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More on markets, actors, roles 
and value networks

+ Q&A session for Home work 1 

Jan Markendahl
November 7, 2013
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Components in the telecom business
- or any business

• Networks/Infrastructure
To build and operate the networks  

• Customers
To acquire, manage and keep customers 

• Services
To develop/offer services, operate platforms

• Money 
To handle revenue streams, to make money 
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Cost structure for mobile network operator

Payments
and billing 

Customer
relations

Networks

Red
Operator

Networks Customer Administration
acquisition billing and

customer care

Investments

Running 
costs

US operators 2003-2005,by Werding 2005
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Aspects to discuss

• Actors and business roles
• Actors and business relations
• Distribution of business roles
• Value chains, value networks 

and value constellations

• Lecture on business model theories in part 2
• Per Andersson Stockholm School of Economics
• November 26, 10-12
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Two observations
• 1.There are totally different types of 

business logic within the telecom sector
A network business
A user equipment business
A service provisioning business

• 2. Wireless Internet access can be provided
By mobile operators

• That control all (most) resources 
By other cooperating actors 

• That contribute with different resources  
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Network 
vendors 

Others
Mobile Network 

Operators

Others
End-users

Vendors of 
user equipment

Providers of
applications

About actors and businesses
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Cooperation or not 
• Traditionally mobile operators

have been responsible for all
or most of the resources
(a vertically integrated value chain)
– No need to cooperate Payments

and billing 

Customer
rel mgmt

Networks

A Mobile
Operator
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Cooperation or not 
• Traditionally mobile operators

have been responsible for all
or most of the resources
(a vertically integrated value chain)
– No need to cooperate

• The vertically integrated value chain
is ”opened up” and the activities 
and resources can be controlled 
by different actors 

Payments
and billing 

Customer
rel mgmt

Networks

VISA

A hotel 

A hot spot
operator 

An example
WLAN access
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Value chains and value networks
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• Generic value chain
for provisioning of 
telecommunication 
services – a sequence?

• Value network 
(value constellation) 
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Telecom industry value system and 
groups of stake holders (Enqvist & Casey)
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Goncalves & Dobbelaere, "Business scenarios for M2M applications",
9th Int Conf on Mobile Business/9th Global mobility Roundtable, 2010
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Goncalves & Dobbelaere, "Business scenarios for M2M applications",
9th Int Conf on Mobile Business/9th Global mobility Roundtable, 2010
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Typical research questions for analysis 
of actors, roles and value networks  

What business roles can be identified?
What kind of market actors will be involved?
How can the value network be composed?
~How are the roles distributed among actors?
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My laptop at Stockholm Central Station
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Stockholm Central Station at the train to Uppsala
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Stockholm Central Station at the train to Uppsala
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Typical research questions for analysis 
of actors, roles and value networks  

What business roles can be identified?
What kind of market actors will be involved?
How can the value network be composed?
~How are the roles distributed among actors?
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Examples of business roles
The case local access provisioning

• Site operation
• Customer Acquisition
• ID & trust provisioning
• Charging & Billing
• Access provisioning
• Network operation and maintenance
• Provisioning of backbone capacity
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Facility owner Credit card company 

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
& Billing 

What actors have resources 
to take specific business roles?
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What actors have resources 
to take specific business roles?

Generic network operator  

Retailer or gas station company 
(ICA, Shell)

Site owner (Hotel, restaurant)

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
& Billing 
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Typical research questions for analysis 
of actors, roles and value networks  

What business roles can be identified?
What kind of market actors will be involved?
How can the value network be composed?
~How are the roles distributed among actors?
EXERCISE:
Come up with two proposals on how roles 
can be distributed among actors  

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
& Billing 
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Network operator takes most business roles 

Telia Homerun or  Glocalnet

Site owner 

Credit card 
company 

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
& Billing 
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The site owner takes most business roles

Train company (SJ)

Credit card company 

Mobile/satellite 
network operators

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
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Open access provided by the site owner 

Hotel 

Network operator
Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
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Shared responsibility between 
the site owner and the network operator

Credit card 
company 

Fixed network operator 

The Cloud

Railway stations, Fast food restaurants

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
& Billing 
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Cooperating private networks 
with business overlays

