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1. Executive summary 

Many CSPs are considering or actively engaging with IoT use cases driven both by the growing clarity on IoT 

business models and the strong headwinds on their consumer business. Across industry verticals, IoT adoption 

continues to grow and is expected to reach 5.1 billion connections by 2026 (including traditional cellular and 

LPWA networks). The total revenue from the value chain for mobile IoT and LPWA connections is expected to 

be around USD201 billion by 2025.  

IoT represents an immediate opportunity and CSPs therefore want to improve their IoT monetisation capabilities 

in order to effectively monetise these emerging use-cases. However, given the state of most CSPs existing 

support system infrastructure, there is much that needs to be done to ensure CSPs remain an integral part of the 

IoT monetisation value chain. To begin with, the complexity of existing legacy systems are a key concern for 

CSPs as it impedes their ability to rapidly monetise emerging IoT services. CSPs have two options to overcome 

this – extend existing systems to support specific IoT requirements or deploy modern, all-new platforms. While 

extending existing platforms may appear to be a cheaper and faster option, this approach can, in the long term, 

become complex and expensive to maintain. CSPs are best placed if they adopt new platforms to support IoT 

monetisation since it provides them greater flexibility to address new use cases. 

Figure 1: Essential characteristics of IoT monetisation platforms of the future [Source: Analysys Mason, 2018] 

 

This whitepaper provides an overview of current state of CSPs monetisation systems and discusses the key 

system transformation strategies that will enable effective monetisation of IoT. 
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2. CSPs are weighed down by their incumbent legacy 

systems  

For many CSPs today, their existing business support systems (BSS) are the biggest bottleneck in their journey 

to modernise support systems and enable a new category of services. CSPs support system framework have 

become intricately complex over the years as they pursued the addition of new services and features at the 

lowest cost and fastest time to market without much consideration to the overall systems architecture. In 

addition, mergers and acquisitions among CSPs have also contributed significantly to the systems complexity. 

This has led to CSPs having a disparate architecture with multiple vendor solutions and information silos even at 

the departmental level. The result is that CSPs spend a considerable portion of their overall spending on telecom 

software systems on support and maintenance. This is especially the case for monetisation systems, which is the 

most grounded of BSS systems and also extensively interconnected with other systems. 

Figure 2: Spend on support and maintenance as a % of total CSP spend on billing and charging systems 

[Source: Analysys Mason, 2018] 

 

The rising wave of digital native companies with their lean operations framework and agile infrastructure 

models have significantly impacted CSPs approach to support systems. This has led to a greater focus on 

improving agility, reducing cost and adopting a platform-based approach to software development, which has 

been further advanced by the CSPs ambition to become a digital service provider.  
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IoT presents CSPs with unique opportunities and challenges. While on one hand IoT can provide an ancillary 

revenue stream, it also requires CSPs to be very efficient in their support infrastructure to ensure low margin use 

cases remain feasible. This means CSPs cannot rely on existing legacy systems alone if they are to build a 

sustainable IoT business and will need to consider efficient and cost-effective alternatives. 

3. CSPs IoT monetisation systems conundrum  

CSPs planning to invest in IoT monetisation platforms have two distinct choices – extend existing platform or 

deploy a new platform. While each has its own benefits and drawbacks, the six key considerations for ensuring 

IoT systems are future proof include - 

1. Cost per transaction - CSPs may be able to rely on incumbent legacy systems to support IoT use 

cases for testing purposes, or for niche use cases that do not generate substantial traffic, but existing 

platforms will not be able to cope with large-scale traffic for popular IoT use cases such as smart cities 

or home and retail. Furthermore, modifying these platforms to support high-volume IoT traffic will be 

ineffective and inefficient because the legacy systems cannot handle the large volume of IoT records in 

real-time and also, the cost per transaction will be significantly higher than what CSPs can afford, 

given the thin margins associated with IoT use cases.   

2. Ongoing digital transformation - Many CSPs are reviewing the utility of their existing legacy 

platforms as part of their digital transformation strategy, with a view to embracing all-new architecture 

frameworks. It would be disruptive to CSPs’ ongoing operations to add support for new cases such as 

IoT on to existing legacy platforms, which may themselves be replaced in the short to medium term.  

3. Support for 5G – IoT is the near-term opportunity for CSPs, while 5G is expected to become a bigger 

opportunity in the future. While 5G technology and IoT monetisation platforms share many common 

requirements, 5G business models require support for more complex use cases. In the future underlying 

platforms for 5G and IoT may merge. CSPs therefore need to consider 5G specific use cases as well 

while planning for IoT monetisation systems. 

