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Industry Problem Setting

Telephony revenues has been steadily declining over 
the years all over the globe. According to GSMA intelli-
gence, there will be a 50% decline in revenues from 
traditional services by 2025. With increasing competi-
tion, subscriber rates dropped and are still reducing – 
which cascades into lowering of interconnect prices. In 
the last 10 years, the significant shift towards data and 
the advent of OTT players led to further decline of the 
voice business. Moreover, the regulatory authorities in 
various regions are constantly pressing down for lower 
termination rates for interconnect usage – that keeps 
shrinking margins further. Plummeting ARPU (average 
revenue per unit) in conjunction with reduced IUC, and 
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increasing operational expenses is putting tremendous 
price pressures on the telecom business.
 
Origin Based Rating (OBR) started about 3 years ago, in 
Europe in order to bridge the difference in pricing 
between calls terminating in EU region and calls origi-
nating in EU for the rest of the world. European regula-
tions mandated a lower price for terminating calls. And 
hence European Carriers built a surcharge model for 
fixed and mobile voice calls based on origination. 
Initially the origination groups were mainly non-Euro-
pean countries, that eventually led to missing or 
non-identified CLI (Caller Line Identification) to be 
segregated as well. 

Total Global Revenues

Source: GSMA Intelligence
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Soon Non-EU originations were grouped into non-EEA 
countries. The definition of EU is fluid, and countries 
are moved in and out of the zone depending on agree-
ments and forum discussions. But there are still no 
hard-set rules to follow; prices are getting competitive 
as the operators creatively changed classifications 
and pricing strategy. The rules were evolving – they 
still are. And now some operators are even looking to 
profile originations based on volumes and prices. Now 
origin has become not only a country, but a network 
within a country. 
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The problem brought forth is multifold. Prices are 
changing too often to keep track of. Not all new rules 
set up by an operator is adopted by their customers, 
resulting in difference in pricing, incorrect invoicing 
and long standing disputes. The rate cards have 
become complex – as a lot of information is trying to 
get meaningfully slotted in. Some formats have seen a 
surcharge rate aside from the termination charges. 
Other formats have had the rates from various origina-
tions being factored into the prices in the rate per 
minute. A lot of the data exchange is happening over 

emails, making it tough to track and account. Addi-
tional complications like billing increment have 
begun to gain momentum as well. 

A varying degree of fraud that was always around 
interconnect settlements now has manifested into 
CLI spoofing and masking. Since the pricing is 
origin based, a significant percentage of network 
calls were initially sent with No CLI. This would 
result in a destination rate. The destination rate 
could be very high, making the operator un-compet-
itive, or very low – allowing for the fraudulent calls 
to take advantage of these prices. Identifying this 
trend then, No CLI and Invalid CLI were soon classi-
fied as penalty cases, which operators internally 
started detecting and identifying. These would have 
very high rates, and be distinct from a destination 
rate.
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AutomationInteroperable between
billing & routing
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Audience Roles and Objectives

Business personnel in operator environment are in 
the forefront of a variety of the challenges. The 
format and readability of the information being sent 
by the vendors is an increasingly complex situation. 
Similarly, these vendors are not complying with 
SLAs of announcing price changes, and that has 
huge revenue impacts if not monitored very closely. 
Another issue is around constantly changing defini-
tions of zones – EU often has countries included 
and excluded in subsequent price plans. This results 
in fluctuations of prices.
 
Routing was predominantly based on destinations, 
and parameters like pricing and quality were also 

coupled closely to the concept. And now this all 
swings around to look at the A Party information. A 
Party information that is often masked or left blank, 
or sent incorrectly, is now a parameter that needs to 
be used in live call routing. 

Vendor pricelists for routing plans now need to be 
normalized to zones, originations and destinations. A 
partner offering a certain destination rate may be 
better than a few others offering origin to destination 
rate, or vice versa. If a certain origination to destina-
tion price is suddenly lowered, that should be taken 
advantage of. This needs to be evaluated in context, 
and the routing plan needs to be generated accord-
ingly. 

And then comes the hurdle faced by the trading 
teams – what to sell? Should operators emulate 
other surcharge models, or make their own pricing? 
Should their definition of zones be their own, and 
when can that be changed? All of these are ambigu-
ous and unknown areas. 

Shortcomings of Current Approaches

There are various approaches that are being used to 
handle these rapid changes and use the supplemen-
tary prices to boost revenues. But it has been a strug-
gle. Most legacy systems are not inherently flexible, 
and these dynamic market changes are stressing the 
business and technology alike. 

The current approach is manual and cumbersome. 
Retrieving information from pricelists is a time-con-
suming activity. With no standardization in format, 

The problem brought forth is multifold. Prices are 
changing too often to keep track of. Not all new rules 
set up by an operator is adopted by their customers, 
resulting in difference in pricing, incorrect invoicing 
and long standing disputes. The rate cards have 
become complex – as a lot of information is trying to 
get meaningfully slotted in. Some formats have seen a 
surcharge rate aside from the termination charges. 
Other formats have had the rates from various origina-
tions being factored into the prices in the rate per 
minute. A lot of the data exchange is happening over 

interpreting the content of the price list is an 
ever-complex task. Changes in billing increment for 
specific destination makes the process slower. Most 
loaders in the market cannot support this by default, 
and the base prices can be loaded, followed by a lot 
of painful verification and corrections. 

