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Introduction

Carriers who spend millions of dollars in off-net billing have already
demonstrated their ability to win key accounts and expand beyond their
on-net footprint. This success, however, comes with challenges:
maintaining profitability, optimizing margins, and ensuring that off-net
costs are continuously managed to prevent revenue leakage.

Unlocking Growth Potential: Three Key Strategies for Carriers

To sustain and accelerate growth, carriers must focus on three key strategies:

1. Maximizing Margins on Off-Net Spend - Ensuring competitive pricing and
supplier management.

2. Grooming Traffic to On-Net Where Possible - Identifying opportunities to
shift off-net traffic to owned infrastructure.

3. Optimizing Partner Selection for Cost Efficiency - Leveraging analytics and
automation to drive smarter partner negotiations.

This white paper explores how carriers can stay ahead by implementing best
practices in margin optimization, network grooming, and partner management to
drive increased profitability and long-term success.

1. Maximizing Margins on Off-Net Spend

Winning key accounts means carriers are managing
large-scale off-net billing, but ensuring long-term
profitability requires continuous cost oversight and
strategic cost control.

Key Strategies to Maximize Off-Net
Margins:

« Contract Optimization: Negotiating volume discounts,
minimizing rate hikes, and securing flexible contract terms.
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« Automated Cost Analysis: Leveraging platforms like
Connectbase to track off-net spend in real-time and
detect overbilling or rate inefficiencies.

« Service Rationalization: Eliminating redundant or
underutilized services that contribute to
unnecessary costs.

« Pricing Intelligence: Ensuring sales teams have
access to real-time cost insights to avoid selling at
a margin risk.

Carriers that take a proactive approach to monitoring
and optimizing off-net spend can significantly improve
profitability while maintaining service quality.

2. Grooming Traffic

One of the most effective ways to improve margins is
by shifting off-net circuits to on-net infrastructure
whenever possible. Grooming traffic helps reduce
dependency on third-party networks while maximizing
the return on owned assets. Over time, opportunities
open to groom off net to on net. Having a systematic
data driven way to flag opportunities for grooms with
new customers and acquisitions, allows you to quickly
maximize margins.

Best Practices for Traffic Grooming:

» Identifying Near-Net Opportunities: Using location
intelligence to target locations where a small network
expansion could shift high-cost off-net traffic to on-net.

» Prioritizing High-Volume Circuits: Analyzing traffic

patterns to move the most expensive off-net circuits

onto owned infrastructure first.
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o« Customer Incentives: Offering pricing advantages to customers willing to
transition to on-net services.

o Infrastructure Investment Planning: Using demand-driven insights to justify
network expansions that provide the highest return.

« Real-Time Serviceability Insights: Ensuring teams have access to automated
mapping and analytics to make informed grooming decisions.

Grooming traffic to on-net is a continuous process but can yield significant cost
reductions while increasing network utilization.

3. Optimizing Partner Selection for Cost Efficiency

For off-net circuits that cannot be transitioned to on-net, choosing the right
partners is crucial to maintaining competitive pricing and service quality.

Key Considerations for Partner Optimization:

o Multi-Supplier Strategy: Avoiding over-reliance on a single off-net provider and
continuously evaluating alternative options.

« Performance-Based Partnering: Ranking suppliers not just on cost, but also on
reliability, service level agreements (SLAs), and support responsiveness.

« API-Driven Procurement: Leveraging automation to compare pricing and
availability in real-time across multiple suppliers.

- Dynamic Rate Negotiation: Using competitive intelligence to renegotiate terms
with suppliers when market rates shift.

« Automated Dispute Resolution: Identifying billing discrepancies and
inconsistencies early to prevent revenue leakage.

By maintaining a flexible and data-driven approach to partner management, carriers
can reduce costs and improve operational efficiency without sacrificing service
quality.

4. The Role of Data and Automation in Off-Net Cost Control

To stay ahead in a highly competitive market, carriers must integrate data-
driven decision-making into their off-net management strategy. Automation
and Al-powered analytics enable carriers to:
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« Gain full visibility into all off-net costs with real-time monitoring.

« Automate partner selection based on location-specific pricing intelligence.

« Improve financial forecasting by predicting cost trends and optimizing budgets.

« Reduce revenue leakage by automating contract compliance tracking and invoice
reconciliation.

Platforms like Connectbase help carriers streamline off-net circuit management,
ensuring that cost control is not a manual or reactive process but an integral part of
business operations.

5. Conclusion: Taking a Strategic Approach to Off-Net Success

Winning key accounts with large off-net footprints is an achievement, but long-term
profitability requires continuous optimization of margins, network grooming, and partner
efficiency. By leveraging a combination of data-driven insights, automation, and proactive
supplier management, carriers can turn off-net challenges into opportunities for increased
revenue and market leadership.

Key takeaways for carriers managing millions of dollars in monthly off-net billing:

» Visibility and automation are essential to controlling costs and maximizing margins.

« Traffic grooming to on-net should be a priority to improve cost efficiency.

« Strategic partner optimization can significantly reduce expenses while maintaining
quality.

« Data-driven decisions will ensure continuous profitability and long-term competitive
advantage.

Carriers that embrace these principles will not only protect their margins but also position
themselves for sustained growth and leadership in the evolving connectivity market.

About Connectbase

Connectbase is the global ecosystem for buying and
selling connectivity. Designed to streamline interactions
between buyers and sellers across the globe,
Connectbase offers a dynamic and comprehensive
ecosystem for all connectivity stakeholders. The
Connected World platform serves over 400 providers
globally, profiling locations on every continent. Visit
Connectbase at connectbase.com and follow us on
Linkedln at linkedin.com/company/connectbase-us.
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