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Executive Summary 

Introduction 
 

	 The ROCCO RMS Market Intelligence Report 2018 is a report dedicated to the 
investigation of Roaming Management Solutions (RMS). This report follows reports 
conducted in 2014 and 2016 on RMS Analytical and Operational management tools where 
ROCCO investigated with MNOs the best vendors for these solutions.  
1

The Objectives of this Report 

	 This reports intention is to uncover the services offered by RMS Vendors in 
comparing and contrasting the Vendors solutions and bringing visibility to their offerings. 
ROCCO has conducted independent interviews with 6 Vendors to understand the modules 
they offer and what their objectives are as companies. We want to get to know the solution 
vendors as well as understand their tools and services to make it easier for MNOs or 
Enterprises to get closer to their purchasing decisions.


	 The primary section of this report is dedicated to an Executive Summary overview of 
the data we uncovered in our research. The background about the RMS themselves and 

 ROCCO Analytical Roaming Management Systems Vendor Performance 2016 and ROCCO Operational 1

Roaming Management Systems Vendor Performance 2016. 
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how they arrived to the position they have into todays Roaming vendor landscape. As an 
annex the Executive Summary contains a Directory of all the Vendors in the market. 


	 The Strategic Analysis version of this report helps to explain the Vendors 
themselves, their geographic location but also their capability (offices, resources) and the 
way they think about the industry. We then also go on to study the solutions themselves 
what they offer and how they compare and contrast to each other. We conclude with the 
interviews we carried out with the Vendors so that companies buying the Strategic Analysis 
will benefit from reading verbatim how each Vendor has described their solutions. 


It’s no surprise that RMS have been 
used among MNOs Roaming and 

Interconnect (Carrier Services) 
teams for over 20 years 

	 MNOs should note, there are no standards for RMS solutions in the market. 
Therefore it's not possible for us to compare two solutions side by side explicitly and it’s 
not possible for the MNO either. Each solution is unique. The reason we have made this 
report is that a major factor in choosing the right vendor is to know the vendor, their outlook 
and their abilities. This unique Market Intelligence report is built therefore to capture the 
responses of the Vendors and seeing there unique interpretations of our questions, which in 
itself reveals a lot about the vendor and their approach to this growing business sector.


Background 

	 Having started in Europe in the late 80’s, GSM networks have become the most 
ubiquitous cellular platform of the world, with 800+ active Mobile Network Operators 
(MNOs) and 1000’s of Virtual MNOs (MVNOs) having 4+ Billion global subscribers. Today, 
every MNO offers International Roaming and knows very well that making available its 
network to Inbound Roamers from other countries and connecting with other networks 
abroad to offer extended coverage to its subscribers when they roam, has and always will 
be a great opportunity to satisfy customers and generate additional revenues.


	 In tune with this, every MNO wants to have the most interesting Roaming profile 
with the most Roaming Agreements offering the most global coverage. This is especially 
the case when competing with their competitors global coverage and owing to the fact that 
year on year Roaming is increasing 3.5%  with millions of additional roamers jumping on a 2

plane or taking a train or cruise to foreign lands. 


 According to UNWTO, World Tourism Organisation2

Roaming Consulting 

Company Ltd © 2018 

ROCCO™  
May 2018



!  of !  6 19
RMS Market Intelligence 


Report 2018


�

	 It’s a given therefore that International business relations on that scale, where MNOs 
need to have hundreds of Roaming Partners literally to offer roaming coverage all over the 
world, is highly complex and needs the help of Roaming Management Systems (RMS) to 
ensure it is handled professionally and to efficiently.


	 On balance therefore, it’s no surprise then that RMS or RMT  have been used 3

among MNOs Roaming and Interconnect (Carrier Services) teams for over 20 years. They 
were primarily developed by Data and Financial Clearing houses to support the 
transparency of TAP file  and Invoice data and the delivery of Data and Financial Clearing 4

processes. As time went on however, MNOs found them useful, wanted to bundle in other 
aspects of the roaming delivery process and new needs for Roaming management tools 
started to emerge. 