No seamless data exchange between billing and 
routing. Interfaces between routing and billing 
systems are not yet proficient in handling these extra 
parameters that are coming in – like zones or origin 
sets as they are called, are often handled on a per 
case basis. Movements of origin dial codes across 
origin sets could lead to drastic changes in pricing, 
but could often go unnoticed. Some of these changes 
are not even contractually agreed upon, in which 
case, these prices should be rejected and sent back 
to the vendor. And the manual intervention required 
for a seamless processing is an adverse change from 
the one click price list upload most business users. 

Fraud detection is now an interconnect necessity. 
Detecting fraud in interconnect settlements is now 
an essential piece of the puzzle. And this needs to be 
completely done manually today. With creative rate 
plans, an acute downside is a vulnerable margin in an 
extremely fluctuating market. Vendors are selling a 
certain plan, but you could be selling something else. 
It is no longer an apple to apple comparison.
 
The New Approach

When there’s a problem, there are at least a few good 
ways of addressing it. But when the problem state-
ment changes faster than the solution evolves – that 
is a different kind of situation. In the last few years 
that we have been reading about OBR, discussing it 
with operators from around the globe, and watching 
it go through different transformations. Under affilia-
tions of GSC and GBET, various world carriers have 
now come together to look at standardization and 
unified approach. This makes things streamlined to 
an extent, though there are carriers who have already 
adopted different approaches. But now customers 
should look at an end to end solution that can cater to 
the various aspects of the business seamlessly.
 
The key traits for the new approach should be a modu-
larized one, where the problem statement is broken 
down into atomic and independent pieces. And while 
this would depend on the vendor and perhaps the 

interoperability between the billing and routing solution, 
on a high level, these would be the attributes to look 
forth to.
 
A template driven import structure allows the price 
lists to come in various formats and structures, but be 
mapped into the same design. And this needs to cater 
to both the new generation origin based pricing as well 
as the destination rates that were prevalent earlier. 
Since too much flexibility typically is accompanied by 
highly increased complexity, this needs to be under-
standable in terms of usability allowing for ease of 
import.
 
A comprehensive pricing process is needed to switch 
seamlessly across the various rating parameters, be 
it billing increment, changes in zones or origin groups, 
dial code movement and price fluctuations. With 
origin based pricing, the number of destinations to 
monitor will increase significantly, and automation 
would be a necessity for the maintenance of the 
pricing structures. Changes in pricing would be 
dynamic, as well as movements in origin and destina-
tion dial codes. And this is something that requires 
attention of the trading teams to monitor sharp 
changes in rates, as well as penalty conditions. 

A clear view of buying and selling is crucial now 
more than ever. Telecom operators would have their 
view of the world, grouping of origins and their selling 
prices. But vendors they buy from would be offering 
different zone groupings, other billing increments and 
changing these frequently. The margin becomes 
difficult to track, because there are too many varia-
bles in the equation now.
 
Conclusion

Origin based rating has seen a sharp growth and 
expansion curve in the last few years. It has managed 
to improve declining voice telephone revenues, and 
therefore is getting adopted rapidly across the world. 
Hence, this makes the case for an end-to-end solu-
tion which should address these trends. The solution 
should ideally have three characteristics- firstly, it 
should be modular and scalable; secondly it should 
be automated and last it should be interoperable 
between billing and routing solution. As we continue 
to watch the evolution of this pricing strategy, it would 
be interesting to see what the regulatory authorities 
do next, to stabilize this complex interconnect pricing.
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Subex (Asia Pacific) 
Pte. Limited
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Tel: +65 6338 1218
Fax: +65 6338 1216
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17 St Ann’s Road, 
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HA1 1JU

Tel: +44 0207 8265300
Fax: +44 0207 8265352

Subex, Inc

12303 Airport Way, 
Bldg. 1, Ste. 390, 
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Tel  : +1 303 301 6200
Fax : +1 303 301 6201

Subex  Limited
 

RMZ Ecoworld, 
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Outer Ring Road, 
Bangalore - 560103 India

Tel: +91 80 6659 8700
Fax: +91 80 6696 3333  

Regional offices:  Dubai    |   IpswichFor more information write to info@subex.com 

Subex Ltd. is a leading telecom analytics solutions provider, enabling a digital future for global telcos. 
Founded in 1992, Subex has spent over 25 years in enabling 3/4th of the largest 50 CSPs globally achieve 
competitive advantage. By leveraging data which is gathered across networks, customers, and systems 
coupled with its domain knowledge and the capabilities of its core solutions, Subex helps CSPs to drive new 
business models, enhance customer experience and optimise enterprises.

Subex leverages its award-winning product portfolio in areas such as Revenue Assurance, Fraud Manage-
ment, Asset Assurance and Partner Management, and complements them through its digital solutions 
such as IoT Security and Insights. Subex also offers scalable Managed Services and Business Consulting 
services.

Subex has more than 300 installations across 90+ countries.
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