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WHO SHOULD READ THIS REPORT

KEY QUESTIONS ANSWERED IN THIS REPORT

About this report
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This report explores the issues that telecoms operators face when 

developing a strategy for edge computing. It outlines the 

decisions that operators need to make and what their options 

are, and provides some recommendations. 

The best approach for each operator will depend on their starting 

point (customer base, assets etc.). This report provides 

perspectives that will be useful for a range of operators.

It is based on several sources.

▪ Analysys Mason’s previous research on edge computing, in 

particular our case studies report which profiles the edge 

computing activities of 11 operator groups from around the 

world.1

▪ Analysys Mason’s Edge cloud tracker, which includes details 

of all the latest public announcements from major operators 

on edge services.2

▪ Discussions with vendors that provide edge solutions to 

operators.

▪ A review of third-party materials from vendors, operators 

and other players in the edge computing market.

1 For more information, see Analysys Mason’s Edge computing: eleven operator case studies. Available at 

www.analysysmason.com/operator-edge-computing-ren01. 2 For more information, see Analysys Mason’s Edge cloud tracker 1Q 

2021. Available at www.analysysmason.com/edge-cloud-tracker-rma04-ren01.

▪ What should operators’ edge computing offers look like?

▪ When should services be launched?

▪ How can edge combine with others services that operators offer, such 

as private networks, security and cloud?

▪ How can operators differentiate their offers, especially given that they 

are likely to rely on third-party technology suppliers?

▪ Which technology vendors should an operator work with? What are the 

arguments for working with hyperscalers like AWS and Azure?

▪ Strategy teams within telecoms operators.

▪ Product teams in the edge and cloud divisions of telecoms operators.

▪ Product and marketing teams within vendors, especially those with 

edge computing solutions.

▪ Other parties interested in developments by the business divisions of 

telecoms operators, such as investors and regulators. 

http://www.analysysmason.com/operator-edge-computing-ren01
https://www.analysysmason.com/research/content/data-set/edge-cloud-tracker-rma04-ren01/
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The edge computing opportunity is an attractive market for 

operators. The public edge market will be worth USD34 billion 

by 2025.1 However, most operators are uncertain about how to 

address it. This report outlines the options that are available

and highlights what we see as the best strategies. 

Much about the edge computing market is still uncertain, but this 

should not deter operators from making early and bold moves, 

which will also help to strengthen their position in the market. 

Operators need to take care when designing their offer, selecting 

target customers and developing sustainable differentiators in 

what will be a highly competitive market. 

Figure 1: Key questions and our suggested answers for 

operators developing edge computing propositions
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Executive summary

1 For the full forecast, see Analysys Mason’s Operator opportunities and threats in the public edge cloud computing market. 

Available at www.analysysmason.com/public-edge-cloud-rma04.

Decision Our recommendation

When to 

launch?

As soon as possible. Operators have little to gain by 

delaying. 

What 

technology to 

use?

We expect most of the market to require solutions 

from the public cloud providers (for example, AWS and 

Azure) so operators should offer these. Some 

operators may have a case to develop other solutions, 

but this is weak for most operators, especially initially. 

Which verticals 

and 

applications to 

target?

The areas that are gaining the most attention initially 

are manufacturing (for customer edge) and 

gaming/entertainment (for network edge). Interest will 

vary by operator, their home market and other assets. 

Which types of 

edge computing 

to launch?

Most operators are looking at both customer and 

network edge, ideally with strong links between the 

different offerings. We believe this is the correct 

approach.

How many edge 

locations to 

launch?

Customer edge locations will be deployed reactively 

based on demand. Network edge will require upfront 

investment. Some operators are launching with just 

one location, but operators should be looking to offer 

<5m/s latency for most businesses. This may only 

require a small number of locations (probably less 

than 10) in many countries. 

KEY RECOMMENDATIONS

▪ Operators should be looking to develop complementary customer and 

network edge solutions. Most operators should rely on third-party 

vendors, rather than developing their own technology.

▪ Operators need to be careful about who they target and how. The list 

of potential customers is long and will vary by operator; operators 

need to be clear about who they are, and who they are not, targeting.

▪ Be clear about differentiation. Many players in the edge computing 

market will use the same underlying technology. Operators have many 

assets that they can exploit to create meaningful differentiation but 

they need to consider how to best deploy them. Source: Analysys Mason

https://www.analysysmason.com/research/content/reports/public-edge-cloud-rma04/
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The edge computing market has considerable promise. We 

forecast that the public edge market alone will be worth more 

than USD34 billion worldwide by 2025. Given that many 

different types of player can offer edge solutions, how can 

operators be successful in this market? That is the key 

question addressed in this report.

The broad context is well understood. For most business divisions 

of most operators, revenue is flat or in decline. Connectivity 

revenue is falling and any growth is coming from IT divisions, with 

cloud as a key pillar of the strategy of operators with large 

business divisions. 

Operators are also investing heavily in 5G networks and are 

looking to 5G standalone (SA) architecture to open new revenue 

streams.

Edge computing, at least in theory, fits neatly between these twin 

ambitions of operators – the need to develop more compelling 

and unique cloud propositions and the pressure to make money 

from 5G investments. 

