been slow and problematic, 
with issues associated with the mobile industry’s desire to monetize such services, 
while customers have become accustomed to similar apps that are often free to 
use. With that said, more and more smartphones are being launched with the RCS 
capabilities built in as standard features and more networks, in Europe in particular, 
have the RCS service set embedded. 
 
The rapid rise in SMS messaging, once the individual mobile networks were 
interconnected, illustrates the significant benefits of a larger community, which 
could be replicated within the RCS ecosystem.  

 
 
The combination of these in-built capabilities being used by customers without 
them thinking much about it, together with the ability to see the online status of 
their friends directly in the phone’s calling and messaging interface, will make the 
difference and its uptake will soar. 
 
As of the end of 2014, 41 operators had launched RCS in 32 countries, and this is 
expected to increase to 87 during 2015. IPX providers offering RCS hubbing 
services and moving the service from single country deployments to a global 
environment, and potentially extending to OTT and WebRTC service providers, 
could be well positioned to profit from this opportunity. An example of a long term 
RCS hubbing architecture is outlined in the diagram below. 
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As we noted earlier, most existing IPX providers are now providing the same set of 
services that the GSMA defined when designing this architecture. They handle 
Diameter signaling for LTE roaming, roaming data transport back to the home 
network, on-net voice termination with the capability to handle on-net VoLTE 
calling, and finally break-in and break-out to the PSTN. Where growth and 
differentiation can be obtained is from the addition of incremental services and 
capabilities that we will collectively describe as Value Added Services and we 
describe three potential opportunities in this section: 
 

 Big Data analysis 
 Fraud management 
 WiFi roaming 

 
 
Big Data Analysis 
A mass of information associated with signaling traverses the IPX, and IPX 
providers should aim to capitalize on this wealth of data to support applications 
which enable mobile operators to optimize their customers’ monetization potential 
when roaming. The analysis of all this data is definitely a Big 
Data opportunity, as the volume of signals, especially if 
enhanced with information gleaned from the roaming data 
itself, can be overwhelming. Modern statistical processing 
approaches can find the needle in the haystack and 
highlight situations that require pro-active actions on the 
part of the mobile operator, either to resolve an issue or take 
advantage of an untapped opportunity in real-time. 
 
Through this deep analysis, IPX providers could determine 
for example which customers have started to roam, but 
have then disabled data roaming (presumably for bill-shock 
reasons). Another application could be to determine why 
customers with a normally steady use, are suddenly 
generating high amounts of voice or data traffic. In a VoLTE 
environment, an IPX provider could determine that there is 
a large increase in outgoing phone calls to expensive 

numbers and a fraud is underway. These are all example of instances when an IPX 
provider can play an integral part in mobile operators’ monetization optimization. 
 
Once data has been discovered and treated, IPX providers can go a step further 
and help mobile operators take advantage of contextual opportunities. For 
example, they could help mobile operators identify customers moving from tower 
to tower, and how quickly they are doing so. If this is happening at a rapid pace, it 
could mean that the mobile user is likely in a car or a taxi and there might be value 
to the mobile operator and its potential marketing companies to know that.  
 
Another example of the incremental data use concept would be for customers 
whose provider offers free low speed roaming, with an optional package for access 
to 4G data roaming. Many customers just take the free package and sometimes 
struggle with the speeds in some scenarios. Their thinking is that they will see if 
they can get by with this basic offering. If the Big Data analysis identified that the 
consumer was having difficulty in using a navigation app because of the speed of 
download, an offer for 4G roaming could be offered for immediate activation. The 
consumer would directly appreciate the benefits and this should result in much 
higher conversion from the basic free package.  Here again, this would place IPX 

providers at the center of mobile operators monetization and 
quality of experience optimization strategy.  
 
The Diameter Signaling Controller (DSC) intelligence can 
play a big part here, with the home network’s blessing, the 
IPX could take on the management of these upgrade 
opportunities and then generate the signaling necessary to 
implement the action and send agreed messages when it is 
detected that the time is right. In a similar way, the IPX could 
manage, on the operator’s behalf, the steering of roaming 
between networks in the visited country and how that is 
managed through the options of 3G/4G network 
connections. 
 

PATH 2: Value added services 

‘The Diameter Signalling 
Controller intelligence 

plays a big part in offering 
real-time intelligence 
services to optimize 

monetization and quality 
of experience 
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As an example of how complex this can become, current 4G handsets fall back to 
a 3G connection when a voice call is established. During that process, they need 
to determine the appropriate 3G network to use, and this may not be the same 
operator that was used for the 4G access. With self-learning systems, the IPX could 
take a signaling load off the shoulders of the home network in managing such 
scenarios. 
 
