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There Is no 4G roaming experience as such but
one single roaming experience over 2G/3G/4G

SCCP
GRX

SMS Hub
Roaming Solution Store

OC Roaming Hub @
OC Roaming Hub || ]
SMS Hub

Moﬂe subscriber always
moving between 2G/3G/4G

LTE Diameter Signcme
IPX
SMS Hub
Roaming Solution Store
OC Roaming Hub
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Key challenges for operators to deliver |
LTE Roaming

How to deliver the LTE end-user experience of real
1. LTE promise fast data roaming, low latency and Class Of Service
management?

How to simplify the LTE roaming set up and
management so that wide LTE footprint is quickly
available to roamers?

2. Quickly rolling out
footprint

How to have consistent 4G roaming experience

?_" Business vs 2G/3G? For example for roaming steering? Or to
continuity vs 2G/3G inform roamers?

4. Business How do | consistently manage roaming QoS and

Busines Intelligence across 2G/3G/4G?

Intelligence across
2G/3G/4G

5 How t : Can | have business intelligence tools to optimize
- FOWTEO create NEw my retail / Enterprise bundles for 2G/3G/4G
revenues

Roaming? 3' biCS
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- Key Aspects for Generating Revenue

Complexity of Complexity of services to monitor and manage
technologies (2G, 3G, 4G...)

Competition, new players, OTT, EU regulation,
fraud, quality, churn, bill shock

Protect revenues

Subscriber is
central

Services = commodity. E.g: not ‘How do | get ;
acess?’ but' Why | don't have access?’

Create new Value

New value added services (MNO and subscriber), r
Added Services

tailor made offers, LBO

Customer
segmentation

Subscriber profiles (usage, roaming...), tailor
made offering

Other Future
Aspects

QoS Premium Pricing (and 10T’s), EU Regulation
Effect on Steering, VOLTE and RCS (need of IMS

core) bl CS
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Mobile operators to integrate LTE In their ’-‘
existing roaming systems
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Intelligence streams

CRM
(Subscriber info)

o GTP+DPI
/—\ probe
GTP DPI \_/\__ >

GTP DPl

(«p
( h (((h,)) GRX/IPX-T traffic (Data,

SS7 Signalling traffic

(MAP, CAP...) DPIL...)

‘*\ N

ne g,

) («1) \
/ h ((( ))) == =9
oooifu - D ?D =

OpOff——— "=

A
Clearing house: )
TAPF,NRTRDE Mobile operator I.te

Diameter (S6a, S6d, S9)

o belgocom company



""

- CRM & micro-segmentation .

Young traveller—
I’."J low traffic
Segment 7= Data: socialmedia’s
(VIP,
retail...) )

Roaming

2 | VIP—high
Data | traffic & data
services usage
& usage

Black /
white list

Profile

Mg'?é%N Specific Occ_asional
Handset services tourist —
) prepaid low
traffic

Voice /

SMS

usage

Billing ; ' =\

Roaming in same
region — medium
traffic

Data: high email
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' Business Intelligence / Advanced Reporting
for 2G/3G/AG

Real Time Information Business & Subscriber
Information

TP DPI SS7 S|gnaII|ng
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Business Intelligence &
Advanced reporting

((ch)))
’ 360° C
} VleW :X: |
Marketing tools,

LTE steering ampaign management,
Bill shock

Deep packet
inspection tool

CRM
(Subscriber Info)

Optimal 3G/LTE Roaming Quality & Profitability
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- Network Intelligence
(SS7, GRX, IPX)

Real time

intelligence

r

GRQ quality monitoring

Business
intelligence

Marketshare(Inbound
+ Outbound)

Roaming efficiency

Silent Roamers/High
usage Roamers

Roaming Usage &
statistics

VIP tracking

Network reporting &
tracing

SMSfraud

Partnerroaming
capabilities (CAMEL...)

Steering/antisteering
reports

7

Deep PacketInspection

Servicestatistics (FB,
Skype, Email...)

=

solutions

GLR/Steering of
Roaming

VHE (Call correction,
ShortCodes...)

Bill Shock Prevention

Welcome SMS ->
Campaign Management

7

SMS Firewall

N\

|

Tailor made offers/
marketing Tools

|

Roamer statistics & reporting, roaming revenues

(Frequent roamers, high transaction, stay period, roaming profile...)
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New solutions

Solutions

Advanced steering
(LTE,SS7,0TA..))

Outbound roamers
segmentation

\

Anti bill shock

r

Subscriber satisfaction
EU regulation

N\

/

Marketing tool
campaign
management

-

Outbound roaming

~

Inboundroaming

New revenue
stream

Subscriberbased
steering

No churn

Tailormade proposals

Tailormade campaigns
on thefly

Local breakout
campaign (LTE)

bics
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Thank You




