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The telecom industry is navigating rising operational complexity, continued 5G investments, plateauing revenue growth,
and increasing demand for digital customer experiences. In today’s evolving digital landscape, CSPs are at an inflection
point with opportunities to unlock business, human, and technology spectrum through the Grow, Empower, and

Transform pillars.

Executive Summary

79% >30%

CSPs believe legacy OSS/BSS are
major blockers to new services 14.

CSPs believe in offering services
beyond connectivity as well &.

This whitepaper introduces Tech Mahindra’s perspective on the Digital Service Enablement Platform as a strategic
framework for CSPs to scale digital services, accelerate business growth, and unlock new revenue opportunities. It also
outlines the business and operating model changes, as well as approaches to enterprise IT and network transformation,
supported by Tech Mahindra’s Connected Enterprises and Ecosystem Play with Al@Core.
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An Outside-In Perspective

Challenges and Solutions for CSPs
to Scale and Grow

CSPs are facing revenue decline from traditional
services, rising network investments, and operational
costs, especially with 5G, and growing expectations
for hyper-personalized customer experiences. Yet
emerging Al capabilities and 5G-enabled service
innovations offer a sliver of hope as they unlock a
spectrum of possibilities for CSPs to expand and
scale beyond connectivity and drive business growth.
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a) Commoditized Traditional Services

Revenue
h) Technology Modernization Gaps b) Cost of Capital
Challenges Growth
and Solutions
for CSPs to g) Adjacent Market Players c) Lack of Business Model Agility Capex
Scale and
Grow © Opex
f) Operational Fragmentation d) Siloed Legacy Systems
+] EXxperience
e) Security & Regulatory Compliance

Challenges Solution Impacts
Highly competitive market and low margins Portfolio shift to non-core services - 10T, m
for connectivity. Cloud, APIs etc. =2 M
High Investment on 5G networks, Fibre, MEC etc. Monetizing Network Assets Iér %@j
Lack of right partnerships & inability to build solution Agile business models with right partnerships é
ecosystem. =7
Lack of IT & Network openness & expensive integrations. = TMF ODA aligned enterprise IT architecture. o}
Impacting cross-border scale Sovereign cloud & divestment from A <) of

fragmented markets. [=2 %
Fragmented operational structure and manual processes. Redesign operating model and governance. ot
Hyperscalers, OTTs, MVNOs etc. are disruptive threats. Ecosystem enablement and marketplace O

experience. =l =
Growing need for digital first self-service customer Conversational, Agentic Self Service. oF
experience. 2 =

Figure 1: Key growth challenges and transformation priorities for CSPs expanding beyond connectivity
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According to a McKinsey survey, 80% of enterprise
decision-makers view operators as partners in
products and services, not just network providers CSPs
worldwide are expanding their portfolios (vertically and
horizontally) through solutions, platforms, and
economic partnerships across 5G,

NaaS, APIs, cloud, and emerging Al to support growth.

[1«+-O

Figure 2: Digital service areas driving CSP growth

10T Security

FinTech Marktplace

Healthcare Next Gen Connectivity
o>

Cloud Computing A& End-to-End Services

Industry forecasts indicate significant revenue
potential from digital and adjacent services over the
next few years. Areas such as ICT services, network
APIs, 10T, and ecosystem-led offerings emerge as key
drivers of CSP revenue diversification and EBITDA
growth by 2028. .

Additional Revenue Contribution ($ Billion)

Adjacent Indistries 35
A

ICT Services 80

$165 Billion

CSPs are expected to
unlock additionally by
2028 beyond connectivity Services

20-25%

Expected EBITDA for
beyond connectivity

Figure 3: Revenue Potential from Digital Services by 2028
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CSPs across the globe are looking to grow to increase valuation, improve EBITA, and diversify revenue through digital
services delivered at speed and scale.