Finally, could the IPX implement some “most valued customer” actions? Here 
again, this designation could be learned. 
 
For example, someone that makes heavy use of roaming regularly could be 
automatically promoted to the ‘most valued customer’ group, as well as such 
priority individuals being identified by the home network. With this knowledge, the 
IPX and its signaling controller could steer towards better performing networks 
(which it could detect by analyzing packet loss, latency, jitter etc.) in order to offer 
the best possible service and over-riding normal steering approaches. 

All this complexity of “when this occurs - take this action” in the signaling 
transactions is implying that the IPX signaling controller is flexible enough to take 
in various signaling protocols, identify their context, and then modify and return the 
appropriate commands without necessarily checking back with the Home HSS. As 
individual value add solutions will be built per service provider, it is likely that the 
controller will support multiple software instances of itself, each dedicated to a 
particular service provider and isolated from the others to avoid any possible 
service issues to the other IPX customers. 
 
Of course, we have focused here on opportunities for the home network, but if this 
is extended just one more step toward marketing arms of enterprise customers of 
the home network, customized ads or coupons could be provided to a roaming 
customer when it is meal time in the visited country and the person is walking in 
the restaurant district. The sky is the limit once Big Data analysis is brought into the 
equation. 
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Although once thought of as a competitor to mobile networks, access to carrier 
grade WiFi is becoming a key component of an integrated network design. These 
relatively inexpensive hardware components, and use of unlicensed spectrum, 
give a mobile operator a highly cost effective way of managing the offload of traffic 
from their 3G or LTE spectrum when appropriate. Of course, end users have always 
been able to seek out their own WiFi connections, but the quality and security can 
be suspect and the need to remember a login ID can be confusing. 
 
Groups such as the Wireless Broadband Alliance have developed specifications 
and approaches for establishing and interworking carrier grade WiFi networks 
together with automatic connection, authentication and authorization via signaling 
to the home network (Wireless Roaming Intermediary Exchange – WRIX). The 
usage bill – either per use or via an agreed package – can be added to the 
customer’s normal account. WiFi roaming, which is the use of these WiFi networks 
when outside the coverage area of the mobile operator, can be established via 
bilateral agreements between operators, but in an international context, it would 
be far easier for this to be offered as a value added service by the IPX provider. This 
potential role of the IPX provider here would be to facilitate the solution 
commercially and offer a WiFi Roaming hub service.  

Although the data traffic itself does not traverse the IPX in these instances, the 
commercial deals underpinning the roaming could be established by the IPX 
providers in advance in each country, perhaps using the distant mobile network’s 
own capabilities. The signaling to establish authentication could then be carried as 
normal across the IPX platform, although there is a need for quite complex 
signaling interworking functions to bridge the various mobile and fixed networks 
offering WiFi access points. In addition, management of the usage record flow 
including rating and settlement of usage could similarly be offered by the IPX 
provider. Alternatively or in addition, as a trusted intermediary, the IPX could also 
provide the authentication of credentials for roamers with SIM-based devices into 
WiFi hotspots due to its connectivity to an operator’s subscriber data management 
platform. 
 
In more advanced signaling implementations, the decision of when to use the 
roaming LTE connection and when to use WiFi could also be managed by the IPX 
provider, on the operator’s behalf, to provide the best quality and most cost effective 
solution for both the home network and their customer. There are other global 
providers of WiFi Roaming, iPass being one the most established, but a WiFi 
roaming solution bundled with a package of IPX based services could be the most 
attractive for mobile operator customers. 

WiFi Roaming 
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Fraud Management 
Taking a different tack, the IPX could get ahead of the curve and offer services that 
may not yet be obvious or critical, and fraud management is one of these 
opportunities. Fraud using international voice services continues to plague the 
industry, and some voice wholesalers are making use of their oversight position 
within the architecture to identify cases of fraud early on to stop and perhaps 
prevent it from being used in other networks they support.  
 
That same overview approach can be added to an IPX by examining outgoing 
international calls from a customer operator, and identifying subscription type 
frauds and the start of a flood of calls to expensive international premium rate 
numbers as the fraud is first developing. The challenge with extending fraud 
prevention to roaming services has always been that once a 3G roamer has been 
approved to make outgoing voice calls from the visited network, these calls 
themselves are originated directly in the roaming network and are routed using the 
visited network’s choice of outgoing carrier. Hence the individual call details, which 
are provided back to the home network in usage file exchanges, may never be 
visible to the IPX provider. 
 
However, with the slow but steady rollout of VoLTE, this could perhaps be resolved 
as there is a desire for roamers to leverage VoLTE and make use of the home 
network features and termination in some circumstances. This would mean that 
the IPX provider could keep a tighter control of fraud on behalf of the home network 
as a result of its broader oversight of traffic streams from many networks.  
 
