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As the rollout of 5G continues to gain momentum, there are plenty of
avenues for telecommunications providers to exploit.

For a European CSP, supporting the increasing needs of B2B companies is
one of the main priorities. For this, it's necessary to upgrade the Business
Support Solution (BSS) and Operations Support Solution (OSS). However,
before adopting any solution, the CSP wanted a proof of concept (POC) for
the BSS & OSS solution.

This is to ascertain that it will enable them to support new B2B business
models and operations over 5G.
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SOME OF THE KEY OBJECTIVES FOR THE POC INCLUDE:

Transitioning towards a digital-first and cloud-native solution
Leveraging network slicing to launch and support new products
To assess its integration and interoperability capabilities

To assess the capacity and ease of use of the solution

Minimize use of legacy systems and maximize operational independence
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THE PROOF OF CONCEPT FOCUS ON TWO KEY USE CASES:

] Video Surveillance and Telecontrol

)
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As on-premise security becomes a greater concern, video surveillance

solutions are becoming a basic security requirement. As businesses [
continue to adopt these solutions, telcos need to be sure that they can |
adequately cater to such needs.
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As such, in relation to video surveillance and telecontrol, the focus for *
the PoC is the kind of offer the provider will have for customers.

In addition to using a 5G network slice as the base of communication,

this offer will also include:

User equipment such as cameras
Storage for the stream
Service platform (NVR)

Managed services

Analytics
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To ensure 360-degree service for the customer, the
composition of the solution has a wide range of features that
enhance delivery and effectiveness.

To begin with, there are seven different camera models, and
each offers varying characteristics.

Moreover, each camera has five different storage options.
When it comes to optional services, there are six available for
each camera.

Another key area of focus is pricing and contracts. To cater to
different customer needs, there are different types of
contracts. The variations come in the form

of the contract period and prices. Also, depending on camera
quantities, B2B customers benefit from step discounts.




@ KLOUDVILLE

The objective of the mobile private network use case is to offer
customers a completely private network dedicated to them. As the
name suggests, the network have mobile components.

Customers also access additional network functions as the mobile
private network links with the public Core.

A STARTER KIT
The starter kit contains the basic equipment necessary to set up a mobile private network;

EQUIPMENT

Customers get several different components. These include a Core, two terminals, four different
radio equipment, and two sim cards;

SERVICES
Among the supporting services on offer will include a PTT service, video surveillance (with platform
link), and three IoT services (with platform link);

CONTRACTS, PRICING, AND DISCOUNTS

The contract commmitment periods and prices vary. Customers can choose a one-shot approach,
or monthly solutions and discounts will be available based on volume.
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Upon completion, the proof of concept was largely successful,
with achievements realized for both use cases.
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Some of the key achievements for the BSS layer include:

For B2B companies, their needs from telcos are
growing. If they're not adequately met, there may be a
need to switch providers. In regard to this proof of
concept, it was clear that the solution supports the key
B2B process. With this, the CSP can help enhance the
performance of clients, which will translate to growth.

Some of the B2B processes it supports include:

CPQ

Contracting

Ordering

Inventory management

Service order orchestration
Product lifecycle management

Lead management & Funnel

For B2B companies, the process of acquiring, cultivating,
and converting leads is essential as the client pool is
generally not as big as with other sectors. Fortunately, the
B&OSS solution supports B2B management. This then
serves as a better platform to identify more qualified
leads and increase conversion rates;
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One element that significantly reduces the ability
of B2B companies to fully capitalize on solutions is
the need for support at every stage. With the
B&OSS solution also comes a self-service portal
for clients. It offers them greater independence
and flexibility as they can manage their accounts,
change services, place orders, etc.

With the solution, it is now possible to differentiate
elements such as CPQ, contracting, and order
processing by product or market segment. This
makes it easy to identify areas of high performance
and those lagging behind, allowing companies to
take the necessary remedial measures.

Instead of offering a standard pricing method that may
not be suitable for some clients, the B&OSS solution
offers dynamic pricing capabilities.

For example, it's now possible to offer contract pricing,
per rules pricing, attribute-based pricing, table-based
pricing, and quantity discounts.

Along with these, there are also BSS achievements such as:

Flexible templates and electronic delivery that support the
generation and sending of proposals

Discretionary sales channel and order size discounts with
approval flows

Flexible catalog definition

Standards-based integration
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As a telecommunications provider, there is no room for inefficient operational
systems and processes. When it comes to the operations support system

side, achievements come in five primary categories as follows:

As network providers transition into 5G, multi-domain
orchestration and automation of service provisioning
will be a primary feature. In this regard, the CSP
realized the following benefits from the PoC:

NSMF, NSSMF, and E2E Network-Slice lifecycle management;

Increased capacity for service order decomposition for
multiple technical orders;

Rules-based approach for selecting the best fit;
NSSMF profile management;

End-to-end fulfillment spanning from service orders are
received to command execution on the necessary network
elements.
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With the solution, the CSP was able to gain: With the cloud native and certified solution,

the CSP is able to enjoy:
Flexible Catalog modeling with two use cases integrated

end-to-end from scratch within a few weeks; Deployments in Cloud—:asegl |
Workflows powered by catalogs with CFS/RFS/RES reuse for SIVITRIIMAIENS ES LIS CEElEr:

: Supports monitoring of business and
various use cases.

technical KPIs.

