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MORE SOPHIS TICATED PL ANS WILL ENABLE 
MORE EFFECTIVE BANDWIDTH MONE TIZ ATION

After investing billions in new network infrastructure, 

Communications Service Providers' ample bandwidth 

puts them in a unique position to deliver powerful 

new services and pursue new revenue streams.

With the dramatic rise in smartphones, tablet PCs, 

and network-based game consoles, CSPs have had to 

simultaneously focus on meeting consumer bandwidth 

and service needs while trying to monetize these 

services.

Based on growth projections for bandwidth usage in 

the United States, CSPs have a signif icant opportunity 

and challenge ahead.

Cisco forecast that there will be 11.6 billion mobile-

connected devices by 2021, exceeding the projected 

global population in 2021 (7.8 billion people).

Cisco also estimates that by the year 2021, more  

than 75 percent of the world's mobile data traff ic will 

be video.

Meanwhile, competitors and new entrants abound.

Over-the-top (OTT) players are delivering a wide 

range of new services: Skype continues to threaten 

traditional voice services, and companies like Hulu 

and Netflix are increasingly capturing market share 

over traditional cable and Direct Broadcast Satellite 

(DBS) providers by using their networks at no cost.

Similarly, f ixed line providers are aggressively 

marketing IPTV bundled with voice and data.

Cable providers now have the challenge of creating 

the right portfolio of tiered services that encourage 

customers to pay for incremental services they value 

without alienating the customer base with “bill shock” 

resulting from unexpected usage charges.

Fortunately, the wireless market has educated 

consumers about tiered plans and offerings, making it 

easier for cable providers to follow suit.

CONVERGENT CABLE/DBS PROVIDERS MUS T 

DELIVER TIERED PRICING PL ANS, USAGE-BASED 

OFFERS AND PERSONALIZED PROMOTIONS TO 

EFFECTIVELY MONE TIZE BANDWIDTH.
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A NE W BUSINESS MODEL EMERGES

In this new era, one-size-f its-all service offerings will 

be a thing of the past. Consumers expect promotional 

offers tailored to their specif ic usage and preferences 

and pay accordingly.

Cable providers must differentiate themselves by 

deploying intelligent, IP-based network solutions that can:

  More effectively manage bandwidth utilization 

and usage spikes as more devices come 

online in the home to augment viewing habits

  Offer more sophisticated tiered pricing plans 

that are based on subscribers' specif ic usage 

patterns in real-time, as well as bandwidth 

speed, access rights and quality of service

  Leverage the cable providers' extensive 

knowledge of customer preferences and 

patterns to deliver a more meaningful 

customer experience in real-time

RE AL-TIME SERVICES REQUIRE RE AL-TIME 
SOLUTIONS

The only way for CSPs to effectively monetize 

bandwidth is to be able to measure, monitor and 

manage network service quality at an individual 

subscriber level to maintain their customer base.

Real-time transaction usage collection, policy-

enabled real-time rating and charging and real-time 

customer notif ication will need to work f lawlessly as 

providers roll out these new usage-based models.

Further tying these to the real-time network events 

that take place will allow active communication 

to occur and support use cases like event-based 

promotions, network based policy control and new 

packages tied to specif ic usage patterns.

This requires a delicate balancing act: managing 

network expenditures to keep costs as low as 

possible, while also delivering the customer 

experiences and service innovations necessary to 

increase market share.

Industry experts agree that monetizing bandwidth 

requires a focus in several key customer areas, 

including:

  Manage spending limits so that users can specify 

their own spend limits for specific services

  Allow subscribers to consume services based 

on their personalized preferences

  Distribute real-time notif ications that enable 

providers to notify a customer when they 

are approaching their usage limits, and then 

suspend service when usage thresholds have 

been reached

  Top up/extend limit capabilities that empower 

customers to authorize more spend or top up 

their account

RE AL-TIME SERVICES WILL ENABLE 

SUBSCRIBERS TO PAY FOR AS LIT TLE— OR AS 

MUCH—BANDWIDTH AS THE Y NEED OR USE. AS 

A RESULT, CSPS NEED NE W WAYS TO DELIVER 

PERSONALIZED PACK AGES AND TIERED PRICING 

TO MA XIMIZE RE VENUE.
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CSG’S POINT OF VIE W

Real-time charging capabilities and other applications 

are key enablers of new business models. These new 

models will enable operators to charge for a broad 

range of content and services, and better compete 

with OTT providers.

To compete effectively, providers must:

  Be able to support new and more complicated 

ways of packaging, promoting and rating their 

services in order to deliver ARPU based on 

usage, bandwidth speeds and quality of service

  Deploy new applications such as active 

mediation, real-time charging and policy as 

well as customer intelligence and analytics 

that can monitor, rate and charge for usage 

and support the consumer—all in real-time

  Deliver a seamless experience. As consumers 

increasingly expect seamless service 

delivery across all of their devices, they will 

also expect seamless quality of service and 

customer support. Cable and DBS providers 

are in a unique position to leverage their 

customer relationships to deliver more tiered 

plans and simultaneously build loyalty

  Regardless of customer type—whether it 

be a family plan post-pay consumer or an 

enterprise customer—providers must ensure 

that real time service controls are both 

individual and service specif ic

  Real-time applications do not require a costly 

overhaul of existing Business Support Systems 

infrastructure. These applications can be 

implemented to augment existing systems 

cost-effectively while supporting a seamless 

customer experience

  CRM is also a critical part of monetizing bandwidth. 

Call center channels should be augmented 

with real-time capabilities and customer portals 

should extend new usage controls

  Tie into key standards bodies. Whether 

its 3GPP Diameter, or Cable Labs PCMM, 

standards are critical steps in establishing 

communications between network 

components and new charging and policy 

control mechanisms

  Communicate on the customer’s terms. Don’t 

assume customers want a standard set of 

communication plans. Allow them to select 

the channel most relevant to them and then 

provide consistency across all channels

ABOUT CSG
CSG simplif ies the complexity of business 

transformation in the digital age for the most 

respected communications, media and entertainment 

service providers worldwide. With over 35 years of 

experience, CSG delivers revenue management, 

customer experience and digital monetization 

solutions for every stage of the customer lifecycle. 

The company is the trusted partner driving digital 

transformation for leading global brands, including 

Arrow, AT&T, Bharti Airtel, Charter Communications, 

Comcast, DISH, Eastlink, iFlix, MTN, TalkTalk, 

Telefonica, Telstra and Verizon. 

At CSG, we have one vision: f lexible, seamless, 

limitless communications, information and content 

services for everyone. For more information, visit our 

website at csgi.com and follow us on LinkedIn, Twitter 

and Facebook.
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