It is often said that the fraudsters are well in advance of the industry in thinking 
through and implementing new frauds, and so perhaps now is the time for an 
innovative IPX provider to get ahead of the wave and develop new ways of routing 
the signaling and monitoring/analyzing to detect suspicious activity. It is perhaps 
not yet available as a service, but how long will it be from the launch of ViLTE for 
some enterprising group to offer premium rated video services in some distant 
country and then look for ways to artificially boost their demand and revenue? An 
IPX provider ready and able to identify such stimulated traffic and block it would 
have a real value-add for their mobile customers. 
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This section looks at opportunities that are perhaps closer to features and functions 
of an IPX operation, but which also have service potential and could make a 
difference to the profitability of the IPX provider. 
 

Number portability 
Number portability is one of the key enablers of competition in most developed and 
many developing countries in the world. Although mobile operators are still 
assigned defined blocks of numbers, and most international wholesalers route and 
charge based on those blocks of numbers, within the country the situation is far 
more complex. Individual customers move at will, taking their numbers with them, 
and so the direct routing to a specific customer requires up to date knowledge of 
the portability status of that customer.  
 
In the past, this didn’t matter much for 
voice, and arrangements were put in 
place for messaging to allow queries 
against the distant HLR to determine 
the correct place to send the 
message. However, with services 
such as VoLTE that require a clear 
path from handset to handset, any 
incorrect routing of the call to the 
wrong service provider is likely to 
result in downgrading of the call to 
the basic PSTN standard. 
 
Consequently, to ensure the highest 
end-to-end quality of a voice call, IPX 
providers, and logically, the originating service providers themselves, should be 
querying against a database of ported numbers before determining how best to 
route that call. IPXs will consider this a function they need to support within their 
routing environment, but opening up this database to their customers on a query 
by query basis could be an interesting value-add and potentially bring both 
revenue and stickiness to their services. There are some global solutions for 
accessing number portability data – Pathfinder from the GSMA among them – but 

it is not yet clear that there is one solution that the industry will get behind, which 
leaves open the possibility for customized services from IPX providers. 
 

Signaling interworking 
Although this next area is more of a feature than a service in its own right, it is 
becoming clear that interworking and interoperability will be key capabilities for a 
successful IPX. Some of the basic interworking needs are well defined in the GSMA 
requirements – the break-in and break-out of voice calls to the rest of the PSTN, 
and so VoIP to TDM conversion will play a major role for many years to come. 
Nevertheless, signaling interworking between different evolutions of networks is 
similarly important.  
 
Similarly, there is a need for interworking Diameter signaling between operator 
networks. While there are many standards and specifications detailing the 
structure of Diameter based interfaces within and between networks, one of the 
more common use cases for a Diameter Signaling Controller (DSC) is to adjust or 
mediate message flows to manage different vendor implementations of the 
“standards”. This capability goes hand-in-hand with Diameter Edge Agent (DEA) 
functionality required between operators and IPX networks to provide topology 
hiding, security, and routing of signaling messages. 
 
Furthermore, WiFi roaming support adds a whole new complexity to this area. WiFi 
access points deployed by fixed operators and ISPs will probably use RADIUS for 
authentication, IMS based networks will be using Diameter and 3G mobile 
networks may still have the need to handle signaling using SS7 standards. 
Therefore, a global WiFi hubbing service from an IPX provider needs to manage 
the interworking of all those signaling standards to make seamless connectivity a 
reality. 
 
Interworking and transcoding of divergent media 
stream 
Transcoding and related media services will play a key role in the evolution as well. 
Although a homogenous IPX serving only mobile networks should not require 
much in the way of transcoding, as soon as other classes of customer are brought 
to the table, the transcoding opportunities increase. 

PATH 3: Interworking and interoperability 

‘Opening up their 
number portability 

database to customers 
on a query by query 

basis could be a 
valuable IPX offering’ 
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Perhaps an Internet based communications service provider offering voice 
termination would like HD voice sessions to be maintained from browser or app 
through to a VoLTE enabled mobile phone. The clients may not be able to support 
one common codec, but an IPX could manage that interconnection providing 
transcoding or trans-rating as necessary. Similarly, bridging WebRTC sessions to a 
distant mobile phone – perhaps including video for a conference bridge – will 
require interworking and media functions to make the overall service work. 
 
Video in particular can require flexible and complex transcoding requirements that 
would allow the interworking of different standards, different frame rates 
(transrating), different screen resolutions and color depth potentially. Unified 

communications and video conferencing bridges need to support all types of 
attendee from smartphone based to large fixed video conferencing suites. The IPX, 
with its ability to also provide the high quality low latency interconnects between 
on-net locations, can be a key player in the evolution of this business. 
 