To develop an edge computing solution, operators need to answer 

a series of questions – which technology to use, which vertical 

markets and applications to address, which types of edge 

computing to offer, how to leverage existing assets and more. 

Perhaps the biggest question is how operators can create an offer 

that gives them a sustainable long-term position in the market.

Figure 2: Challenges that operators face in the edge computing 

market
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Challenge: edge computing is a considerable opportunity, but operators have few 

unique advantages

Technology will not be a differentiator for most 

operators, because they will rely on solutions from 

public cloud providers such as AWS and Azure.

Technology

Operators face competition from their technology 

suppliers, from other service providers (with access 

to the same technology) and other technology 

providers such as Cloudflare.

Competition

Most operators will need new skills if they are to 

exploit the edge computing opportunity.
Skills

Investment decisions are complicated because the 

market is at an early stage and we do not know which 

verticals or applications will benefit most from edge.

Unclear 

opportunity

Source: Analysys Mason
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We believe that operators should build edge computing 

solutions using standard technologies, and look to create 

sustainable differentiation by combining edge services with 

other areas of the value chain. 

The question of what the solution should look like is discussed in 

the next section of the report. It argues that most operators 

should offer network and customer edge solutions to customers, 

and that these solutions should rely on the technologies from 

established cloud players, such as AWS, Azure and Google Cloud. 

Operators could benefit from investing in their own technologies 

but third-party solutions will be sufficient for most customers. 

The ‘Customers, applications and launch date’ section of this 

report explores which vertical markets and which applications to 

address. 

Each operator has different assets, customers and country 

conditions and this will affect their decision about what to focus 

on. For example, an operator with a strong sports broadcasting 

business will have more interest in providing edge solutions for 

this market. We provide a framework for understanding which 

customer groups are likely to make the most attractive targets. 

Initial interest appears to be strong in manufacturing (for 

customer edge) and in entertainment/gaming (for network edge).

Operators will also need to be flexible enough to adapt their 

approach as they get a clearer view of demand. 

The final section of the report discusses how operators should 

differentiate their offer. 

Michael Porter wrote that “Even if the … product is a commodity, 

other activities can often lead to substantial differentiation.”1 We 

believe that this idea can be applied to the edge solutions of 

operators. 

Most operators will deploy the same technology as competing 

service providers (for example, Azure Private Edge Zones or AWS 

Wavelength). The locations owned by operators may also provide 

no advantage - competitors may be able to install edge computing 

nodes in similar locations, especially if only a limited number of 

locations is needed as seems likely. 

However, the combination of connectivity, plus edge computing 

and other IT services (cloud computing, security, professional 

services) fits both with the strengths of many operators and their 

strategic direction. 

Operators can sell these combined services to their existing (and 

large) customer bases. They will compete on individual point 

solutions and as a bundle of mutually reinforcing capabilities. For 

example, operators can sell unified communications products, 

using edge to improve performance and on their own networks, 

supported by SLAs.

7

Solution: operators should not try to differentiate on edge computing technology, 

but on other aspects of the value chain

1 Michael Porter, Competitive Strategy, Chapter 4.
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Recommendations
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1
Operators should offer customer and network edge solutions, mostly based on third-party vendors.

Customer and network edge solutions meet different customer needs – most operators should offer both or risk 

missing opportunities. The large cloud providers, such as AWS and Azure, already have solutions to meet both of 

these requirements, and can offer simple integration with other products, in particular cloud services. In time, 

operators can look at offering more complex multi-cloud solutions, but selling standard solutions is a good first 

step that gives operators access to the customer and network edge markets. 

2
Operators need to be careful about who they target and how. The list of potential customers is long and will 

vary by operator; operators need to be clear about who they are, and are not, targeting.

Operators can offer solutions direct to businesses or consumers, or have solutions that are embedded in other 

products in the value chain. The customers for these products may be spread across the consumer, business or 

wholesale divisions. Few operators will want, or be able, to target all opportunities, and so should be careful when 

selecting those that seem to be the most attractive for the initial offers. 

3
Be clear on differentiation. Most operators will use the same underlying technology from AWS, Azure and 

others for edge compute and so will need to differentiate on other aspects of their offer.

Operators are becoming more comfortable with relying on partners for customer-facing technology. This should not 

distract them from the need to create solutions that have unique qualities. If they do not, competing on price is 

inevitable and margins will suffer. Operators have plenty of ‘levers to pull’ (for example, product portfolio, support 

for multiple vendors, integration of edge and connectivity) to differentiate their offers, if they want to use them. 
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Tom Rebbeck (Partner) leads Analysys Mason’s Operator Business Services and IoT research practice drawing on more than 20 years of 

experience in the telecoms sector. He is based in our London office, but works for clients worldwide. Tom is a specialist on the Internet of 

Things (IoT) and other enterprise services and has written widely on the role for operators as telecoms markets develop. As well as published 

research, he has worked on projects for a range of clients – including operators, regulators, industry bodies and vendors. Many of these 

projects have been supported by original research, such as expert interviews and customer surveys.
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We are experts in the telecoms, media and technology sector
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