From Value Added Service to Core Service 

	 Clearing companies developed their Clearing specific solutions to meet the wider 
needs of Roaming teams with “modules” built to accommodate data that normally a 
Roaming team might store in other spreadsheets or databases. Bearing in mind that an 
MNO may typically have up to 20 different sources of data they refer to across multiple 
operational teams, organisation of data sometimes had to be ad-hoc and systems built 
locally using Microsoft tools, by staff with little experience of optimising data.  


MNOs have seen up to  
40% Margin Improvement  
from Analytical Roaming  
Management Systems  5

	 In addition, since there were so many Roaming partners and so much information 
this was a constant job, especially since information such as GSMA documents IR.21  data 6

and AA.14  data were quite often changing. MNOs would sometimes employ specific 7

people in their teams to enter the data into spreadsheets to be able to respond to enquiries 
from across their business.


 Roaming Management Tools3

 TAP is the mechanism for exchanging Billing records when Roaming occurs between two MNOs whether for 4

Consumers or Internet of Things related devices. 

 ROCCO’s Analytical Roaming Management Systems Vendor Performance Report 20155

 IR.21 is used for exchanging more technical data associated with the network provisioning6

 AA.14 is used to exchange Tariff (Inter-operator tariff often known as IOT) and Operational data such as 7

contact information
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Demand for Efficiency 

	 All kinds of elements needed to be catalogued and recorded to ensure the delivery 
of Roaming could be as smoothly done as possible. A few examples:


• SIM card management


• Discount deal management


• Network upgrade management


• Coordination tools used by multiple parts of the Roaming delivery team to achieve the 
end to end delivery of Roaming. 


	 What’s clear is that the 
more MNOs invested in 
Roaming the more complex 
it was to coordinate, with 
1000’s of sims being 
exchanged between MNOs 
and their roaming partners 
for testing purposes, they 
needed to store data about 
the sims and to audit them. 
Identify and make changes 
to internal networks to 
ensure Roamers could get 
access to their network. Or 
even simpler tasks that 

when an MNO has multiple Roaming Partners become more difficult to coordinate. 


	 In addition, while the Roaming team is normally a function of the Finance or 
Technology functions  an MNO typically has people supporting Roaming processes split 8

over several teams (e.g. Finance, Technology, Marketing, Regulations) or separate offices or 
even countries to coordinate between. An MNO may be part of a group, e.g. Vodafone were 
all Operating Companies (Op-cos) were being managed from a single system. This alone, 
was enough to make business delivery difficult without a central depository for storage of 
information.


 According to ROCCO’s 2015 “How we do Roaming today Report 2015”8
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	 On top of this was the need to regularly re-visit Roaming relationships which had 
already been established based on the need to re-test when new services emerged, be it 
CAMEL , GPRS, 3G or Internet of Things (IoT) related services.
9

Diversification 

	 Once it was clear that MNOs wanted to extend their use of RMS beyond that of 
clearing to other areas of management, it became possible for non clearing entities i.e. 
other vendors to step-in and service MNOs with independent tools which they managed 
directly. Independent Vendors may not have had the TAP files or Invoices which Clearing 
Houses had but MNOs could ask their Clearing houses to liaise with such Independent 
providers if necessary. So a new world began to emerge, which brought more innovation 
and competition in the market. Vendors came through with solutions that utilised the TAP 
File and Invoice Data allowing any Vendor to offer the same type of tools as Clearing 
houses. Pretty soon the RMS landscape was much wider than before with entrepreneurs 
who previously held roles in Clearing functions finding the opportunity to build their own 
new types of systems. Its clear the opportunity was there to build a business from a 
solution which could really save costs for MNOs.


	 This was especially true in the case of Discount Deal  management systems, which 10

pulled aggregated or full TAP file data into their systems to offer predictive analytics and 
scenario planning for discount deals. Clearly reducing the costs of Roaming via discount 
deals was extremely interesting for MNOs and having specialist systems that used analytics 
and optimisation tools were valuable to MNOs. Vendors promised that by using their 
system, big savings could be made through discounts. The MNO would be able to plan all 
kinds of scenarios for their Roaming traffic which might lead to the most optimal scenarios 
for discounts possible.


