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Welcome to our Winter Magazine 

2017 focused on Access Planning 

Welcome back. Thank you again for taking time to read 

about us and our thoughts. We are excited to close 2017 with 

significant success in many aspects. Our success in 

transformational support, kick off of healthcare practice, and 

our work with the student interns. Well, we have one more 

surprise for you – for the last one-year Duke Tech Solutions 

(DTS) has been investing in making our cable operator 

customers life simpler. Outcome of this is our partnership 

with First Principles Innovation LLC (FPI) in supporting their 

Access Network Transformation toolset product Jibe. You will 

hear more about it in this magazine. 

A quick marketing pitch for those who do not know us yet. 

Duke Tech Solutions (DTS) is a strategy and technology 

consulting company built on the foundation of a highly-

accomplished team from telecommunications and analytics 

industries. Each member of the DTS team has a multifaceted 

background with ~20+ years of experience spanning functions 

such as corporate strategy, product management, marketing, 

business development, and product development. Our 

consultants have at a minimum three years or more of 

consulting experience in advising clients at various levels of 

the organization. Some of our core capabilities include 

Telecom (Cable, Telco) solutions and Analytics solutions. With 

significant working experience in each of these areas, the 

team is well equipped to become the strategy and technology 

partner for our clients. Duke Tech Solutions (DTS) offers 

strategic advisory, transformation guidance, and execution 

support for Cable Operator clients. We strongly believe in our 

mission statement, “Our Quality, Dependability, and Focus 

will lead to Your Success.” 

~90% of your yearly CapEx goes into deploying Access 

Networks. Still there are no planning tools to assist you with 

your multi-billion-dollar access investment. We at DTS and 

with our partnership with FPI can provide you all the help you 

need. This magazine is focused on some of our thought on 

the dos and don’ts of Access Transformation, along with 

some guidance on how Analytics is deeply integrated with 

Access Transformation. Enjoy reading them. 

Feel free to contact us if you want to discuss any of the areas 

highlighted or any areas that you feel we can add value.  

 

 

Sudheer Dharanikota (Managing Director) 

sudheer@duketechsolutions.com,  

http://www.duketechsolutions.com +1-919-961-6175 

Quality 

Our Promise is to offer the highest Quality 
work products to our esteemed clients 

mailto:sudheer@duketechsolutions.com
http://www.duketechsolutions.com/
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Some of DTS Transformation Project 

Credentials 

Network Transformation x.0 

    The Problem 

A leading Tier 1 Cable MSO 

was evaluating its multi-year network 

transformation strategies. They approached DTS to 

assist them with the analysis, cost forecasting, and material 

preparation for the board of directors to convince them of 

their roadmap and hence the request for multi-billion dollar 

incremental funding. 

DTS Approach 

▪ DTS developed a transformational 

framework to build a 15-year strategy 

✓ Classified historical budget line items into 

five stacks for analysis 

✓ Aligned product and technology evolution 

roadmaps  

✓ Developed 15-year bottom-up technology 

optimization modeling 

✓ Integrated technology, competitive and 

product remodeling 

▪ Convinced C-level executives on the end-to-end 

strategy 

▪ Created presentations for C-level execs to present 

for board approval 

▪ Assisted with budget allocation across multiple 

organizations and teams 

▪ Assisted with the kick off of the overall program 

governance  

▪ Monitored the budget, activities, and impact on 

customer experience 

Client Benefits 

▪ Our clients, who are the officers of the 

company, convinced the board of 

directors to spend multiple billions of dollars in the 

infrastructure over 5 to 10 years. 

▪ Our client has a multi-year executable plan with 

clear allocation across organizations that can be 

used as a baseline over the next 10 years. 

▪ Our client was able to conduct multiple technology- 

and budget- related “what-if” scenarios based on 

different market conditions. 

 

Fiber To The Home Strategy 
 

    The Problem 

A leading Tier 1 Cable MSO 

wanted to understand the financial impacts of deploying 

Fiber To The Home as compared to the existing DOCSIS 

deployments. They approached DTS to provide strategic 

support in making the decision and creating technical 

collateral to convince the senior management to fund the 

project. 

