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Monetizing the Enterprise Data Experience: Cloud Services Models 
are about Negotiable Contracts and Configurable Pricing Plans 

Introduction1 
As the annals of history have borne out from recovered 
artifacts across the North Atlantic Ocean floor, The RMS 
Titanic—a ship claimed to be unsinkable—sank after striking 
an iceberg.2 Visual observation from a lookout position at the 
highest point of the ship was the only means of iceberg 
detection for the day. Yet, with the availability of today's 
navigational and geo positioning tools, such a tragedy would 
be considered criminal negligence rather than an unavoidable 
accident. 

Icebergs consist of fresh water glacial ice, which sometimes 
breaks off and slips into the sea. The difference in density of 
the sea water and density of the ice creates a buoyancy effect 
that allows approximately 8-10 percent of an iceberg to be 
visible above the water line, with the remainder staying 
below. The often used cliché, “tip of an iceberg,” usually 
refers to seeing or understanding a very small part of an often 
larger or more complex problem. Enter today’s world, in 
which the tip of the digital lifestyle is crowded with ever-
evolving services, from a continuously expanding partner 
ecosystem, focused on both virtual and physical service 
offerings. It’s a world that continues to pay little attention to the almost hidden needs of key 
operations functions such as delivering, billing, and assuring uninterrupted broadband access and 
service operability. 

Communications service providers (CSPs) are challenged today to address the billing needs of 
bundled network services such as voice, text messaging, and data access for their consumer and 
small business customers. They have the added challenge of profitably providing broadband 
connectivity to their enterprise customers; and managing multiple business-to-business (B2B) 
relationships with solution partners for several new business endeavors—some of which include 
m-Commerce, cloud-based virtual services, machine-to-machine (M2M) communications, and 
enterprise use of mobility services within their product offerings, to deliver a more enhanced 
experience for their customers. Monetizing this complexity, including compensation to a 
                                                 
1 In preparing this report, Stratecast conducted interviews with representatives of the following companies: 

• Omniware Solutions – Dr. Parmi Sahota, Founder and Chief Executive Officer 
• Omniware Solutions – Chris Barbeau, Vice President Operations 

Please note that the insights and opinions expressed in this assessment are those of Stratecast and have been developed 
through the Stratecast research and analysis process. These expressed insights and opinions do not necessarily reflect the 
views of the company executives interviewed.  
2 The RMS Titanic sank in the early morning hours of April 15, 1912, after striking an iceberg in the North Atlantic 
Ocean the evening before. An estimated 1500 people perished. See http://www.britannica.com/titanic. The movie, 
Titanic, produced by James Cameron, was released in the US by Paramount Studios on December 14, 1997.  
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growing number of business solution partners as revenue is received from customers, means 
that CSPs must adopt new business strategies, new business models, and new business 
management solutions.3  

Enterprise data services providers, a.k.a. cloud services providers, have been very focused over the 
past 2-3 years on increasing their data center capacity, providing data center access, and in garnering 
the attention of enterprise customers with the services they deliver. Up until now, little effort was 
invested in automating the service contract negotiation, agreements, tracking, invoicing, payments, 
and partner compensation functions necessary to address the business relationships that cloud 
services providers established with their targeted enterprise customers. In many cases, these 
functions continue as a manual process, involving line-by-line spreadsheet calculations. While a 
minimalist approach to business management may have worked up until now, cloud services 
providers are handicapped in their ability to address the growing pricing and charging complexity 
that comes from customer-specific data services bundles—much the same way the RMS Titanic was 
unable to steer clear of the iceberg. Both did not see what was really coming at them.  

The most important business challenge for the combined CSP and cloud services supplier 
marketplace today is the growing complexity with billing for any B2B relationship, such as enterprise 
data services. This week's SPIE explains why the sale, delivery, and monetization of enterprise data 
services are driven by complex B2B models tied to individualized and negotiated service contracts. It 
points out why traditional subscriber billing systems—business-to-consumer (B2C) support for 
millions of customers with a relatively small number of service offerings—are not engineered to 
meet the needs of this growing market segment. The report also explains how one supplier—
Omniware Solutions Inc.—addresses the monetization requirements for any B2B relationship in a 
way that allows business analysts and sales representatives to define contract terms, within the billing 
system, during the contract negotiation process.  