	 Every aspect of Roaming information handled by Roaming teams was considered as 
a module in some vendors systems. This triggered a new birth to a long term project of the 
GSMA, RAEX (Roaming Agreement Exchange) to build a system by which Microsoft Word 
documents or PDF files containing key information such as GSMA templates IR.21 and AA.
14 became adapted to XML  providing the ability for MNOs to exchange them as files 11

which could be analysed and the data pulled directly into RMS tools. A new wave of RAEX 
friendly tools and models emerged making use as much of this kind of data as possible . 12

 CAMEL mainly facilitates the ability for pre-paid Roaming9

 A Discount deal is a deal negotiated between MNOs that facilitates discounts when MNOs “send” their 10

customer to a specific Roaming Partners network and vice versa. 

 XML, Extensible Markup Language, a kind of programming language developed by the World Wide Web 11

Consortium. 

 RAEX style solutions were also used for Invoicing but the project was not fully standardised like RAEX. 12
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The key now was efficiency gains. How could more efficiency be achieved with such 
systems, what additional tasks could be made digital or managed in automated ways? The 
possibilities seemed endless. 


Disruption and Evolution 

	 Around this time, a new model for delivering Roaming would also emerge, the 
GSMA Open Connectivity Roaming Hubbing model. Roaming Hubbing offered the 
opportunity for MNOs to connect up additional or transfer existing Roaming relationships 
they had with other MNOs thought a central platform. Several MNO Groups embraced the 
idea to manage all their agreements through a central platform where RMS could be used 
across the group to optimise Discount deals or manage agreements.


	 With the emergence of Roaming regulations, the Roaming teams were squeezed 
further on resources and time. MNOs were losing revenue from Roaming, even if Roaming 
was being more widely used. While still having to build their companies Roaming profile in 
competition with other MNOs within their country,  in addition, the Roaming team had to 
handle even more discount deals to optimise these Roaming agreements.


	 At the same time as regulation was emerging, as well as the ever increasing number 
of services which needed to be supported, a new client base arrived on the scene, Internet 
of Things (IoT). What IoT brought was an opportunity to reuse the existing systems for 
Roaming with a new client base: machines. Little did the Roaming team realise when it all 
began how huge this new world would become and how different behaviour-wise these 
devices would be compared to the human roamer. 


	 During the course of the last 20 years then its clear RMS have had a key role in the 
deliver of Roaming for MNOs. They have adapted their role accordingly and the vendors 
who have operated them have innovated their solutions. They have gone from being a value 
added service of a Clearing house to being at the forefront of what there MNOs 
management team are really focused on, cost savings via Roaming discount deals. When 
we consider however that Roaming continues evolve, the question of many MNOs and IoT 
platform vendors is clear, what do RMS offer for the long-term for the end to end 
management of the whole Roaming function. With machine learning, could one day RMS 
take away the need to have a roaming team at all?
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RMS Today 

	 Today as M-IoT  emerges, eSIM , VoLTE  and soon 5G Roaming, its clear the 13 14 15

endless building of Roaming solutions will only continue apace. Roaming Regulation has 
triggered so called Silent Roamers  to engage again with Data Roaming and traffic 16

between MNOs is the most successful it has ever been , even if owing to regulations the 17

revenues are not as good as they once were. A perfect trigger then for RMS to embrace 
their true value, in making the cost base that bit more palatable for the senior management 
team. 


ROCCO’s 2014 
Operational 
Roaming 
Management 
System Report 
suggests that the 
Breadth of 
Processes the 
Vendors solutions 
cover is too weak 
for MNOs, in the last 
4 years however 
solutions have 
advanced 
considerably 


	 


 M-IoT a GSMA term used to refer to Low Power Wide Area networks, used for IoT. These networks have more 13

familiar names outside of the GSMA such as Near Band IoT (NB-IoT) and another example if Long Term 
Evolution for Machines (LTE-M. See ROCCO’s report on M-IoT Roaming published in 2018 for more information.

 eSIM, Embedded Sim. See ROCCO’s report on Consumer Roaming eSIM published in 2018. 14

 VoLTE, Voice over LTE, where voice calls made over the LTE data network are picked out of the data traffic 15

and charged as calls. 

 Silent Roamers. Roamers which switch off data roaming. See ROCCO’s  Roaming Bill Shock Report 2018 16

former information. 