DTS Approach 

▪ Developed a high level cost 

assessment framework 

✓ Identified key architectural components for 

HFC and FTTH solutions 

✓ Worked with different teams on the end-to-

end solution cost 

✓ Developed flexible and comprehensive 

CapEx and OpEx models 

✓ Compared different total-cost-of-ownership 

scenarios 

▪ Collaborated with different teams on assessing 

boundary partner impacts 

▪ Developed an execution plan and budget forecast 

for the first five years 

▪ Created business cases and presentations to 

convince C-Level executives 

▪ Assisted with building the initial organization 

structure for execution 

 

Client Benefits 

▪ The Client, Senior VP of Engineering, 

gained approval from the C-level 

leadership and the board of directors to strategically 

invest in FTTH deployments. 
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▪ The client could successfully deter the fiber 

competition from the incumbents and the new 

entrants, such as Google. 

▪ The client was successfully able to rollout Fiber To 

The Home in three different markets within a span 

of nine months with a full end-to-end organization 

support. 

 

Network Transformation Access Model 
    The Problem 

 

A leading cable service provider needed a 

Network Transformation Strategy to evolve its network 

to address customer-demand growth, competitive, and 

product enablement needs for 10 years. 

. 

DTS Approach 

▪ Developed a framework for Access 

Network Capacity Modeling 

✓ Built a paper model to illustrate the overall 

approach 

✓ Designed the mock output to align with the 

stakeholders and partners 

✓ Created a technology and network capacity 

upgrade path 

✓ Analyzed the cost of upgrade for each 

technology lever 

✓ Identified drivers – growth, product 

enablement, competition 

✓ Compiled and scrubbed the node-level 

network utilization data 

▪ Developed an interactive base model to account for 

the demand growth 

▪ Incorporated competitive and product enablement 

overlays 

▪ Leveraged a programmatic approach to run the 

model within 60 seconds 

▪ Produced a 10-year technology transition by node by 

year for various scenarios 

Client Benefits 

▪ DTS approach provided detailed network analysis 

and capacity planning with every access network 

interface visibility. 

▪ Simple user interface, inclusion of dynamic factors, 

and flexible input configuration allowed “what-if” 

comparisons for multiple scenarios. 

▪ DTS solution reduced future uncertainty and allowed 

advanced and more accurate budget allocation and 

resource management.  

 

Outside Plant Operational Modeling 
    The Problem 

A leading service provider 

needed to operationalize their high-level 

network transformation plans.  This included 

defining resources, funding, materials and permits required 

to implement their deployment plan. 

DTS Approach 

▪ Defined requirements for operational 

planning in collaboration with the client 

▪ Developed preprocessing module to capture, clean 

and organize input data 

▪ Created operational data model structure to support 

requirements 

▪ Developed activities module that identified all the 

operational activities 

▪ Developed specific operational models: 

✓ Module that defined coax and fiber build 

miles by time period. 

✓ Cost model that defined deployment costs 

for each activity type: by cost type 

(material, labor [in-house & third party], 

CapEx, OpEx); by time period; by in period 

spend, and by costs spread over time based 

on expected spend timing 
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▪ Developed a material forecast to support timely 

supply chain sourcing 

Client Benefits 

• Budget based on spend timing allowed 

for more accurate and timely funding that reduced 

budget variance and reduced program delays 

• Detailed resource requirements by resource type by 

time period made available to support deployment 

plan, allowing timely on-boarding of resources 

• Materials arrived and available on time, preventing 

costly delays and dissatisfied customers 

 

Network Transformation Execution Planning 
 

    The Problem 

A leading service provider was 

planning to roll out a major Network 

Transformation initiative and needed to identify key project 

requirements and to coordinate plans with key Material and 

Labor vendors. 

DTS Approach 

• Aligned with the senior executives on 

the scope and objectives 

• Planned and coordinated an Engineering Workshop 

with 40+ vendors to align on project execution 

strategy and requirements 

• Modeled project requirements for key material and 

third-party labor 

• Worked with Engineering and Supply Chain teams to 

identify key vendors for material and labor needs 

• Planned, coordinated, and organized a 2-day Vendor 

Workshop: 

✓ Over 60 vendors involved 

✓ Conducted one-on-one Q&A sessions with 

over 30 vendors 

✓ Compiled detailed vendor feedback 

• Analyzed vendor feedback and reviewed with 

leadership team 

 

Client Benefits 

▪ Enabled client to quickly identify and 

capture key engineering requirements 

for the project 

▪ Enabled client to engage with key Material and 

Labor vendors ahead of time to communicate 

project requirements and obtain vendor feedback 

The client was able to plan material and labor requirements 

for the project will in advance as well as get vendor feedback 

in preparation for RFP execution  
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How to put your multi-billion-dollar 

yearly investment to proper use? 