Another key element that supports operations is the As a result of the alignment with TM Forum
design studio that offers: Open APIs and entities, integration with

BSS is smooth.
Southbound integrations designer with graphical point & click

workflow;
Reusable vendor-agnostic services across services;

Lower project development costs and reduced time to market
due to the no-code designer;

ONAP Core Simulator Deployment.
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One of the desires of the CSP was to simplify the integration of work and alignment of CFSS characteristic naming
through the TM Forum Open API. To achieve such alignment and avoid changes with each service introduction, the
alignment must be catalog/table-driven. During the PoC, they were able to achieve all this.

Careful determination must be made on which service attributes are exposed to the customer for presentation, view

configuration, and/or filtering. This should be accompanied by determining how they map to and influence the OSS
of the RFS, CFSS, etc.

In order to deliver the PoC as per the initial schedule, defining the use cases and scope of execution, as well as the
CPS’s excellent predisposition to participate in the workshops and answering questions, were key.

The integration of the solutions (Kloudville and Symphonica), being both based on Open APl TMForum standards and

the vast experience in telecommunication projects and telco stacks by Readiness IT, allowed the project
to be implemented on the planned schedule and fully functional.



-eecobbbo0. 600es00te

eoosovo0ans- s069900bove veoo - ve.
a .« ~--hsee- secevecosovene . = o=
. it cecccsvee ewr oo oo
- - - - --- veevovee . e90000ev000- oo
) e99009ccstvbon . . - eoe ooooobb-. - e -
<. ve X XXX soe- o 9csoe sotee
PR (X3 sé60009b00 - B X X XX NS - 26 vve000 (S XXX &4 v.
XTI XX .’oocoooobov - tosecssee evsctsen . 4- . 0990060 XXX T E T XY
R XX X (XX} soes Y xS . sveccees 90cocvcns
-o'ovotv'oooooooooovvc oo coe e .ovee . XXX TN NS eoov0cove
®60000060000009000b0b0 (&4 oo - sevsctssse . teveceve poooo.ooav
4'0‘00..‘00'5 XX X XXX Y [ X3 .o -v400008 . (XXX N XN Y]
svess - ssocovoe . .o . cbovey 3 cosevnsy
L Ve BRERBEHAEE X3 . cvcetove . veovevecs
- so9vovse tx] .o - PR LR . XXX X
- (XX XX . LX) e .o coboee (XX NN X X
vevcvee X eollelNeoeess co9obivte
(X) ] ool veseee XX EXE ]
0o . . ) ceosan bectvccctoce
e - eeedooe o 4ocsesoccccsovoitrne
.o cee coqdoo - - . c0ettsocvvsstonisore .
.o et e vqeecrsecy . cosey cecocovee &
e vt coos e 3 cesete csctsscece .
(X3 | XX s RBI tescsccee XXX veccoecre .
X3 7 cocces covs . .o
X veee ceseony XX
e PE%7U cecen BELQRADE bececin (X X
.o . TR o tevsvtosrcctve oo
s \BHN REXEEE R R R NIRRT WY X X)
X3 . becesas eseetsrts sevese oo
oo FUND veoersee cretevees sev0bes o I beveocens
3 sssvtbony ctocestee sbescscres evevctosoocrccocre
ve .. deccsonve R vevessrete o tocevve-
3 . . XXX TR RS vectsosee cosovtey tosooe
XX} . .- ceeretene sesescree Tevssoee ccvoe
Tesose vseccesee esesess e e sove
TR sesecesse sesosocee oo~ ree
- ctessbsee cevccccos oo
. tevtonse R . .o
. . . recsssee cesscssscy coo .
T ee . *vcecee cstesvece ese .
ve . ce - RRXE “o .
.o . R R NN e . o -
X . svevecoce - o .
s0 0 - vecsssose .o -
(3 - ecscecrve .. .
- . . besssssee oo ..
. - . ssevctnee . . veeoe
. - XX vecevcces . XX -
.o . Xy PR oo c e sese
. . . soo cvee - . .
- . . coe sooe
. . . cee coee . veo .
. . s os oo . . eegd .
- . coe cooe .e ‘eceve .
- . oo coo - X3 R XX T
- coe soe X vebovccoree
.o 0o soe . cbb0ev0corrctoe
.o oo oo . ooo.v-o»vo¢o'ooo
coe X . vostoe
oo coe . XXX
reoe see . r6eevee XXX
veoe voe . XXX XX XXX
ree veo XXX XXX}
reve cevena XXX
coee vena XX X)
veee soe
teoe ver
ose oo
co0 -
ree e se
[XXS (X ’
tee e 0
XXl A
“ee o
>

AUCKLAND



CONTACT

Kevin Friel
CRO

M: +1 (703) 585 5710
E: kevin.friel@kloudville.com

www.kloudville.com
£ in

Canada - HQ and R&D
5945 Airport Road

Suite 266

L4V 1RO Mississauga

Canada

Porto

Rua Padre Antonio Vieira, n2148,

4300-030 Porto
TUf: +351 22 325 9486

Fundao

Rua Cidade da Covilha, 3%andar
Casa da Moagem do Fundédo
6230-346 Fundao

Serbia

Kosmajska, 60b

11000 Belgrade, Serbia
Tlf: +381.69.44.210.44

Peru
Av Alvarez Calderon, 185,
San Isidro - Lima, Peru

@ KLOUDVILLE

USA - Global Sales
30 S Wacker Drive, Suite
2200

Chicago, IL

60606

USA

Lisbon

Praca de Alvalade,
ne7, 4th floor
1700-036 Lisbon

Spain

Rua e Blein Budifio 1 Planta Ent
Oficina 2

36202 Vigo

Pontevedra

Chile

Av Vitacura 2736, Piso 2,
Oficina 201

Las Condes - Santiago -
Chile

Tlf: +56 2 23823450 / 51

New Zealand
Suite 1003

300 Queen Street
Auckland CBD
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