Monetization of Enterprise Data Services is No Simple Task 
Enterprise data services take on many 
forms, and quickly create behind-the-
scenes complexity for the service 
provisioning, business management, 
and monetization processes. For 
example, enterprises typically purchase 
broadband connectivity from one or 
more network operators according to 
geographic coverage needs, pricing 
flexibility, and service availability. 
Enterprises also purchase data center 
services such as unified communications, 
remote data storage, elastic bandwidth, 
and computing capacity from one or 

                                                 
3 For additional insight about this new business landscape, and the general impacts to billing that new business strategies 
and new business models have on billing, see Stratecast report OSSCS 14-07, Global CSP Billing 2013 Edition Part 2a: 
Global Business Drivers, Market Trends, and New Solution Strategies, August 2013. To obtain a copy of this report or any other 
Stratecast or Frost & Sullivan report, please contact your account executive or email inquiries@stratecast.com. 
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more cloud services providers. In addition, enterprises purchase cloud-based applications including 
ERP, customer care, office automation, sales management, and specialty applications from these 
same cloud services providers; or, in some cases, directly from the developer, according to business 
relationships and service needs.  

Rarely are the bandwidth provider and data services supplier the same organization, for multiple 
reasons that are beyond the scope of this report.4 However, a recent Stratecast | Frost & Sullivan 
survey found that 71 percent of US-based IT decision makers stated that their company would 
prefer to purchase cloud and network services from a single provider.5  

Setting aside the reasons for why enterprises generally do not support a single supplier 
mindset today, the most important aspect (beyond receiving multiple bills from multiple 
suppliers) is that each enterprise data services customer requires a unique contract 
agreement. These agreements are based on numerous factors, such as the enterprise customer’s 
changing business needs, willingness to spend, and flexibility demands pertaining to pricing options, 
usage discounts, loyalty focus, and brand awareness. In addition, there is a high probability that 
different partners will be involved with the delivery and maintenance of each service combination 
package that a cloud service provider sells. From a monetization perspective, this means complexity 
as services are billed, revenue is collected, and partners are compensated.  

Tip of the Iceberg: B2C Billing 
Shown in Figure 1 below, complexity of the rating & charging, invoicing, payments, and partner 
remuneration processes can be summarized through the type of billing transaction processed; e.g., 
simple charges, usage-based charges, or complex services charges. 

Just like the “above the water” portion of the iceberg, billing for simple charges are easily managed 
by a traditional postpaid subscriber billing platform, which can simultaneously satisfy this need for 
millions of subscribers. Additionally, usage-based transaction processing requires a more 
sophisticated approach, but is still manageable using a real-time convergent subscriber billing 
solution—again, capable of addressing this need for millions of subscribers on an on-going basis.  

B2C billing for both simple and usage-based charges is important as it is necessary to address the 
changing needs of consumers and many small businesses within the communications marketplace. A 
convergent billing solution capable of addressing billing for B2C services such as converged multi-
technology bundles, tiered pricing plans, promotional service offerings, and advanced usage-based 
plans has been identified, in previous Stratecast reports, as an operational necessity for today's 
consumer services marketplace.6 A convergent billing solution is also necessary to provide a 
                                                 
4 Although there are several merits and likely pricing discounts to be gained from a single service supplier, most 
enterprises today choose to purchase broadband access from a traditional network operator, and data center services 
from others more familiar with the IT landscape. To tap into this business opportunity, and change the current 
enterprise mindset, AT&T recently formed several partnerships to show its enterprise customers it can be a one-stop 
shop. Additional insight is provided in Stratecast report SPIE 2013-39, The Era of Network-Enabled Cloud is Here: AT&T 
Taps into Partnerships to March Ahead, October 25, 2013.  
5 In the spring of 2013, the fourth annual Stratecast | Frost & Sullivan Cloud User Survey was launched via Web to 
U.S.-based IT decision-makers, across a range of industries and company sizes. A total of 407 valid responses were 
returned, providing a +/-5 percent margin of error at a 95 percent confidence level—a highly reliable survey. 
6 See Stratecast reports SPIE 2013-41, Monetizing the Customer Experience Means New Business Models with Applied Data 
Analysis for Revenue Growth, November 8, 2013; and OSSCS 14-07, Global CSP Billing 2013 Edition Part 2a: Global Business 
Drivers, Market Trends, and New Solution Strategies, August 2013. 
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consistent notification and self-care portal as part of an improved customer experience. Older 
systems are now being consolidated and replaced with convergent billing systems which are fast-
becoming a significant mainstay for service providers globally.  