The following diagram outlines the different roles an IPX provider can play in 
facilitating interworking, interoperability and transcoding in the evolving voice and 
data environment. 
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As we know, the IPX architecture was designed by the GSMA to interconnect all IP 
based service providers, but the customer group most involved to date has been 
the mobile community – mainly because the first clear need is to support LTE 
roaming. Expanding the opportunity to other customer groups is perhaps one of 
the obvious monetization approaches for an IPX provider, and as the diagram 
below shows, it should capitalize on its central position as a facilitator or 
interconnection between the different players of the communication ecosystem to 
create new valuable use cases. But what do other groups need? 
 

OTTs 
“Over the Top” has been one of those loose terms that has both a meaning and an 
underlying message. To some companies, it has a hidden message of “these 
providers are using our network (for free) to compete with us”. Therefore, for a long 
time, there was antagonism between communications services providers that 
used the public Internet and the providers of Internet access to such a degree that 
some of these ‘OTT’ services were banned in certain countries. 
 
The widespread adoption of Apps on smartphones is eliminating some of that 
distrust, and so the opportunities to connect various Internet-based service 
providers to the IPX should be investigated. One example of a possible OTT use 
case would be the interconnection of the enterprises being addressed by 
Microsoft/Skype for unified communications with similar groups, and more 
broadly, to all VoLTE enabled handsets. Of course, those enterprises only need 
PSTN termination now, but a service where the best possible voice quality (VoLTE 
in the future) – and perhaps upgrade the connectivity as needed to video – could 
be offered and supported via the IPX provider. 
 
Enterprises are obviously keenly interested in their services always working with 
the best quality possible, and so would be willing to pay for such guarantees and 
upgrades. Having the service carried over a quality controlled network and handed 
off to the destination service provider avoids all the potential un-managed peering 
and other interconnect arrangements that can significantly impact the 
performance of the public Internet. 
 
Although individual OTT communications players have tended to want to develop 
their own user community, it is possible that, in the future, they will want to 
interconnect their services without losing that control of their individual end users. 
IPX providers could make the OTT to OTT interconnection a reality with user 
address/signaling conversions and, in effect be used as a trusted 3rd party offering 
interconnect and topology hiding. 
 

PATH 4: New IPX segments 
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Enterprises 
How about enterprises more generally? Many IPX providers already offer global 
MPLS services to major enterprises and will be selling voice termination to those 
groups where possible. In addition, there might be an opportunity to enhance the 
service to again offer HD quality calling where available, and upgrade to video 
when the equipment supports it. With many enterprises being well down the path 
of fixed-mobile convergence, the handset used by enterprise employees may well 
be a smartphone at both ends which means it is highly likely to be able to support 
video conferencing, for example, with the appropriate interworking support. 
 
In a separate use case, large companies always want to be able to communicate 
their brand and their messaging to their current and potential customers and these 
are increasingly reachable via their mobile devices at all time. We have discussed, 
in Path 2, about the valuable data that an IPX provider could mine in real time. To 
that effect, an IPX provider could use this wealth of information and partner with 
mobile providers to structure a contact/marketing offer targeting major enterprises 
who want to push tailored advertising to their customers wherever they are in the 
world. This would enable enterprises to reach customers with advertising 
messages tailored to their mobile context in real time, and by the same way, 
optimizing the return on their advertising spend. We are already aware of 
significant work being undertaken by a growing number of global IPX providers to 
deploy context aware messaging to the enterprise community. 
 

Content providers 
Internet based content is a big growth area in the world today, whether from 
YouTube or from video services such as Netflix and Amazon. Consequently, 
consumers are looking to access high quality video wherever they are, from any of 
their devices. Much of this is distributed using content distribution networks, but 
there might be an opportunity for the long tail of content – the niche programs or 
educational training opportunities - to be connected to an IPX for delivery, at a fee 
shared with the mobile operator, to an LTE enabled customer. 
 
The IPX provider would host and stream the content on demand. Perhaps on-line 
language training would be such a service, where the quality of the interaction is 
critical to the understanding of the course. 
 

 
 
The mobile operator could market the foreign language training directly in some 
cases. It is possible that an IPX provider could bring a collection of such monetized 
services directly to smaller mobile operators and provide a win-win solution for 
both the content owner and the mobile operator and their customer. 
 
Net Neutrality concerns may stop the provision of a special path being engineered 
to the end user, but as we mentioned in the OTT case above, the delivery of the 
service from content provider via a quality managed IPX and directly into the core 
network of the final mobile operator would avoid the usual causes of poor 
performance. 
 
