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The Current Trends & Innovations in the Wholesale Industry

The speakers agreed that proﬁtability and
margins are declining due to the fact that end
consumer is moving away from traditional
telecoms and going directly into the cloud.
“The innovation is tremendous, we are
starting to build new business on top of cloud.
End customers are moving away from
traditional to cloud, it’s an interesting area to
play in now. Some players stick to the core
business, but some are trying to move forward
and merge together on one platform. The
challenge is how to move the business going
forward. If you look at our evolution and where
we come from, from a traditional wholesale
perspective to what's in front of us, I think it’s
quite a challenging path.” ~ Edwin A.D. Van
Ierland, Chief Commercial Ofﬁcer at iBasis,
one of the biggest groups in wholesale.
To compete in this environment, the speakers agreed that telecoms must transform. For
example, according to Van Ierland, Tofane (the holding company of iBasis) merged its ﬁve
companies and merged them into one platform to drive innovation and transformation going
forward.
Csaba Füzesi of Deutsche Telekom agreed, saying that Telecom has offset the decline in
traditional voice and mobile volumes in part by monetizing its API-business, including
pushing automatic communication interfaces such as CPaaS and UCaaS. At the same time,
Füzesi said they are enhancing many basic telecom capabilities, for example expanding portal
functionalities, which is a basic requirement from customers today, to extend to automatic
machine to machine API interfaces.
“I think it’s all interrelated, COVID has accelerated digital adoption. From a carrier perspective,
Know Your Customer (KYC) requires that we understand customers better.” ~ Jamie Mills, VP
Global Carrier Relations at Twilio.
In short, innovation and transformation are necessary for traditional wholesale industry
players.
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Customers Are Looking For Clarity

Clarity, transparency and trust have emerged as important themes, especially with the digital
acceleration caused by COVID-19. As customers seek to simplify and better manage their
connectivity, they also want to clearly understand what their providers are offering and how.
Jamie Mills of Twilio noted, “Customers now say, "I like digital, but I've got to understand
everything from end to end. How does it work? How are my messages being sent and
delivered and what kind of quality should I expect? Cost, all of a sudden now I've got a clear
view on what costs are."
Mills also highlighted the importance of knowing your customer, saying it matters more now
than it ever did. For businesses, understanding what your customers want and being very
personal, timely, and relevant in their communications with their customer base has become
paramount to driving more interactions – as well as being the key to delivering the right
solutions for their changing needs.
By communicating clearly and delivering solutions that offer clear beneﬁts, wholesale players
can better position themselves for the digital era.

Adapting to Technological Change & Transformation

There have been highly visible shifts in technology with the rise of API, CPaaS and blockchain
as users seek end-to-end transaction convenience and clarity. This in turn has driven
consolidation with big operators sharing, while smaller operators merge or sell their
businesses. Those remaining need to ﬁgure out how to become a future-ﬁt organization, with
an emphasis on collaboration with others.
“Enterprises are demanding what they want to use, not the other way around. Strategy
becomes a must and is no longer an option. There are multiple ways to communicate with
customers. All this is forcing us in the space to grow up. It’s a wake-up call as to what we want
to do going forward. We want to take on a different role, we believe that industry will move to
a collaborative model, where there’s still potential to grow.” ~ Nicholas Soo, EVP Global Sales
Voice and Mobility at Telin.
“Now we’re talking about API connection models, that’s a [new] phenomenon going forward.
Makes it easier to connect to the wholesale market. Mindsets needs to change…we can now
tap the non-carrier market segment, and bring more beneﬁts to the market. New
developments like video calling, SIPs, keep changing the market, our part to support the
change and thereby survive,” added Edwin A.D Van Ierland from iBasis.
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Restoring Transparency for the Wholesale Industry

In the old days, the wholesale industry used to be more transparent and that such trust
enabled wholesalers and carriers to ﬂourish. Over time, however, the industry became more
complex and such transparency was lost.
Edwin A.D Van Ierland of iBasis pointed, “We need trusted partners to do this…COVID has
created a very unique situation resulting in acceleration, with key tech players massively
coming together. Who would have thought virtual events like this would have happened one
year ago? Now we’re sitting here as the entire world comes together. This kind of
transparency and information sharing is important to the market.”
Nicholas Soo of Telin explained, “Trust is part of transparency. If you know exactly whom you're
talking to, for example, if you are an enterprise and you need a route or destination to Brazil or
somewhere, if particular operators are selling that route and they are owners themselves, you
know your chances that that particular order is going to be there. As opposed to [having]
wholesalers in between.”
Referring to the transparency of the new Telin connectivity marketplace, he said, “I guess it
something we’re longing to have. We kinda lost it some point, simply because the nature of
the business with G2G arrangements in those days. Previously, the business model didn’t
allow transparency. This marketplace will change that, and by making things transparent. the
market will adjust and add value on how we sell legacy commodities. What we're hoping with
our marketplace is to going back to the very beginning where the buyer and seller can get to
know each other with trafﬁc moving directly from point A to point B.”
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The Future of Wholesale Industry

“In the future, IoT M2M will become huge. How we can make technology shift proﬁtable i.e. 4G
to 5G. Security also needs to be considered. In depth analytics and anti-fraud solutions will be
needed. The complexity will increase signiﬁcantly and carriers will need partners, specialists
and transparency,” predicted Edwin A.D Van Ierland from iBasis.
Jamie Mills from Twilio also added up, “The changes created by COVID will be permanent.
Enterprises can adapt and continue their digital acceleration in all segments including
education and non-proﬁt organizations. The government needs to do this too. You need to ﬁll
the marketplace with transparency and trust.”

API is a very powerful force in the market. To adjust to this shift, we will
adjust our business models accordingly. We need to partner with
independent neutral companies to better serve enterprise customers.
Roaming and IoT can also take place in our marketplace as well one day,
let’s see where the road leads us. Shifts in technology will continue to
happen, from a wholesale perspective we need to shift our technology as
soon as possible so that can then monetize”.
Nicholas Soo, EVP Global Sales Voice and Mobility at Telin
for closing remarks of the Telin Insights Webinar
See the Panel Discussion & Knowledge Sharing Session on our CC-Media Portal:
https://carriercommunity.com/cc-webinar-live-gallery/
Find out more about Telin’s new wholesale marketplace at https://telin.net
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