Figure 1: Complex Enterprise Services Means Configurable Offerings and Pricing Plans 

 
Source: Stratecast 

Convergent billing solutions are a powerful tool for handling the monetization need 
associated with B2C services; however, they are designed to address millions of customers 
subscribing to a relatively small number of service options. Addressing the personalized 
service and pricing needs of a single customer (as with a large enterprise customer) is a 
current limitation with most of these solutions. A different approach, engineered with the 
same functional components but with an alternative business orientation and architectural 
construct, is essential for meeting the needs of enterprise data services.  

 

What Lies Beneath: B2B Services Offer Flexibility and Negotiable Pricing 
Enterprises demand personalized and individualized contracts containing service definitions and 
pricing agreements that are unique to the organization. In addition to the usage-based charges, 
defined above the waterline in Figure 1, there are additional charging requirements, noted below the 
waterline, e.g., service packaging and pricing without restrictions. Addressing these needs requires a 
flexible and configurable approach to service selection, pricing, and usage monitoring.  
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For example, a newly introduced service from AT&T, called “Sponsored Data,” allows the mobile 
network operator to not charge its mobile subscribers for certain data services—for example, 
downloading a movie from Netflix. Instead, a negotiated price for each movie download would be 
paid to AT&T by the content supplier. During the movie, consumers would see a logo that would 
let them know the data usage charges were sponsored and would not count against their data usage 
plan. These charges would likely be broken out separately on their bills. Behind the scenes, the data 
usage B2B agreement between the network operator (in this case AT&T) and content supplier 
would need controls, discounts and commitments from both parties.7  

Enterprise B2B agreements are binding business contracts that 
define the terms and conditions that an enterprise negotiates with its 
services supplier for each of its data service and applications options. 
The contract contains pricing discounts, loyalty focus, and payment 
schedules for these services. In addition, an emerging table-stakes 
requirement for any deal now is the provider’s ability to show 
consumption tracking against agreed upon terms. This level of 
tracking is essential to prevent enterprise-level bill shock8 and to 
eliminate endless manual calculations in determining how charges 
are computed, and whether they are part of an agreement. Automating such tracking capabilities 
within the regularly delivered enterprise payments invoice would save considerable 
reconciliation time for both the data services provider and the enterprise.9  

Enterprises want to negotiate contracts that define predictable pricing and that set detailed terms for 
each part of a service package. But they also want flexibility to add or remove service options, as 
their business needs change. This mindset underscores the elastic delivery requirement that 
customers expect from cloud services. As data services providers and even many network operators 
will attest, they all face competitive pressures. Enterprise customers now have several choices when 
it comes to cloud services providers, and even network connectivity operators. What often 
differentiates one supplier from another, in the eyes of the enterprise customer, is the overall 
experience with the services they buy, the prices they negotiate for those services, and the ease of 

                                                 
7 Prior to the formal announcement by AT&T of its Sponsored Data service, on January 6, 2014, the company privately 
worked with some organizations to define this concept, including Amazon in powering its Kindle e-book download 
service without charge to the consumer. At the time of AT&T’s announcement, three companies were noted as full 
participants, including: UnitedHealth will pay AT&T for its customers to access certain videos, health apps and websites 
from their mobile devices; Aquto Corp, a mobile marketing company, will let its clients use sponsored data for mobile 
ads; and Kony will help its business customers pay for employee mobile access to work-related content. See also 
http://online.wsj.com/news/articles/SB10001424052702304887104579304451794540152.  
8 Enterprise bill shock is a sudden and often unexpected increase in billing charges for products and services that are 
outside of a negotiated amount. The cause for such charges can be from the expiration of a promotional commitment, 
excessive usage of one or more contracted services by individuals within an organization, fees or taxes that were not fully 
disclosed at time of contract agreement, unexpected increases from roaming fees, or any of a number of related 
transactional events that enterprise customers engage upon. Bill shock applies not just with a network operator for 
connectivity needs, but also with an enterprise’s data services provider. Frequently, both types of service providers write 
off large amounts of money, each month, over disputed amounts. This is to minimize the potential for churn, especially 
for large enterprise customers that spend millions of dollars monthly. 
9 Omnibill addresses the contract billing needs of B2B relationships; and the Omniware Interactive Invoice solution 
addresses the invoice analysis and reconciliation process. The Omniware Interactive Invoice solution provides a unique 
way of showing the linkage between B2B charges and contract definition, in addition to delivering analytical insight 
about services consumption. Additional analysis of this tool will be provided in a future 2014 Stratecast OSS BSS report. 

http://online.wsj.com/news/articles/SB10001424052702304887104579304451794540152
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their experience with the contract negotiation and billing reconciliation processes. Without the 
necessary flexibility to define on-the-spot service combinations and pricing discounts, data services 
providers risk losing out to organizations that can meet these needs.  

