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Unleashing the
Al-MVNO Revolution

Market Roadmap Report

Al-Powered Innovations Unlocking New
Revenue Frontiers for Virtual Operators

The mobile virtual network operator (MVNO) market is undergoing a transformative shift,
propelled by evolving consumer demands, technological innovation, and an increasingly
competitive telecommunications landscape.

As traditional mobile network operators (MNOs) face saturation in mature markets, MVNOs are
seizing the opportunity to carve out lucrative niches by offering tailored services, competitive
pricing, and enhanced customer experiences. This report delves into the untapped revenue
opportunities that MVNOs are poised to unlock, spotlighting the trends driving their growth and
the strategic advantages they hold in an era of digital disruption.




Executive Overview

The telecommunications industry stands at a pivotal juncture, where stagnation among
traditional mobile network operators (MNOs) has opened the door for mobile virtual network
operators (MVNOSs) to redefine the competitive playbook.

Unlike their infrastructure-heavy counterparts, MVNOs operate without owning physical
networks, instead leasing capacity from MNOs to deliver agile, customer-centric services. This
lean model has fueled their ascent, enabling them to adapt swiftly to market shifts and capitalize
on underserved segments.

In 2025, the global MVNO market is witnessing unprecedented momentum, driven by a
confluence of factors: saturated subscriber bases in developed regions, rising demand for
flexible and affordable mobile plans, and the proliferation of digital-first consumers who prioritize
value over brand loyalty.

From leveraging artificial intelligence (Al) to optimize operations and personalize offerings, to
harnessing advancements in 5G and loT connectivity, MVNOs are not merely riding the wave of
change—they are shaping it. Drawing on fresh insights and emerging data, this analysis
explores how these agile players are redefining the telecom ecosystem and capitalizing on
cutting-edge technologies to deliver value in ways that traditional carriers cannot.
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Section 1: The Rise of MVNOs in a Shifting Telecom Landscape

What sets today’s MVNOs apart is their ability to turn constraints into opportunities. Freed
from the burden of maintaining costly infrastructure, they channel resources into innovation,
branding, and niche targeting. From budget-conscious prepaid plans to specialized offerings
for loT devices, gaming enthusiasts, or eco-conscious users, MVNOs are tapping into
revenue streams that traditional carriers have overlooked. Recent estimates suggest that
the global MVNO market could exceed $130 billion by 2030, with compound annual growth
rates outpacing those of legacy operators in key regions like North America, Europe, and
Asia-Pacific. This growth is not merely a byproduct of market dynamics—it’s a testament to

MVNOs’ strategic evolution.

At the heart of this rise lies a fundamental shift in consumer behavior. Today’s mobile users
crave personalization, seamless digital experiences, and cost efficiency—demands that
MVNOs are uniquely positioned to meet. By leveraging partnerships with MNOs, they gain
access to robust 5G networks without the capital expenditure, allowing them to focus on
differentiation. Meanwhile, the integration of artificial intelligence (Al) is amplifying their
capabilities, from predictive analytics that optimize pricing strategies to chatbots that
enhance customer support. These advancements are not just operational enhancements;
they are the building blocks of a new revenue paradigm. As MVNOs harness technology to
anticipate trends and deliver tailored solutions, they are not only competing with

MNOs—they are rewriting the rules of engagement in the telecom arena.
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The Impact of Al on MVNOs: Revolutionizing OSS Platforms

Artificial Intelligence (Al) is emerging as a game-changer for Mobile Virtual Network
Operators (MVNOs), amplifying their ability to compete in a crowded telecommunications
market. Unlike Mobile Network Operators (MNOs), MVNOs rely heavily on operational
efficiency and customer-centric innovation to thrive, given their lack of physical network
infrastructure. At the core of this operational backbone are Operational Support Systems
(OSS)—the software platforms that manage critical functions like billing, customer
relationship management (CRM), provisioning, and network monitoring. Al's integration into
these OSS platforms is not just an enhancement; it's a transformative force that streamlines
processes, reduces costs, and unlocks new revenue potential. Below, we explore how Al is

reshaping MVNOs’ OSS ecosystems and bolstering their business model.

1. Enhanced Automation and Efficiency
OSS platforms handle a multitude of repetitive tasks—think service activation, billing

updates, or network usage tracking. Traditionally, these processes required manual
oversight or rigid rule-based systems, leaving room for errors and delays. Al introduces
intelligent automation, leveraging machine learning (ML) algorithms to optimize workflows.
For instance, Al can predict peak provisioning demands based on historical usage patterns,
automatically scaling resources without human intervention. This reduces operational
overhead—a critical advantage for MVNOs operating on thin margins—and ensures

seamless service delivery, even during traffic surges.

