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The Pillars of Monetization for 
the Telcos of the Future

Based on: Across:
interviews

with operators
NAM EMEA APAC

The more complicated the product or 
service, the simpler the pricing model 
should be.”
Commercial Planning Manager, 
Global Tier-1 operator

Director, Technology Strategy, 
NAM Tier-1 operator

We’ve created a handful 
of pre-configured packages that can 
be customised by the customer.”
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New architectures – VMs, 
containers, edge, slicing

Converged IT, cloud and 
telecoms standards

Multiple vendor ecosystem 
across network components

Network is a platform

Value-added applications/
services on top of 
the network

Verticalised solutions and 
segment offerings

Cloud native/Devops/
Agile operator

AI and automation skills

Culture of innovation
and R&D

Acquire external skills

Complex models for 
procurement and billing

More digital/
self-service models

Simplified but dynamic 
portfolio

Automated and 
real-time services

Network/
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IT/BSSOrganization

Need to shift towards real 
& right time billing

Rating & charging for 
new use cases

Network/
OSS Services

IT/BSSOrganization

To access our 6 key recommendations for telcos, 
download the full report

” ”

In the future, there will be more 
demand for real-time provisioning of 
infrastructural assets, and APIs will 
act as the interface for doing that.”
Global Head of Strategy, 
Global Tier-1 operator Head of Strategy, EMEA operator

We launched a new brand to target 
the high-end of the market...the 
target customer is an early adopter 
of new technologies and is open to 
new communication models.”

” ”

1990

Universal
access

Need to move away from 
siloed structure of 2G-4G 
and embrace openness

Partner management 
across complex 
B2B2X ecosystems

Variation in customer/
service adoption maturity

Manage bespoke services 
in a productized and 
automated way 

Portfolio diversity & 
simplification

Collaboration between 
different parts of the 
organization required 
to deliver a holistic 
customer experience

Key Recommendations 
for Operators

Monetize Your 5G?

1850

Faster remote 
communications

Are You Ready to

Network/
OSS Services

IT/BSSOrganization

Build hybrid systems to 
future-proof capability/
support migration

Drive PoCs to understand 
operator roles & 
the preferred 
monetization models

Avoid Bill shock by creating
transparency/predictability

Invest in capabilities that
enable self-service 
& configurability

Partner to build emerging 
techstandards across 
networks & IT

Create cross-functional 
teams to drive alignment 
and accountability