Service selection flexibility and on-the-spot contract definition requirements, like the others listed 
below the waterline in Figure 1, are what many data service providers do not realize are now 
essential needs of the enterprise marketplace. Most of these providers continue to focus on capacity, 
access, and service penetration concerns. Although these business needs are important, the service 
monetization requirements will “sink the ship” if data service providers are not paying attention to 
the flexibility demanded by enterprise customers. As confidence levels build in the use of cloud 
services, business customers will regularly add and remove services, as their needs change—which 
naturally results in an exponential increase in billing complexity.  

Stratecast believes that enterprise data services providers need the business support 
infrastructure to innovate their own pricing and selling models; and that they must have the 
ability to distribute and monetize their offerings to customers and partners in a fully 
automated manner. Without this capability, these providers will struggle to meet the market 
demands of an increasing customer base, as they continuously update their customized 
business support solutions. 

Enterprise Data Services Monetization Solution Architecture 
A billing platform that can automate the individualized needs of B2B relationships—rather than the 
B2C business scenarios that so often characterize subscriber-billing—must (1) show extreme 
flexibility, and (2) rapidly address changing customer needs relative to service package definition, 
pricing agreements, and consumption tracking. Flexible B2B systems are critical for the success of 
data services suppliers and network operators alike. This is especially important if, or when, a single 
operator provides an enterprise with both network bandwidth and hosted services as a consolidated 
services supplier.  

The solution capabilities to address the monetization flexibility concerns of enterprise data services 
are currently provided by a small number of global suppliers. Shown in Figure 2 below is the 
Omniware billing solution architecture.10  It was built to accommodate an unlimited variety of billing 
scenarios for not just the communications industry, but any industry that uses measurable units to 
monetize its business needs. This includes, for example, the transportation sector, financial services 
market, digital media content segment, mobile roaming marketplace, wholesale advertising, and 
utilities industries.  

                                                 
10 Omniware Solutions Inc. (www.omniware.ca) was founded in 2004, and is a software and services company focused 
on two solution areas: Service Billing and Business Intelligence Reporting. 

http://www.omniware.ca/
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Figure 2 - Omnibill Functional Architecture 

 
Source: Omniware Solutions 

Omniware Solutions explained to Stratecast that its billing product, Omnibill®, is driven by a billing 
engine that provides user screens to give product managers and sales agents the capability to define 
their own unique service offerings and price bundling. Ramping up to meet the needs of today and 
tomorrow, multi-industry monetization requirements were iterated through the system from 2004 
through 2010 to deliver a dynamic and flexible platform, without predefined industry assumptions. 
This approach made the software solution flexible and agnostic to the unique business monetization 
needs of any industry. Through deep analysis of a supplier’s business requirements and data 
definitions, Omnibill can be customized through configuration (not through coding) to address any 
pricing or billing scenario that a data services supplier or any other industry provider needs. 

After the data services supplier defines its business policies and service pricing details within 
Omnibill, sales representatives are given online and offline access to negotiate customer 
requirements and pricing contracts. They construct service offers and pricing sheets that are tailored 
to each enterprise customer they have been assigned. The pricing sheets are created through 
automated alignment with company policy relative to promotional limits, service combinations, and 
pricing discounts. Upon arrival at the enterprise customer site, interactive negotiation with regard to 
services needed, pricing discounts and payment terms are defined directly within Omnibill, using a 
web browser, or through a client app that resides on the sales person’s tablet. If Internet access is 
not available, the offline capabilities of Omnibill will allow the sales rep to capture all data locally, 
and then automatically sync when back online. When an agreement is reached, a complete copy of 
the contract, with all the negotiated billing and pricing provisions, is automatically created and 
delivered to the customer for final agreement authorization. Stratecast believes this is a significant 
differentiator for the sale, and agreement to terms of enterprise data services. 
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As an enterprise customer consumes contracted services, details concerning usage consumption 
against contract terms are provided on an ad-hoc basis for customer inquiries. At the close of each 
billing period, an interactive invoice is created and delivered to the customer. If there is a question 
about any bill line item, Omniware explained to Stratecast that the customer could click on the line 
item in question, and calculation details for that item would appear, along with reference to the exact 
contract agreement terms that define the charge. While beyond the scope of this report, Stratecast 
believes that such an interactive invoice capability, tied to the current services contract, is another 
key Omniware solution differentiator. 