2. Real-Time Network Optimization
While MVNOs don’t own networks, they must monitor leased capacity to ensure quality of

service (QoS) for their customers. Al-powered OSS platforms can analyze real-time data
from MNO partners, identifying bottlenecks or degradation in network performance before
they impact users. Predictive analytics can flag potential issues—Ilike congestion during

major events—and suggest adjustments, such as rerouting traffic or negotiating additional
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capacity. This proactive approach not only improves customer satisfaction but also

strengthens MVNOS’ leverage in wholesale agreements with MNOs.

3. Personalized Customer Experiences
MVNOs differentiate themselves through tailored offerings, and Al supercharges this

capability within OSS platforms. By integrating Al-driven CRM modules, MVNOs can
analyze subscriber data—usage habits, preferences, and churn risk—to deliver
hyper-personalized plans. For example, an Al system might detect a customer’s heavy
streaming activity and automatically recommend a data-heavy plan with a bundled video
service discount. Natural Language Processing (NLP) chatbots, embedded in OSS, can
handle inquiries 24/7, resolving issues like billing disputes faster than human agents. This

level of personalization and responsiveness builds loyalty, a key driver of revenue growth.

4. Dynamic Pricing and Billing Precision
Billing accuracy is a make-or-break factor for MVNOs, as errors can erode trust and

profitability. Al enhances OSS billing systems by enabling dynamic pricing models that
adapt to real-time market conditions or customer behavior. Machine learning algorithms can
analyze competitor pricing, demand elasticity, and usage trends to suggest optimal
rates—say, offering a temporary discount to retain a high-value customer flagged as a churn
risk. Additionally, Al minimizes billing disputes by cross-referencing usage data with plan

terms, ensuring transparency and reducing costly manual reconciliations.

5. Fraud Detection and Security
MVNGOs, like all telecom players, face risks from subscription fraud, account takeovers, and

unauthorized usage. Al fortifies OSS platforms with advanced anomaly detection, spotting
irregular patterns—such as sudden spikes in international calls from a prepaid
account—that might indicate fraud. By integrating with security protocols, Al can trigger
instant alerts or suspend suspicious accounts, protecting both revenue and customer trust.
This capability is especially vital as MVNOs expand into loT markets, where millions of

connected devices heighten vulnerability.
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6. Scalability for Emerging Opportunities
The rise of 5G and loT presents MVNOs with new frontiers, from smart city partnerships

to connected vehicle services. Al-enhanced OSS platforms provide the scalability needed to
manage these complex, high-volume use cases. For instance, Al can orchestrate the
provisioning of thousands of IoT devices simultaneously, ensuring they connect seamlessly
to leased 5G networks. It can also predict maintenance needs for industrial 10T clients,
bundling these insights into value-added services. This adaptability positions MVNOs to

capture lucrative B2B markets without overhauling their core systems.

7. Cost Reduction and Competitive Edge
By automating routine OSS tasks, optimizing resource allocation, and minimizing churn, Al

slashes operational costs—a lifeline for MVNOs competing against MNOs’ scale. These
savings can be reinvested into marketing, customer acquisition, or tech innovation,
amplifying their competitive edge. Moreover, Al-driven insights allow MVNOs to negotiate
better terms with MNOs, using data to prove their value as high-performing partners rather

than mere resellers.

The Bigger Picture
Al's impact on MVNOs’ OSS platforms transcends incremental gains; it redefines their

operational DNA. By transforming these systems into intelligent, adaptive hubs, Al
empowers MVNOs to deliver superior service at lower costs while pivoting swiftly to seize
market opportunities. As 5G adoption accelerates and consumer expectations evolve,
MVNOs with Al-optimized OSS will not only survive the telecom shakeout—they’ll lead it.
This technological leap ensures that MVNOs remain agile disruptors, turning their

lightweight model into a powerhouse of innovation and profitability.
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New Digital Services Enabled by Al-Optimized OSS Platforms
for MVNOs

The integration of Al into Operational Support Systems (OSS) equips Mobile Virtual

Network Operators (MVNOs) with the tools to launch innovative digital services that

transcend traditional mobile offerings. These services leverage real-time data, predictive

analytics, and automation to meet evolving consumer and business demands, particularly in

the context of 5G, 10T, and digital ecosystems. Below, we define these new services and

explore business model scenarios for the virtual operators bringing them to market.

