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Introduction

Network providers have long prioritized selling their owned infrastructure
—fiber, wireless, and other assets—to maintain high margins and control.
While this approach ensured reliability and minimized third-party
dependence, the evolving connectivity landscape demands a broader
strategy beyond on-net services for sustained growth.

Today, enterprise buyers demand seamless, global connectivity. They
expect fast, competitive pricing and the ability to procure services that
extend beyond a single provider’s footprint. Network providers that fail to
embrace off-net solutions risk losing opportunities to more agile
competitors who can deliver comprehensive connectivity solutions.

This white paper explores the fundamental shift from on-net exclusivity to
a hybrid on-net/off-net strategy and why network providers must adapt to
remain competitive.

The Legacy Model: On-Net Sales Dominance

For decades, network providers built and sold
connectivity within their owned footprint. This model
had several advantages:

_____ « Higher Margins - Owning the network meant better

----- control over pricing and profit.

» Reliability and Performance Control - Providers
could ensure quality of service.

« Simplified Sales and Operations - Sales teams
only needed to focus on areas with existing
infrastructure.

-

However, this model had inherent limitations,
including:

« Limited Reach - Providers could only sell where
they had assets.

« Missed Revenue Opportunities - Enterprises
needed connectivity beyond a single provider’s
footprint.

« Lengthy Expansion Timelines — Building new fiber
routes takes significant time and capital.

As customer needs evolved, this model began to
show cracks. Enterprises no longer wanted to manage
multiple providers to cover their global operations.
Instead, they sought partners who could provide an
integrated, end-to-end solution.
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The New Reality: The Demand for Off-Net Solutions

In today’s hyperconnected world, customers expect seamless coverage across
regions, even in areas where a single provider doesn’t own the infrastructure.
This has led to a fundamental shift in the way network services are bought and
sold:

o« Enterprise Demand for Ubiquity - Businesses require a single network
solution that extends to all their locations, regardless of provider footprint.

 Rise of Network Aggregation - Companies like hyperscale’s, cloud
providers, and global enterprises want providers that can integrate multiple
networks into a seamless experience.

- Automated Procurement Expectations - Enterprises expect real-time
availability and pricing data for on-net and off-net solutions alike.

The traditional model of relying solely on on-net assets no longer aligns with
enterprise expectations. Providers that can deliver off-net solutions efficiently
and competitively will win more business and gain long-term customer loyalty.

The Benefits of Embracing an Off-Net
Strategy

By integrating off-net solutions into their offerings,
network providers can unlock several key advantages:

1. Expanded Revenue Opportunities

o Selling off-net solutions allows providers to compete
for deals they would have previously lost due to
footprint limitations.

o |t enables providers to capture enterprise and
wholesale opportunities that require global or multi-
region connectivity.

2. Faster Market Expansion

» Instead of waiting years to build fiber or
infrastructure in new areas, providers can offer
services immediately through off-net partnerships.

« This enables rapid scaling without the capital
investment required for new network construction.

3. Increased Customer Retention

 Enterprises prefer providers who can offer full-
service solutions. Providers that only sell on-net risk
being replaced by those who can deliver a complete
network experience.

o« By integrating off-net, providers can offer holistic
solutions that meet all their customers’ connectivity

needs.
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4. Improved Competitive Positioning

o« The ability to source and quote off-net quickly creates a competitive
advantage.

o Providers with an automated, data-driven approach to off-net procurement
will outperform those relying on manual processes.

5. How Connectbase Enables Off-Net Success

o Transitioning to an off-net strategy requires more than just willingness—it
demands automation, data intelligence, and seamless supplier integration.
Connectbase Buyers Cloud and Sellers Cloud enable network providers to:

« Access a Global Connectivity Marketplace - Instantly connect with
thousands of providers to source off-net solutions.

« Automate Off-Net Quoting and Procurement - Reduce manual processes
and respond to enterprise requests faster.

o« Improve Pricing Transparency and Competitiveness - Gain real-time
visibility into network pricing and availability across providers.

 Increase Sales Team Effectiveness — Empower teams with instant access to
both on-net and off-net solutions within a single interface.

With Connectbase, network providers can transform their go-to-market
strategy, seamlessly integrating off-net solutions to meet enterprise demands
and unlock new revenue streams.

Conclusion: The Future is Hybrid — On-Net + Off-Net

The days of selling exclusively on-net are over. In the modern connectivity
landscape, providers must think beyond their own footprint to remain
competitive. Enterprises are demanding seamless, global connectivity solutions
—and they expect network providers to deliver.

By embracing an off-net strategy, providers can expand their revenue potential,
improve customer retention, and accelerate market growth. Those that leverage
automation and data-driven decision-making will be best positioned to lead in
this new era of network buying and selling.

Connectbase is at the forefront of enabling this transition, providing the tools

network providers need to succeed in a hybrid on-net/off-net world. Now is the
time to evolve, embrace off-net opportunities, and transform how connectivity

is delivered.

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 LinkedlIn at linkedin.com/company/connectbase-us.
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