As shown in Figure 2 above, the Omniware billing solution provides multiple business functions 
including a business rules engine, rating & charging calculations for each consumption event, 
invoicing capabilities at any time during the billing cycle, contract negotiation and agreement 
capabilities, fully integrated CRM for customer notifications and interactions, partner settlements 
and compensation processing, taxation, process workflows, scheduling, product catalog, offer 
management, and an auditing function.  

These functions allow Omnibill to address all types of virtual services singly, according to the unique 
needs of an enterprise customer. As the virtual services marketplace continues to expand and grow, 
the future success of any enterprise data services supplier rests with its ability to negotiate customer 
service needs and pricing terms, accurately bill for consumed services according to those terms, 
invoice customers, collect revenue with minimized dispute, and settle with partners under the unique 
terms of each partner agreement. It must also provide these functions so that each step is auditable 
and complies with corporate governance directives.  

Stratecast believes that Omniware Solutions is well positioned to address the needs for any 
industry that must satisfy the above-mentioned customer requirements. We expect 
Omniware Solutions will be a recognizable name for the enterprise data solutions 
marketplace in the months ahead. 
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Stratecast 
The Last Word 

Cloud-based B2B services are essential for enterprise business. These virtual services have gained 
significant attention already, but will become a mainstay of business in the weeks and months ahead. 
The complexity of managing such services, and billing for them, has to do with the mixing, 
packaging, and bundling of services and service packages to address the unique business needs of 
each cloud service provider’s customers. This individualized focus is the reason why consumer-
focused billing solutions will not easily meet the changing needs of the enterprise market segment. 

While a checklist of essential B2B billing requirements is easily defined, and would be far more than 
what can be listed here, some of the most significant ones include: flexibility in allowing enterprise 
customers to select service components (bundles of mostly virtual and sometimes physical services, 
depending on the situation); and to negotiate pricing terms (discounts, usage options, and loyalty 
rewards). Support for hybrid and private cloud architectures is another essential requirement. 
Providing partner compensation matched to each service consumed is yet another. Finally, the 
ability for an enterprise to track its usage of each service option against contract definition is a must 
for long-term continuance of its relationship with any data services provider, and to prevent 
enterprise bill shock from over usage without insight. 

Many of these business requirements are presently “below the waterline” for enterprise data service 
providers. As enterprises become more comfortable with cloud services that can address critical 
business needs, they will increase the number of service add-ons and take-offs they request. This 
means the level of billing complexity for each service scenario goes up exponentially. It also means 
data service providers will need to meet these requirements rapidly, or risk losing business to those 
who can. 

Innovative billing suppliers, such as Omniware Solutions, understand this changing business 
landscape, not only within the communications industry but in other industries as well. These 
suppliers are now satisfying the complex B2B billing requirements that the virtual services world 
offers. Suppliers that can address the changing needs of the enterprise data services market for 
multiple industries are those that have engineered their solutions to address B2B business 
relationships.  

Stratecast believes that monetization support involving complex service negotiation, flexible 
pricing terms, comparison of consumption to contract-by-service, and partner 
compensation at the speed of service usage will soon bring small business and some high-
end consumers to the same virtual data services world that enterprise customers now enjoy. 
Everything-as-a-Service is soon to become an everyday reality. Monetizing such business 
strategies will be more complex than anything the billing sector has addressed before. 

 
Karl M. Whitelock 
Director Global OSS BSS Strategy 
Stratecast | Frost & Sullivan 
kwhitelock@stratecast.com  
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CONTACT US 
For more information, visit www.stratecast.com, dial 877-463-7678, or e-mail inquiries@stratecast.com. 

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, works in collaboration with clients to leverage visionary 
innovation that addresses the global challenges and related growth opportunities that will make or break 
today’s market participants. For more than 50 years, we have been developing growth strategies for the 
Global 1000, emerging businesses, the public sector and the investment community. Is your organization 
prepared for the next profound wave of industry convergence, disruptive technologies, increasing 
competitive intensity, Mega Trends, breakthrough best practices, changing customer dynamics and emerging 
economies? For more information about Frost & Sullivan’s Growth Partnership Services, visit 
http://www.frost.com. 
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