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To stimulate demand for VoIP, providers bundle their newly promoted VoIP plans 
into existing subscriber service packages.
The growth of VoIP in the consumer sector has spawned 
opportunities for providers of other telecommunications servic-
es to offer VoIP. Often, this is done by broadband cable and DSL 
providers in conjunction with other services, such as cellular, 
digital television, and Internet access. Broadband providers be-
lieve that their relationship with existing customers will give 
their VoIP offerings a competitive leg up against “stand-alone” 
VoIP services, such as Vonage, SunRocket, and Packet8.

To stimulate demand for VoIP, these providers often bundle 
their newly promoted VoIP plans into existing subscriber ser-
vice packages. These newly enhanced, bundled packages are fre-
quently referred to as “triple-play,” or even “quadruple-play.”

Yet despite the perceived marketing advantages of this bun-
dled VoIP, carriers face some formidable subscriber accounting 
and billing challenges. Chief among these is the fact that voice–
with its surcharges for international calls, plus its regulations 
and tariffs, such as E911 fees–follows a very different account-
ing model than cable television or even cellular bills. 

VoIP customers don’t care about these obstacles. If they are 
going to order triple-play services, they will want all their ser-
vices on one bill–not two or three.

That’s a fact of life for Cable One’s director of voice services, 
Kishore Reddy. For the last four months, Cable One–a Phoenix, 
Arizona-based 700,000-subscriber cable television operator and a 
fully owned subsidiary of the Washington Post Co.–has been rolling 
out a bundled VoIP product in nearly a dozen of its 54 markets. To 
assist with the process and inevitable complications, they have been 
using the TBMS-T transaction and billing solution from Trivandrum, 
India–based transaction management solutions vendor SunTec.

The roots of the SunTec deployment started in late 2004, with 
serious consideration of which components of a voice-services 
infrastructure Cable One should build, buy, or outsource. Based 
on research as well as his knowledge of cable-delivered VoIP at 
the time, Reddy was aware that Comcast built most of its infra-
structure, while other companies bought their own switches but 
outsourced some of their communications needs. “We decided 
to follow a middle-of-the-road strategy by purchasing soft-
switches,” Reddy says, but outsourcing most other functions.

After that decision was made, groundwork was set for bidding 
out an infrastructure whose characteristics would help define 
the type of subscriber agreements that would be put in place for 

voice–and, by extension, the billing regimen best suited for these 
new services. Level 3 was selected as Cable One’s primary CLEC 
(Competitive Local Exchange Carrier), and what Reddy terms an 
“all-encompassing, 150-company, 75-proposal RFP” was issued.

SunTec participated in the RFP and made the cut along with 
a few other competitors. To state that Cable One’s requirements 
were considerable would be to put it mildly. 

According to Reddy, some of the specific challenges were to devel-
op a system that would take a call made to any location, determine the 
price, and integrate that into a triple-play bill. “We had no intention to 
have two [billing] systems [with] two bills for customers.” he says.

Other requirements were the ability to calculate expenditures and 
pricing for call termination, and then enter that data into the bill-
ing database for reconciliation as frequently as every 15 minutes. A 
need was also identified to interface SunTec with customer service 
orders, as well as to have the available scalability to further expand 
transactional management for eventual quadruple-play services.

The selection of SunTec was made by Cable One in September, 
2005. Testing was done with Cable One employees, who were 
instructed to complete 100 varied (local, national, and interna-
tional) calls and log the perceived call quality of each communi-
cation. Installation into systems in Bartlesville, Oklahoma and 
Pocatello, Idaho occurred some eight months later.

In late September, 2006, Cable One’s voice services had slight-
ly more than 1,000 subscribers–a number Reddy expects to in-
crease as up to a dozen more markets are added by the end of 
this year. The slowness of the pace is somewhat dictated by the 
nature of Cable One’s geographic footprint–and the fact that lo-
cal telcos with which VoIP call termination arrangements must 
be made are relatively new to the game. Level 3, though, is quite 
experienced at this, and Reddy doesn’t sound overly concerned.

And once these customers sign up for Cable One voice, Reddy 
expects billing services to be as well-ordered as they’ve proven 
to be over the last several months in Bartlesville and Pocatello. 
“With me coming from a terrestrial solution with legacy bill-
ers,” Reddy adds, “I’d have to say [SunTec] has been doing a 
fantastic job of implementation.”  V
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