New Digital Services Enabled by Al-Optimized OSS Platforms
1. Hyper-Personalized Mobile Bundles

O

Description: Al analyzes subscriber behavior (e.g., app usage, location
patterns, peak hours) to craft bespoke plans in real time. Examples include a
"night owl" package with unlimited data from midnight to 6 a.m. or a "gamer’s
delight" bundle with low-latency 5G and gaming perks.

OSS Role: Predictive analytics and dynamic billing adjust offerings on the fly,
while CRM integration ensures seamless delivery and support.

Value Proposition: Boosts customer retention by aligning services with
individual lifestyles, increasing average revenue per user (ARPU).

2. loT-as-a-Service for Smart Industries

@)

Description: MVNOs provide connectivity and management for loT
ecosystems—think smart agriculture (soil sensors), logistics (fleet tracking),
or healthcare (remote patient monitoring). Bundled analytics and
maintenance alerts add value.

OSS Role: Al scales provisioning for thousands of devices, monitors usage,
and predicts failures, all managed through a unified platform.

Value Proposition: Targets B2B clients with turnkey solutions, opening
high-margin enterprise revenue streams.

3. Content-Driven Connectivity

e}

Description: Partnerships with streaming, gaming, or e-learning platforms
allow MVNOs to offer zero-rated or subsidized access to specific content,
bundled with tailored data plans (e.g., "Netflix Nights" with 10GB for
streaming).

OSS Role: Al tracks content consumption to refine bundles, while billing
systems seamlessly integrate partner fees and promotions.
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o Value Proposition: Appeals to digital natives and cord-cutters, enhancing
brand differentiation and stickiness.
4. Dynamic Roaming Solutions
o Description: Al-powered OSS enables real-time roaming packages for
travelers, adjusting rates based on location, duration, and usage (e.g., a
24-hour data pass auto-activated upon landing).
o OSS Role: Al predicts travel patterns and negotiates instant wholesale deals
with foreign MNOs, reflected in agile billing.
o Value Proposition: Simplifies international connectivity, capturing revenue
from frequent travelers and tourists.
5. Sustainability-Focused Plans
o Description: Eco-conscious plans offset carbon footprints via partnerships
(e.g., tree-planting initiatives) or incentivize low-data usage with discounts,
appealing to green-minded consumers.
o OSS Role: Al calculates usage footprints and integrates third-party
sustainability metrics into billing and CRM.
o Value Proposition: Builds brand loyalty among environmentally aware
demographics, a growing market segment.

Business Model Scenarios for Virtual Operators
The entities acting as MVNOs to bring these services to market can vary, each leveraging

the Al-optimized OSS platform in distinct ways. Below are three plausible scenarios,

exploring who the virtual operator might be and how they structure their business model:

1. Scenario 1: Tech-Driven Startup MVNO

o Operator: A nimble tech startup with expertise in Al and digital services.

o Business Model: Operates as a "pure-play" MVNO, focusing on
software-driven differentiation rather than physical assets. They license the
Al-optimized OSS platform from a vendor, lease 5G capacity from an MNO,
and target urban millennials with content-driven bundles and personalized
plans.

o Revenue Streams: Subscription fees, premium add-ons (e.g., gaming
latency boosts), and content partner commissions.

o Advantages: Agility and innovation speed, unencumbered by legacy
systems.

o Challenges: Limited brand recognition and reliance on MNO partnerships for
network quality.

2. Scenario 2: Retail or Media Brand MVNO
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Operator: An established retail chain (e.g., Walmart) or media company
(e.g., Disney) repurposing its customer base as an MVNO.

Business Model: Leverages existing loyalty programs and distribution
channels to cross-sell digital services. The OSS platform integrates with their
CRM to bundle mobile plans with retail perks (e.g., discounts) or media
content (e.g., Disney+ access). They negotiate bulk wholesale deals with
MNOs to keep costs low.

Revenue Streams: Mobile subscriptions, upselling branded content/services,
and data-driven advertising insights.

Advantages: Massive customer reach and trust, plus cross-marketing
synergies.

Challenges: Requires telecom expertise and potential resistance from
traditional MNO competitors.