Regrettable investment, regrettable time, regrettable 

strategy … These 

regrets are very 

expensive when 

you talk in terms of 

100s of millions or 

even in billions of 

dollars. This is what 

is at stake when you are working on access transformation. 

The goal of us at DTS is to assist you in reducing these 

regrettable investments.  

Jibe – The access transformation toolset along with DTS 
strategic consulting can solve your transformation issues. 

We had been very instrumental in assisting Network 
Transformation when under stress (such as when Google was 
breathing over MSO necks) and also when major crossroads 
are reached (such as FTTH or Fiber Deep). This has become 
second nature to us due to our strong analytics capabilities 
and razor-sharp communication to senior leaders.  

We also believe in solving problems in a most 
effective fashion. Coming from deep product 

development backgrounds, you will see our 
DTS team mixing our consulting services with 
the product partnership concepts to offer 
innovative solutions.  

DTS and FPI (First Principles Innovations) is one such relation 
where we bring Transformation Consulting Services and a 
Transformation Tool Set together.  

Enjoy other thoughts in this most complex topic of Access 
Transformation in the Telecom industry. As usual, if you have 
any questions, please do not hesitate to reach out to us.  
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Are you kidding? How 

much am I spending on my 

Access Network again? 
 

If you are not from the Telecommunications industry please 

do not read this article. This is not for you faint hearts 😊  

OK now – if you even have an iota of interest in managing 

Cable infrastructure - strategizing, financing, building or 

operationalizing – let’s have a chat. 

A couple of words on the terminology. Your network is 

broken into five components – Backbone (your inter-city 

connectivity), Metro (your intra-city connectivity), Edge (your 

hub centers), Outside Plant (your distribution network from 

hubs to home) and In-home (your CPE portfolio). Out of these 

five the three components – Edge, Outside Plant and In-

Home network – together are called the Access network. 

What is special about Access – you may ask? 

Bottom line – 85 - 90% of your yearly CapEx budget goes into 

managing the Access network. 

Let me put this in perspective – if your yearly revenue is $30B 

and you are investing ~15% (a typical Capital Intensity Ratio 

of Telecom industry) in CapEx back into the growth of your 

network, then your yearly spend on Access is ~$4B (90% x 

15% x 30B = ~$4B). So, yes, if I were you, I would check this 

Access thingy very closely.  

Lately we, in the Cable industry, are faced with significant 

competitive pressure (both from the incumbents and the new 

entrants), a myriad of deployment options (D3.1, Fiber Deep, 

FTTH, Full Duplex, Small Cell), and the continuing trend of 

exponential growth of consumer traffic. A perfect storm 

right! Ok – what is this got to do with Access? Simple – for 

example, if you strategize to deploy FTTH to meet the three 

above issues, you will need to deploy fiber terminating 

equipment in the hub sites (Edge activity), pull fiber to 

customer homes (OSP activity) and install fiber terminating 

CPE in the home (In-Home activity). So yes, any 

transformational decision that you want to make – you will 

wiggle the Access network heavily. And yes, this comes out of 

your $4B budget! 

Any of the major strategic Access decisions that you would 

like to do in the next 5 – 10 years, due to the three market 

forces, you will be spending in billions if not tens of billions in 

the Access transformation. So, you got to get this right. If not, 

you will not have a very happy leadership. 

An incorrect strategic plan can get you into hot waters with 

the competition, could erode your customer loyalty, and you 

may be piling up regrettable infrastructure investment. Let 

me leave you with this problem statement. In the next blog, I 

will talk about dos and don’ts of Access transformation. 

In the meantime, if you get a chance, read one of our white 

papers Understanding the Basics of Transformation in the 

Telecom Industry. 

Got it on Access. What are 

the dos and don’ts of 

Access Transformation? 
 

Again, this is only for my Telecommunications stalwarts. 

Refer to my previous article on why Access is important in the 

Cable industry. Also refer to our white paper Understanding 

the Basics of Transformation in the Telecom Industry. 

A quick summary of the previous article - Access (Edge, 

Outside Plant and CPE) play a significant role in Telecom 

strategy because 85 – 90% of the yearly CapEx spend goes 

into Access. As an example, if your yearly revenue is $30B and 

your capital intensity ratio is 15% - then you spend around 

$4B on Access every year. Here we are talking about that 

$4B.  

