
ABSTRACT

Earlier this year Wall Street valued Facebook over hundred billion dollars. Google, one of the biggest giants of Internet, earns 

close to ten billion dollars in a quarter year. So what makes Facebook or Google so valuable is – the data assets that these 

companies have compiled over years coupled with analytics providing insights in to their user’s lives. Traditionally telcos have 

been providing services such as voice, messaging, data and other value added services to customers globally. While providing 

these services telcos have built a mountain of information generated by subscriber’s usage. The data asset that telcos have 

accumulated is complete with respect of subscriber’s personal information such as gender, age, location, demographics etc. Are 

there real opportunities for telecom operators to cash in the existing data assets?

In this paper we have represented data monetization opportunities for telcos in the 2X2 matrix, with existing and new data assets 

along the vertical axis and downstream and upstream customers along the horizontal axis. Quadrant formed between existing 

data assets and downstream customers will have opportunities such as CEM, tariff plans, cross-selling and customer micro-

segmentation. Opportunities in other quadrant, formed between new data assets and upstream customers, will be offerings in 

sectors such as healthcare, transportation, insurance and government. This paper creates a framework for telcos to understand 

their current position and strategize their desired position as part of recommendation. It also touches upon the challenges of using 

user data and the legal policies around it.
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With major upheaval going on in the telecom industry, 
one major challenge telcos face is the decline in their 
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voice services. And the impending threat looming from 
Over The Top (OTT) players and now with outsourced 
networks affecting the core assets of telcos, the threat is 
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At the point at which many operators, at least in Europe 
and North America, are seeing the services opportunity 
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data connectivity provision, they are potentially cutting 
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– the huge pile of data sitting in their system. The richness 
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from all the corners, telcos still do not have any proper 
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This whitepaper entails an approach which provides a 
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“Personal Data,  Bills & Service Data, Contacts, groups 
& apps data, devices data, internet data, contracts & 
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from the traditional services. New datasets are still not 
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data assets intersected with upstream and downstream 
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opportunities listed with each quadrant. Along with the 
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whitepaper also underlines the legal aspects of customer 
data use. The last section provides the recommendations 
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Quadrant I (New Data Assets, Upstream customers)
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services will drive the creation of data in the coming 
years. Growing into industry verticals is a strategic step 
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when churned using analytics can provide useful insights. 
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 1. Carbon Credits: J�����6������
 ��

 ��������
 ��



���
������
��
����
����
��
��

�
���������
�$
5���

�����
 �
�
����
 �����
 �
	���
 ���
 ������

 ���
		��
�
��
���	�����	
�
�����
��

	
��������
���	�6�����
��

��

 ������6�����
 ���
 ���
 ���
 ��
�
 ������

 ��


wastage.

 2. Less Energy consuming appliances: Appliances 
manufacturers can provide with real time usage 
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sold to government for road/commute planning. 
Government can also use this report to understand 
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 4. Insurance company pricing strategy: With car 
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 5. Cars performance: Also with car telematics, 
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cars, the manufacturers can highlight as a real time 
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 6. Consumer Spending Habits:'�
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 7. Epidemic alert/Disease Pattern: Based on the 
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known in advance. Such data can also help medical 
researchers todelve deeper into the disease patterns 
emerging in the country.
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Figure 3

Figure 4

 This figure illustrates monetization opportunity with  Quadrant I (Developed by author for illustration purposes) 
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when you look at the longest trips people make, 
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when churned using analytics can provide useful insights. 
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 8. Personalized Energy Bills: As telcos will have the 

data for individual houses from the smart metering 
devices, telcos can sell that data to provide with 
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uled roadwork, and congested areas and then 
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“All told, we estimate the potential global value of smart 
routing in the form of time and fuel savings will be about 
$500 billion in 2020. This is the equivalent of saving 
drivers 20 billion hours on the road, or 10 to 15 hours 
every year for each traveler, and about $150 billion 
on fuel consumption. These savings translate into an 
estimated reduction in carbon dioxide emissions of 380 
million tonnes, or more than 5 percent a year.”
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Figure8
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Figure 9
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Therefore, controlled usage of customer data that is 
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increase.
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This makes it challenging for telcos to even use their 

�������
����
�
��$
7��
�
�
��
���
�
��
����
�

�
����

�

���
���������
 ��
 
�������
 ��������
�
 �����
 ������6������

�

�
��
����
�
��
�

!
�
<�
������8

 1$
 5���
��

��

original data sources?

