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Frost & Sullivan’s Global Research Platform 

Frost & Sullivan is in its 50th year of business with a global research organization of 1,800 

analysts and consultants who monitor more than 300 industries and 250,000 companies. 

The company’s research philosophy originates with the CEO’s 360-Degree Perspective™, 

which serves as the foundation of its TEAM Research™ methodology. This unique approach 

enables us to determine how best-in-class companies worldwide manage growth, 

innovation and leadership. Based on the findings of this Best Practices research, Frost & 

Sullivan is proud to present the 2012 Global Market Share Leadership Award in the 

Communication Service Provider Financial Assurance Sector to Subex. 

Significance of the Market Share Leadership Award 

Key Industry Challenges  

Stratecast has taken a deep dive into the changing communications marketplace and 

evaluated the role of financial assurance within the communications service provider (CSP) 

business support system (BSS) operations. We have interviewed 28 financial assurance 

suppliers, covering various aspects of the end-to-end financial assurance marketplace. 

In its simplest form, CSP financial assurance is traditional revenue assurance (RA), 

including revenue leakage analysis and financial fraud management. These functions are 

enhanced with today’s computing and analytical tools to yield near real-time analysis of 

business and operations data whenever needed. Financial assurance also involves cost and 

margin analysis to improve revenue accountability as partner and supplier relationships 

expand, and business models evolve. 

The global CSP financial assurance market as a whole is growing strongly and Stratecast 

projects a five-year 12.8% compound annual growth rate (CAGR). We estimate the global 

market in 2012 to be U.S. $470 million, which is projected to grow to U.S. $765 million by 

2016. 

The financial assurance market is fragmented, with 28 identified suppliers. The top eight 

suppliers for CSP financial assurance solutions make up 85% of the market. Subex is the 

current market share leader with a 20.1% stake. The next four competitors have a 13.9%, 

12.1%, 11.8% and 10.8% share of the market respectively. Each is defined and discussed 

in Stratecast report OSSCS 13-07, Global Communications Service Provider (CSP) 

Financial Assurance Market Forecast and Supplier Assessment, published in October 2012. 

As a basis for this report, Stratecast contacted all known financial assurance solution 
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suppliers that stated they address the business needs of market. Our revenue estimates 

include vendors with software solution offerings that obtain revenues from license fees, 

maintenance fees, services associated with the initial installation and configuration of a 

solution, service bureau fees, cloud services fees, and installed solutions managed by a 

supplier. The Stratecast financial assurance market analysis does not include revenues 

obtained from the traditional interconnect billing and settlement processes. However, we 

do include traditional carrier-to-carrier “cost management” functionality, and its more 

recent incarnation as a cost-to-revenue matching activity. CSP internal spending on 

financial assurance processes that are attributed to internal work teams or assistance 

from professional services consulting resources is not included. In addition, revenue 

generated by system integrators or companies without their own software solutions are 

not included.  

All revenue forecasts are developed by analyzing the following sources: information from 

public sources, direct interviews, and raw market data. The analysis is developed from 2011 

company-level revenues, projections of future earnings, global financial market insights (as 

available), and our strategic acumen concerning each process function. 

To obtain estimated revenues and associated market share, Stratecast used a modified 

Delphi method for revenue analysis. Factors such as known deployments, publicly and 

privately reported revenue, customers served, press releases, financial reports, estimated 

cost of deployments, and related information were analyzed by a multi-person analyst 

team, working independently, to estimate each vendor’s 2011 revenues, where such was 

not specifically provided. Final estimates were then iterated to reach a consensus using a 

90% confidence interval.  

Best Practice Award Analysis for Subex 

The Stratecast Global Market Share Leadership Award in the CSP Financial Assurance Sector 

is presented to the company that has demonstrated excellence in capturing the highest 

market share within its targeted industry. The Award recognizes the company's leadership 

position within that industry in terms of revenues or units, as specified. 