Now that I haveyour attention – let us talk about dos and 

don’ts in planning your Access Transformation (yearly $4B 

investment)! 

Before we go too far let me get three things off my chest. 

- Investment cycle - Your investment in your core 

asset (Access Network) is your future currency for 

success – not an instant gratification. So, let 

telecommunications cyclical investment play 

itsmagic in your ROI (Please refer to the white paper 

for details). 

- Collective decision – This is a big deal. Bring your 

stake holders in one place and make an informed 

decision – product/marketing (to bring competitive 

view), engineering (to bring technology capability 

view) and finance (to bring fiscal responsibility view). 

- Optimization is not a strategy – People keep asking 

me why not optimize the plan for minimal spend. 

http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
https://www.linkedin.com/pulse/part-1-3-you-kidding-how-much-am-i-spending-my-access-dharanikota/?trackingId=zN4uD1CqPte6NWLB8rcDsQ%3D%3D
http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
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Sorry my good sir/madam – it is not a strategy. You 

cannot optimize something where you do not have 

control over your competition strategy, and good 

understanding on the customer demand growth.  

 

The Don’ts: 

- 5-year planning is too short: If you are used to five-

year planning – you better think again. The benefits 

of technology options such as Full Duplex versus 

Fiber To The Home are apparent in 10 to 15 year 

planning. Keep in mind if you want a 10 year view 

you need to plan for 15 years. 

- One-time review is not a solution: There is no silver 

bullet in planning. It is going to be an iterative 

review. So, give enough time for consensus building 

– that is, multiple iterations of strategizing and 

reviewing. 

- Do not expect product and capacity planning to 

deliver the same results: The capacity planning is 

based on the current node utilization and customer 

traffic demand growth; but the product planning is 

based on adjusting customer take rate at different 

pricing points due to product offering. The challenge 

is to satisfy for both needs. 

 

The Dos: 

- Know your technology options: Have a clear 

understanding on the deployment cost versus 

capabilities of different technology options. Pull the 

current levers with the long-term strategy in mind. 

- Know your competition: Have a clear view on your 

competition. Once the construction juggernaut is in 

motion – you cannot change course. Also keep in 

mind you cannot make this decision at a very 

granular (like node) level. It has to make sense for 

pricing strategies as well as for the operational 

strategies. 

- Know your financial boundaries: Align your finance 

leaders around telecom cyclical investments, where 

you are in the cycle, impact of your strategy on long 

term investment and how the current strategy is 

going to reduce the long-term investment (while 

meeting product demands).  

 

 

 

So, what do I recommend you to do? 

- Invest in collaboration – bring the product, 

engineering and finance teams together 

- Let long term strategy dictate short term tactics, 

and 

- Plan, plan, plan and if you are not done yet – PLAN. 

 

You need all the help in bringing the teams together and 

building the 10 – 15-year detailed plan to make a strategic 

decision.  

In the next article, we talk about how DTS, along with the Jibe 

transformation planning tool, can solve this multibillion-dollar 

initiatives that you are venturing. 
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Putting Analytics in 

Perspective for the 

Telecom Industry – Part 2 
Sudheer Dharanikota 

Executive Summary 
 

What better way to explain the importance of 
Analytics in Telecom other than with the most 
complex problem the industry is facing – Access 
Transformation.  

Analytics is used to its fullest capabilities in solving 
the planning, the financial impact assessment of the 
plan, the needs analysis of the revenue over the plan 
and finally operationalizing the plan to meet the 
strategy.  

The final question is – how can you do this 
methodically? You can take DTS’s help along with using 
tools such as Jibe (www.fpinno.com/jibe) to assist you 
in navigating through this complex analysis. 

 

Recap from Analytics Part 1 

 

As discussed in part 1 of this white paper (refer to 

Analytics in Telecom) the client’s perception (Figure 1) 

and the complexity (Figure 2) are the two important 

dimensions to classify analytics problems in Telecom.  

Let me use a real-world problem faced by the 

Telecommunications industry to illustrate how these 

complex analytical problems are inter related and how 

we at DTS can address some of them. 

Telecom Transformation Analytics 
 

The telecommunications industry goes through 

transformation in a cyclical fashion (Refer to Telecom 

Transformation). If you have not heard from us until 

now already here it is again – you, as an operator, are 

spending more than 85% of your yearly CapEx on Access 

Network upgrades (aka Access Transformation). In this 

transformation three forces come together (Figure 3) – 

The demand, the strategy and the 

control.  