 



 

 
 

JOINING IPX  
STILL AN OPPORTUNITY? 

 



 

 PATHWAYS TO IPX INNOVATION │ 22 

As we have seen, there have been the expected launches of IPX platforms from 
many of the world’s largest wholesalers, the main mobile data hubs and some 
mobile groups, but not every significant player has made a public move. At present, 
we estimate the number of IPX providers to be between 25 and 30. 
 
So what about the remaining mobile groups and hundreds of voice wholesalers 
who have yet to make an appearance in the IPX ecosystem? Of course, there is a 
strong “network effect” to success in the IPX space as, after all, this is intended to 
be an international hubbing and interconnect solution replacing the alternative of 
multiple complex bilateral arrangements. Nevertheless, there are still a number of 
players for which IPX should be seen as key in their evolution into the IP/data world. 
 
There are certainly opportunities for the large mobile groups (the corporate 
organization that invests in, or owns, individual mobile operating companies) to 
benefit from managing the voice and data IP traffic and enhanced services 
between their opcos, while at the same time capitalizing on their large number of 
end-users to profit from strengthened negotiation powers and new revenue 
opportunities within the wholesale world. 
 
The involvement of the mobile groups in managing the intra-operator traffic in their 
group within the IPX ecosystem could well have an impact on the opportunities for 
purely wholesale IPX providers. Some have even questioned the continued 
relevance of wholesalers in a future where mobile operators would interconnect 
directly through their own IPX solutions.  
 
Nevertheless, the reality is probably very different, as global IPX services are just 
part of a complex and expansive business. Mobile groups, who need to focus on 
the reality of competition within each of their national markets, may not have the 
same capabilities and speed as ‘pure’ wholesalers to innovate. We are of the 
opinion that there is space for IPX solutions from both ‘pure’ wholesalers and 
mobile groups to co-exist, each complementing the other in terms of reach, 
capabilities and innovation. 
 
In addition, voice wholesalers who have not already taken the leap into the IPX 
world, need to think urgently about the role they can continue to play in the new 
data-centric telecom world. Voice is on its way to becoming only one of a subset 

of IP-based services, and ultimately will become an integral part of the high quality 
digital communication experience. 
 
A wholesaler who is not in a position to capitalize on this evolution will lose its 
relevance and ultimately disappear. For them, IPX could therefore be used within 
a gradual evolutionary strategy as an enabler of their transformation towards 
becoming converged IP carriers.  
 
But ultimately, some will choose not to join the data bandwagon and will decide to 
remain pure voice wholesalers. For those, it is crucial that they become the best of 
the best in transporting voice traffic, while optimizing efficiency so they can survive 
in the cut-throat world of voice termination, as this world will exist for some time to 
come. This section will look at the options for mobile groups and voice wholesalers 
in the IPX world. 
 
 
 



 

 PATHWAYS TO IPX INNOVATION │ 23 

A Mobile Group can take several forms. Some have a purely financial interest 
through investments into multiple operating companies, while others take a much 
more hands-on role with the group’s HQ defining policy, vendor selection and 
operating processes. In this section we are focusing primarily on the latter, as any 
attempt to build group-wide infrastructure normally requires operational functions 
at the “group” level. 
 
In the 3G world, interconnection between the various mobile operating companies 
for voice and messaging termination and roaming interconnect was an expensive 
and complex affair. Services were routed over dedicated TDM circuits and SS7 
signaling networks – an expensive proposition for the relatively low volumes 
between disparate operating companies. 

However, the move to LTE, and Voice over LTE in the near future, migrates all of a 
mobile operators’ services onto an IP backbone, from the handset through to the 
external interfaces and the rest of the world. This new technological model 
therefore enables mobile groups to establish one shared IP backbone to 
interconnect its various operating companies, which makes it a much less onerous 
endeavor, not only in terms of network build, but also in terms of equipment and 
systems. 
 
This evolution to an all IP, more affordable business model, opens the door to 
mobile groups, who historically did not play a significant role in the international 
termination of their voice and data traffic, to start gaining control over the 
international part of their business. 

Mobile Groups 
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With such a backbone in place, it becomes very feasible to establish a group 
wholesale business, and possibly a group IPX, that is used to interconnect voice 
and messaging between the operating companies, support roaming 
arrangements, and act as the external gateway to the rest of the world.  
 
But why would mobile groups go through all this trouble? Firstly, mobile groups 
can benefit considerably from the consolidation of their outgoing voice calls to 
negotiate much larger commercial arrangements with international wholesalers 
and other global IPX providers. The potential savings in aggregating all their 
demand into a few commercial deals is significant.  
 
