
FEBRUARY 2025

WHITE PAPER
THE EVOLUTION OF THE 
NETWORK BUYER

www.connectbase.com



Introduction
T h e  l a n d s c a p e  o f  n e t w o r k  p r o c u r e m e n t  i s  e v o l v i n g  r a p i d l y .  E n t e r p r i s e s
t o d a y  d e m a n d  m o r e  t h a n  j u s t  c o n n e c t i v i t y — t h e y  s e e k  a g i l i t y ,
a u t o m a t i o n ,  a n d  d a t a - d r i v e n  d e c i s i o n - m a k i n g .  A s  t e c h n o l o g y  a d v a n c e s
a n d  c o m p e t i t i o n  i n c r e a s e s ,  s e r v i c e  p r o v i d e r s  m u s t  a d a p t  t o  m e e t  t h e
e v o l v i n g  e x p e c t a t i o n s  o f  n e t w o r k  b u y e r s .

C o n n e c t b a s e ,  a t  t h e  c e n t e r  o f  b u y e r - s e l l e r  i n t e r a c t i o n s ,  p r o v i d e s
u n i q u e  i n s i g h t s  i n t o  w h a t  e n t e r p r i s e s  v a l u e  m o s t  i n  t h e i r  n e t w o r k
p a r t n e r s .  T h i s  w h i t e  p a p e r  e x p l o r e s  t h e  m o d e r n  e n t e r p r i s e  b u y e r ’ s
p r i o r i t i e s ,  t h e  i m p a c t  o f  a u t o m a t i o n ,  a n d  t h e  s h i f t  t o w a r d s  r e a l - t i m e
p r i c i n g  i n  n e t w o r k  p r o c u r e m e n t .

The Changing Expectations of Enterprise
Network Buyers
Tradit ionally,  enterprise network procurement was a
slow, manual process rel iant on lengthy contract
negotiat ions and l imited visibi l i ty into provider
capabil i t ies.  Today, enterprises demand:

Speed and Agil ity:  Businesses require rapid
network expansion, often across mult iple
locations. The abil i ty to quickly assess and
activate service is cr it ical .
Data-Driven Decision Making:  Buyers expect
granular insights into network avai labi l i ty,
serviceabil i ty,  and competit ive pricing before
making purchasing decisions.
Seamless Integration:  Enterprises need network
solut ions that integrate easi ly with their  exist ing IT
infrastructure, including cloud, security,  and SD-
WAN platforms.
Reliabil ity and Performance Guarantees:  Service
Level Agreements (SLAs) with clear performance
benchmarks are increasingly vital .
Flexible Commercial Models:  Enterprises seek
more dynamic pricing, contract f lexibi l i ty,  and
options l ike Network-as-a-Service (NaaS).



The Role of Automation in Modern Network Buying

The enterprise buyer’s journey has shifted towards automation, reducing
ineff iciencies and increasing procurement speed. Automation addresses key
challenges such as:

Eliminating Manual Quote Requests:  Automated serviceabil i ty checks, and
pricing al low enterprises to instantly determine network avai labi l i ty without
engaging in a lengthy back-and-forth with providers.
API-Driven Procurement:  Enterprises increasingly expect APIs that al low
them to integrate network serviceabil i ty,  pr icing, and provisioning data
directly into their  own systems.
Real-Time Decision Making:  Intell igent automation helps buyers compare
providers and make data-driven selections based on cost,  performance, and
availabi l i ty.
Reducing Quote Fallout:  Automated workflows ensure pricing and
availabi l i ty are up to date, reducing the l ikel ihood of mismatched
expectations and fai led transactions.

By integrating automation into the procurement process, enterprises not only
streamline network expansion but also enhance their  abi l i ty to respond to
business demands in real-t ime.
.

The Rise of Real-Time Pricing in Network
Procurement

Historically,  network pricing has been opaque,
complex, and highly var iable.  Enterprises today
demand more transparency and real-t ime visibi l i ty into
costs.  Key trends driv ing real-t ime pricing adoption
include:

Market-Driven Pricing Models:  Enterprises expect
pricing to reflect real-t ime demand and competit ion,
similar to cloud computing and SaaS models.
Dynamic Cost Optimization:  Buyers want the abil i ty
to assess mult iple providers in real t ime to select
the best combination of pr ice, performance, and
rel iabi l i ty.
Competit ive Benchmarking:  Enterprises leverage
data analyt ics to compare providers across mult iple
metr ics, ensuring they receive the best deal .
AI and Predictive Analytics :  Some enterprises are
using AI-dr iven forecasting to predict network
demand and secure cost-eff icient contracts ahead
of t ime.

With real-t ime pricing, enterprises gain greater control
over network expenses, reduce procurement t imelines,
and improve f inancial  planning for network
investments.



4. Improved Competitive Positioning

The abil i ty to source and quote off-net quickly creates a competit ive
advantage.
Providers with an automated, data-driven approach to off-net procurement
wil l  outperform those relying on manual processes.

5. How Connectbase Enables Off-Net Success

Transit ioning to an off-net strategy requires more than just wil l ingness—it
demands automation, data intell igence, 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 solut ions.
Automate Off-Net Quoting and Procurement –  Reduce manual processes
and respond to enterprise requests faster.
Improve Pricing Transparency and Competit iveness –  Gain real-t ime
visibi l i ty into network pricing and avai labi l i ty across providers.
Increase Sales Team Effectiveness –  Empower teams with instant access to
both on-net and off-net solut ions within a single interface.

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

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

The days of sell ing exclusively on-net are over.  In the modern connectiv ity
landscape, providers must think beyond their  own footprint to remain
competit ive.  Enterprises are demanding seamless, global connectiv ity solut ions
—and they expect network providers to del iver.
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 wil l  be best posit ioned to lead in
this new era of network buying and sell ing.
Connectbase is at the forefront of enabl ing this transit ion, 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 opportunit ies, and transform how connectiv ity
is del ivered.
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Connectbase is the global ecosystem for buying and selling connectivity. Designed
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