- The demand – The Telecom 

customer’s insatiable appetite for 

bandwidth needs are growing at an 

exponential rate.  

- The strategy – The world of 

Telecom is going through next 

generation fiber deep fever. 

- The control – Yes – the boss is 

not opening the checkbook 

completely. There is a restriction on 

how much can they spend (also Figure 2 The complexity of the problem can be seen from four different dimensions 

Figure 1 The customer perception acts as a rudder to the problem we are solving 

http://www.fpinno.com/jibe
http://duketechsolutions.com/wp-content/uploads/2017/10/Sudheer_Whitepaper_Oct_17_2017.pdf
http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
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known as Capital Intensity Ratio – Refer to the 

white paper will ya!). 

 

In this complex world of transformation – you may 

wonder how our little analytics corner (Figure 3) can 

help you? Let me walk you through step by step on 

how.  

As shown in Figure 3, any transformation involves four 

phases. These are – 

- The planning phase: Where you lay the basic 

long-term plan to meet your current customer 

needs. But you cannot do this without fiscal 

responsibility. So … 

- The spend forecast: Where you lay the ground 

rules of how much to invest in the company 

versus pocket the profits. Well this is not 

enough if you want to be competitive and grow 

your company right. There comes … 

- The strategy phase: Where you look around 

what is happening and use the pricing and 

offerings as differentiators. That is all good ... 

but you cannot do this without proper 

execution plan of course. 

- The operational phase: Where you look into 

brining the plan to reality. 

Let’s be honest – how much do you do this using ad hoc 

fashion? Do you have a clear process and tools set up to 

solve these complex problems? 

The Core of the Problem – Planning 
 

Your network capacity planning team who monitors the 

network status and decides when to upgrade a network 

element – is under lot of pressure lately. They are faced 

with: 

- Exponential bandwidth demand growth 

- Too many technology options to choose from 

 

High Complexity High importance 

 

The analysis includes - 

- Capturing the current network status 

- Modeling the available technology choices 

- Modeling customers bandwidth growth trends   

- Come up with a detailed plan 

 

The complexity comes in when the planning team is 

asked to - 

- Trigger certain choices based on  

Figure 3 Access transformation is a staggering Telecom problem - we would like to use this problem to demonstrate how analytics is used in Telecom 

http://duketechsolutions.com/wp-content/uploads/2017/07/2Q-2017-Telecom-Transformation.pdf
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o Technology availability 

o Market level needs 

o Or other strategic triggers 

 

- Restraint from using certain choices based on  

o Technology 

o Market 

o Facility or 

o Node level details 

 

Not sure how you are doing your planning, but this is a 

pretty involved process and is core to your multi-billion 

yearly access investments.  

 

How Much does it Cost? – Financial 

Analysis 
 

A plan without a financial analysis is doomed to fail. 

Getting good financial projections for a long-term plan 

is of paramount importance to convince your leadership 

of your long-term planning proposal. The financial team 

is faced with: 

- Complex technological cost-benefit analysis 

- Strategic what-if analysis 

 

Medium Complexity High importance 

 

The financial analysis typically includes: 

- The overall cost projections 

- Modeling CapEx and OpEx breakdown 

- Considering YOY growth projections 

- Assist with leadership what-if questions 

The finance team is faced with the challenge to analyze  

- Different deployment strategies 

- Different operational strategies 

Yes, Excel is a good god given tool. But you need to set 

it up properly for a thorough analysis. A clear end goal 

in mind mentality is essential for the financial analysis. 

How to Make More Money? – Marketing 

Plan 
 

Why do you want to spend money if you do not have a 

strategy to make more money – right? Sort of. Even to 

be competitive with the current offering, you have to 

plan your pricing and new speed tier offerings. Hence 

the product/marketing team is faced with analyzing: 

- How pricing impacts customer take rate 

- What technologies satisfies your speed appetite 

 

High Complexity High importance 

 

The marketing analysis typically includes: 

- The take rate impacts along with utilization 

- The benefit of introducing a new technology  

- Assistance in maximizing the revenue 

The marketing team faces the challenge to analyze 

- Technology choices to meet product needs 

- Price elasticity modeling  

- Targeting customer base 

- Deterring competition 

The marketing team opens up challenges based on a 

different dimension – namely the overprovisioning (how 

much can we oversell). This is not the same as the 

utilization-based planning (this topic is for some other 

white paper).  

