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There are clear benefits to operators who successfully
implement A3 within their organisation...
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'S 400m+

Greater
innovation
by reinvesting

savings into
innovation

The enablement of next
generation network

services e.g. dynamic
$ 1 00m+ network slicing

of estimated annual
revenue gain from a
self-optimising Customer

networks' 48 satisfaction

meeting customer
expectations of speed
and flexibility in service
through network
automation

See our report on A3 for telcos: Mapping the financial value for more details
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https://stlpartners.com/research/a3-for-telcos-mapping-the-financial-value/

This is evident in the industry’s investment in multiple telco
domains, albeit with varying levels of maturity...

Collecting and
analysing data to

Using computing
capabilities to
perform human
cognitive functions

)

Artificial
Intelligence

drive better decision-
making

Telco domains utilising A3 and example use cases
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Automation

Service

innovation

Replacing or

supporting activities
that require human
input with machines

Al-as-a-service

\\§

Product development
and augmentation

J

Other

operations
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In advanced analytics, there is a vast spread in tech maturity
within the industry, each with vastly different needs

Sees Al/ML as a means

Requires significant May look to build

support with getting = for “quick wins” favouring significant
data in shape - simpler S;g)f'ons ©.g. capabilities in house
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I What telcos need

To identify a data management
‘ strategy and proven “quick

@ Lacks data science Has invested in data win” use cases
expertise and are management and
@ likely to outsource requires Al “plug in” To identify the right
solutions partnerships to integrate and

deliver new innovative systems

Level of digital maturity and/or ambition

© STL Partners |  Proprietary and Confidential 4



ified in their ambition for
ly however, unified in . o
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i analytics
i speaking about
tend to focus on more innovative use cases when sp
Most telcos ten

Rules Based Automation Machine Learning/A|

Business Intelligence
Big data analysis for reco

Human interven
decisions

Fully Autonomous Systems
Self-improved models
Pre-defined intent

Mmended actions
tion required to

implement

Complexity beyond human understanding

. . . ML-Supported Automation
Fixed Policy Automatlon Machines act base
Task-focused automation

models
P

. redictive & intent based behavioyr
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don self—improving
Machines take actions based on fixed rules
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... often charmed by the potential benefits advanced
analytics can bring e.g. in advanced network planning...

02 Case Study: Using ML and network metrics to support process optimisation

Network Metric Inputs Customer experience optimisation

Strategic churn reduction

‘ (7
/ Targeted and personalised content
Machine learning
algorithm

[ Lowered cost per ] [ Increased click- J

acquisition throughs

+ . . .
Q\O& Planning and investment efficiency
&
Network coverage [ Time to deployment J
Network capex

© STL Partners |  Proprietary and Confidential See our case study on 02 UK and advanced analytics for more details
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https://stlpartners.com/consulting/dell-technologies-quantifying-the-roi-for-advanced-analytics/

In reality
Lity, most tel
are primarily fOCu:i?,S are much earlier in their j
g on automation and a:"’ journey and
ics

9% of operatofr

Where 9
ents are...

live deploym

Business Intelligence
ommended actions

g forrec
dto '\mp\emem

Big data analysi
tion require

Human interven
decisions

ed automat'\on
ake actions based on fixed rules

Task-focus
Machines 1

Ia

Whe

re 95% of operators

aspire 10 be...
.1 o Learning/ Al

Se\f-'\mproved models
Pre—deﬂned intent
complexity peyond human understand'mg

Machines act bas

models

predictive based pehaviour

g intent

Seeo
ur report
on Telec
oms da i
ta analytics: Where's the real
real value f
or more detai
etails

SyYINLYvd MR

7


https://stlpartners.com/research/telecoms-data-analytics-wheres-the-real-value/

There are 3 key challenges telcos must address before
advanced analytics adoption will be more prevalent

Clean and unified data Skills and capabilities

The lack of alignment in data
management processes lead to out-
of-date, inaccurate and incomplete

data sets

Some telcos believe that they lack
the internal capabilities required and,
in some instances, external
partnerships were insufficient

Creating a data-centric culture that is
aligned from leadership all the way
down is essential to consistently
deliver data driven processes

collection and
management as their
biggest challenge in

collection and
management as a key
issue
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of interviewees cite data

leveraging data analytics !

__________________________________

of interviewees cite data !

