The Aggregator's Advantage

A Strategic Roadmap for Telcos in the Convergent Media Era
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To secure future growth, Telcos must evolve from bandwidth
providers into indispensable digital service aggregators.

The traditional Telco model is unsustainable against OTT cannibalization and market saturation. The
strategic imperative is to leverage foundational assets—network, data, and billing—to execute a
three-pronged strategy that reduces churn, creates new value, and establishes market leadership.
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DEFENSE DIFFERENTIATION
Mitigate churn and enhance Monetize unique network
Customer Lifetime Value (CLV) assets by selling guaranteed

through intelligent Super- v Quality of Experience (QoE) via
Bundling and friction reduction. RS 5G Network Slicing.
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OFFENSE

Establish new high-margin
revenue streams by owning and
operating targeted niche OTT
services.
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The Old Model is Broken: Facing Commoditization and Saturation

The Market Has Hit its Ceiling

In mature markets like the U.S., the video streaming
market is nearly universal, reaching 96% of households.
The battle has shifted from subscriber acquisition to
ARPU optimization and retention.

2l U.S. video streaming grew (] 99% of U.S. households
by only 0.2% quarter-on- subscribe to at least one
quarter in Q3 2024. streaming service.

The Pivot to Ad-Supported Models is
Universal

As subscription growth levels off, advertising has
become the primary revenue driver.

EE&T] Global AVOD revenue is 22 90% of adults now engage
growing at a CAGR of 14.1%. By with ad-supported
2028, advertising will account streaming platforms.
for 28% of global streaming
revenues.
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A New Class of Competitor: The Rise of the Content Superpower

The recent acquisition of Warner Bros. Discovery assets by Netflix for ~$72B creates a vertically integrated global giant with
unprecedented control over marquee IP (DC Universe, Harry Potter) and the entire value chain from production to distribution.

Implications for Telcos

* Prohibitive Content Costs: Competing for premium, Tier 1 content is now financially unfeasible. The cost of remaining blockbuster IP
will escalate dramatically.

* Reduced Licensing Pool: The formation of IP ‘moats’ significantly reduces the available licensed content for bundling partnerships.

 Increased Partner Leverage: Consolidated content owners will possess unparalleled negotiating power, demanding higher rates and
deeper data access.

This structural shift confirms the strategic necessity for Telcos to pivot away from competing on premium content ownership and
towards mastering aggregation, distribution, and experience.

The Great Consolidation
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Vertically Integrated IP Fortress
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The Paradox of Choice: "“Browser Fatigue”
is the New Churn Driver

The explosion of services and content has created
significant consumer friction. While choice seems
beneficial, the overwhelming and fragmented
discovery process leads to analysis paralysis and a
negative user experience.

12-14 minutes

spent trying to find
something to watch.

53%

find the saturation of
services “overwhelming”.

Case in Point: The NFL Fan

To watch the entire NFL season, a viewer needs
subscriptions to over ten different services and linear
channels (e.g., NFL Sunday Ticket, Prime Video, Netflix,

Peacock, broadcast networks). 30% likely to

cancel because
they can’t find

Key Takeaway anything to watch.

The intrinsic value of premium content is being eroded by
friction in the delivery experience. This creates a massive
commercial opportunity to monetize the emerging
“convenience premium”,
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The Telco Moat: Leveraging Your Foundational Advantages

While OTT players compete on content, Telcos possess a deep, defensible moat built on three unique assets. These
advantages form the foundation for transitioning from a utility provider to the central hub of a consumer’s digital life.

Asset 1: The Billing H _ ’

Relationship & Trust

< '&\;:\\

W17/} Asset 3: The Network
/<, Infrastructure

A continuous, established monthly

billing relationship enables frictionless, \
“one-click” subscription management and
unified billing—a core friction reducer.

The ability to guarantee and monetize

Quality of Service (QoS) and Quality of
Experience (QoE) through 5G and fiber
architecture is an unmatched technical
differentiator.

Asset 2: Superior First-Party Data

G_ Deep, stable data on household composition,
1Y network consumption, and location
I “'L_;_; provides insights that pure-play streamers

lack, enabling true hyper-personalization.
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The Strategic Roadmap: Transforming from a ‘Pipe’ to a Digital ‘Hub’
Take strategic pilllars transformation

The path forward requires a deliberate evolution of the business model. 3 &
This strategic framework is designed to leverage the Telco Moat to build a AFTER (“The Hub”)
resilient, high-growth digital services business.