 /$
 5���
granularity does the information have?
 3. Where is the delivered information stored into?


 F$
 z�
��

����
integrated? 

 3$
 %�

��
�

@���
silos?

And in the process of answering these questions, 
������6������
 ��		
 ���

 ��
 �
�
 ��

 �	����
��
 ��
 ����

sources, data stores, analytics services and delivery 
services in place which will in turn help in creating/
������������
��
��
Zz
������	���
�
����
��
�������
���
����

������	���
�
��
�����
��
��

����

�
���
$

�
��
	9����:

&�������$
�/01/�$
���������	
�����
��������
�����
+
���
�
�

����
����8�����$
�������$�����
���1\14==x


 +���
��
 �$
 V$�
 R
 
 '���	
�
 �$
 �/00=�$
 L	������
 ����
���
����
 ��
 �������
�
 ���!
���
 Journal of the European 
Economic, 1(4), 990-1029.

%��
������
 +$
 �/010�$
 X�������
 ���
�
 ���
�������
 ���

marketing. Location based advertising and marketing, 
1xx$

*
����
J$
�/011�$
O2 media$
+
���
�
�
����
5
�
8
����8��
www.weve.com/

+
���
�
�
����
����8�����$�������������$����300���		���

��
��������
���
�

+
���
�
�
 ����
 �����8�����$2��
	�������
��$����
�������
�13x

+
���
�
�
 ����
 ����8����	��
$��2$���������	
�HZ10001F/

F 0 3 / 4 F x 4 0 = ] 3 4 x 0 F 3 4 3 \ 0 / 4 = 0 \ 4 x \ 4 0 / 4 x $
���	�����5H�����*z@@X&'��H����
�

*���
��
��
*$
7$
�/01/�$
5
�����$
Customer Care Multi 
���
	�����
��	� .

Figure 14



66  Telecom Business Review: SITM Journal Volume 6 Issue 1 September 2013

+
���
�
�
����
����8�����$�����
���

!$�����	���	��6�
����
������/00]���/00]101F�1]F43/$���

+
�����
'$
/$
�/01/�$
UTF Players$
+
���
�
�
/01/�
����

M'#
 L	��
��
 �
'��
��
 ��
 �����������8
 ����8�����$�
	�
��/�
�
����$���������	
��&Z����
����
��
�����	��
���
���
���������������H������

�;45'0,�<0'=�6-

{��

��
���
��
�
x
�
���
��
���!���

��
��
��

��
z����

���
MH
��
�����
��
���
���������	
�����	����
��
���	�6���

��
 &+L�V+*
 ���������������$
 {��

��
 ��
 ���!���
 ��
 �

X
��
V����	����
��
&�������
���
���
����	
�
�
�
�
*Z%

����
 zz*
 X��!���
 ���
 ��
 ��
 
����

����
 �������

 ��

Computer Science from Nirma Institute of Technology, 
%��
�����$

H�����
 ���
 �	��

 ��
 x
 �
���
 ��
 
��
��
��
�
 ���!���

����
 H���
 &�������
 ���
 H'
 *����
	
��������
 ����
 H'�
&��������
���
7VX
'
����	���
�$
7

���
��
���	�6
�
 ��

smart phone technologies and has worked across various 
����
�
 ��
 LXV
 ���!���
 ����
 J�
�������
 {
�����
 ���

J&*�$
7

��
����
��	�
���!���
��
�
X
��
V����	����
����

&�������
���
���
����	
�
�
���
*Z%
����
zz*
X��!���

and Computer Engineering from DCE, Delhi. 