Secondly, assuming that there is a community of interest between their properties, 
they can migrate all the intra-group traffic onto their own network and systems, 
avoiding payments to others for this service. The consolidation of incoming and 
outgoing traffic to the rest of the world gives them negotiation power, and the fact 
that roaming arrangements are now under their own control removes many of the 
trust issues associated with establishing local breakout of Internet access, for 
instance, as any disagreements over volumes used can be settled more amicably 
within the group.  
 
Latest generation DSCs can easily manage these local breakout arrangements, 
interwork back to operating companies that are perhaps still mainly 3G, and as 
ideas advance, start to put personalized services in place for premium customers 
in the group, giving them tailored services and packages while roaming. The 
decision for mobile groups to launch their own wholesale arms and IPX platforms 
therefore brings not only financial benefits but also enables them to gain improved 
control over their end users’ quality of experience. 
 
LTE, and the enhanced applications it enables, will bring in a change in customers’ 
expectations not only in terms of speed, coverage and quality, but also relating to 
the types of services they can access, the control they can have over their mobile 
use in real time, seamlessly at home or abroad. It therefore becomes business 
critical for mobile operators to be in control of all the elements that make up their 
customers’ experience, and International and roaming are a growing part of this 
equation. 
 
On the incoming side, mobile groups can consolidate the high quality IP based 
access to their operators through their IPX, potentially cutting down on bypass 

opportunities, or at least making abundantly clear that bypass routes are at a much 
lower quality and are unlikely to support the features and services that callers will 
expect. 
 

 
What else could IPX platform enable? Beyond the advances in personalized 
services and group wide roaming packages, opportunities now exist for 
centralizing some functions that otherwise would have had to be handled operator 
by operator. Examples would include the management of portability based routing 
for services that must be routed direct to the destination service provider serving 
that customer – difficult if number portability exists in the destination country. A 
group wide solution could be shared by all the operating companies. 
 
Fraud management is another opportunity. While there are certainly domestic 
frauds that occur and must be handled locally, the world of international premium 
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rated services continues to evolve and those, together with the use of international 
termination for VAT fraud are attracting major criminal groups. 
 
Concentrating all outgoing services via a common platform allows for the 
establishment of a shared group fraud management solution and team that each 
operating company would find difficult to cost justify individually. Some IPX 
operators could also provide such services on an outsourced basis to the group if 
that make more sense financially. 
 
Finally, mobile groups have now realized the value their end user represents to 
advertizers and OTTs around the world and the group acting as a “one-stop shop” 
to these customers could enable them to monetize this new commodity and IPX 
could be a natural enabler of this evolution.  
 
But at the end of the day, it is all about customer retention, monetization and 
network optimisation, and a mobile group IPX can help meet all these business 
critical objectives. 
 
To date, a handful of mobile groups have made IPX launch announcements, using 
a variety of strategies depending on their capabilities and priorities:  
 

 Global IPX platform deployment including offering services to others 
 Group IPX platform deployment for their own operating companies 
 IPX platform outsourcing 

 
Mobile groups who are part of a conglomerate which also operate a wholesale 
arm, for example Orange, Deutsche Telekom, Telenor and TeliaSonera, were the 
first to launch IPX solutions and usually did so using a global strategy. They 
launched IPX not only to service their own mobile opcos, but also extended their 
offering from the start to operators outside of their group. 
 
Others, for which wholesale is not such a significant part of their overall business, 
launched their IPX platform mainly to support their opcos and their evolution to 
LTE. Once this was achieved, they can then consider extending their offering to 
other services and other IPX providers and operators around the world through 
peering and direct interconnect agreements. 
 

Smaller mobile groups who did not necessarily have a wholesale arm, chose to 
benefit from IPX without the need to launch their own platform, by outsourcing their 
IPX needs to existing global IPX providers. Some enterprising global IPX providers 
have created partitions of their own IPX and provide solutions that can be operated 
by the mobile group, either directly or via policies set by the group but implemented 
by the IPX operator. Such solutions do not require capital up front, and can be billed 
based on usage, providing a more direct link between costs and profitability. 
 
Finally, some of the mobile operators, not already part of global groups, have 
formed consortiums of interest (for example Bridge Alliance) to benefit from each 
other’s networks, reach, knowledge and roaming services. These entities could 
also create their own consortium IPX going forward to facilitate the extension of 
their relationships to LTE, VoLTE. RCS and innovative value added services going 
forward.What is the bottom line? Some of the major mobile groups are already 
making big strides in establishing their own IPXs, but the window of opportunity is 
still there for other groups still undecided if this is the right move for them. 
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The evolution of IPX, from inception to where it is now, has been a long and slow 
process, but it has finally come into its own. The IPX ecosystem is now reaching 
maturity with the top 20 global wholesalers and mobile data hubs offering the 
complete suite of basic voice and data services which already reaches a large 
portion of the mobile world. So the questions that must be asked are: Is there space 
for more IPX providers within this ecosystem? Can voice wholesalers afford not to 
offer IPX based services? Even more importantly, how should the ones that want to 
launch a suite of IPX based services go about it? 
 
