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Putting Analytics in the 

Perspective for Telecom 

Industry – Part 1 
Sudheer Dharanikota 

Executive Summary 
Analytics is a common jargon used by people to sound 
fancy. This white paper discusses our view on analytics 
applied to the Telecom industry. 

The complexity of the problem that you are solving and 
the perceived importance of this problem in the eyes of 
our client determines whether we are solving an 
analytical problem or not. Sounds corny right. This is the 
unfortunate truth! 

The math behind the problem, visualization of the 
solution, time it takes to solve the problem and the 
amount of data you are using determines complexity. 
Our customer on the other hand is more interested in 
the cost reduction, business case optimization and 
being strategic in a customer acquisition. 

Putting these two perspectives together, we can solve 
the scope of analytics in Telecom (for that matter in 
any) industry. 

 

What do you think Analytics is? 
 

Us – the consultants – are problem solvers. We solve a 

variety of problems. Some could be as simple as a 

couple of hours of work, and some could be very 

complex and take multiple months to solve. In all, these 

problems can have millions of dollars and sometimes 

billions are at stake. So, we tend to think we are solving 

complex analytical problems. The question is what can 

we classify as an analytical problem in the Telecom 

industry?  

Let us take some examples from our recent past.  

✓ Cost analysis: What is the cost of a deployment 

per unit? It may sound like a simple 

question – but a lot goes on here. Does 

this cost vary by market (labor, deployment, 

material), the timing (of deployment), and other 

parameters such as permitting (Refer to the 

white paper “Error! Not a valid bookmark self-

reference.”). The question is can we call this 

cost analytics? 
o Metrics: Time to develop – Low; Importance 

– Fundamental; Complexity – Medium 

✓ Scenario modeling: Extending cost of 

different types to a given 

deployment scenario – can we 

deploy scenario 1 vs scenario 2. Which one 

helps the client strategically and operationally? 

Now is this complex enough to be called 

scenario analytics? Mind you there is strategic 

and number crunching involved (Refer to the 

transformation whitepaper from last quarterly). 
o Metrics: Time to develop – Medium; 

Importance – Medium; Complexity - 

Depends 

✓ Business case creation: 

Some of the business 

cases could be very simple 

and intuitive. For example, do I want to deploy 

a technology that eliminates $20M spend from 

my CapEx budget every year. You may ask – 

what is there to create a business case. The 

question here is how do we get from not having 

a solution to a fully capable solution? What is 

the impact to the customers? This mix of 

strategy, impact analysis and profit analysis (in 

this case cost avoidance) can be simple but will 

How to classify what work falls under 

Telecom Analytics?  

✓ Complexity 

▪ Mathematically intense 

▪ Complex to visualize the solution 

▪ Takes too long to solve 

▪ Playing with huge data set 

 

✓ Clients perception 

▪ Who is your client? 

▪ How important is it to your client? 

▪ How important is it to you? 

Scenari
o 
Modeli
ng? 
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help in making monumental decisions in our 

client’s long-term strategy. Is this important 

enough to call business analytics? 

o Time to develop – Medium; Importance 

– High; Complexity – Depends 

✓ 10 – 15 year capacity 

planning – Now that is a fun 

initiative. The brain hurts in solving this 

problem. Pretty complex and involved. If you 

crack the nut (like we solved it for one of our 

clients – refer to “Understanding the basics of 

Transformation in Telecom Industry”), the 

impact could be in 100’s of millions if not 

billions of dollars. This is both a modeling and 

complexity nightmare. Is this conceived to be 

planning analytics?  
o Metrics: Time to develop – High; 

Importance – High; Complexity – High 

✓ 10-year budget forecasting – 

Budget forecasting involves 

understanding the plan, cost, 

business case and a decision on the scenarios. 

This is the final culmination of the real-world 

telecom problems. Now can you call this budget 

analytics? 
o Metrics: Time to develop – Medium, 

Importance – High, Complexity - Low 

The common theme to classify analytics in Telecom is – 

complexity of the problem that we are solving and the 

perceived value in the client’s eyes! 

We actually believe, the same is true with the 

other industries. Hence, we started our 

healthcare practice with some very specific 

analytical problems to solve in mind. Refer to 

“Error! Reference source not found.” for more 

information on our healthcare analytics practice. 

What determines Complexity? 
 

How can you, as an owner of the problem to be solved, 

determine or express the complexity of a problem. Here 

are four ways I can think of – the math behind the 

problem you are trying to solve, how easy is it to 

visualize the problem and its solution, how long is it 

going to take to solve the problem, and how much data 

are we working with? 

The figure below showcases a spectrum of Telecom 

problems with varying complexity. The math behind a 

problem can be straight forward modeling or could be 

very complex Fourier transformation (that you as a 

problem solver have no clue how to solve with basic 

modeling). Of course, for complex problems we use 

statistical packages such as R or MATLAB. You can add 

additional complexity such as predictive analytics 
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around it. Some solutions are easy to interpret using 

basic graphs or even tables. Some of them are hard to 

visualize. For example, anything beyond 3 dimensions is 

hard to visualize. Imagine visualizing the impact of 10 

variable analysis! The question is how do you sell the 

solution to your client? Most of the time – saying the 

math behind the scene is demonstrating the solutions is 

not going to cut it. You need to give the intuition. Our 

customer may say that the time it takes to solve the 

problem is not their problem. But it is, as time 

translates into cost 😊 Some problems are easy to solve 

but difficult to gather relevant information, some are 

easy to gather information but too complex to model, 

and some are both! The last, which you may be itching 

to correlate, is the size and the type of data.  Some of 

them are clean and structured, whereas, others need 

quite a bit of massaging to cleanup and interpret. 

But most of the time, our vision (as problem solvers) 

and the client’s vision (as a problem owner) may not 

align. Let us see if we can come to a clear understanding 

on why the client think what Analytics should be? 

The perception of the client? 
 

Of course, your client’s opinion is more important than 

your opinion (albeit how logical it may be). Because 

he/she is paying you as a consultant as the problem 

owner. 😊 Now let us try to understand what is your 

client interested in. 

Three things – the cost, the business case and the 

strategy. Typically,  

✓ The cost is relevant for the engineering and the 

operations teams. They would like to contain 

the cost while planning, executing to the plan 

and finally keeping their end customer happy. 

✓ The biz case is a function of the finance team. 

They are interested in the cost, the revenue and 

the optimization of both through factors such as 

Capital Intensity ration (refer to <>). 

✓ The strategy, on the other hand, is focused on 

retaining the current customers, gaining 
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additional market share and of course, 

deterring the competition. 

Now if you notice, these three components are industry 

independent. Stay tuned on our adventures in the 

healthcare industry. 

Complexity and perception together 
 

Many problems that we solved until now fall into these 

different categories. I will start the remaining part of 

the white paper in the next quarterly with a matrix to 

understand how we can assist you in solving them both 

from Telecom and Healthcare point of view. Stay Tuned.  

How can DTS help you with your analytics? 
 

The question is how can one navigate through your 

complex analytical problems. We at DTS have had the 

privilege to assist our customers through 100+ 

analytical problems with different levels of complexities 

over the last few years.  

We also developed different tools and 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

 


