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An economic slowdown always pushes market players to reduce costs and peruse new
revenue sources. A more effective strategy than a simple one off effort is to employ the tenet of
efficiency improvements as a continuous cycle. The article describes the concept of the OSS
system which should not only promise to add value to CSP but also contain self-assessment
and self-tuning mechanisms which can measure the system performance in business oriented
KPIs and improve its performance. See how the concept of a continuous improvement cycle
implemented in the Next Generation Service Management solution can help CSPs to maintain
profitability whilst under pressure to reduce time-to-market for new services. Find out about
customer service composition optimization which aligns with the notion of Self-Organizing
Networks.

Introduction

A period of economic slowdown or even recession has always been a time in which all market players

try to improve the efficiency of their business. All are seeking the possibilities to reduce costs of

operation and to maximize revenue. Tough times simply force every player to fight for better efficiency.

It is a game of survival. It seems that improving business should be a constant driver. The reality is

that we need a painful incentive to make the effort. Some thinkers even consider a slowdown or even

a recession as a necessary therapy which is painful but heals the economy. It probably derives from

our human nature, that during the period of prosperity when the revenue stream iswide, we dondét pa
attention to small enhancements which do not cause double digit revenue growth. We forget that small

enhancements carried out systematically and methodically can bring a significant business

improvement. On a global scale, a continuous fight for efficiency even during a period of prosperity

might help prevent a recession or at least lessen the impact of a slowdown. This conclusion seems

guite reasonable so we can ask why we dondét do it. TI
but the fact that efficiency improvements cost money. This is especially true for businesses which rely

on complex systems like telecommunication infrastructure. The answer to this problem could be

applying the IT technology which can not only support the operations but also contains self-tuning

mechanisms.

The traditional approach to business optimization is to apply business intelligence (BI) technology. In a
nutshell, this technology works in the following way. Firstly, it gathers data from as many existing
operations support systems as possible and places it in a corporate data warehouse. The purpose of
the data warehouse is to give the data business meaning, which involves OLAP (Online Analytical
Processing) techniques. The business meaning is expressed through KPls (Key Performance
Indicators) which is the language understood by business executives. KPIs measure how the business
is running. Business measuring is a prerequisite for any methodical optimization and the term KPI-
driven business captures that idea. The KPIs which fall below expectations highlight the inefficiency
and the space for optimization.

The problem with the described business optimization is that this process is rather slow. This is
because corporate Bl systems are disjointed from operations systems. It derives from the nature of the
corporate data warehouse whose main goal is to shift from raw technical data gathered from OSS
systems to the black box business view. It means that there is no automatic loop back mechanism.
Once inefficiency is detected by examining KPIs, the corrective actions need to go though the man
made decision flow process rather than an automatic loop back to the underlying OSS systems. This
means that the optimization cycle is slow.
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The answer to this problem is applying a self-tuning Operations Support System. The idea of a self
tuning system is that the system can self-assess its added value and close the loop by supporting the
corrective actions in the case of discovered inefficiency. The system self-assessment is expressed
through KPIs which measure the business performance of the process supported by the system. The
corrective action support includes identification of the system configuration which needs enhancing to
improve business performance.

The need for self-tuning Operations Support systems becomes critical in times where Communication
Service Providers strive to shorten time-to-market for new service introduction. The problem is that
fast often means inefficient. The self-tuning platforms can answer this problem by introducing
optimization into the service lifecycle.

Reducing time-to-market and maintaining
profitability

After the Internet and mobile revolution Communication Service Providers (CSP) are forced to quickly
provide composite services which combine fixed, mobile network access with content based services.
The winner in this highly competitive environment is the one who can fastest provide compelling
services to customers. However, the fight for new customers should be balanced with profitability
concerns. This problem is highlighted in the recent industry report [1] published by TMF Business
Benchmar ki ng. The report warns that exciting
complexity that can eat up profit.

The answer to this potential problem is leveraging an OSS system with self-tuning mechanisms. The
problem of fast new service introduction into the market is address by hyped Service Delivery
Platforms (SDP). The main promise of this type of OSS system is reducing time and costs of new
service introduction by leveraging reusable service components. This concept is detailed in a separate
white paper [2]. From the profitability assurance point of view, it is important that this kind of system
contains the self-tuning mechanism. Firstly, it means that these systems should self-assess their
business effectiveness. Business effectiveness should be measured by KPlIs. The KPIs are expected
to enable business executives to validate the promise of SDP which is reduced time and cost of new
service introduction. The self-tuning mechanism means that after identifying KPIs which do not meet
business goals, it is possible to track down the configuration of the system which needs to be
corrected. The examples include: the ability to identify which service components bundling, although
deliverable, are not profitable; the ability to identify which technology based service bundling is most
profitable.

Efficiency improvement as a continuous cycle

The introduction of a new Operations Support System into a communication service provider (CSP)
environment has always been driven by the hope of improving the efficiency of operations and thus
improving business results. Before any OSS product which is delivered as COTS can start adding
value, it must be integrated with the CSP environment. This process involves tuning the OSS product
according to CSP requirements. Traditionally, it was the only time during which the OSS product was
optimized to deliver the best possible outcome. The assumption was that once the OSS product was
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configured, it should just do its work without a need for its further tuning. Even throughout the period in

which the competitive environment did not force rapid innovation rates, this approach lead to

inefficiency, as improvement is innately an iterative process. From a practical viewpoint, efficiency

cannot be achieved as a one off task which resembles rocket since. Instead, it should be done step by

step, with each optimization cycle ending eptyis assess
depicted below (Figure 1).

Figure 1. Continuous improvement lifecycle

If the result is still not satisfactory, a further optimization cycle can be started. The iterative approach is

cheaper and can lead to better results. The first statement is true because it allows CSP to start with

optimization which is easiest to implement. Prior to further investment in optimization, the results of the
previous enhancement cycle can be measured. I f t he
improvements can be delayed until new business goals are set. The better results of the iterative

i mprovements derive from the fimeasure firsto strateg
KPI assessment which leads to fine tuning.

Nowadays, it is even more important to have a platform which enables efficiency improvements to be

realized within a continuous cycle. This is due to the fact the CSP must compete via rapid introduction

of new customer services. This means that a fast innovation rate should be accompanied by

i mprovement s cycl es. Thi s subject i s -terakbtoanat e d i n
mai ntaining efficiencybo.