The international voice wholesale space is populated with hundreds – even 
thousands - of various wholesale providers, ranging from very small players with 
niche supply into a specific region or country, to large global players offering 
termination to every destination and handling billions of minutes for their customers. 
The market is heavily driven by cost, with constant efforts to deliver an acceptable 
quality for the price. In the current world, where the quality of a call is limited by the 
circuit switched technology and the handset limits the audio to a restricted set of 
frequencies, the opportunity to provide adequate quality for a slightly lower cost is 
rarely noticed by the end users. 
 
This is all changing however, as IP based fixed line phones in enterprises and 
homes and the widespread move to LTE for smartphones and, with time, VoLTE to 
the handset, opens up a rapid move to much higher quality voice calls with very 
short call set-up times and a much clearer and quieter conversation. Customers will 
undoubtedly recognize when end-to-end VoLTE calls are established and will 
increasingly expect that, domestically and internationally.  
 
How is that a threat and an IPX opportunity for wholesalers? One likely direction is 
that mobile operators will want and expect end-to-end VoLTE calls to be supported 
whenever the two parties are enabled. The opportunity to route those calls off via 
small intermediate players will disappear in much the same way as the requirement 
for end-to-end delivery of calling line identity puts pressure on carriers to use official 
interconnect paths. The big difference now is that the end users and their mobile 
operator can determine much more easily if a true end-to-end VoLTE call has been 
established, especially if the call is to a colleague or friend where the VoLTE features 
are used and expected. Taken to a logical end point, more and more traffic will route 

via direct IPX paths and less will be available for sale and resale in the wholesale 
marketplace, putting pressure on the traditional voice wholesalers. 
 
What is the outcome in that scenario? Unfortunately, a wholesale voice business 
has little value to other players and so buy-outs are rare. The more likely scenario is 
that it will no longer be a profitable business and voice wholesalers who have not 
evolved into high quality IP facilitators will close down. The time is right, therefore, 
to consider moving into the IPX business, but is it too late? What are the 
opportunities now for a voice wholesaler looking to build up a significant business 
offering IPX based services? 
 
On many occasions, IPX customers have told us that they were planning to 
ultimately interconnect with a maximum of 2-3 IPXs for all their global needs. So 
one would tend to think that the current set of global IPX providers would suffice to 
meet this demand. In reality though, decisions are based on interpersonal 
relationships as well as logic, and so buyers of voice termination in a mobile 
operator, with a long and successful relationship with a voice wholesaler, could 
decide to maintain that association even as their roaming colleagues establish 
signaling and data solutions via an alternative IPX provider. 
 
In effect, although one IPX access pipe can support all services, it is not mandatory 
that it does so, and until some new service comes along that requires the integration 
of signaling, roaming and voice termination services via one IPX interconnect, it will 
remain optional. As a matter of fact, based on a survey we conducted with over 75 
current and potential IPX customers, the two most important criteria in choosing an 
IPX provider are global reach and ease of access. An IPX provider offering a full 
portolio of services was not a top priority to these customers.  
 
In addition, there will always be space for a number of IPX players who will focus 
on developing specialized IPX-based competencies, either offering a set of 
particular services, access to difficult to reach regions or specific niche customer 
segments.

Voice wholesalers 
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These specialist IPX players will be of great value to the IPX equation, by 
complementing and enhancing what global IPXs cannot offer cost effectively on 
their own. This is where the wholesalers, who have yet to launch an IPX, should 
focus their efforts. 
 
But is it necessary to launch a full suite of voice and data 
services, or should a voice wholesaler stick with what they 
know best: voice? The simple answer is ’stick with what you 
know!’ First of all. launching a full suite of voice and data IPX 
services from the start may not be realistic for the majority of 
voice wholesalers, as their expertise, relationships and 
networks are geared up to support the termination of voice, 
and most have little or no experience in supporting roaming 
and signaling services. 
 
So what strategy could voice wholesalers use to join the IPX 
club? In our opinion, a phased strategy should be considered 
as follows: 
 
Phase 1 – Migrate interconnections from TDM to private 
IP 
As we have seen, voice wholesalers’ relationships will 
undoubtedly be with voice termination buyers within service 
providers and so creating a direct routing product, operating 
over a controlled IP environment, would be an easy step to 
start offering IPX quality termination to selected destinations 
to those buyers. Migrating the interconnects from TDM onto 
a private IP interconnect reinforces the quality distinction and 
sets up the arrangement to better mirror expected IPX 
approaches. If someone is not yet ready to handle all their 
traffic as IP, the wholesaler can take that conversion and/or 
transcoding issue off their hands. Of course, termination to all 
other destinations in the world can continue to be offered. 
 