CSP Strategies for Growth and Digital Service Enablement Platform as a Driver

A digital service enablement platform assists them to deliver personalized, on-demand digital experiences, while
enabling new business models such as B2B2X, API marketplaces, NaaS, and MVNX platforms. Digital platforms are also
being used to launch industry-specific services, expand fintech and enterprise offerings, monetize network APIs, and
accelerate marketplace-led growth models. Together, these capabilities help create differentiated services, strengthen
ecosystem partnerships, and support long-term business growth.
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= BT and AWS partnered
to sell cloud services
to enterprise customer.

* Aims to generate $500
billion in 5 years

= Most diversified

£ B2B portfolio

Y across APAC

n
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0 Mo

01} » Povo - digital native

brand.

» Offerings for specific
customer segments
(Genz, travelers etc))

» FinTech
solution - DuPay.
* Double-digit ARPU.

vy Aduna

industries.

T Mobile
i * YNOW (Your Name
Our Wireless) platform i
i to onboard MVNOs :
i quickly. .

____________________________

____________________________

| Revolut i
i * Revolut eSIM
i » Revolut eSIM is #1 E
i non-banking product :
i in terms of usage. !

____________________________

Growth Enablers via DSE

Portfolio Marketplace &

Diversification Platform Offerings

Diversified Business
& Commercial Models

» Platform to aggregate
network APIs globally.

= Fraud detection, user
authentication across

» Multiple platforms for Naas,
API marketplace, Fintech and
enterprise services.

» Enterprise revenue grew by
16.8% and Fintech increased
to 24.9%

_____________________________________________

Seamless Network J Enabling B2B2X
Consumption Ecosystem

Figure 4. Demonstrates how different CSPs unlock a spectrum of possibilities with growth as a strategic business imperative
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New Business and Operating Model

To unlock business potential, CSPs are reshaping
their business and operating models as value shifts to
ecosystem-driven services. This shift is driving them
to adopt ecosystem-focused roles such as incubators,
brokers, enablers, and DigiCos that can support digital
offerings across ICT, cloud, thin-MVNO brands, and
cross-industry solutions.

The highest growth trajectory emerges when these
growth models scale into full DigiCo operations,
delivering differentiated services beyond core telco
offerings, a common digital service enablement
platform, and a converged service portfolio.

Framework for
DSE Platform




<
.%D 4 ArchTypes

DigiCo C

= @ i Digital Service Enablement Platform

‘ > : * Cloud native ODA complied platform. i

K@N\@ %T—)j : = Support wide range of digital services (loT, Fintech etc.) '

Enabler : Exposing Network APIs |

< delstra | . . i

E ; » | = Exposing network assets for cross industry use cases. |

o @ %T—]j : = Commerce, Network APIs, Service Catalog, Developer Portal.i

O DI IIIIIIIITIIIIIIoIITIoIIoIoIIIiiiii

Z l :

Py Broker / Reseller }g : Converged Commerce :

8 ‘ proximus . = Converged commerce layer on top of legacy. .

L K@q\f}x i = Reseller for Cloud, ICT, Security services and Medium/Full !

1= ' MVNOs enabling marketplace exp. |

Incubator T - Mobile- | Digital sub-brands

® T > | = Launch of new brands as reseller / thin MVNOSs. i

2 l§G:P;}Z\fp : = Self service frontend and onboarding and eSIM mgmt.. '
e}
—

Figure 5: Growth Trajectories and Digital Service Enablement Archetypes

The operating model should be built on agility, automation, and a platform-centric approach, led by shared ecosystem
partnerships. It must leverage agile cross-functional teams, automated CI/CD pipelines, and Al-driven operations with
autonomous networks to accelerate digital service delivery. Building the right digital talent will remain critical to sustain
this model.
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Enterprise IT and Network Enablers

As part of the ‘grow’ pillar, in addition to the business and operating model changes, the operators can also transform
Enterprise IT and enable autonomous networks with TechM’'s Connected Enterprise framework and ecosystem-led,

Al-enabled activities.