BEFORE (“The Pipe”) /
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Cloud

(VioEo ] | _Music ] Consumer Storage @ Consumer
Content provider ' -
Fitness ‘ﬁ _
Smart Home
Education
Commoditized Connectivity High Churn Risk Low ARPU, Digital Service Aggregator High CLV Multiple Revenue Streams.
1. DEFENSE: 2. DIFFERENTIATION: 3. OFFENSE:
» Master Aggregation with Super-Bundling. » Monetize the 5G Network Advantage. » Own High-Margin Niche Content Verticals.
Commoditizee with Super Monetize the Networ-Advantage. Margin Niche Content Verticals.
Aggregatoy with Super-Bundling. Monetize the 5G Network Advantage. High-Margin Niche Content Verticals.
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Pillar 1 (Defense): Super-Bundling as a Strategic Shield

What is Super-Bundling?

An evolution beyond simple triple-play packages. It is the
sophisticated aggregation of a wide variety of digital services
(20-30+), including streaming, gaming, utilities, and lifestyle apps,
all seamlessly unified under the trusted Telco brand.

The Strategic Goal

Eliminate consumer friction and become the single, essential utility
for digital life. This makes the customer relationship significantly
“stickier,” drastically reducing churn driven by content fatigue.

Market Leaders are Already Executing

e T-Mobile: Bundles Apple TV+, Netflix, and Hulu with its Go5G
Next plan.

 Verizon: Integrates the Disney Bundle, Walmart+, Apple One, and
Max into its unlimited plans.

Key Benefit

Customers acquired through Telco bundles have better retention
and a longer lifetime value (CLV) compared to direct-to-consumer
acquisitions.
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The Engine of Super-Bundling: Your Customer
Data Platform (CDP)

Effective bundling is not about static packages; it's about data-driven personalization. A robust CDP is the core
technology that unlocks the value of your first-party data assets, turning siloed information into actionable strategy.

Ingestion Harmonization & Insight Activation

i £ - A househeld's data streaming consumption
' D suddenly increases. The CDP automatically
O—, . M adds them to a "Heavy Streamers' segment,

: Marketing triggering a journey in Marketing Cloud with a

3 ion personalized offer for a higher-tier internet plan
P — - or a bundled premium streaming service.

By integrating anonymized CDP insights with

mobile plan H
internet plan l

support '[ @ R i— Ho usehuld
tickets m— Profile
O A customer with an open support case and
billing data k_r_) up-:um_ing reneu:ral is flagged, triggering a

proactive retention outreach.

-~ fuzzy partner Dynamic Ad Insertion (DAI) systems,
matching Telcos can offer superior ad targeting for
AVOD/FAST partners, justifying a share of the
[ Unified Ad Platforms  high-margin advertising revenue.

Retention Teams
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Pillar 2 (Differentiation): Monetizing the 5G Network Advantage

The 5G Core (5GC) architecture is a fundamental shift that allows Telcos to move beyond selling
commoditized bandwidth and start selling guaranteed Quality of Experience (QoE) as a premium,
monetizable product.

,_\/'_““\\ How it Creates Value
v f — N » From Volume to Value: This allows

S A 1T ) el for a pricing model based on service
(Enhanced Mobile Broadband) (Massive Machine-Type quality, not just data volume. A
Fc:irhigh—halnfwidth Communications) o “zero-buffer” 4K streaming slice is
applications like 4K For connecting billions .
streaming and of low-power loT devices mherently more valuable than a
immersive media. URLLC Slice like smart sensors. standard “best effort”
(Ultra-Reliable connection.

Low Latency)

» Enabling New B2B and B2B2X
Models: Telcos can sell dedicated
slices to enterprise partners (e.g., a
gaming company, a healthcare
provider) who then offer a superior

Shared Physical 5G Infrastructure experience to their own end
customers.
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For mission-critical use

cases like cloud gaming,
remote surgery, and

industrial automation.
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Network Slicing in Action: High-Margin Enterprise and Consumer Use Cases

Network slicing opens a new customer base of B2B enterprises and allows for premium-tiered consumer services that
were previously impossible.

F N

For Consumers (B2C) Monetizable Slice-as-a-Service Offerings

Offers an ultra-low latency, jitter-free
experience for competitive cloud gaming
services. A premium add-on to a standard

l mobile or broadband plan.
b, .