How Can We Operationalize? – 

Operational Plan 
 

Talk to your execution team, they will tell that you can 

come up with a strategic plan all day long at the center 

– if you cannot operationalize it – it is not a PLAN! The 

operational team is faced with: 
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- Do we have the team to mobilize the plan? 

- Is the plan ~ risk-free to run the show? 

 

Medium Complexity High importance 

 

The operational analysis typically includes: 

- Estimating and aligning the resource needs 

- Forecasting the material needs, and  

- Aligning the forecasts back to finances 

 

The complexity of operational analysis comes from – 

- Mapping strategy to reality and turning it back 

to an agreeable strategy 😊 

- Create an operational plan that is flexible and 

granular enough to be useful 

 

Yup, you got to integrate the operational plan back into 

the circle of planning to find an optimal solution. Now – 

do not assume that you are doing an optimization 

exercise here! 

Planning versus Optimization 
 

People keep asking me why not optimize the plan for 

minimal spend. Sorry my good sir/madam – it is not a 

strategy.  

Planning is a process (like elaborated in this 

white paper), in which you methodically work 

through a deployment strategy that meets the 

customer needs, the product team strategy, and the 

financial restrictions. Optimization on the 

other hand is a mathematical way to drive a 

set of min-max constraints to optimize the 

deployment strategy.  

The unfortunate truth is - you do not have control over:  

o Competition’s strategy, or 

o Customer demand growth.  

Hence controlled planning is the only key to your 

successful multi-billion-dollar access transformation. 

Jibe – The Transformation Toolset to the Rescue 
 

You may wonder – how in the world am I 

going to get through this multi-billion-

dollar planning in a methodical way. We 

have an answer for you … 

Jibe (yes – it is the maneuvering of your 

access boat when the tail winds are strong!) toolset 

from FPI (First Principles Innovations) can help you with 

your planning in a step-by-step fashion. Refer to their 

advertisement in our magazine before this article. 

This product offers different tools for your planning, 

financial analysis, operational optimization etc. needs. 

More over your favorite strategy consulting partner DTS 

😊 can help you get started with this product. 

How can DTS help you with your transformation? 
 

The question is how are you 

navigating through your complex 

analytical problems. We at DTS have 

had the privilege to assist our 

customers through hundreds of 

analytical problems with different levels of complexities 

over the last few years.  

We also partner with First Principles Innovations 

(www.fpinno.com) to assist you in solving your access 

transformation issues using their Jibe Access 

Transformation toolset. We also developed different 

processes to assist our clients with their analytical 

needs. Give us a call to see how we can help you. 

You can reach the author at  sudheer@duketechsolutions.com or call him at 

+1-919-961-6175

http://www.fpinno.com/
mailto:sudheer@duketechsolutions.com


Importance of good 

Network Records  
Rich Martin 

Whether you are a technical operations manager, hub 

supervisor, or seasoned line technician, a call from a 

colleague or an unknown number during non-working hours 

is rarely good news. 

 That call at 1:00 am from someone in the NOC looking for 

the number to the on-call tech or the text message from a 

line technician during your Saturday barbecue who is 

responding to a service outage and needs directions to the 

node. We’ve all been there. How you respond to these events 

largely depends on the tools and data you have available to 

find and repair failures in the network. 

Most of us know the difference between a TDR and an OTDR 

and when to use each. We know not to break out the DSAM 

for a fiber cut or a spectrum analyzer to measure power 

supply output. We have these tools and we use them 

effectively, but what about software and network 

infrastructure data?  

The advantage of having software and network design to find 

a failure ensures that you have accurate data on your fiber 

infrastructure, and there are several uses for that beyond the 

obvious use of restoring service during an outage. For 

example, you can determine the number of lit fiber miles, you 

can find the fiber capacity within any given cable to make 

expansion planning more efficient. You can determine the 

services allocation for each fiber and where those services 

are routed. These are but a few. 

Having operational data for a fiber optic network should be 

considered foundational.  Imagine a basketball team whose 

players can’t shoot or a football team whose players haven’t 

learned to block. These skills are considered foundational and 

if teams don’t excel at basic skills consistently, they will 

probably lose more than they will win.  The same is true for 

fiber optic network providers that don’t have accurate data 

on their fiber infrastructure. Eventually this weakness will be 

made apparent. 

None of us hope for bad things to happen, but when they do, 

be prepared to minimize the impact to your customers. 