Phase 2 – Support VoLTE 
The next step would be to extend this to support VoLTE end-to-end and ensure that 
these high quality calls are established without degradation of the path or the un-
necessary introduction of transcoding. With this guarantee in place, mobile 

operators could happily continue to route outgoing calls via the wholesaler, content 
that where a VoLTE call could be established, it would be. It would be reasonable 
to offer the capability that calls that cannot be VoLTE or HD from end-to-end, could 
be routed via the best available path at a slightly lower cost – ie the mobile operator 

would only pay a premium price for those calls where the 
customer would notice the difference – perhaps on a call by 
call basis within the same destination.  
 
Phase 3 – Creating a specialised IPX offering 
Broadening the pitch to offer this call by call treatment to 
“OTT” communication service providers and IP connected 
enterprises could be an interesting opportunity as well. An 
offering that provided a transparent IP path to the distant 
handset when both parties could make use of that, and then 
a lower priced, but still good quality call termination when the 
PSTN is the only available option, would be interesting to 
many. 
 
Focusing efforts in a region where the wholesaler has a very 
strong presence and set of relationships would also make 
sense in this environment, as it is quite likely that another IPX 
looking for high quality voice termination direct to those 
destinations would be willing to entertain a voice only peering 
interconnect. It is therefore key for new IPX providers to 
leverage their regional knowledge, connectivity and cost 
advantage when possible 
 
Phase 4 – Add data to the mix 
Could a voice wholesaler move into the signaling and data 
roaming space? While this is not technically difficult since 
highly flexible DSCs are available, the complexity is in building 
a valuable service for the customer base. Signaling via an IPX 
makes sense when there are many distant operators and 
relationships that can be supported by that signaling 
interconnect. If it is just a handful, the mobile operator would 

seriously question the point of the offer. Voice wholesalers would therefore have to 
have built a minimum number of IPX destinations before they could consider 
moving into the data space, unless they want to do so by reselling another IPX’s 
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data service to get the ball rolling. However, there is a potential opportunity for 
regional voice wholesalers to partner or merge with smaller GRX/IPX players which 
are looking for their own path forward with voice and IPX creating a strong 
combined solution for both players. 
 
Would these approaches result in a long term business opportunity? The likely 
answer is yes, at least for several years until it becomes clear that real consolidation 
of the industry is taking place. This could occur either because most operators have 
consolidated their own internal operations and so actively seek IPX providers that 
offer all services over one interconnect, or perhaps the large global IPX providers 
will steadily connect to more and more service providers until their own need for 
peering diminishes. Finally, one development that would really shake the industry 
and finally merge voice and data would be the ending of per call or per minute 
charging for voice termination. This has been long promised, but it would be 
foolhardy to hazard a guess on its timing! 
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Dialogic, the Network Fuel® company, inspires the world’s leading service 
providers and application developers to elevate the performance of media-rich 
communications across the most advanced networks. Dialogic’s solutions boost 
the reliability of any-to-any network connections, supercharge the impact of 
applications and amplify the capacity of congested networks. Forty-eight of the 
world’s top 50 mobile operators and nearly 3,000 application developers rely on 
Dialogic to redefine the possible and exceed user expectations. 
 
 
 

HOT TELECOM 
HOT TELECOM is one of the most innovative telecom research and consulting 
companies in the industry. With its head office in Montreal - Canada, HOT 
TELECOM’s team is composed of International telecom experts based in 
America, Europe and Asia, giving it a unique insight into the global telecom 
market. It has served 200+ of the industry’s leading operators, consulting firms 
and governments globally, providing them with Telecom Analysis and reports, 
Training and Consulting services across a wide range of subject areas.

ABOUT US 
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For more information contact: 
 

HOT TELECOM: 
t: +1 514 270 1636 
f: +1 215 701 7537 
e: info@hottelecom.com 
w: www.hottelecom.com 

 
 
 
DISCLAIMER: 
 
HOT TELECOM verified all information in this report to the best of its ability. The information contained herein has been obtained from sources believed to be reliable. However, as the 
information is based on a survey with mobile customers outside of our control, we cannot guarantee that the information provided is free of inaccuracies and/or fluctuations. 
 
HOT TELECOM shall have no liability for errors, omissions or inadequacies in the information contained herein or for interpretations thereof. The reader assumes sole responsibility for 
the selection of these materials to achieve its intended results. The opinions expressed herein are subject to change without notice. 
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