Subex profile as noted in the recently published Stratecast report OSSCS 13-07 Global 

Communications Service Provider (CSP) Financial Assurance Market Forecast and Supplier 

Assessment, October 2012: 

Subex is a public communications software and services supplier headquartered in 

Bangalore, India. The company’s shares trade on the Mumbai stock exchange under the 

symbol SUBEX and on the London stock exchange under the symbol SUBX. The company 

reported fiscal year 2012 ending revenues of approximately 5 billion rupees (over $100 

million). The company’s fiscal year 2012 ended March 31, 2012. 

Subex started as a wireless network systems integrator and test and measurement 

company in 1992. Through a series of acquisitions and mergers, including that of Azure in 
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April 2006 and Syndesis in January 2007, Subex now has approximately 1,100 employees 

and 300 installations in 70 countries. It has Tier 1, Tier 2 and Tier 3 customers in North 

America, South America, EMEA, and Asia Pacific.  

The company offers several solutions defined through the Subex Revenue Operations Center 

(ROC) portfolio, which closely aligns with the revenue management and financial assurance 

domains. Specific products are focused on several functional areas including: revenue 

assurance, fraud management, credit risk management, cost management, partner 

settlement, route optimization, and data integrity management. Specific to the financial 

assurance sector, Subex provides three solutions: ROC Revenue Assurance, ROC Fraud 

Management and ROC Cost Management. 

ROC Revenue Assurance is composed of two modules, RevenuePad and Zen. Detail about 

each is as follows: 

The Subex command center module for revenue assurance is known as RevenuePad.  As 

explained to Stratecast, its console helps CSPs plan and map a revenue assurance roadmap 

by providing a consolidated strategic view of enterprise maturity as an outcome of 

operational performance. It also provides guidance on what assurance areas and metrics to 

cover. RevenuePad introduces the concept of what Subex calls “Visual RA,” which provides a 

high-level view of a CSP’s network topology and directly points to the problem areas that 

will need immediate attention. Subex explained that with RevenuePad CSPs could gauge 

and improve RA performance to better support key business goals. 

Within the ROC Revenue Assurance solution, Zen offers what Subex explained as the 

industry’s first virtual analyst for revenue assurance. It provides root cause analysis for 

revenue leakage, thereby allowing earlier prevention of problems before significant revenue 

losses occur. Subex further explained that with Zen, a CSP’s business analyst team is 

guided to the underlying root cause of discrepancies in an automated manner, thereby 

removing manual error and dependencies. In such cases, Subex has noted improvements 

with some of its customers that are 10 to 20 times better than previous productivity levels. 

Zen has a built-in feature to acknowledge past discoveries, which it builds into a repository 

of discrepancies and associated root causes to enable knowledge sharing within an 

organization.  

ROC Fraud Management is designed for fraud prevention. As explained by Subex, it is 

architected to eliminate known frauds, uncover new fraud patterns, minimize fraud run 

time, augment internal controls, and support continuous fraud management process 

improvement. ROC Fraud Management identifies potential fraudsters by pre- and post-

acquisition profiling. The solution runs checks of new subscriptions against blacklists and 

behavioral rules. Policy controls can prevent suspect payments, illegitimate transactions, or 

the illicit use of premium services and resources. 

The solution enables real-time responses to suspected fraud cases and uses adaptive 
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artificial intelligence techniques to prioritize and qualify its fraud alerts. ROC Fraud 

Management’s inline control enables service providers to carry out proactive checks on a 

new subscriber at the time of customer acquisition. The Point of Sale (PoS) staff need not 

wait until the subscriber is provisioned and later detected through the usual usage fraud 

rules. With inline controls the PoS staff can make real time decisions (i.e. accept, decline, or 

defer) on any transaction happening at the PoS, thereby preventing fraudsters from 

entering the network and walking away with subsidized handsets.  

Through what Subex calls eFingerprinting, ROC Fraud Management captures in-depth 

profiles of subscriber behavior and matches this against previously recorded suspect 

eFingerprints to identify repeat offenders and related fraud attacks. The Subex fraud 

solution also reinforces internal controls and processes through its workflow capability, audit 

logging, and security checks. Continuous fraud management improvement is supported 

through reporting and dashboarding, utilization of a rule test facility, and analytics 

programs. 