Enterprise IT Enablers Programmable Network Enabler

Next Gen Architecture Commercial Catalog Network APIs

Exposing network assets consumed by
other industries

MACH (Microservices, API-first, Cross-domain offering (ICT, etc.)
Cloud native, Headless) and rule based dynamic pricing

Autonomous Networks

Multi-tenant Architecture Real Time Rating

Intent-driven autonomous network

Managing multiple ecosystem » 5G Monetization.
partners on a single platform * Event based rating and billing SDN / NFV

SDN and NFV enabling greater control
over real time network adjustments

Marketplace Experience Agentic Self Service

Marketplace experience across Conversational and Agentic Open RAN
Al enabled self-service

ST Cloudification and disaggregation of RAN

Figure 6: Key Enterprise IT and Programmable Network Enablers

Depending on the current enterprise IT landscape, maturity level, and application readiness, these capabilities can either
be introduced as new components or integrated with existing deployments to support DSE requirements.
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Depending on the current enterprise IT landscape, maturity level, and application readiness, these capabilities can either
be introduced as new components or integrated with existing deployments to support DSE requirements.

DSE Platform Architecture

Seriiaes Voice, Data & Network API Digital & Fintech & OTT, Gaming, Other Vertical
Connectivity (CAMARA) Technology Martech Cloud etc Services
Digital 'web Headless M2M - External Portals - Consumers  Developer Mobile APPS  Partner Portals
Experience Portals - Sales & Care API GW & API SDK & Enterprise Portals

API Gateway & Authentication Layer

Product Mgmt. Customer Mgmt. Partner Mgmt. & Settlement Billing & Invoice  Revenue Assurance  Order Mgmt.

Core

) Inventory Mgmt. Mediation Device Mgmt. Fraud Mgmt. Digital Wallets & Payment GW = API Solutions Catalogue
Enterprise IT

Data, Analytics, Security Memt CPAAS & Dealer & Network & ITSM & DevOps
Al & Reporting y Memt. Network APIs Commission Mgmt. = Service Assurance Tooling

API Gateway & Authentication Layer

HLR /HSS/UDM  OCS GMSC AAA PCRF /PCF  SIM/ eSIM Management
Network
. Observability &
SEIVICES  CGSN/ PGW/SMF  SGSN / SGW metwork AP SMSC Service Quality ~ GGSN/ PGW/SMF
(CAMARA & NAAS)  Management Py

MNO Gateway Layer

Federated Partners &

CSP Network Partner CSP Digital SP (OTT) Technology SP Hyperscalers
Network
Network Capacity Voice, Data & Connectivity Roaming Agreements
Figure 7: High-Level Architecture of the Digital Service Enablement Platform Phase | & Il Scope  Phase Il Scope
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Key Considerations With different enterprise IT architecture patterns across

CSPs, TechM's Connected Enterprise framework
recommends transformation paths based on IT maturity,
technology landscape, Al adoption, and automation
readiness to support the digital service enablement journey.

» Services: Different digital services apart from
traditional services that CSPs intend to add in
the portfolio

Digital Experience: Headless channels

supporting conversational & agentic interactions
for CSP and partners along
with developer portal to consume network APIs.

0SS/BSS: TMF ODA complied cloud native and
multi-tenant OSS BSS components required to
sell, activate, use and monitor these services.

Network Services: Programmable network to
provide differentiated connectivity and enabling
5G use cases across industries.

Federated Partners & Network: Different
players enabling the whole CSP ecosystem
w.r.t to digital services.

Network Capacity: Access network for CSP

along with roaming agreements with other CSPs.

API Gateway and Authentication: Enabling
different components across layers to
communicate via standard protocols.

MNO Gateway: Entry point for MNQ's network
accessible via partners in the ecosystem to
provide these services.

Agentic Al Platform: Ecosystem integration
to enable Agentic Al use cases.

Security: Security compliance across the
platform.

Current Enterprise

IT State

Legacy stack with
non-standard APIs
and fragmented
processes

IT Architecture Path

Legacy applications and functions
abstracted using converged overlay,
unified engagement, and API
enablement layer

Multiple technology
stack across
business services,
mergers, etc.