ISP

FON

Foneros: Owners of private WLAN networks

Provisioning 
of backbone 

capacity 

Access 
network

operation 

Access 
provisioning

ID & trust
provisioning 

Site 
operation

Customer 
Acquisition 

Charging 
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Different ways to distribute roles  

• Open access provided by the site owner 
• The site owner takes most business roles
• Shared responsibility between site owner & operator 
• Network operator takes most business roles 
• Cooperating private networks with business overlays
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Summary local access provisioning

• Different ways to provide wireless access
(the service is ”local” connectivity)

• Different type of actors (within/outside telecom)
– Network operator
– Site owner (hotel, fast food, train/bus company)
– Credit card companies

• Different types of business role groups
– Network related
– Customer related
– Payment related

• Different ways to configure the value networks
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What else can we see?

• Who is ”in charge of” the networks?

• Who is ”in charge of” the customers?
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Type of customer relation

Who operates
the network

The Site 
Owner

A network 
operator 

short term 
service based

Long term 
trust based  

The Cloud at 
McD, hotels

Internet 
on trains 

Glocalzone 

Telia
Homerun

TheCloud
and 

Telenor 

FON 

Municip. networks
with bus. overlay 

Municip. networks
operated by town  

Hotels with 
simple network
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Payment options - example GANAG 

Use short-term
business relations
1. One-time 
subscription
2. Add to 
the room bill 
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Payment options - example GANAG 

Use long-term
business 
relations
3. The mobile
phone bill or 
subscription
4. Credit cards  

Use short-term
business relations
1. One-time 
subscription
2. Add to 
the room bill 
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Vending machine and SMS payments

34

Ticket machine for parking servicesOne of the
companies
offers SMS
payments 
for parking 
tickets

2 companies
offer mobile
parking
subscriptions
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Actor map for the case of Mobile 
parking subscriptions  

Mobile 
operators

End users

Parking Operator

EasyPark Credit card
Companies 
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Actor map for the case of SMS tickets 
for parking services 

Mobile 
operators

End users

Parking Operator

MBLOXEasyPark
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Mobile 
operatorsUnwire

End users

Local transportation company
(e.g. SL)  

Actor map for the case of SMS tickets 
for local transporation (SL)  
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Example of business roles and actors
- SMS parking tickets

Mobile operators
Aggregation

of SMS traffic

Charge
user account

Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
payments

Issue ticket

Manage ticket 
database

Validate ticket 

Distribute
payments

Mobile operators
Aggregation

of SMS traffic

Charge
user account

Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
payments

Issue ticket

Manage ticket 
database

Validate ticket 

Distribute
payments
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Mobile operators
Aggregation

of SMS traffic

Charge
user account

Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
payments

Issue ticket

Manage ticket 
database

Validate ticket 

Distribute
payments
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Charge
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Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
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Manage ticket 
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Validate ticket 

Distribute
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Unwire

Local transportation

Mobile operators
Aggregation

of SMS traffic

Charge
user account

Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
payments

Issue ticket

Manage ticket 
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Validate ticket 

Distribute
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Mobile operators
Aggregation

of SMS traffic

Charge
user account

Mobile parking payment
provider (EasyPark)

Service provider
(EuroPark, Stockholm stad, etc) 

Aggregator ( MBLOX )

Send charging
request

Transfer 
payments

Issue ticket

Manage ticket 
database

Validate ticket 

Distribute
payments

Unwire

Local transportation

Example of business roles and actors
- SMS tickets for bus and subway
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Actor map for SMS ticket services 

Consumers

Subway or 
bus company

Mobile 
service
provider

Mobile 
operators 

Consumers

Subway or 
bus company

Mobile 
service
provider

Mobile 
operators 

Consumers

Parking operator

Mobile 
service
provider

Mobile 
operators 

Consumers

Parking operator

Mobile 
service
provider

Mobile 
operators 
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Actor maps for Parking subscriptions 
and ”separate charging” services