ROC Cost Management collects, collates, and correlates data from switches, inventory 

databases, billing processes, partner invoices, and financial systems to provide insight about 

costs. It presents this information to business analysts via dashboards and reports. Subex 

explained to Stratecast that the ROC Cost Management solution helps CSPs enhance margin 

through the following: 

    • Reduce network costs, including leased circuit costs and access costs 

    • Deliver next generation services by assuring the cost and revenue associated with it 

    • Complement revenue assurance with cost reduction 

    • Improve internal and external audit compliance 

    • Recover excess payouts 

Based on the market share analysis of 2011 revenue defined in this report, Stratecast has 

determined that Subex is the market leader within the financial assurance sector. As a 

public company, it has reported increasing revenue for several years, but during the most 

recent two-year period (2009-2011), Subex financial performance has experienced a 23% 

CAGR. This performance ranks it near the top of the list of market leaders within the 

financial assurance sector.  

Subex appears to have overcome much of its recent financial struggles with repositioning 

long-term debt that was taking attention away from its core business. This debt restructure 

has now placed Subex into a strategic position for growth, which is reflected by its 

continued wave of new customer wins and ongoing interaction with existing customers. 

Stratecast believes that with the evolving communications marketplace pushing CSPs to 

engage with partners and suppliers more significantly, the need for financial assurance 



 

           BEST PRACTICES RESEARCH 

 

© 2012 Frost & Sullivan 6 “We Accelerate Growth” 

solutions is growing exponentially. This conclusion is based on the new business challenges 

CSPs face from cloud services offers, M2M solution opportunities, multi-sided business 

models involving simultaneous B2B and B2C relationships, and mCommerce enabled 

through technology such as near field communications (NFC).  

Stratecast firmly believes that Subex and its Revenue Operations Center portfolio are well 

positioned to take full advantage of these rising financial assurance opportunities. We 

expect Subex to continue its growth path and industry leadership position within the 

financial assurance market in the months ahead. 

Key Performance Drivers for Subex 

Within the global CSP financial assurance market, Stratecast identified an approximate 20% 

market share for Subex based on 2011 revenue.  In support of this, it was observed that 

Subex has grown very strongly, with a CAGR of 23.4% from 2009 to 2011. The top five 

suppliers in the financial assurance market account for 68.6% of the market, with Subex 

leading in market share at 20.1%, followed by other suppliers at 13.9%, 12.1%, 11.8% and 

10.8%.These competitors have CAGRs that range from 3.2% to 17.5%. Subex leads the 

financial assurance market based on revenues collected from customers. 

Factor 1:  Product Line Market Acceptance 

The Subex Revenue Operations Center portfolio contains solutions, which align with the 

revenue management and financial assurance domains. The company’s financial assurance 

solutions include ROC Revenue Assurance, ROC Fraud Management and ROC Cost 

Management.  

With a market share lead of over 6%, this demonstrates the acceptance of the Subex 

financial assurance solution line. The company’s revenue management solutions are also 

revenue leaders within each prospective market segment. When revenue assurance or fraud 

management is mentioned, most in the communications industry will state Subex as either 

the first or sometimes second company name they think of with demonstrated capabilities. 

Factor 2:  Global Customer Base 

Most of the leaders in the financial assurance market have a global presence, but many 

generally show a significant presence in one or two regions. Subex has shown global market 

strength. Stratecast examined the revenue breakdown for financial assurance suppliers that 

cover the global communications marketplace. To do this, we divided the global market into 

the following regional designations: North America (NA), Central and Latin America (CALA), 

Europe, the Middle East and Africa (EMEA) and Asia Pacific (Asia Pac).   

Subex ranked number one in overall global revenue, but also ranked highly in each of these 

four regions. Subex was ranked third by collected revenue within NA; it was ranked fifth in 

CALA, first in EMEA and first in Asia Pac. In support of these regional rankings, Subex also 
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explained to Stratecast that is now has over 300 solution installations in 70 countries that 

use its full ROC portfolio. These solutions are operating with all sizes of service providers 

including many of the Tier 1, Tier 2, and Tier 3 level companies. 

Factor 3:  Breadth of Product Line Solution Offering Capability 

The financial assurance domain, as defined by Stratecast, encompasses revenue assurance, 

fraud management, cost management and related analytics. The Subex ROC portfolio 

addresses each part of the end-to-end financial assurance domain. 