Introduce unified digital channels and
commerce layer in Phase 1 and
gradually consolidate multiple
technology stack to single strategic
stack

Lack of support for
new services -
converged bundles,
digital offers.

Introduce new converged catalogue
(either as part of the commerce layer
or as BFF microservices to enable
converged bundle, digital offerings
inc. partner products

Lack of Al
automation and self-
service customer
and user journeys

Leverage Agentic Al platform,
autonomous operations and API-
enabled self-service experiences to
unlock conversational and on-demand
customer services

Figure 8: Enterprise IT Transformation Paths for Digital Service Enablement
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Together, Tech Mahindra, CSPs, and technology partners can create the global DSE platform that supports the
expansion of digital brands and service offerings across markets, optimized spectrum investments, and stronger digital
monetization opportunities. Below is a three-year phased approach, in addition to Phase O (O-8 weeks) focused on
planning and design.

Phase I: Foundation and Phase lI: Enable Ecosystem Phase Illl: Scale Business
Swift Market Entry-Prove (13-24 months) and Diversify Portfolio
the Model (O-12 months) (24-36 months)

Enable new markets by
Build prioritized TMF ODA expanding B2B2X marketplaces, Drive Al-led vertical solutions
multi-tenant components and monetizing network assets via through delayered InfraCo,
prove ‘build once, deploy APIs and MVNO/MVNE ServiceCo, and PlatformCo
globally’ via partner-driven enablement models to enable revenue growth

launch models beyond connectivity margins.

Platform Builder >> Ecosystem Enabler >> Global Scaler >>

Figure 9: Phased Roadmap for Scaling Digital Service Enablement
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Tech Mahindra leverages its Connected Enterprise
framework, ecosystem play with Al@Core, and global
market systems integration (SI) experience across
industries to help CSPs align with their strategic initiatives
and unlock growth trajectory with the digital service
enablement platform blueprint and related accelerators.

(

From Vision to Value
with Tech Mahindra
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» Tech Mahindra Consulting as an explicit unit providing consulting and business
analysis services

Consulting & » Help develop B2B2X and marketplace led digital business models, re-imagine

Strategic Partner operating models and drives business transformation

» GTM and Strategic Partner to evaluate strategic choices

» Openness to invest in ventures as a joint venture partnership

» Digital service enablement platform blueprint along with architecture,
implementation and managed operations of platform powered by Tech

Design, Build Mahindra Technology & Services - ADMS, Next Gen Services, Network

& Operate Services, XDS and Migration.

» Transformation partner to modernize legacy IT

= TMForum ODA compliant OSS/BSS platforms

» Build unified data platforms for Al use cases

» Tech Mahindra’s Orion platform enabling agentic Al use cases at speed
Accelerators * NetOps.ai for network transformation, UDMF for migration, Makers Lab
for R&D and many more

Next-Gen Solution

IT Platforms Network & Naas Data & Al Hyper-scalers
Industry o Adobcllie TNt MESN G NOCIA m Scrowiioke © databricks 3 GoggleClod
Partnership 5:; ) SR =’°-‘°‘-"‘-‘-“-‘-jamper VIDIA & openal A Azure
comviva 2 Google Cloud
HANGEN blueplanet ~ €omVIva v awWs

Figure 9: Phased Roadmap for Scaling Digital Service Enablement
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Today, communications technology goes beyond devices. It connects people, platforms, and
possibilities. Every connection, every wavelength, and frequency represents an opportunity to
create meaningful impact and unlock a spectrum of possibilities. Digital service enablement

platform powers telcos to unlock business spectrum using the ‘grow’ pillar solution through
Connected Enterprise Framework and Ecosystem Play with Al@Core offering solutions to scale
enterprise offerings, build B2B2X models, monetize platforms and APIs, create cloud, edge, and
Al-driven services, and accelerate diversification into vertical-specific solutions.
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