Millions of dollars are spent to install and maintain these 

networks and a small fraction of that expense to document 

them well enough to be able to find a failure should one 

occur. Now, the next text you receive from a colleague over 

the weekend will be him asking when you plan to light the 

grill! 
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Medical Practice 
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Kishore Dharanikota 

 

Executive Summary 
 

Medical practices, independent 

of their type, size and 

specialty; require a unified 

view of their performance for 

better decision making.  The 

leadership needs to be 

empowered with accurate and timely knowledge of the 

current performance.  It is simply not enough to 

consider the financial benefits as a unit. A unified view 

of the practice leads to overall understanding of the 

services and a transformational plan will result in 

sustained growth and long-term viability. DTS’s 

expertise in revenue analysis, cost management and 

operational excellence; our multi-sector expertise and 

proven methodology to deliver services differentiates 

us from traditional analytic specializations. This article 

showcases our offerings for a small to medium scale 

medical practice. In future postings, we will drill into the 

extended offerings for larger healthcare care 

organizations. Our goal is to connect the dots, present a 

fresh perspective to the existing problems and provide 

guidelines for a successful implementation of the 

processes. 

A traditional retrospective view 
Traditionally, claims were used to retrospectively 

analyze the revenue prospects of a Medical Practice. 

Over the years, claims data produced standard yet 

important financial reports showcasing revenue misses 

and possibilities. Analysts used claims to understand 

what a Medical practice performance has been over 

several years by considering Accounts receivables, 

Charge Lags and Bad Debt.  The measures are compared 

with national benchmarks to position practice’s 

services. Even though there is nothing wrong with such 

conventional analysis, it is just that such analysis limits 

the number of parameters used. Also, revenue 

maximization is not the only concern that a medical 

practice or a larger healthcare organization faces. They 

need to participate in improving the health of a patient 

at lower cost, without foregoing profitability. A siloed, 

departmental analysis is not enough to survive and 

prosper in this competitive and regulatory environment. 

Claims might have lot of important information on the 

financial performance of the organization, but more 

obscure cost of operations and quality of care 

dimensions need to be considered for the overall 

effectiveness.  

Our offerings 
As Healthcare Organization’s services are more complex 

with information distributed across multiple systems, 

there should an effective method to aggregate this 

information from multiple systems, apply advanced 

analytic and best practices to come up with insights and 

predictions. DTS prefers to observe the problem from 

multiple directions with our proven methodology of 

execution in multiple sectors with similar or much larger 

complexity in operations.  

DTS offers three strategic services and provides 

transformative analysis by looking at the problem from 

multiple dimensions – Revenue, Cost and Operations. 

We use claims in our retrospective revenue cycle 

analysis, but offer much more on Quality driven 

initiatives, by looking at cost of operations and link 

them to patient health outcomes. We believe that - 

“what’s not measured can’t be improved”. We offer 

unified advanced analytics that empower the decision-

maker new insights, lead them into better decision 

making and eventually result in providing better 

healthcare services to their target patients.  
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Figure 1: DTS Engagement Model 

Revenue Strategy:  

Showcases the opportunities for maximizing revenue, 

filling in revenue leaks and effectively adapting to 

quality based regulations.   

Cost Strategy:  

Identifies cost-centers, measures cost, makes 

projections of future costs and outlines cost 

containment proposals. 

Operational Excellence:  

Observe current operational efficiencies, identify gaps 

and propose policies and practices to improve overall 

efficiencies. 

A fresh perspective 

Hypothesize with no pre-conceived notions 

DTS brings a multi-industry operational, transformative 

and strategic perspective to healthcare, not tout 

“healthcare specialized” knowledge. Focused and siloed 

knowledge can potentially limit the “out-of-box” 

thinking and introduces a bias in the analysis. We 

believe that “a fresh perspective” on the known and un-

known data can bring a new viewpoint which we have 

helped solve effectively in various other sectors. So, 

hypothesizing, acquiring and analyzing the healthcare 

clinical and financial data will pave a new insightful path 

for the Healthcare organization(HCO).  

What is important for the client? 
A HCO can adopt multiple strategies in solving a 

profitability problem. A strategic partner who 

understands the vision and links them to value-added 

services. For example, they can:  

• improve the “patient-mix” by promoting new 

services that include multiple age groups, risk 

levels and demographics  

• reduce “cost of servicing” a patient and 

improving adopting to cost-effective, unified 

processes which utilize current resources. 