4. Enterprise use cases - Most CSPs have separate monetisation platforms for their consumer and 

enterprise businesses. Enterprise-focused monetisation systems are mostly archaic and do not support 

modern capabilities such as real-time charging or complex account hierarchies. A significant 

proportion of emerging IoT opportunities lie within the enterprise segment, and therefore CSPs will not 

be able to repurpose existing enterprise systems for IoT.  

5. Scalability - Depending on the type of use case, IoT applications can sometimes generate high-volume 

traffic, either as event records or signalling messages, which can overwhelm support solutions. This 

makes it essential for CSPs to be able to scale their IoT support infrastructure dynamically on demand 

to ensure continuity of services. This is only possible on cloud-based systems. 

6. Seamless customer experience – As the scale of IoT use cases increases, it becomes essential to 

provide a consistent and seamless experience for partners in terms of onboarding, deployment and 

settlements. Customer experience is also crucial for end-consumers of IoT services both for providing 

an engaging experience expected in today’s digital world, and also to avoid expensive support costs by 

deflecting call centre traffic. 

Based on these six factors, deploying new monetisation platforms are more beneficial for CSPs IoT initiatives in 

the long run. 
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Figure 3: Overview of systems strategy for CSPs for monetising IoT [Source: Analysys Mason, 2018] 

 

4. The journey to modern IoT monetisation systems 

For CSPs, the big question is how best to journey from current state to deploying modern systems for effective 

monetisation of IoT use cases. From a technology perspective, there are three key considerations for IoT 

platforms of the future -  

1. Architecture – microservices based cloud-native architecture frameworks are the building blocks for 

the next-generation of software systems. The key traits of cloud-native computing include horizontal 

scalability; reusable, loosely-coupled and open components; continuous integration and delivery, and 

container-based deployment. This offers CSPs the highest levels of efficiency, resilience and speed 

when delivering software in the cloud. Ensuring cloud-native compliance will help CSPs better utilise 

and future-proof their IoT monetisation engines. 

2. Partner Ecosystems – Ecosystems are crucial to the success of IoT initiatives. In order to effectively 

monetise emerging IoT use cases, CSP’s partner management systems should be flexible enough to 

support future business models. This means it should support multi-dimensional, multi-step value 

chains and complex hierarchies with provision for dynamic settlement models. This is essential to 
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attract and drive seamless engagement with third party content and service providers, which is crucial 

to the development of ecosystems. 

3. Delivery models – To fully realise the potential of modern software architectures, software delivery 

models need to evolve to embrace the principles of DevOps and continuous integration/ continuous 

delivery (CI/CD). This will enable CSPs to rapidly deploy platform upgrades and reduce time to 

market for new product launches. DevOps and CI/CD will also improve cost efficiency through 

automation and streamlined delivery processes. 

System transformation strategies  

CSPs pace of supporting new IoT use cases and the cost involved is dependent on which transformation strategy 

they adopt. CSPs have three broad options - 

• Option 1 - Adjunct systems approach 

• Option 2 - Overlay systems approach 

• Option 3 – New IoT specific solution stack  

 

 

Figure 4: Overview of three systems approaches for CSPs for systems strategy for CSPs for monetising IoT 

[Source: Analysys Mason, 2018] 

 

 

In the adjunct systems approach, CSPs extend the capabilities of existing stack by deploying an adjacent system 

that meets specific IoT requirements. The benefit of this approach is that it can usually be deployed rapidly at 

limited cost and bypasses complex legacy integrations. In the long run, however, this approach exacerbates the 

overall system complexity making the eventual consolidation of support platforms even more challenging. In 

addition, the adjunct systems approach can offer only limited support for IoT use cases that grow rapidly 

demanding dynamic scalability. 

In the overlay systems approach, CSPs deploy a digitalised overlay layer over their existing legacy systems 

which can encapsulate and abstract relevant information from the legacy layers beneath it. This approach may be 
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more expensive than the adjunct approach but offers considerably more flexibility in supporting emerging use 

cases. However, the success of the overlay approach is strongly dependent on the agility of the overlay platform 

deployed in that it should be cloud-ready and extendible. Some vendors platforms can initially be deployed as a 

digital overlay and eventually expand to become a standalone platform on its own.  

The third option for CSPs is to deploy a new platform specifically for IoT use cases as a greenfield deployment. 

This option may be the most expensive of the three but offers significant benefits in that it allows the CSPs to cost 

effectively address a greater number of use cases since the new systems are not weighed down by legacy 

requirements. However, for many CSPs the overall cost of deployment is often a concern in this approach as the 

IoT business cases are not yet proven.  