 Based on Several Clearing Houses publishing data reporting that since the EU Roaming Regulations of 17

2017,Roaming in the EU has increased by 300%. 
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Automation 

	 What we can see in general from our report is a blend of vendors who offer all kinds 
of variants. However considering a typical MNO, we feel its important to point out that while 
RMS support many functions of the Roaming business, they do not “automate” the delivery 
of Roaming for the MNO. This is not to say that RMS are not extensive, with many 
integration features, but the challenge of a true integration of an MNOs wider systems e.g. 
Billing System, Network Management Centre etc which naturally have many complexities 
and other accountabilities is a mammoth task, maybe only possible with a bespoke solution 
built specifically for that MNO. 


	 We are mindful therefore in this report that vendors make great statements about 
what they can deliver, but to an MNO who may be somewhat naive about the extent of 
automation on offer, we are not looking at any type of automation end-to-end that doesn’t 
need the attention of or the help of people to facilitate it. This is then the context of some of 
the Vendor quotes in this report. 


Vendor Types 

	 Today its clear that MNOs still have many organically built local solutions that they 
use. Some systems built by MNOs themselves have been used for 20 or more years. These 
are systems which are built according to the specific requirements they have internally, 
therefore related to in-house processes which might be unique for each MNO.


	 Some Vendors have solutions that have stand-alone modules, some have solutions 
which when the modules are connected together truly create efficiencies and you can 
imagine cut down the interactions by humans dramatically with much less cause for 
human-entry error or duplication.


	 Other systems more focused on Discount deal specific modules offer a strategic 
insight into deal making while has advanced deal making incredibly. 


	 There are also solutions whose focus is integration, where its possible to have 
modules built by vendors which can “handshake” or connect with an MNOs internal 
systems making it possible maybe for the first time for MNOs to keep the internal systems 
which work for them, while also taking advantage of any number of modules built by 
Vendors. This means as an MNO you can have multiple systems by multiple vendors and 
your own systems and potentially all of them can join, meet and connect making something 
very close to end-to-end management. This then is a very compelling driver for MNOs to 
connect with RMS.
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The Big Questions 

	 This report then intends to showcase the solutions of all kinds presented in the 
market, while asking some big questions about what is truly possible today for MNOs and 
what can they expect? 


• Just how much of an MNOs internal data or processes do MNOs want to share with 
Vendors? 
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• Just how much can Vendors adapt their solutions to cover the specific needs of MNOs 
and still offer a decent price and call their solution “off-the-shelf”. 


• Are MNOs and Vendors in a power struggle to adapt to new ways of working and find the 
right return on investment?


	 We hope to address some of the major concerns here in terms of the cost, quality 
and timeline of the solutions. Its worth noting then before we look at Return on Investment 
(ROI) below. We do not have the costs for the solutions addressed in this report. 


ROCCO’s 2015 
Analytical 
Roaming 
Management 
System Report 
expresses Margin 
improvements for 
MNOs simply from 
using RMS 

Return on Investment 
	 

	 Two of the biggest questions for an MNO as discussed above are “How much does 
it cost? and “What will my return on investment (ROI) be?”


	 Rarely do vendors publish their pricing in this market and while maybe some MNOs 
consider this might be to protect the Vendors margins or prevent a price war, for these 
services it is more about the Vendors looking at each MNOs specific case and making 
quotations. As we also said above, no two systems are exactly alike since there are no 
standards for RMS. Costs of such solutions are mostly going to be specific to the MNO in 
question and reliant upon any number of factors:
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• Which modules are taken


• What integration of these modules is needed


• What discounts may come for groups of MNOs


	 It is however easier to talk about ROI. Take for example the chart above created in 
2015 for our Analytical Roaming Management Systems report. Like cost ROI will generally 
depend upon the current level of maturity of deal making or efficiency gains employed by 
the MNO. If you are a tier one MNO in a group where extensive work has been done to 
develop efficiencies, the ROI may be smaller. Judging from the responses we receive in 
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2015 the majority of MNO will have got around 15-20% margin improvement on discount 
deals though using these tools, which maybe now significantly higher.


	 ROCCO asked the 6 Vendors who took part in this research about their solutions in 
context of ROI and this is what they said. 