• Provide “newer services” through mergers and 

acquisitions, or by employing new providers 

with multiple specialties. 

 

Some Examples:  

Next, let’s look at a few examples of some of the 

problems we have analyzed. 
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Sample 1: Knowing your “top charged and top paid” 

billing codes can lead into related analysis of, is it 

being collected promptly or is there a correlation 

between high charges and collection delays? 

 

Where is the trouble? 
There are times where the outcome of the problem is 

overserved, but the root-cause of it is not clear. This can 

be resolved by identifying the processes which are 

causing the trouble and come up with process 

improvement activities. For example, a problem of high 

denials of claims can be analyzed by looking at the 

reasons for denials and resolve it by changing the 

processes. A timely validation of patient’s insurance by 

front desk personnel will decrease the claim denial rate 

because it resolves the concern of “ineligible” patients 

getting services.  

Sample 2: What is the difference between your total 

charges to the adjustments? Can the adjustment 

variation be minimized by better contracting?  If so, by 

how much? Who are your top payers? 

 

What can you improve and by how much? 
By knowing the effectiveness and measurement of 

various choices, a HCO can choose the correct path for 

improvement. Is it a choice between “process, people 

or technology” or combination thereof? Hiring front 

desk personnel to offset the new patient volume is a 

good choice, but one can also decrease the time to 

verify and onboard a patient through better technology.  

 

Sample 3: What is causing “bad debt” for you, how 

much, and by whom? Such analysis can lead to 

identifying the root-cases for the debt and showcasing 

the effectiveness of working with top payers in avoiding 
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claim rejections and in improving internal processes to 

avoid this delayed or lost revenue.                                 

What is the relative weight of each of the choices? 
Analytics can also predict the level of outcome based on 

multiple varying factors. The relative nature of various 

factors can be captured and choices can be validated 

empirically. Revenue can be maximized by adopting to a 

combination of proven activities. For example, revenue 

can be maximized by increasing patient volume, choice 

of services or by decreasing the cost of services.  

Our Services  
A combination of experience in solving complex 

strategic concerns in multiple sectors, a problem-solvers 

view of the world and a proven analytic methodology 

are the factors for DTS success. DTS specializes in 

retrospective and predictive analytics; and offer tailored 

services to meet customer’s needs.  
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DTS Team – Merging Operations 

Knowledge with DTS Consulting 
Randal Cauley 

For many years, our time was spent in the trenches of 
telecom operations. Whether it be for an MSO or for a 
contractor, the operations are very similar. The pain of a 
poorly forecasted project has the same, yet very different 
ramifications on operations for both sides.  For the MSO, it 
results in the poor execution of the project, which leads to 
consequences that trickle down from C-Level Executives to 
everyone in the organization involved with the project. It can 
have long lasting effects that prohibit individuals from 
progressing up the ranks of the company. For the contractor, 
it leads to numerous problems that include painful stop gaps, 
technician retention issues, and overall poor profitability. This 
can be especially devastating for smaller contractors who 
depend on a consistent workflow. 

DTS was conceived with these issues in mind. A critical 
role of our telecom consultants is to understand the 
intricacies of telecom operations and to identify and mitigate 
issues before the project begins. This ability comes from 
years of telecom operations experience. The DTS team 
provides predictive modeling and analytics that merge each 
consultant’s operations knowledge with existing company big 
data to properly forecast Capital and BAU projects. These 
include engineering, design, permitting, labor, material, and 
resource forecasting. This allows the MSO to properly fund 
the project before it begins, which minimizes the need for 
additional CAR and PO requests. In turn, the contractor 
benefits from the proper funding by not having to stop the 
project due to a PO shortfall. 

A properly forecasted project does not remove all 
problems that will be encountered, but it certainly gives all 
parties involved a better chance of overall success. Well 
executed projects build confidence levels and lead to 
potential promotions within and MSO, and leads to 
significantly better profit margins for contractors. 

To learn more about how DTS can help forecasting your 
projects, please visit us at www.duketechsolutions.com. 
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Contact Duke Tech Solutions Inc.: 

 Website:  http://www.duketechsolutions.com 

 LinkedIn: https://www.linkedin.com/company/duke-tech-solutions-inc./ 

 Facebook:  https://www.facebook.com/duketechsolutions/  

 Email:   contact@duketechsolutions.com  

 Phone:  +1-919-961-6175 
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