The company’s financial assurance solutions include ROC Revenue Assurance, ROC Fraud 

Management and ROC Cost Management. These offerings include analytics, which are 

enhanced by the ROC platform itself and its analytics capabilities.  While other suppliers also 

address the full solution portfolio line, these components are available and installed in a 

number of service provider locations worldwide. 

Conclusion 

Stratecast has taken a deep dive into the changing communications marketplace and 

evaluated the role of financial assurance within the communications service provider BSS 

operations. We have interviewed 28 financial assurance suppliers. CSP financial assurance 

is an important and growing market, which Stratecast forecasts will expand at a 12.8% 

CAGR to $765 million by 2016. The financial assurance market is also fragmented, with 28 

identified suppliers. The top five suppliers consist of approximately 69% of the market. 

Subex is the current market share leader with a 20.1% stake compared with the next four 

competitors that range from 13.9% down to 10.8% market share each. In addition, the 

two-year CAGR (2009-2011) of over 23% for Subex (a measured value and not a 

forecast) places the company near the top of the leader list in this sector. Such revenue 

growth has led to a significant revenue advantage over Subex’s nearest competitor and 

that positions Subex well for leadership in financial assurance for the near future.  

The CEO 360-Degree Perspective
TM 

- Visionary Platform for Growth 

Strategies  

The CEO 360-Degree Perspective™ model provides a clear illustration of the complex 

business universe in which CEOs and their management teams live today. It represents 

the foundation of Frost & Sullivan's global research organization and provides the basis on 

which companies can gain a visionary and strategic understanding of the market. The CEO 

360-Degree Perspective™ is also a “must-have” requirement for the identification and 

analysis of best-practice performance by industry leaders.  

The CEO 360-Degree Perspective™ model enables our clients to gain a comprehensive, 

action-oriented understanding of market evolution and its implications for their companies’ 

growth strategies. As illustrated in Chart 1 below, the following six-step process outlines 
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how our researchers and consultants embed the CEO 360-Degree Perspective™ into their 

analyses and recommendations.   

Chart 1: CEO's 360-Degree Perspective™  Model  

   

Critical Importance of TEAM Research 

Frost & Sullivan’s TEAM Research methodology represents the analytical rigor of our 

research process. It offers a 360-degree view of industry challenges, trends, and issues by 

integrating all seven of Frost & Sullivan's research methodologies. Our experience has 

shown over the years that companies too often make important growth decisions based on 

a narrow understanding of their environment, leading to errors of both omission and 

commission. Frost & Sullivan contends that successful growth strategies are founded on a 

thorough understanding of market, technical, economic, financial, customer, best 

practices, and demographic analyses. In that vein, the letters T, E, A and M reflect our 
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core technical, economic, applied (financial and best practices) and market analyses. The 

integration of these research disciplines into the TEAM Research methodology provides an 

evaluation platform for benchmarking industry players and for creating high-potential 

growth strategies for our clients.  

Chart 2: Benchmarking Performance with TEAM Research 

 

About Stratecast 

Stratecast collaborates with our clients to reach smart business decisions in the rapidly 

evolving and hyper-competitive Information and Communications Technology markets. 

Leveraging a mix of action-oriented subscription research and customized consulting 

engagements, Stratecast delivers knowledge and perspective that is only attainable 

through years of real-world experience in an industry where customers are collaborators; 

today’s partners are tomorrow’s competitors; and agility and innovation are essential 

elements for success. Contact your Stratecast Account Executive to engage our experience 

to assist you in attaining your growth objectives. 

About Frost & Sullivan 

Frost & Sullivan, the Growth Partnership Company, partners with clients to accelerate 

their growth. The company's TEAM Research, Growth Consulting, and Growth Team 

Membership™ empower clients to create a growth-focused culture that generates, 

evaluates, and implements effective growth strategies. Frost & Sullivan employs over 50 

years of experience in partnering with Global 1000 companies, emerging businesses, and 

the investment community from more than 40 offices on six continents. For more 

information about Frost & Sullivan’s Growth Partnership Services, visit 

http://www.frost.com. 