__________________________________

lacked the in-house

utilise their data

standards

See our report on Telecoms data analytics: Where's the real value for more details

of interviewees cite they |

capabilities to properly

__________________________________

of interviewees cite that
external capabilities were
not up to the necessary

__________________________________

of interviewees list
culture barriers as one of
the biggest obstacles to !
wider analytics adoption

___________________________________

S¥INLIVd MR


https://stlpartners.com/research/telecoms-data-analytics-wheres-the-real-value/

Similarly, in automation, the industry is fragmented both in

‘ ! .

how end-to-end network automation is defined C
-

NB. CI/CD can blur I

Perspective 1: this cycle 0
Automation across the ‘p > o z
entire lifecycle of the - —
network Network planning Set up, launch and In-life management A
and product design roll out and orchestration W

Perspectlve 2: End-user Access Point ACCeSS Transport Core Network Internet
Automation across all the Network

different network domains,
from access to core

< BSS >
Perspective 3:

Automation across the Service Order Service Customer Customer
end-to-end customer ordering fulfilment provisioning billing care

experience

© STL Partners |  Proprietary and Confidential See our report on End-to-end network automation: Why and how to do it for more details 9



https://stlpartners.com/research/end-to-end-network-automation-why-and-how-to-do-it/

Many live automation use cases today still require human
intervention due to cultural and technical barriers

Increasing barriers to automation

[

Increasing value to the organisation

Monitoring Monitoring : : Decision / :
: : Diagnosis : Execution
(CEE OS] (proactive) recommendation

Example use cases

Network
security

SYINLYVd MR

Network traffic
management

A4
OO0
SIS

_—/> Workforce
- Management

Network problem
diagnosis
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...they face many types of challenges, both technical and
organisational, that slow down automation efforts

Technological Challenges

Building the
right network
infrastructure

Driving a
consistent data
lake strategy

Interoperability
across different
systems
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Telco Automation Journey

Organisational & Cultural
Challenges

Establishing

ownership and

accountability

Building the
right skills and
knowledge

Coordinating and

managing change

Building the
business case
for automation
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https://stlpartners.com/research/end-to-end-network-automation-why-and-how-to-do-it/

Tying all of this together, why must telcos address these
challenges to adopt A3? And why now?

Staying ahead and relevant Technology is maturing Meeting expectations

» Operators who want to innovate and * Newer technologies like Al and ML » Customers today expect the level of
create value beyond connectivity are developing and increasing the speed, flexibility and accuracy that
can leverage on operational savings telco network management and can only be achieved in a cost-
from A3 optimisation capabilities beyond the effective manner with high degrees

« New capabilities e.g. 5G mean traditional means of network automation
automation is built into design and » As network are becoming » There is an expectation from
bottom up. Without high-levels of increasingly virtualised, and network external partners that telcos must
automation, next generation functions become software, the vast themselves be digitally transformed
capabilities cannot be facilitated e.qg. amounts of data and available in order to support them in their
network slicing infrastructure mean more journeys

opportunities for A3

—~———

Telcos who wish to offer differentiated value beyond connectivity and remain relevant in the
market must act now
© STL Partners |  Proprietary and Confidential
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Network virtualisation opens up new A3 possibilities but A3
enhances telcos’ capabilities to operate and manage networks

Network virtualisation, orchestration and automation come hand-in-hand:
The full potential of 5G and NFV/SDN cannot be realised without A3 but network virtualisation enables greater abilities for A3.

NFV enables the ability for telcos to
automate the management, maintenance
and orchestration of network services

A3: Automation,
Analytics and

Network
Function

: L Artificial
Virtualisation :
Intelligence
A3 provides telcos with enhanced
capabilities to manage and orchestrate

their networks

© STL Partners |  Proprietary and Confidential
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How can STL Partners
can support you

An overview of our services
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STL Partners combines strategy research, agile consulting,
and deep events experience to deliver results

&
I

Research

15 of the 25 top CSPs
subscribe to STL's
publications

© STL Partners |  Proprietary and Confidential

B

Consulting

Our consulting team are

trusted advisors on new

service development to
operators globally

Events

We have a track record of
running high value events
for senior executives
from CSP’s

SYINLYVd MR

16



STL Partners advises companies to develop and execute a
winning strategy in the Coordination Age

STL Partners
Areas of
expertise

N [

A e
Artificial

5G Intelligence

Digital Service
Innovation

o vi

Edge
Compute

Digital

Healthcare

STL Partners
Services

Planning for growth

Developing a winning
business model

Building a successful
Go-To-Market strategy

Engaging with
customers

Identify, assess, and prioritise
the viable strategic initiatives
to drive growth.

Define, develop, and prioritise
customer use cases, the
associated services,
commercial models, and
quantified business case.

Practical steps in launching
new initiatives: developing
compelling propositions, go-
to-market plans, and reusable
tools to empower sales
teams.

Build mindshare and engage
digitally and face-to-face with
influencers and decision-
makers at target customers.

© STL Partners
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This insight pack highlights one of our many Telco Cloud
practice’s areas of expertise

dn
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Our Telco Cloud Portfolio

Network Function
Virtualisation/

Automation,

Telco Edge Private Cellular

Software-Defined Open RAN

Networking

Computing Networks

Analytics and Al
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Our research team at STL Partners has been publishing
thought leadership on A3 for several years

Executive Briefing Service

Executive Briefing Service

Kindly supported by: Kindly supported by:

DLALLEMC
btb PARTNERS -

NOKIA
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Executive Briefing

TELCOS AND Al: WHAT IT
WILL TAKE TO CREATE AN
AI-DRIVEN TELECOMS
INDUSTRY

An overview of the current state of Al in telecoms, where the industry is
Tooking to progress and how it s planning to do so.