End of Executive Summary 

Strategic Analysis Version of this report 

Featuring insights into multiple possible scenarios for 
RMS, this extensive version of the report contains the 
Executive Summary plus over 100 pages of insights 
from the Vendors reviewed and presented in a simple 
way by ROCCO. Learn about the Vendors one by one 
by also reading the interviews with them yourself. 


•UK Companies are subject to V.A.T. Paid at the 
Standard Rates.


•The report will be sent over electronically following 
signature of a simple Terms of Use Document issued 
by ROCCO.
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Notes on our Report	  
  
Identifying Vendors 

	  
 There is often no formal list of Vendors available to MNOs of certain Vendor types. 
Even Associations don’t have all Vendors as members and often don’t provide full lists for 
people to view. We found there are a number of sources to create a definitive list. The 
Vendors that were included in this survey appeared because of one of several reasons:


• Their SEO allowed us to easily locate them


• They are active in social media


• They were recommended to be included by MNOs 


• They attend industry events regularly and are known in the Industry, because they have 
Exhibition stands, produce standards in Industry associations, or simply throw 
promotional events 

• They are known Vendors to ROCCO


	 Even after checking all these sources, sometimes we miss a certain Vendor. There is 
no intention behind this. We are happy to include all Vendors however long this makes our 
list of Vendors that are included. However looking at the list below we believe it to be 
definitive.


	 Whenever these Research projects are created we always communicate widely and 
incase you want to be notified, please go to our website www.roamingconsulting.com and 
follow the instructions to be notified by Global Insights. We have over 34,000 contacts and 
work with over 120 vendors annually on reports. 


 The Vendors 

The 6 Vendors which are part of this report are:  
• BICS


• Enghouse Networks


• Quantillo


• RoamSmart


• Roamsys


• Yaana 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Approach and Methodology  

 From November 2017 to February 2018 we communicated widely asking Vendors to 
participate in interviews with ROCCO, to understand the background to their Roaming 
Management Systems. 6 Vendors responded to us with feedback. 


	 Some Vendors didn’t give feedback for the following reasons: They did not want to 
disclose this information within a report. Realising this is the first time that any research 
company has made a market study of RMS we understood that it is unknown to most 
companies what we are trying to achieve in our report. 


	 ROCCO prepared 95 questions for the Vendors, asking them about their 
demographics, current business, their specific services, how they performed and what they 
expected to see in the future.


Eligibility for taking part in this report  
Only Vendors who advertised themselves as owning a RMS were invited by ROCCO to take 
part and are included in this report.


Your Feedback is welcome  

We would welcome your feedback on our questions, research, interpretation of the results 
and our presentation of the results. Please contact us at HQ@roamingconsulting.com to 
give your view. 


Our Future Reports  

Our 2018 Catalogue of Industry Reports is available on request or to download from 
www.roamingconsulting.com  We offer several options for purchasing reports and training 
including discounts and subscriptions.
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Annex A: Directory of RMS Vendors 

Vendor Country Website Contact 
Information

Year 
Founded

Operat
ing in 
Countr
ies

Numbe
r of 
Global 
Offices

BICS Belgium www.bics.com www.bics.com 1997 13 15

Enghouse 
Networks

Canada
enghousenetworks
.com networksinfo@e

nghouse.com 1984 25 35

Quantillo USA www.quantillo.com info@quantillo.c
om 2015 2 2

RoamSmart Tunisia www.roam-
smart.com

contact@roam-
smart.com  2012 2 2

Roamsys Luxemb
ourg

www.roamsys.com info@roamsys.c
om 2007 1 1

Yaana USA yaana.com info@yaana.com 2007 5 6

Roaming Consulting 

Company Ltd © 2018 

ROCCO™  
May 2018

http://www.bics.com
http://www.bics.com
http://enghousenetworks.com
mailto:networksinfo@enghouse.com
http://www.quantillo.com
mailto:info@quantillo.com
http://www.roam-smart.com
mailto:contact@roam-smart.com
http://www.roamsys.com
mailto:info@roamsys.com
http://yaana.com
mailto:info@yaana.com

	Contents
	About the Authors
	Introduction
	The Objectives of this Report
	Background
	RMS Today
	Return on Investment
	Strategic Analysis Version of this report
	Identifying Vendors
	The Vendors
	Approach and Methodology
	Eligibility for taking part in this report
	Your Feedback is welcome
	Our Future Reports

