Service Delivery Platform

Introduction

Managing Mobile VAS Business

Since voice revenues are declining, mobile network
operators should identify and exploit advanced data
applications to grow revenue and differentiate their
service offerings. Value-Added SM$ such as
directory servilded,o,
operator logos, breaking news, etc. are very good
examples of this. Following the SMS success there
are additional opportunities to enable rich
multimedia downloads over WAP: games,
wallpapers, music, and video, just to name a few.

In the initial phase , carriers typically implement and
maintain most of the core application servers by
themselves. However, experience has shown that in
the long run, it makes more sensefor a carrier to
use external service providers and only focus on
providin g the easy connectivity, reporting tools, and
complete management for their applications .
Because of their billing relationship with consumers,
carriers can only win in this game. They can make
revenue share agreements with tens or hundreds of
innovative third-party application providers. This
allows carriers to bypass marketing risks or
investments in application platforms & which would
be a huge task when the service selection covers
hundreds of applications .

Solving Network C omplexity

The core messagng platforms, SMSC and MMSC,
have been initially developed for person-to-person
traffic , and they are not designed for value -added-
service (VAS) management. It is also common to
have multiple SMSCs and MMSCsfrom different
vendors. When the system contains hundreds of
service applications, the network eventually
becomes extremely complex.

A common solution to this problem , which has also
become a de facto network standard, is to add an
additional front -end server, a messaging gateway,
between the messaging centers and the service
applications.
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The Service Delivery Platform (SDP) is a
comprehensive solution for managing and steering
mobile VAS business. However, all components do
not need to be implemented at the same time .
Typically, carriers may start with the Messaging
Gateway, which provides

e Faster time to market with new services

e Complete control over applications, content
providers, and quality of service

e Centralized billing of value -added services

e Powerful reporting solution
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Revenue Share with Third P arties

The third -party application and content providers
areacarrierds Obest friendsbod
particularly well.

e Providers are very innovative and introduce
interesting new services frequently

e The carrier does not need to run the
application s or take the marketing risk

e The carrier has the billing relationship with
consumers and thus gets its revenue share
(30-70%) in any case

© Copyright 2008 RealNetworks

Pagel/2

!



