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n this Panel discussion sponsored by Telefénica,

we are invited to learn about the new opportuni-

ties and challenges in the digital area for market
players. Industry experts share the unique set of
challenges they face within their organizations
and explain how they tackle those challenges.
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A LOT OF WORDS ARE BEING
USED IN THAT ENVIRONMENT,

BUT

TELCO AND WHAT

DOES IT MEAN FOR THE
TRADITIONAL END-USER?

Edwin A.D. Van lerland

Ladies and gentlemen, | would like to
start this Panel discussion with Edwin,
who is flying in the sky currently but
we prerecorded his answer, so let's
see what Edwin wants to share with
us. Edwin, from your point of view,
what are the new opportunities and
challenges in the digital area for
market players and what big-ticket
items do we see? What's out there?

| think there's a lot out there, and
unfortunately, COVID was a signif-
icant driver in that acceleration of
the digital transformation. What
happened is that new products, new
markets, and new segments became
visible; and the sleeping giants, that's
what | call them, the traditional Telcos
had difficulties adjusting to that new
pace. That's also where the old world
and the new world came together.
With the old world-worldwide false
voice termination, quality of service,
and the knowledge of local regula-
tion. It's extremely important to give
the quality, which is what enterprise
markets, but also small and medium
enterprises need for the client base.
Bringing the old and the new world
together was a big challenge, and
it's still a big challenge. What is
needed, for instance,, to facilitate

a Microsoft teams call and a direct
routing facility, is not an easy thing.
You need local numbers, you need
the quality, the service, and you
bring a completely new technology
together with the old technology.

At the same time, you see appifica-
tion going on at the introduction

of APIs, and that is becoming more
traditional as we speak. However,

to facilitate that in a marketplace
where you can host APIs and also
create APIs between, let's say the old
and the new world, that's becom-

ing significantly more complicated.
You also open your marketplacee

for potentially third party APls,

which can be seen as competition.

In the wholesale environment,
however, parties are slowly getting

it. The first APl interconnects are
already there, the first voice API
interconnects are already there. And
that is where you see that the small
parties who are focused on that

kind of technology, they have, let's
say, two wins versus the big Telcos.
That is seriously a challenge as

we speak right now. why is that a
challenge? The traditional Telcos try
to protect their market. They try to
protect their top-line revenue and the
customer base message. With the
customers they want to have the new
services installed immediately. The big
challenge for Telco is, "am | going to
develop that by myself, am | going to
outsource that, or am | going to part-
ner with somebody?". In this particu-
lar case, if you look at cloud commu-
nications as such, everybody knows,
“okay, what is cloud? Is it a unified
communication system as a service,
or is it a communication platform as a
service?" A lot of words are being used
in that environment, but what does

it mean for the Telco and what does

it mean for the traditional end-user?
A good example for instance is that
China Telecom decided: “We are going
to use iBasis worldwide.” That was a
big challenge for us. And why did Chi-
na Telecom do that? Simply, Microsoft
Teams is not allowed over the entire
world. So, we needed to provide them
with a multiple solution deck also
covering Zoom, Webex, BlueJeans,
and including Microsoft Teams so that
they could offer effect and dash-
board to the enterprise community.
Of course, we all know that the regula-
tion is not always helping us, espe-
cially in that the Biden administration
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have particular regulations for China.
However, we found ways to work
together with China Telecom Europe
and China Telecom Global to make

it happen. Currently, we are in the
process of launching a lot of Microsoft
Teams solutions with a direct routing
facility, and we do that collectively
together with one of our partners,
TelAgility out of the US which is a
relatively small company, however,
with a big solution drain in the world
of Zoom applications, Microsoft Teams
applications, and Webex applications...
We also work together with Telestax,
recently acquired by Mavenir, and that
is where we use the CPaas solution to
bring to the market an SMS API, or a
Voice API. Now, you would think that
isan easy thing to do, but | can tell you
the challenge is that these two worlds,
they talk different languages. If we
think of a call flow diagram as we used
in the past in the traditional voice
environment, the new parties have

no clue what they're talking about.
The handshakes and all the proto-
cols need to be arranged between

the old and the new world, which is
where the challenges come across.

So for Telco, the challenge is, how can
we onboard these new kinds of skills,
new people, and new expertise? Do
we develop it by ourselves to satisfy
the existing customer base, or are we
going to cooperate with a partner to
accelerate that introduction into the
market? What we have seen over the
past year and a half due to COVID is
that the creativity and the technology
boost that that gave to all these small
parties was significant. It was amaz-
ing to see how everybody is adapting
to that new world and creating new
opportunities, new market seg-
ments, and also new business.. (..)

