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WHO SHOULD READ THIS REPORT

KEY QUESTIONS ANSWERED IN  THIS REPORT

About this report
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This report analyses why the IP multimedia subsystem (IMS) 

deployments that are necessary for voice-over-LTE (VoLTE) 

services have been slow, and outlines why vendors should 

support mobile network operators (MNOs) in speeding them up. 

MNOs should deploy IMSs not only to drive network efficiencies, 

but also to reduce their costs by allowing them to shut down 

legacy 2G and 3G networks and deliver voice services using 5G 

standalone (SA).

This report splits MNOs into four groups according to their current 

IMS deployment status in order to assist vendors in identifying the 

best IMS roadmaps and migration strategies.

The report also provides recommendations for vendors on how 

they should support MNOs in their journey to deploy IMS 

networks, support VoLTE as the next-generation voice service and 

prepare for voice-over-new radio (VoNR) in the 5G SA era.

It is based on several sources: 

▪ Analysys Mason’s internal research, including revenue 

forecasts for virtual IMS (vIMS) and radio access network 

(RAN) infrastructure, as well as data from the Connected 

Consumer Survey 

▪ interviews with several IMS vendors and MNOs that are 

deploying IMSs

▪ an in-depth survey of 72 established and new MNOs 

conducted by Analysys Mason in 2Q 2020.

▪ Senior decision makers and business strategists that are responsible for 

voice services within established mobile network vendors.

▪ Business and product strategy executives in vendor companies that 

offer or develop IMS software.

▪ Senior decision makers and business strategists within virtualisation, 

digital and IT vendor businesses that are interested in the size of their 

opportunity in the vIMS market.

▪ Senior network executives within MNOs’ CTO offices that are considering 

a migration to vIMS and cloud IMS within the next 5 years.

▪ What does a lack of IMSs mean to MNOs and how should vendors help?

▪ What revenue opportunities will MNOs miss if they do not deploy IMSs?

▪ Why should MNOs deploy VoLTE services?

▪ How will VoLTE deliver network efficiencies and allow MNOs to reduce 

network costs?

▪ Why has VoLTE not been widely deployed yet? What are the challenges 

of deploying roaming VoLTE? 

▪ What are the IMS components and how can vendors derive additional 

revenue as MNOs migrate from physical infrastructure to virtual ones?
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IMSs are a fundamental part of the infrastructure required to 

deliver next-generation voice services, and MNOs that do not 

have an IMS roadmap risk jeopardising their 5G investments. 

Vendors should work to address MNOs’ challenges in this area 

and capitalise on the IMS revenue opportunities. 

Only 22% of MNOs have deployed a fully virtualised IMS.1 Our 

forecasts show that vendor vIMS revenue will grow to 

USD5.4 billion worldwide in 2025 due to their support of MNOs’ 

migrations to vIMSs and, later, to cloud-based IMSs. MNOs need 

IMSs to be able to continue to deliver voice as a strategic service, 

shut down legacy networks (in order to reduce and ensure an 

uninterrupted service in the 5G era) and meet customer/regulator 

expectations.

Figure 1: MNO’s IMS challenges and current deployments and 

the opportunities that these provide for vendors
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Executive summary

1 According to our survey of 72 MNOs, 60 of which have deployed some form of IMS (2Q 2020).

KEY RECOMMENDATIONS

1. Vendors should devise IMS solutions and roadmaps for 

MNOs at each stage of deployment and should use rich 

communication services (RCS) to generate application-to-

person (A2P) revenue. 

2. Vendors should support MNOs’ nationwide launches of 

VoLTE services as a first step towards the shut-down of 

legacy networks to create network efficiencies.

3. MNOs should invest in IMSs to make use of IP-based 

international interconnect solutions and deliver cost-

effective calling in order to better compete with OTT players.
Source: Analysys Mason
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MNOs’ IMS investments are small compared to those for 5G 

RAN, but IMSs are essential to enable MNOs to deliver strategic 

voice services and shut down legacy networks.

MNOs’ IMS deployments have been slow and challenging, but 

IMSs are fundamental for delivering 4G VoLTE and 5G VoNR 

services. Only 13% of calls worldwide were made using VoLTE in 

2019. 

Voice remains a strategic service that MNOs must deliver, not only 

to meet customer requirements, but also for regulatory reasons, 

such as for access to emergency numbers and legal intercept. 

However, voice services have become commoditised over the last 

few years in response to competitive pressures from over-the-top 

(OTT) players such as Skype and WhatsApp. MNOs in most 

advanced markets have offered very high minutes allowances as 

part of a service contract in order to compete.