3. Scenario 3: MNO Spin-Off MVNO

e}

Operator: A subsidiary or spin-off of an existing MNO, designed to target
niche markets without cannibalizing the parent’s core offerings.
Business Model: The MNO deploys its own Al-optimized OSS to run the
MVNO, using excess network capacity to offer loT-as-a-Service or
sustainability plans. The MVNO operates under a distinct brand to avoid
overlap, focusing on enterprise clients or eco-conscious consumers.
Revenue Streams: B2B contracts, consumer subscriptions, and
intra-company capacity leasing fees.

Advantages: Access to parent MNO’s infrastructure and expertise, reducing
startup costs.

Challenges: Balancing independence with parent company priorities and
avoiding internal competition.

Strategic Implications
These Al-enabled digital services and business models underscore MVNOSs’ shift from

cost-driven resellers to value-driven innovators. The OSS platform acts as the linchpin,

enabling startups to disrupt, retailers to diversify, and MNO spin-offs to experiment—all

while meeting diverse market needs. The choice of operator depends on goals: startups

prioritize agility, brands leverage scale, and MNO spin-offs optimize existing assets.

Regardless of the model, Al's role in OSS ensures MVNOs can scale these services

efficiently, delivering tailored value that traditional MNOs struggle to match. As 5G and loT
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adoption accelerate, the virtual operators who master this convergence will redefine

telecom’s future.
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Explaining loT-as-a-Service

loT-as-a-Service (loTaaS) is a business model where a provider delivers a comprehensive,
subscription-based solution for deploying, managing, and scaling Internet of Things (loT)
ecosystems, tailored to the needs of businesses or consumers. It combines connectivity,
hardware, software, and analytics into a single, managed service, eliminating the complexity
and upfront costs typically associated with building loT solutions from scratch. For Mobile
Virtual Network Operators (MVNOs), loTaaS represents a powerful opportunity to leverage
their Al-optimized Operational Support Systems (OSS) and leased network capacity to
enter high-growth markets like smart cities, industrial automation, and connected

healthcare.

Core Components of loT-as-a-Service
loTaaS integrates several layers into a seamless package:

1. Connectivity: Reliable, scalable network access (e.g., 4G, 5G, or LPWAN like
NB-IoT) to link loT devices to the cloud or central systems.

2. Device Management: Provisioning, monitoring, and maintenance of loT devices,
often via a centralized platform.

3. Data Processing and Analytics: Real-time data collection, analysis, and actionable
insights, powered by Al and machine learning.

4. Applications: Customizable software or dashboards that deliver value to end users,
such as tracking tools or predictive maintenance alerts.

5. Security: End-to-end encryption, authentication, and anomaly detection to
safeguard devices and data.

Rather than selling these components separately, loTaaS bundles them into a
subscription—typically charged per device, per month, or based on data usage—making it

accessible to clients without in-house IoT expertise.

How It Works in Practice
Imagine a logistics company adopting loTaaS from an MVNO:

e Deployment: The MVNO provides pre-configured sensors for the company’s fleet of
trucks, connected via leased 5G networks.
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Management: The MVNO’s OSS platform activates and monitors these devices,
ensuring they stay online and functional.

Insights: Al analyzes GPS, fuel usage, and driver behavior data, delivering real-time
route optimization and maintenance alerts.

Billing: The logistics firm pays a flat monthly fee per truck, avoiding the need to
invest in servers, software, or telecom engineers.

The MVNO handles the technical heavy lifting, allowing the client to focus on their core

business while benefiting from loT-driven efficiencies.

Benefits of loT-as-a-Service

Cost Efficiency: No large upfront CapEx for hardware or infrastructure; clients pay
as they scale.

Simplicity: Turnkey solution reduces technical complexity, ideal for small businesses
or industries new to loT.

Scalability: Easily add or remove devices as needs change, supported by Al-driven
OSS automation.

Customization: Tailored analytics and applications meet specific use cases (e.g.,
smart agriculture vs. retail inventory).

Speed to Market: Rapid deployment compared to building bespoke loT systems.

Why MVNOs Are Well-Suited for loTaaS
MVNOs, with their lean operations and Al-enhanced OSS platforms, are uniquely positioned

to offer loTaaS:

Network Access: They lease robust 5G or LPWAN capacity from MNOs, ideal for
low-power, high-volume IoT deployments.

Agility: Their software-centric model allows quick adaptation to diverse industries,
from healthcare wearables to smart metering.

Al Integration: Predictive analytics and automation within OSS optimize device
management and data insights, a key selling point.