Consumers

Merchant or 
service provider

Provider of
separate charging

service

Mobile 
operators 

Banks and
credit card
companies

Consumers

Merchant or 
service provider

Provider of
separate charging

service

Mobile 
operators 

Banks and
credit card
companies

Consumers

Parking operator

Mobile parking
payment
provider

Mobile 
operators 

Banks and
credit card
companies

Consumers

Parking operator

Mobile parking
payment
provider

Mobile 
operators 

Banks and
credit card
companies
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Actor map for Payex Mobil 

Banks and
credit card
companies

Consumers

Merchants and
Service providers

Payment
provider

Banks and
credit card
companies

Consumers

Merchants and
Service providers

Payment
provider
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Now something completely 
different
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Home work 1: Country study 

THE TASK
• Each of you will get a country to analyze
• Describe the mobile telecom market i country X

– Identify key actors and their characteristics
– Identify the main challenges for the key actors

• Prepare written report according to guideline

• Send draft version for review
• Review other reports

• Prepare short oral presentation and slides 
• Prepare the final report
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Home work 1: Country study 

WHAT TO DO 
• Deadlines for review, draft/final report->KTH social

• Prepare a 3-5 minute presentation with 2 slides
• 1 about ”your” country and the market
• 1 about the most important challenges

• Send the slides to janmar@kth.se
• Latest November 13 at 14.59

• Oral presentation at seminar
Thursday November 14, 08:00-12:00
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How to look for information

• Look at regulator web pages for market 
overviews, activity reports, consultations

• Examples 
– Sweden www.pts.se
– Thailand http://www.ntc.or.th/TTID/

• Find operator webpages and look for 
– annual reports 
– Investor relations web pages and presentations 

• Check the ITU web page, see the link below
”Statistics” and ”publications”  

http://www.itu.int/en/ITU-D/Statistics/Pages/stat/default.aspx
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About challenges:
Think about the three ”C´s”
consumers, competition and cost

• Can we identify problems for  consumers?
– High prices
– Bad service availability or quality

• Can we identify problems for the society?
– No or low broadband penetration
– No mobile broadband

• What is the focus of the regulator?
– To ”control” big actor(s)
– To ensure fairness
– To support market entry 
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Example 1. Prices for voice calls in Nordic countries
- why did prices at Iceland increase? 
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Example 2. Prices for voice calls in India
+ market structure  

• In India 10-14 operators in each region
• Number of Voice minutes per subscriber = 10 x Sweden
• Minute price for voice calls =  Sweden /10
• Many low ARPU users

 High level of competition
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Example 3. Penetration of mobile vs fixed broadband
- why is there high/low MBB penetration?
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Example 4. Spectrum allocation
• What is the impact on the competition on the MBB 

market depending on how spectrum is allocated
• 800 MHz auction in Sweden

– In total 2*30 MHz
– Caps 20 or 10 MHz?
– Operators can get 20, 10, 5 or nothing

• What is the impact for operators on 
• network costs?
• service offer?
• Market position
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Example 3 (cont´d): Sweden
3G/4G spectrum allocation 

Operator 2.1 GHz 2.6 GHz 800 MHz
Telia 0 20 MHz 10 MHz
Tele2 15->20 MHz 20 MHz
Telenor 15->20 MHz 20 MHz 10 MHz
Tre (3) 15->20 MHz 10 MHz 10 MHz
Orange 15-> 0 MHz - -



27

53

Review Groups

• Group A
Belarus, Iran, 
Ukraine, Turkey

• Group B
Argentina, Brazil 
Colombia, Mexico

• Group C
Egypt, Kenya,
Nigeria, Sudan

• Group D
Australia, France, 
Germany, UK

• Group E
Estonia, Denmark
Finland, Norway

• Group F
Austria, Greece,
Ireland, Portugal
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About review of the homework reports 
• Below is a short check list with key aspects to 

consider when reviewing the HW reports
• Are the key aspects of the analysis covered?
• Is there a relevant methodology section?
• Are the results and analysis clearly described

and supported by a convincing argumentation?
• Is the report OK when it comes to layout, 

presentation style and language 
• Are there sections with “cut and paste” material 

from webpages, reports, etc?
• Are relevant references used?
• Is there any self-assessment and is it relevant?

• Each student should reviews 2 other students
• Send your reviews to all in the review group 

and to Jan (janmar@kth.se)