A
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L
\ Af
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‘ Executive Briefing Executive Briefing

THE FUTURE OF ASSURANCE: END-TO-END NETWORK A3 FOR TELCOS: MAPPING ELISA AUTOMATE: GROWING
HOW TO DELIVER QUALITY Lo AUTOMATION: WHY AND owwes THE FINANCIAL VALUE wsses VALUE WITH SISU
OF SERV'CE AT THE EDGE How To Do IT? We consider the potential financial value of adding analytics, Al and Finnish telco, Elisa, repeatedly achieves surprising wins with innovative

btb PARTNERS

Executive Briefing

THE VALUE OF ANALYTICS,
AUTOMATION AND Al FOR
TELCOS - PART 1: THE
TELCO A3 APPLICATION MAP

This report maps the application of analytics, automation and Al (A%)
across the telco organisation, identifying where each technology is most

Executive Briefing

NETWORK Al: STATE OF THE
ART

Autonomous networks are still many years away, but Al-supported
automation is a reality now, which all telcos must master to survive.

Executive Briefing

TELECOMS DATA ANALYTICS:
WHERE'’S THE REAL VALUE?

How are telecoms operators around the world leveraging analytics in
their businesses? What challenges have they faced and how have they
tackled them to build an analytics capability?

What steps must telcos take to implement Al in network maintenance,
optimisation and planning, and what is it worth?

ess perform:

Executive Briefing Servics
Network Futures | Telco Cloud
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Kindly supported by:

Juniper
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Executive Briefing Executive Briefing

Tilly Gilbert, Consulant | tilly.gilbent@stly

- — automation (A3) into a telco’s processes. Our modelling assesses the - new propositions. For example, it now sells Elisa Automate, its fully

B True E2E automation has not yet been achieved, but network automation value of A3 in more than 150 processes across core network operations, automated Network Operations Centre (NOC), to other telcos. Most
Assuring networks, services and devices in the world of 56, edge and IoT is a reality now, and one which telcos must master to survive. What steps customer care channels, and sales and marketing. telcos buy their NOCs from vendors. How does this relatively small telco
demands new capabilities in automation, Al and analytics (3) at the are telcos taking to implement network automation, what challenges punch so much above its weight? At the heart of the answer is a Finnish
edge of networks. This report sets out a roadmap for telco decision must be overcome and what benefits can be expected? word which cannot directly be translated to English: sisu.

making around assurance tool creation, deployment and possible
monetisation.

&—

te Analyst | May2020

Charlotte Patrick, Associate Analyst | charlotte patrick@stlpartners.com | September 2020 Tilly Gilbert, Senior Consultant | tilly.gilbert@stlpartners.com | June 2020 Andrew Collinson, Partner & Research Director | andrew.collinson@stipartners.com | July 2019
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We also have extensive experience in working with and
advising key players across the industry

Al and automation aren't new - but the market's still nascent & |
5

Al must do everything: problem or opportunity? :( |
What Al applications are you actively pursuing? b4
<
&
“improve business “monetise “enable next-gen

L as usual” user data” services™

90% of 58% of 68% of

operators operators operators

Helping a global technology company
understand how SPs are and should make use
of data analytics

Most telcos are ambitious in their Al aspirations, but are in
the early stages of adoption

yvd MWR

 and

Evaluating the current state of Al in the
telecoms industry and measuring telcos’ Al
maturity

© STL Partners |  Proprietary and Confidential

Telcos require different support, depending on the stage @
they are at in their network automation journey 2
E - P
el o iy g o
| Mast telcos focused on reducing cost and improving o
»-  customer experience as their main drivers for automation ¥
* +
* * . *
* * *
+* + * *
* * * *
* *
* *
*
*

Understanding the telco journey and
challenges in achieving end-to-end network
automation

Cumulative cashflow from project (USD millions)
350
anp 8411
§30 8287
920 9103
310
@0
Year 1 Year2 fear 3 Te= T Tear Yemr 5.945
410
——Basecase Lowimpact = Mediumimpact = High impact

Quantifying the return on investment of
advanced analytics on telco business models
for a solution provider

Free Cash flow of Personalisation

Building financial models to quantify the
benefits of implementing telco Al and
automation use cases

mmmmmm m

- O
S

-

_—— .

planning

Facilitating a partnership between a global

services company and a unified comms
provider with Al capabilities
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If you are interested in
understanding how STL
Partners can support you...

Contact us!

Yesmean Luk, Telco Cloud Practice

yesmean.luk@stlpartners.com
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