CSP interests are best served if they deploy a new platform for IoT. However, many CSPs may deploy a new 

platform purely as an overlay, with the intention to increase its scope over a period of time so that it can become 

a standalone IoT platform. This staggered approach is also a good option, but the success of such an approach will 

be dependent on the agility and performance of the solution deployed. 

Vendor selection strategies 

The capability of the IoT solution deployed is crucial to determining the success of CSPs IoT initiatives. CSPs 

should consider the following criteria when it comes to vendor/partner selection for IoT support systems - 

1. Experience working with CSPs. Vendors that have deployed solutions at CSPs, or partnered with other 

providers, are usually better prepared over other vendors (such as those serving non-telco enterprises) 

because they are familiar with CSPs sales cycles and the legacy system integrations that may be 

required. 

2. B2B/enterprise expertise is an advantage. Enterprise and B2B2X are the main use cases driving CSP 

investment in IoT. CSPs need to prioritise vendors that have cross-industry experience in providing IoT 

or any other support systems to other verticals. 

3. Cloud-native portfolio. From a platform perspective, CSPs should ensure that vendors’ solutions are 

cloud-native compliant or have a clear road map for becoming compliant. 

5. CSG Ascendon IoT overview 

The Ascendon platform was developed specifically to help CSPs overcome the disabilities of legacy BSS 

infrastructure to rapidly monetize and deploy new IoT services. Ascendon is a Software-as-a-Service (SaaS), 

cloud-based platform that enables CSPs to launch and monetize new IoT services in 90 days or less without 

significant investments in time, cost or resources. The platform provides over 500 APIs out-of-the-box for 

integration with legacy systems, swift digitisation of front- and back-office systems and for supporting complex 

customer relationships within a B2B and B2B2X environment. 

Ascendon runs on AWS public cloud, which apart from being very cost efficient also provides data sovereignty 

and security and multi-geographical access. AWS also enables the dynamic scaling of the platform capacity on-

demand to manage any traffic spikes. 
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Ascendon offers several key features critical to IoT ecosystem such as: 

• Collect massive amounts of data associated with connected devices and extracts insights and 

intelligence from this data to make informed business decisions 

• Manage complex, hierarchical B2B2X relationships that are increasingly common in multi-dimensional 

IoT business models 

• Support a variety of monetization models and provide customers tailored experiences customised to 

preferences and/or devices 

• Simplify service ordering, activation and utilization with sophisticated order management module 

• Provide an omni-channel, personalized experience using history, habits and preferences 

• Support flexible product catalog that enables bundling of complex IoT services 

 

 
Figure 5: Overview of three systems approaches for CSPs for systems strategy for CSPs for monetising IoT 

[Source: Analysys Mason, 2018] 

 

 
 

 

 

Beyond IoT, Ascendon supports a variety of cross-industry monetization models, that allows organizations to 

quickly launch, learn from and scale digital service offerings in B2C, B2B and B2B2X environments. Ascendon 

enables providers to launch new digital services in 90 days or less with a significantly lower Opex and enables 

the convergence of existing and new services that helps deepen customer engagement.  

 

CSG has a growing expertise in supporting digital transformation for large enterprises from across multiple 

verticals such as communications, media and entertainment. With over 35 years of experience, CSG delivers 

revenue management, customer experience and digital monetization solutions for every stage of the customer 

lifecycle. On digital transformation, the company has partnered closely with leading global brands such as 

Arrow, AT&T, Bharti Airtel, Charter Communications, Comcast, DISH, Eastlink, iFlix, MTN, TalkTalk, 

Telefonica, Telstra and Verizon. 

6. Conclusion  

Demand for IoT services continues to grow steadily and it provides CSPs a clear opportunity in the short term. 

However, most CSPs are weighed down by their incumbent legacy infrastructure which makes many IoT use 

cases impractical due to cost or complexity issues. While some CSPs are considering extending their 
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monetisation stacks to support IoT use cases, this may be counterproductive in the long term as high cost, 

complexity and rigid nature of legacy systems will make supporting future use cases challenging.  

CSPs therefore are best placed to embrace all-new IoT specific stacks, which although maybe more expensive in 

the short term, will help lower the total cost of operations (TCO) in the long term. In addition, these systems will 

have the architectural agility to support as-yet-undefined use cases, which may emerge in the future. CSPs need 

to give due consideration to IoT vendor selection, as the effective engagement with IoT business models hinges 

on having the right partners. Vendors who have embraced next-generation cloud-native portfolio and with 

experience working within telco and B2B environments will offer an advantage. 


