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WHO SHOULD READ THIS REPORT

KEY QUESTIONS ANSWERED IN THIS REPORT

About this report
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This report provides:

▪ a discussion of the status of the telecoms software

professional service (TSPS) market, analysis of the pressing

needs that communications service providers (CSPs) face in

order to accelerate business, network and operations

transformations in the 5G era, and an assessment of how

these needs affect the revenue growth opportunities for

system integrators (SIs), network equipment providers

(NEPs) and independent software vendors (ISVs)

▪ an explanation of how CSPs’ professional services needs

are changing. The report outlines CSPs’ software-related

business goals for the immediate future, discusses

technologies that CSPs aim to use in order to achieve their

goals and explains how the implementation of these

technologies will result in the need for different vendor

services (for example, less-customised offerings and more-

modular systems underpinned by open-source software)

▪ recommendations to help vendors identify the most-suitable

strategies to fulfil CSPs’ requirements.

This report is based on several sources, including: 

▪ Analysys Mason’s ongoing research (market share and

forecast interviews, analysts’ notes and desk research)

▪ interviews with the top-15 vendors and SIs in the market

and results from two related Analysys Mason CSP surveys.

▪ Teams within SIs’ telecoms organisations and other telecoms vendors’

professional services organisations that are responsible for strategy and

solution development management and want to understand market

shifts, including the vendor landscape and possible new entrants.

▪ Professional service offer management teams that need to understand

CSPs’ broader ‘whole product’ requirements for professional services

associated with their products.

▪ New entrants or potential new entrants in the professional services

market that want to understand telecoms market dynamics and assess

their ability to compete.

▪ What is the current state of the telecoms software-related professional

services market and which areas deliver the most revenue to vendors

today? What are vendors’ key differentiators?

▪ How have CSPs’ requirements changed as a result of new business goals

and which professional services (PS) are required to fulfil these needs?

▪ How are professional service go-to-market approaches, engagement

models, ecosystem dynamics and partnerships changing to address CSPs’

new requirements?

▪ Which opportunities can incumbent and new-entrant vendors target to

meet CSPs’ new needs and to succeed in the changing PS landscape?
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CSPs need help to accelerate the transformation of their 

businesses, operations and networks and to exploit 5G and 

other new technologies. Professional service vendors must 

revamp their business strategies, reskill and retool their 

organisations and provide more-flexible commercial engagement 

models to meet CSPs’ new requirements. 

Professional services vendors can help CSPs to more-effectively 

implement and profit from the emergence of new digital, network 

and data technologies (including 5G) and to operate in a more-

digital, automated and cloud-centric way. In order to maximise 

revenue, vendors must embrace phased services engagement 

approaches that are based on clear business outcomes and are 

grounded in common, often open-source-based platforms, 

blueprints and tools. Service vendors should expand beyond their 

incumbent roles to increase their addressable market.

Figure 1: Telecoms software professional services vendors will 

have new business opportunities as they adapt to CSPs’ 

changing requirements
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Executive summary

1 2019 estimate

KEY RECOMMENDATIONS

1. Vendors’ growth initiatives should focus on the areas that

CSPs need help with most urgently, such as with data-driven

automation and multi-vendor, open systems integration.

2. Vendors must align their services and solutions with CSPs’

increased focus on business outcomes and increased need

for commercial flexibility.

3. Vendors should explore revenue opportunities both adjacent

to and outside of their established value-chain roles.

CSPs need help 

to accelerate 

business 

transformations

by exploiting 

new approaches 

and technologies

Vendors can 

increase 

success by 

providing 

better 

flexibility and 

accountability

Vendor opportunities can 

expand addressable markets 

beyond established roles

USD40 billion 

TSPS market1

growth 

opportunities

Source: Analysys Mason
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Traditional professional service delivery models and methods 

are too customised and costly, and contracts are too rigid to 

effectively accelerate CSPs’ urgent transformation needs. 

CSPs want to embrace new technologies and methods (many pf 

which have been reappropriated from enterprise IT) to reduce TCO, 

to increase revenue and to retain their prominent position in TMT1

markets. However, assembling the expertise and investment capital 

to meet aggressive modernisation, automation and monetisation 

goals in the 5G era is daunting without help from partners. 

Professional services vendors, including system integrators, 

network equipment providers, IT vendors and independent 

software vendors, have a vital role to play in accelerating CSPs’ 

digital transformations, but SIs’ traditional labour-centric 

approaches to consulting, systems integration and managed and 

outsourced operations services, and other vendors’ over-reliance 

on revenue from on their own product-related and customisation 

services, will be insufficient to meet CSPs’ urgent digital 

transformation goals in terms of costs and time to market. 

Stringent network performance and customer experience 

requirements, as well as budget limitations, require CSPs to find 

partners that can accelerate their business transformations in a 

more-flexible and dynamic way. This will challenge vendors to 

transform their own business models from those that are 

structured around complex, multi-year contracts and bespoke 

development to models that use more-automated, open and 

modular approaches based on reusable platforms and tools. 