Let's see what José has to
tell us. José over to you.

| agree with Edwin in the approach
and the analysis. Developing your
skills is very important. | won't com-
ment for the whole Telefonica Group,
as I'm not prepared or the right
person, it is a big organization. But in
the TEF environment we are doing,

| have to say both: There are areas
of (....) product incorporation in our
portfolio that we need to incorporate,
but there are others that we strongly
feel we need to develop ourselves.
We need to own the product, and
incorporate the development and
skills internally and do it ourselves.
There is a big chunk of value in very
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specific areas in which we try to do it
ourselves. That's the whole scheme

of my idea, that our experience is not
everywhere. Not for all the services,
but in the specific CPaaS for example
that | would mention, there are some
layers, some interaction with Microsoft
Teams that we do all by ourselves,

and that's a big, relevant approach.

Serve, what are the new opportu-
nities and challenges in the digital
area for the Market players and
what do you see around you? What
are the big-ticket items you see?

Well, | think there are a couple of
things here. First of all, if you look at
APls and putting things together,
because APIs- application inter-
face- is all about this, you are looking
through applications like Edwin has
been pointing out, bringing the old

if you look at commmercial elements
also, you need to have a party in the
middle that matches product A with
product B- what you're searching

for. That's one clear element in that
sense. The other opportunity that we
see, is that indeed on an operation-

al level we create more APIs for our
customers, which sometimes helps
us to also overcome local legislation.
For example, one of the major things
that we are doing is that we are fully
licensed operators in China. The other
thing that we do there is make sure
that some of our carrier customers
want to do SD-WAN. They don't have
to correct their license. So what we do
is, we create a full SD-WAN environ-
ment, but we connect it towards their
orchestrator based on an API. That's
the most extreme value if you look at
changes, operations, trouble, taking
everything else, also already on an
application level. Those are the most
extreme elements. We also believe
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and new world together. And there

is also the matter where we see

some elements happening, more on
the processing part. So, we're really
making sure that the digital transfor-
mation leads to more efficiency and
more effectiveness. The other thing
that | see is that digital transformation
will lead to new surfaces. If you look at
the big-ticket items that we currently
experience, you'll see they are twofold.
First of all, we are mainly inter-

acting with a lot of different par-

ties. In the quoting phase, we are
collecting a lot of information.

The funny thing is that even though
we are grown to all kinds of API stand-
ards, there is still room for some clear-
inghouse functionality in the middle,
because the internet connection that
| have may have a completely differ-
ent surface spec than the internet
connection that another person has.
So, what you see in the intermediate,

that could also be applied to other
network elements which are more
traditional, like the internet on the line
to get all kinds of information out of
there, which you can also share back
to your partners. That's how | look

at it. On our element, we look at the
fact that we have an optimization of
procedures, which helps everybody.
The second thing is creating new
services as we have done with SD-
WAN in China. Not only to connect
technologies but also to overcome
local situations in that sense.

Okay. Thank you. Michael, what's
your take on the opportuni-

ties you see, and then the chal-
lenges which are out there?

The overarching requirement is driven
by the demand for real-time flexible
services. We've got a broad range of
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services, which are provided through
the wholesale and retail providers.
then you've got the introduction of
the new technologies, which will
enable the services to transform.

We have technologies such as SD-
WAN and SASE which are looking at
transforming how we do networking,
decoupling that kind of overlay and
underlay network. That requires cer-
tain cooperation between the whole-
sale providers to provide that global
connectivity. The wholesale providers
have an immediate opportunity to
provide the underlay network that will
give the global reach for their partners
and customers, ultimately upstream
customers. That can be needs met. It
can be internet access type underlay
services, and then ultimately provid-
ing that as | say to the end customers.
But to make all this happen, | think
you have to go back to the points that
José was mentioning, that internally
you need to be agile, you need to be
data-driven because you got to make
that seamless experience with that
end customer. In order to do that, you
need to coordinate across APIs. I'm the
LSO Co-Chair in the met for the LSO
APls, so I'm a very big proponent of
standardization and automation there.
It's not sufficient to only expose APIs
of what you have as a wholesale pro-
vider. If you've got 200 partners, you've
got to be able to plug and play with
your other partners. So you've got to
have a new kind of thought process
about how I'm going to make it easy
to plug and play with all of these
partners continuously as | evolve my
processes and supports there.l think
this then expands into a whole range
of technology. So, | talked about SD-
WAN and SASE, you've got 5G wireless
access, you've got Satellite now, which
is a huge opportunity to partner, but
also a big competitive threat poten-
tially. We don't know if Satellite will

be a wholesale player or if they will go
straight to the consumer. Even now
you see Satellite mixing with 5G and it
may be that traditional providers find
themselves being taken over by 5C.

| think there's a lot of things going

on there. | think this type of dis-
ruption means there'll be winners
and losers. Definitely, going back

to what José was talking about,

if you're not agile and you're not
data-driven, you don't really have a
chance to play in this new space.

Watch the full video version of this
Panel Discussion session on our CC-Me-
dia Portal: https:/carriercommu- nity.
comy/cc-webinar-live-recordings/
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