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Changing attitudes to B2B market
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In the past, 

telecommunication companies 

gave less attention to the B2B 

market owning to its thinner 

margins and smaller revenues. 

This was due to legacy 

technology and the complexity 

of delivering enterprise grade 

services, traditionally based 

on hardware and offering 

fixed communication 

services… think PBX (private 

branch exchange).

Thinner margins, smaller revenues? 

Global communication revenues, 2014-2021 

Source: Ovum



© 2019 TM Forum | 5

• Yet, as we see global communications revenues stagnating… we are now seeing a shift in this 

thinking as forecasts for B2B show that growth is to outpace B2C.

• The global B2B telecommunication market is projected to register an impressive growth 

at a double-digit CAGR of 13.6% during 2016 to 2026, to surpass US$ 100 Bn by 

2026 end. The market is anticipated to reflect an absolute $ opportunity 

surpassing US$ 77 Bn by 2026 (Source FMI) 

• Yet, due to under investment in B2B Units, need to shift their resources, 

talent and technologies, improve their operations and experience to 

take a slice of the B2B opportunity and keep new, more agile, 

OTT players out of the way. 

B2B  growth to outpace B2C… 
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Sizing the opportunity in the B2B 

Platform  -DTI research estimates 

the cumulative socio-economic 

impact of digital transformation at 

$100 trillion between 2016 and 

2025. It found that just over half 

of the initiatives relied on the 

enabling capabilities of B2B 

platforms, and that there is an 

estimated $10 trillion in value that 

the B2B platform economy could 

generate for business and society 

through 2025.  (Source: WEF) 

New technologies and digital transformation is accelerating the 
B2B opportunities … Dawn of the platform economy 
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Good news… Telco's are pursuing new opportunities to diversify 
away from their core comms business… 
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New technologies are enabling innovation and delivering new enterprise services, faster, cheaper and more efficiently 

Pick your flavour….

What’s enabling it?

Cloud 

NFV 

5G AI 

Automation

SD-WAN 
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Digital native businesses do it differently… 

But it is not only about technology… we need to do business 
differently – Think and act differently 
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Readiness to deliver requires rethinking across your business… 

Strategy 

Culture 

Party 

Operations 

Data 

Technology
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• The typical buying group for a 

complex B2B solution involves six 

to 10 decision makers‚ each armed 

with four or five pieces of 
information they’ve gathered 

independently and must deconflict 

with the group. At the same time, 

the set of options and solutions 

buying groups can consider is 
expanding as new technologies, 

products, suppliers and services 

emerge.

• These dynamics make it 

increasingly difficult for customers 

to make purchases.

Enterprises find the B2B buying journey hard… 
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Japan in focus 
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Japan’s contribution to the global 

B2B telecommunications market 

value is estimated to be over US 

$15 billion by the end of 2026, 

which will be approximately US $3 

billion higher than the value of the 

B2B market place in Western 

Europe… but unlocking that 

opportunity can be hard …

A $15 billion opportunity … 



© 2019 TM Forum | 14

Enterprise IoT Survey…. 81 different respondents across 10 verticals 

16%

16%

12%

10%

7%

6%

11%

11%

5%

5%

0% 2% 4% 6% 8% 10% 12% 14% 16% 18%

Automotive/Transport/Fleet/Logistics

Manufacturing/Industrial (including construction)

Retail (including hospitality)

Financial services (including payments, insurance)

Public sector (non-healthcare)

Energy, utilities, and resources

Consumer electronics

Healthcare

Agriculture and environment

Pharma

Which industry best describes your organization's primary area of business? 

Proportion of respondents 

Source: Ovum IOT 

Enterprise Survey 
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B2B IoT space in Japan… Service providers 
are not the “go-to” provider …  In fact it is rather fragmented.. 

An enterprise IT vendor 

(e.g., Cisco, IBM)
32%

A systems integrator 

(e.g., Accenture, Tech 
Mahindra)

26%

A communications service provider or 

telco (e.g., BT, Vodafone)
8%

An enterprise applications 

provider (e.g., salesforce.com, 
Oracle)

6%

An industry vertical or industrial specialist 

(e.g., Philips, Bosch, GE)
12%

A specialist IoT 

applications or solutions 
provider

6%

Not sure

10%

TitleWho is the main party providing your IoT solution/who would you go to first for your IoT solution?

Source: Ovum IOT 

Enterprise Survey 
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But service providers do have a lot of solutions to the 
problems enterprises are facing 
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SPs have the potential attributes enterprises most value 

22%

15%

25%

17%

15%

15%

10%

9%

14%

7%

15%

32%

44%

30%

41%

31%

36%

35%

35%

37%

36%

32%

33%

32%

40%

30%

46%

37%

38%

41%

26%

42%

43%

10%

9%

6%

10%

9%

11%

15%

15%

21%

15%

6%

2%

0%

0%

2%

0%

1%

2%

1%

2%

0%

4%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Connectivi ty/reach of network

Supports/integrates with multiple IoT technology

options

Best-in-class technology (or technology partners)

Consulting and planning skills

Demonstrated experience in our industry vertical

Architecture and design skills

Pre-existing integration with our cloud services

provider

Breadth of product set

Previous experience working with our company

Flexibil ity of commercial models

Global scale

Title

Essential 4 3 2 Unimportant

When looking for an IoT supplier, what attributes do you most value?

