Cable One Adds SunTec Rating Engine
to Enable Future Service Plans

able One is a mulli-service cable operator that focuses

on mid-tier markets in 19 slates. The company is just

beginning to roll out its VolP and related voice calling
offerings in what it expects will be two or three markets per
month during the next 12 months. Though the company has
not yet marketed its VoIP service aggressively—it has just
north of 1,000 customers using the service today—il has built
out its billing architecture to account for not just VoIP, but a
range of future services it plans to offer but can’t necessarily
define today. Cable One chose 1o add Sun'Tec’s real-time rat-
ing and mediation engine as an adjunct rater to its installed
Amdoes/DST billing platform and as a source of information
for its customer service and sell-care portals. Billing World
and OSS Today sat down with Kishore Reddy, Cable One
director, 1o discuss the company’s I'T decisions and strategic
plans, and his reserved perspective on new technologies such
as IMS and fixed-mobile convergence.

BWOT: Please give our andience a bit of hackground about
Cable One, ils markels, services and cuslomers,

Cable One is a wholly owned subsidiary of the
Washington Post companies. Depending on how and when
you count, we're probably between the ninth and 11th larg-
est cable company in the United States. We have roughly
700,000 video customers, 250,000 high-speed data customers
and 210,000 digital TV customers. We started gelting into
triple play about 18 months ago, but we haven’t aggressively
marketed our voice service yet because we are still building
out and ramping up.

We've done a lot of talking with other MSOs to understand
the business drivers behind triple or quad play and why dif-
ferent cable companies have laken different approaches. We
wernl through an RFP process and had to {igure out 12 dif-
ferent calegories of product including softswitch, mediation,
rating, provisioning and other functions. We analyzed the
responses, and based on our business model we decided what
we needed to go to outside vendors for and what we could do
ourselves in-house.

We started our implementation about a year ago last
September, and we rolled out about four or five months after
that. Since then we've launched in half a dozen more markets,
and other markets are in a testing phase. Even though we
have more than 1.4 million homes passed, not all are in high-
level markets. We tend to focus not on the NFL cities, but the

| two or three markets a month.

| adjunct rating platform?

Reddy: Cable One is a long-time DST customer, mayhe 20

| system choice

go to have the complete solution in place and plan to roll oul

BWOT: What was the key driver behind going with an
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or 30 years. Cable billing systems in general don’t have really
broad and deep rating capabilities. If you look at service offer-
ings or product offerings in the voice space its pretly simple
rating: 39.95 (lal rate with unlimited long distance. So we
could have gone without a fully functional rating system, but

| we didn’t necessarily want to limit ourselves [in our rating

to what services we'll offer immediately. Two or
three years down the road we may gel into quad play and want

| to have the infrastructure to handle the entire scope of telecom
services. We want o be able 1o mediate and rate all calls in all

| of our networks, even though 95 percent of them may be rated

| at zero because they are included in the monthly hilling plan.

| BWOT: How did you deal with loading customer informa-

tion, pricing plans and related data into the rater?

We definitely faced this issue. The billing system
houses all of the customer data typically, so we established
clear boundaries between the billing system and the rat-

ing system [rom Sun’Tec. Monthly recurring charges would
[ be billed out of the Amdocs/DST platform. But any of these
| charges that are usage-based, like international calls, operator

services and directory assistance, those would be mediated

| and rated by the SunTec platform, and that would send the
' summary line items to the Amdocs/DST billing system, which
[ then adds them all logether.

[ BWOT: Do you have diseriminatory rating for international

calling, so that you can offer different rates for the same desli-

| nations in different packages?

: We have permanent rates for different sections of each

| country, like in Mexico, but all customers get the same rate at

this point. We are looking at special pricing plans. For example,

| for $10 a month you get a certain number of calls 1o Germany,

and after that it's a different rate. We want to roll out more spe-
cilic international packages with different rating plans. We can

| implement that easily in SunTec’s platform—uwe just haven’t

smaller cities and larger towns. We have a lot more markets to | done that yet, at this early stage in the implementation.
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