Those MNOs that have already made IMS investments have not 

capitalised on them beyond delivering an equivalent voice service 

using 4G networks to what they already provided using 3G 

networks. MNOs should shut down their existing 2G and 3G 

networks to reduce costs and refarm their spectrum, but they 

cannot do this without VoLTE or VoLTE roaming. A well-optimised 

VoLTE layer is also a must for MNOs that want to migrate to 5G SA 

architecture, without which they cannot deliver voice services in 

the 5G era.

Figure 2: Outgoing voice traffic by technology, worldwide, 

2018–20241
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Challenge: MNOs that do not have an IMS roadmap risk jeopardising their 5G 

investments

1 For more information, please see Analysys Mason’s Communication services: worldwide trends and forecasts.

https://www.analysysmason.com/research/content/regional-forecasts-/communication-services-worldwide-rdmv0/
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MNOs should continue to invest in IMSs, not just for VoLTE, but 

also to ensure that they can provide voice and value-added 

services in the 5G era and create network efficiencies. Vendors 

should work to support them.

MNOs will generally deploy VoLTE services in a particular market 

once 80% 4G network coverage has been reached, in many cases 

using physical IMS infrastructure. We forecast that the number of 

VoLTE users worldwide will increase at a CAGR of 24% in the 5 

years to 2024 to reach 5.6 billion.

MNOs’ IMS investments are significantly smaller than their RAN 

product investments, yet MNOs cannot deliver 5G or drive 

network efficiencies without IMSs. We forecast that vIMS VNF 

vendor revenue will grow to USD5.4 billion by 2025 (21% of 

vendors’ RAN revenue) due to MNOs deploying new IMS 

infrastructure or upgrading their existing networks to use full 

vIMSs and cloud-native IMSs. 

MNOs are at various stages of their IMS network deployments 

and vendors should familiarise themselves with the requirements 

for MNOs at each stage (Figure 3). They should devise specific 

roadmaps for each group of MNOs, which include the option of 

offering RCS messaging platforms.

The speed at which each MNO will upgrade its IMS infrastructure 

depends on market conditions, network deployment strategies 

and the availability of ecosystem suppliers (such as smartphone 

chipset providers, which are necessary for VoNR using 5G SA).

Figure 3: Descriptions of the four groups of MNOs in terms of 

their IMS deployments and an overview of how vendors can 

support them
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Solution: vendors should work to address MNOs’ challenges in developing an IMS 

roadmap and capitalise on the IMS revenue opportunities

▪ Depend on physical 

infrastructure, do not view 

virtual IMS as urgent 

▪ Cost-sensitive

▪ Vendor strategy: facilitate 

migration to virtual IMS to 

enable faster time to market for 

new services

CONSERVATIVE

▪ No IMS deployed

▪ Limited market demand 

▪ Very capex-light, on the cusp of 

4G deployments

▪ Vendor strategy: facilitate the

direct move to virtualised assets

LAGGARD

LEADER

▪ In the vanguard of vIMS 

deployments

▪ Already have most of what they 

require

▪ Vendor strategy: maintain 

relations; facilitate upgrades to 

5G NSA and SA

Source: Analysys Mason

AGILE

▪ Have deployed a mix of physical 

and virtualised IMS

▪ Virtualising elements as required

▪ Vendor strategy: develop a 

roadmap to accelerate to full 

vIMS and cloud IMS

USD18.1 

billion 

2018–2025
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Recommendations
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1
Vendors should devise IMS solutions and roadmaps for MNOs at each stage of deployment and should use 

RCS to generate A2P revenue.

MNOs are at various stages of their IMS deployments depending on market requirements and their next-

generation network deployment strategies. Vendors have the opportunity to promote vIMS as MNOs plan their 

VoLTE and VoNR migration strategies. They should also offer RCS as MNOs develop A2P messaging platforms for 

the B2C market. 

2
Vendors should support MNOs’ nationwide launches of VoLTE services as a first step towards the shut -down 

of legacy networks to create network efficiencies.

VoLTE enables MNOs to provide voice services using 4G networks; without this technology, MNOs would have to 

continue to use less-efficient legacy circuit-switched networks for voice. MNOs need to have an optimised 

nationwide VoLTE service to avoid degradations in customer experience and to enable them to shut down their 

existing 2G and 3G networks and re-use the spectrum for 4G and 5G networks.

3
MNOs should invest in IMSs to make use of IP-based international interconnect solutions and deliver cost-

effective calling in order to better compete with OTT players.

The rise of OTT players has led to changing customer expectations and an increase in the number and popularity 

of roam-like-at-home (RLAH) initiatives. MNOs that do not have IMS infrastructure cannot use efficient IPX 

networks to deliver cost-effective international and roaming voice services, and must continue to depend on 

wholesale voice service termination providers and legacy networks, leading to further margin deteriorations.
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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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