Figure 2: Factors that influence the professional services 

market and challenge traditional models
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Challenge: CSPs’ want to accelerate their business, network and operations 

transformations but vendors’ professional services must evolve to meet these needs

1 Telecoms, media and technology.

Source: Analysys Mason

CSPs needs are changing. They need to:

▪ accelerate digital transformation

▪ implement more-efficient, more-automated systems

▪ deploy and operate cloud-based and 5G networks, 

new technologies such as NFV/SDN, artificial 

intelligence/machine-learning (AI/ML) and new 

approaches such as DevOps and CI/CD.

!

Traditional models and approaches are:

▪ too labour-centric, with too little automation-based 

efficiency

▪ based too much on complex and static ‘time and 

materials’ contracts with multi-year timeframes

▪ too dependent on bespoke development.

CSPs require professional services that are: 

▪ less customised

▪ more outcome-based

▪ delivered more quickly and efficiently

▪ useful for training staff to complete complex 

tasks for which they lack expertise.
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SIs and other professional services vendors must quickly 

revamp their business strategies, reskill organisations and 

retool engagement models to meet CSPs’ new requirements. 

CSPs are seeking less-customised, stepwise and outcome-based 

engagements with partners that will help them to accelerate 

digital transformations. To meet CSPs’ changing needs, 

professional services vendors should change their strategies and 

organisations and adapt their offerings and engagement models. 

This can create new opportunities, such as the chance for 

incumbent vendors to expand their portfolios with productised 

offerings beyond their traditional services, and it can enable new 

players to enter the market.

Vendors should identify the areas of growth that CSPs are 

targeting and the tools that they are harnessing to achieve their 

business goals. They should then be able to provide support and 

expertise to CSPs in the areas where they require the most 

support, such as with automation, cloudification, AI/analytics and 

integration of multi-vendor open systems.

Professional services vendors and systems integrators must also 

interpret CSPs’ needs for more-flexible and outcome-based 

commercial engagements. Vendors should be able to offer 

engagements that best match their customers’ requirements by  

redesigning their processes and services to be more-productised 

and modular and to enable new, flexible consumption models. 

Figure 3: Approaches that vendors can take to fulfil CSPs’ 

professional services requirements
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Solution: vendors must retool to support CSPs while avoiding complex and 

expensive multi-year projects

Provide more-

flexible 

commercial 

engagement 

with CSPs

Explore 

opportunities 

beyond areas of 

incumbent 

strength

Focus growth 

initiatives where 

CSPs need the 

most help

Vendors 

should 

accelerate 

CSPs’ 

transformation

1

2
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Source: Analysys Mason
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Recommendations
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1
Vendors’ growth initiatives should focus on the areas that CSPs need help with most urgently, such as with 

data-driven automation and multi-vendor, open systems integration.

The implementation of digital transformation strategies is challenging for CSPs because they are often 

overwhelmed by the options and technologies for implementing network- and customer-facing transformations. 

Vendors can play an important role in digital transformations by helping CSPs to assess options and by supporting 

the adoption and operationalisation of new technologies for which CSPs lack expertise.

2
Vendors should explore revenue opportunities adjacent to and outside of their established value -chain roles.

Vendors must plan a strategy that helps them to pursue the new opportunities arising from CSPs’ changing 

professional services requirements within domains (such as OSS, BSS or network) or roles (including consulting, 

systems integration and managed services) that are outside of, but adjacent to, their traditional areas of strength. 

Vendors can offer value-added services to augment traditional areas of expertise, they can productise and deliver 

services with minimal or no customisation or they can pre-integrate multi-vendor solutions.
3

Vendors must align their services and solutions with CSPs’ increased focus on business outcomes and 

increased need for commercial flexibility.

Vendors should adapt their professional services engagement models to better serve CSPs’ needs for expertise 

and for new delivery and consumption options. Vendors should offer more-flexible, outcome-based contracts that 

demonstrate clear objectives and KPIs, productise their services to better meet cost and time-to-market 

requirements and deliver transformation projects with improved automation and minimal systems disruption.
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Her team's mission is to help customers to progress toward and benefit from a more automated, autonomous, cloudified future, rather than be 

threatened by this market shift. Her areas of expertise are intelligent fixed and mobile network infrastructure, automation and operations. 

Dana's research and consulting focuses on the communications software/network market and technology best practices required for digital 

business transformation and enabled by the integration of NFV, SDN and other IT technologies for virtualisation, cloudification and automation.



Telecoms software professional services: CSP transformation acceleration is creating vendor opportunities

CONSULTING

We deliver tangible benefits to clients across the telecoms 

industry:

▪ communications and digital service providers, vendors, 

financial and strategic investors, private equity and 

infrastructure funds, governments, regulators, broadcasters, 

and service and content providers.

Our sector specialists understand the distinct local challenges 

facing clients, in addition to the wider effects of global forces.

We are future-focused and help clients understand the challenges 

and opportunities that new technology brings.

RESEARCH

Our dedicated team of analysts track and forecast the different 

services accessed by consumers and enterprises.

We offer detailed insight into the software, infrastructure and 

technology delivering those services.

Clients benefit from regular and timely intelligence, and direct 

access to analysts.

Analysys Mason’s consulting services and research portfolio
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Analysys Mason’s consulting and research are uniquely positioned
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Research from Analysys Mason
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Consulting from Analysys Mason
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