Niche Focus: MVNOs can target specific verticals (e.g., agriculture, logistics) that
MNOs might overlook due to their broader scope.

Example Use Cases

1.

Smart Cities: An MVNO offers loTaaS to municipalities, managing traffic sensors, air
quality monitors, and waste bin trackers, with analytics to reduce congestion and
emissions.
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2. Industrial loT: A manufacturer uses loTaaS for machine monitoring, with the
MVNO providing sensors and predictive maintenance alerts to minimize
downtime.

3. Consumer loT: An MVNO bundles smart home devices (e.g., thermostats, security
cameras) with connectivity and a user-friendly app, marketed as a lifestyle service.

Challenges and Considerations

e Dependency on MNOs: Network quality relies on the host MNO, requiring strong
wholesale partnerships.

e Security Risks: Managing thousands of devices increases exposure to
cyberattacks, necessitating robust safeguards.

e Competition: MNOs and cloud giants (e.g., AWS, Microsoft) also offer 0T services,
challenging MVNOs to differentiate via pricing or specialization.

The Bigger Picture
For MVNOs, loT-as-a-Service transforms their role from connectivity resellers to end-to-end

solution providers. By leveraging Al-optimized OSS, they can manage vast loT networks
efficiently, delivering value-added services that drive recurring revenue. This shift taps into
the projected growth of the loT market—expected to surpass $1 trillion globally by
2030—positioning MVNOs as key players in the digital economy. loTaaS isn’t just a service;
it's a strategic pivot that aligns MVNOs with the future of connected ecosystems, from smart

industries to everyday life.
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Exploring Smart City loT: MVNOs Selling loT-as-a-Service to
Government Customers

Smart city initiatives are revolutionizing urban living by integrating Internet of Things (loT)
technologies to enhance efficiency, sustainability, and quality of life. For Mobile Virtual
Network Operators (MVNOs), offering loT-as-a-Service (loTaaS) tailored to smart city
applications presents a lucrative opportunity to serve government
customers—municipalities, regional authorities, and public agencies. Leveraging their
Al-optimized Operational Support Systems (OSS) and leased network capacity, MVNOs
can deliver scalable, turnkey solutions that address pressing urban challenges. This section
explores the scope of smart city loT, the specific services an MVNO can provide, and the

dynamics of selling to government clients.

The Scope of Smart City loT
Smart city loT involves deploying interconnected devices—sensors, cameras, and

actuators—across urban infrastructure to collect data and enable real-time decision-making.

Key areas include:

Transportation: Traffic sensors, smart parking, and public transit tracking.
Environment: Air quality monitors, water management systems, and waste
collection optimization.
Energy: Smart grids, streetlight controls, and renewable energy integration.
Public Safety: Surveillance cameras, emergency response systems, and crowd
monitoring.

e Citizen Services: Digital kiosks, Wi-Fi hotspots, and e-governance platforms.

For governments, the goal is to improve resource allocation, reduce costs, and meet
sustainability targets (e.g., carbon neutrality by 2050), all while enhancing resident
satisfaction. loTaaS from an MVNO can bundle connectivity, device management, and
analytics into a single service, making it an attractive proposition for cash-strapped public

entities.

Smart City loT Services Offered by MVNOs
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An MVNO selling loTaaS to government customers can provide the following tailored

solutions, powered by their Al-enhanced OSS platforms:

1. Traffic and Mobility Management

o Service: Sensors on roads and intersections track vehicle flow, while Al
predicts congestion and optimizes traffic signals. Smart parking systems
guide drivers to available spots via mobile apps.

o OSS Role: Real-time data aggregation and predictive analytics adjust signal
timings; automated provisioning scales sensor networks across districts.

o Government Benefit: Reduced traffic delays, lower emissions, and improved
urban mobility.

2. Environmental Monitoring and Waste Optimization

o Service: Air quality sensors measure pollutants, water sensors detect leaks,
and smart bins signal when full, optimizing collection routes.

o OSS Role: Al analyzes environmental data for trends (e.g., pollution spikes)
and schedules waste pickups dynamically, integrated with municipal
dashboards.

o Government Benefit: Cleaner air, efficient resource use, and compliance
with green regulations.

3. Energy Efficiency and Smart Lighting

o Service: Streetlights dim or brighten based on pedestrian activity, and smart
grids balance energy demand with solar or wind inputs.

o OSS Role: Al forecasts usage patterns, automating light adjustments and
grid load distribution; OSS ensures device uptime across thousands of nodes.

o Government Benefit: Lower energy bills and progress toward net-zero
goals.