Source: Ovum IOT Enterprise Survey 
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The opportunity awaits… the majority of companies 
are still only in trial mode… 

Trialing

51%
Rolling out

39%

Full deployment

10%

TitleQ7. Is your organization already planning or deploying IoT projects?

Source: Ovum IOT 

Enterprise Survey 
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Where are Japanese Enterprises looking to deploy IoT solutions? 

27%

12%

41%

32%

21%

27%

32%

17%

0% 5% 10% 15% 20% 25% 30% 35% 40% 45%

Remote monitoring

Operations optimization or automation

Customer management/customer
experience optimization

Workforce management / optimization

Predictive maintenance

Asset tracking

Fleet management

Environmental or energy management

Proportion of respondents
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• Truly become a more agile player – agility doesn’t only effect operations but the whole company 

from people, processes, operations, technology, culture and having access to the right data. 

Company needs to digitally transform and be ready to do business differently in order to compete 

with more nimble, hyper-scale companies. 

• Create the right culture – this is one of the major factors holding CSPs back

• Make the buying experience easier – 77% of people saw the buying experience difficult. 

• Need to ensure you are investing in and embracing the latest technologies and virtualization –

Cloud, AI, virtualisation and automation are gamechangers in enterprise services.

• Need to move from siloed technology stacks, to an architecture which is loosely coupled, data 

driven, flexible, using APIs and is increasingly managed using artificial intelligent and machine 

learning

• Partner – partner with the right companies who have the right expertise. You can’t do this alone. 

So… the opportunity is there, but if you want a slice of the $15 
billion opportunity, you need to: 
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TM Forum can help guide you on that transformation journey 
with an industry standard and agreed maturity model 
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TM Forum’s Digital Maturity Model

5 Dimensions + 24 Sub-Dimensions + 110 (Full Model) / 56 (Lite Model) specific digital criteria

5 Dimensions

24 

Sub-Dimensions

110 / 56 Criteria 

Questions

Customer Engagement

Customer Experience

Customer Trust and 

Perception

Customer Insights & 

Behaviour

Portfolio Innovation

Strategic Management

Brand Management

Ecosystem Management

Market Intelligence

Finance & Investment

Connectivity

Security

Technology Architecture

Emerging Technology and 

Applications

Delivery Governance

Data Management

Smart Process 

Management

Agile Change 

Management

Real-time insights and 

analytics

Integrated Service 

Management

Leadership and Culture

Standards and 

Governance

Employee Enablement

110 / 56 specific digital criteria to test your organizational maturity

Strategy Technology
Culture, People

Organization

Customer Strategy Technology Operations Culture

Business Assurance
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The delegates speak: Survey Results 
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How important is digital transformation to your organisation 
currently?

83%

17%

0%

0%

Very important Somewhat important Neutral Not at all important
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What is the status of your digital transformation programme?

30%

60%

10%

0%

What is the status of your digital transformation programme?

We are in the planning phase We are just starting implementation, but it’s still early

We are well  along and reaping the significant benefits Transformation is unnecessary for  success
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Do you have a specific, dedicated transformation program for your 
enterprise line of business?

25%

75%

Do you have a specific, dedicated transformation program for 

your enterprise line of business?

Yes No
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How much is your organization investing in B2B solutions?

25%

0%

25%

50%

How much is your organization investing in B2B solutions?

Less than $25 million $26 to $50 mil lion $51 to $100 million More than $100 mil lion
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What are the main use cases you’re considering in the 5G era?

0 10 20 30 40 50 60 70

Private B2B network

Fixed wireless access

Gaming

Robotics - industry

Health - industry

VR - conference call
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In your enterprise line of business, which of the followings would 
be considered as part of your digital transformation project

0 10 20 30 40 50 60 70 80

Digitalizing enterprise customer engagement from the sales to support

Automating and orchestrating the backend service fulfillment process

Leveraging partners to build out new innovative offering for your enterprise customers

Making your network more agile and open using NFV and SDN

Upgrading your bi lling system

Deploying the B2B customer 360 view in all channels

Modernizing your finance systems
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Do you have end-to-end ICT solutions for the following verticals

0 10 20 30 40 50 60

Healthcare - No

Healthcare - No, but we are bui lding one

Healthcare - Yes

Automotive - No

Automotive - No, but we are building one

Automotive - Yes

Insurance - No

Insurance - No, but we are building one

Insurance - Yes

Retail - No

Retail - No, but we are building one

Retail - Yes

Energy / utili ties - No

Energy / utili ties - No, but we are building one

Energy / utili ties - Yes

Other (please specify)
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Do you have end-to-end ICT solutions in the following product 
areas?

0 10 20 30 40 50 60 70 80 90 100

IoT - No

IoT - Yes

Cloud - No

Cloud - Yes

Security - No

Security - Yes

SD-WAN - No

SD-WAN - Yes

Data center hosting - No

Data center hosting - Yes

Unified communication - Yes
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Thank you 