For Enterprise Partners (B2B2X)

Guarantees the bandwidth and stability for
flawless, high-definition streaming of major
live events, sold as a per-event or seasonal
g pass. )

]

A secure, high-reliability URLLC slice sold to a A high—han-{iwidth eMBB slice sull;|-tn a media A URLLC slice sold to a healthcare system for
manufacturer for industrial automation or a partner to enable lag-free 4K in-car remote diagnostics or robotic-assisted
logistics company for fleet management. entertainment systems for automotive clients. surgery, where reliability is mission-critical.

e w v e w
N .
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Pillar 3 (Offense): Owning the Niche for High-Margin Growth

While competing for blockbuster IP is unviable, significant opportunity exists in developing proprietary OTT services for specific,
passionate, and underserved audiences. This approach builds community, fosters deep loyalty, and generates high-margin ARPU

that is insulated from mass-market competition.
Mass Market . Niche Communities =

High Engagement

Low Engagement
& Loyalty

Per User

S

Insulated from

High Competition
Mass Competition

& Churn

Why Telcos are Uniquely Positioned for Niche OTT

"« Hyper-Local Advantage: Deep regional infrastructure, brand presence, and customer insights allow for the creation of content that

'I.--\.-I
1 f

OIN  resonates with local communities in a way global platforms cannot.
f » Lower Competition: Niche platforms sidestep direct competition with giants like Netflix/WBD, focusing on community and specific needs

i rather than a "one-size-fits-all" library.
% « Asset Alignment: Different niche opportunities directly leverage specific Telco assets, from 5G network quality to B2B relationships.
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The Proprietary OTT Portfolio: A Blueprint for Action

Niche OTT Opportunity Matrix for Telcos

Optimal
Monetization Model

Strategic Value

Required Telco Asset ke
Proposition

Niche Segment Target Audience

Hybrid (AVOD for mass

R ol =l P : . Deepen community
lyper-local/Regiona
p; r-local/Regional Geographically 5 reach. SVOD for Local infrastructure, B
Content defined communities : : brand, customer data ;
premium archives) regional churn.
Live Interactive Health-conscious : Guaranteed 5G QoS, Ju_st_lfy 5&? DAL LB
: SVOD / Membership pricing with a superior,
Fitness & Wellness consumers low latency network ! . :
Interactive experience.
Fducation & EL Stu?en?s, SVOD High-speed fiber/fixed @ High ARPU I:cft via
Learning Professionals, (Monthly/Yearly) brnafibangl, B2B stable, I_BZB- ucus_ecl
Corporate Clients relationships professional services.
Specialized Local Passionate local TVOD (Pay-Per-View Reliable, hlgl'_l-capamty G_e SIS |mmed|ate,
: network for live high-margin, event-
Sports fanbases for live events) : .
streaming driven revenue.

TelcoFutures.net
E NotebookLM



Enabling the Transformation: Investment and Partnership Priorities

Executing this strategy requires targeted investment in technology that amplifies core assets and a

sophisticated approach to building partnerships.

Technology Investment Roadmap

Foundational Tech Investment Network Monetization

Priority 1: Data & Al Capabilities: Priority 2: 5G Core

Non-negotiable investment in a Commercialization: Accelerate the
robust Customer Data Platform deployment of the 5G Standalone
(CDP) and Al-driven (SA) core, specifically the Policy
personalization engines. This is Control Function (PCF) and

the foundation for intelligent Charging Function (CHF), to move
bundling, content discovery, and Network Slicing from concept to a
monetizing the AVOD shift via commercially monetized product.

Dynamic Ad Insertion (DAI).
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Strategic Partnership Framework

From Reseller to Value Partner: Evolve from simple
distribution agreements to data-sharing and joint
advertising ventures.

Leverage Your Acquisition Power: Use the Telco's
proven ability to slash partner integration times and
access a massive customer base to demand favorable
favorable revenue splits and control over the customer
experience.

Prioritize Complementary Partners: Select streaming
partners that fill demographic gaps, complement
existing bundles, and are technologically capable of
deep integration with Telco billing and data platforms.
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The Future is Not About Owning All the Content—lIt’s
About Owning the Customer Experience

3 O-
LR

The era of direct competition with content
giants is over. The strategic battlefield has
shifted from content acquisition to experience
delivery. By embracing the role of the
indispensable aggregator and experience
guarantor, Telcos can secure their long-term

° & s . relevance and financial viability.
¢ /— \/ | N\ VY 9] y “5) DEFEND your customer base with intelligent,
ﬂ é:! a 4 ke Y ’ ((‘“f friction-reducing Super-Bundles.
- ) y 4 !
w m QY ‘ 6 DIFFERENTIATE your service by monetizing
‘ the guaranteed quality of your 5G network.
e
- ﬁ {fﬁj ATTACK new high-margin opportunities by
\ owning targeted niche content verticals.

The future belongs to the operational layer that brings order to the chaos,
reduces friction, and delivers a seamless digital life. That layer is the Telco.
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