4. Public Safety and Emergency Response

o Service: loT-enabled cameras and gunshot detectors enhance surveillance,
while connected emergency systems speed up response times.

o OSS Role: Al flags anomalies (e.g., unusual crowd behavior) and prioritizes
alerts; OSS integrates with existing public safety networks.

o Government Benefit: Safer streets and faster disaster mitigation.

5. Citizen Engagement Platforms

o Service: Wi-Fi hotspots and digital kiosks provide free internet and access to
city services (e.g., paying fines, reporting potholes).

o OSS Role: Al monitors usage to optimize hotspot placement; OSS manages
kiosk connectivity and uptime.
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o Government Benefit: Increased resident satisfaction and digital inclusion.

Selling loTaaS to Government Customers: Business Model Dynamics
When an MVNO positions itself as a smart city loTaaS provider for governments, the

business model must account for public sector nuances—budget constraints, procurement

processes, and long-term priorities. Here’s how it plays out:

1. Value Proposition

o Cost Savings: Subscription-based loTaaS avoids large CapEx investments,
appealing to budget-limited municipalities.

o Scalability: Start with pilot projects (e.g., one neighborhood) and expand
citywide as results prove ROI.

o Sustainability: Aligns with government mandates for greener, smarter cities,
enhancing political capital.

2. Revenue Model

o Per-Device Subscription: Charge a monthly fee per connected device (e.qg.,
$5 per sensor), scaling with deployment size.

o Tiered Service Plans: Basic plans for connectivity and monitoring, premium
tiers with advanced analytics or citizen apps.

o Public-Private Partnerships (PPP): Share costs with private firms (e.g.,
energy companies) benefiting from smart grid data.

3. Sales Strategy

o Pilot Programs: Offer low-risk trials to demonstrate value—e.g., a six-month
traffic management pilot with measurable KPIs (reduced commute times by
15%).

o Compliance and Security: Highlight Al-driven anomaly detection and
end-to-end encryption to meet strict public sector standards.

o Stakeholder Alignment: Target city planners, environmental officers, and IT
departments with tailored pitches (e.g., cost savings for finance, emissions
cuts for sustainability teams).

4. Operational Delivery

o Network Reliance: Lease 5G or LPWAN from MNOs, ensuring low-latency,
high-capacity coverage for dense urban loT networks.

o Al-Powered OSS: Automate device provisioning, monitor performance, and
deliver dashboards with actionable insights (e.g., “Air quality index up
20%—adjust bus routes”).
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o Maintenance: Include remote diagnostics and over-the-air updates,
minimizing physical intervention.

Challenges in Selling to Governments

e Procurement Delays: Lengthy RFP processes and bureaucratic approvals can slow
adoption; MVNOs must be patient and persistent.

e Budget Cycles: Governments operate on fixed fiscal years, requiring flexible
payment terms or phased rollouts.

e Data Privacy: Residents may resist pervasive monitoring; MVNOs must ensure
transparency and anonymization.

e Competition: MNOs, tech giants (e.g., Cisco), and specialized |oT firms vie for the
same contracts, necessitating a niche focus or cost advantage.

Hypothetical Example: “Smartville” Deployment
An MVNO partners with Smartville, a mid-sized city, to deploy loTaaS:

e Phase 1: Installs 500 traffic sensors and 200 smart bins for $10/month per device
($7,000/month total).

e Results: Cuts traffic delays by 20% and waste collection costs by 15% within six
months.

e Phase 2: Expands to 2,000 devices, adding air quality monitors and streetlights, with
premium analytics for $25,000/month.

e Outcome: Smartville wins a sustainability award, and the MVNO secures a five-year
contract, projecting $1.5M in revenue.

Strategic Implications
For MVNOs, smart city loTaaS isn’t just a revenue stream—it’s a foothold in the public

sector, a market with stable, long-term contracts. By leveraging Al-optimized OSS, they can
manage sprawling loT networks efficiently, delivering measurable outcomes that resonate
with government KPIs—cost reduction, environmental impact, and citizen well-being. As
cities worldwide aim to become “smart” (e.g., 66% of global cities investing in loT by 2025,
per IDC), MVNOs who master this niche can transition from telecom disruptors to urban

innovation partners, cementing their relevance in a connected future.
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