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INCREASING REVENUES WITH VOICE OVER IP—A BUSINESS
CASE FOR CISCO BLISS T1

Advanced technologies are often unattainable for SM Bs, either because of the equipment costs or the co mpany’s lack of
staff and infrastructure to support them. The Cisco ® Broadband Local Integrated Services Solution T1 (B LISS T1)
addresses this very issue by offering service provi ders an easily deployed package for addressing the communications
needs of the important yet underserved SMB customer

THE CISCO BLISS T1 ADVANTAGE

Cisco BLISS T1 is the only end-to-end, packet-bas#dtion (other companies offer parts of the tetdution) in the market for delivering
affordable, integrated voice and data servicedM8S It is aimed at businesses that use 5 to 25@lkines and generally employ from 10 to
100 people—a potentially huge market segment becausently about 1.2 million businesses have fivenore phone lines. Cisco BLISS T1
allows service providers to offer customers voiad high-speed Internet services through a singlérE] with the bandwidth dynamically
allocated so that data traffic does not affectahelity of the voice calls. With Cisco BLISS T1pgee providers can do the following:

- Increase customer loyalty and reduce churn by lingdboice and data services.

- Build out the network as they grow customers. Bsedtisco BLISS T1 is based on a modular architecservice providers can add
capacity when they add customers instead of beirgeél to undertake huge upfront capital costs.

- Add next-generation services such as unified mé&sgayPNs, and storage to increase both revenugsastomer loyalty.

- Give customers the convenience of a single billasthgle point of contact for customer support.

- Provide wholesale services to other competitiveiea:.

Delivering voice and data services to customers theexisting time-division multiplexing (TDM) irdstructure requires considerable capital
investment and is operationally complex becausaraép platforms are required for supporting voite data services. Cisco BLISS T1, by
contrast, represents simplicity because its usesdme protocol—IP—to deliver these services ovelr achnection to the customer. Service
providers save on capital costs because Cisco BILISS comprised of very few network elements: giné¢ed access devices (IADs) for the
customer premises, a router for T1 aggregatiooftawitch for call control, a border router for datnd Internet connectivity, and a voice
gateway for public switched telephone network (PHadhnectivity (Figure 1).
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Figure 1

Cisco BLISS T1 Network Elements

Cisco BLISS T1 gives SMBs popular custom-callingtfees such as call waiting, caller ID, and catWfarding as well as support for
emergency and operator services. Through soluéisted Cisco partner platforms, additional capadslitsuch as interactive voice response
and unified messaging as well as call intercepbiptaw enforcement agencies, can be added. And@kESS T1 works with customers’
traditional PBX and Key systems.

CHOICE: RETAIL, WHOLESALE, OR BOTH
The modular framework of Cisco BLISS T1 makes thletion ideal for providing integrated servicesedily to SMBs and for wholesaling to
other service providers, which might be interexg®oarriers (IXCs), cable operators, ISPs, or atbempetitive local exchange carriers
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(CLECs). Because of the solution’s modularity, ggnproviders and their retail partners can deglayices in a particular market, a region, or
nationwide in a measured way as they acquire cis®mithout committing up front to a large capitalestment.

To illustrate the advantages of Cisco BLISS T1&rithuted architecture, a service provider offemoice and data services to SMBs would
typically install an IAD, such as the Cisco IAD24Bfiegrated Access Device, at a customer premigtesail 1.connection (typically using an
unbundled local loop from the incumbent carrierat@isco 10000 Series edge router in a colocaitenBepending upon the size and
demands for aggregation, the Cisco 10000 Seriebtmiged to connect to additional aggregation devicgo a switching device. The Cisco
BTS 10200 Softswitch, at the core of the solutamd the Cisco MGX8000 Series Carrier Voice Gateway, which functiasgshe trunking
gateway to the PSTN, would reside in the serviciger's data center or in a central office.

It is easy to see how this modularity makes CisctSB a flexible framework for partnering with othegrvice providers. A service provider
wholesaling services based on Cisco BLISS T1 tyjyieeould manage all of the back-end infrastructuneluding the IP backbone network,
softswitch, and the operations and business sugpstems, while the partner retailing the servio@ght assume responsibility for the
customer premises equipment (CPE) and, dependitigeoarrangement with the wholesaler, possiblyatigregation platforms and the trunk
gateways. In fact, the amount of responsibility it@iler wants to assume and the level of supgpertvholesaler wants to provide the retailer
is negotiable.

FAST RETURN ON INVESTMENT

Cisco BLISS T1 allows for a mutually beneficialagtrgy for both wholesaler and retailer, althougiv lsoon the wholesaler and retailer can
anticipate a return on investment (ROI) for Cis¢cd®S T1 depends on the partnering agreement. @stimates that, for either wholesaler or
retailer, ROI ranges from 18 to 36 months (FigureB¥ working with partners the wholesaler can glyiget national reach without assuming
all capital costs, and the retailer has the bewoéfieducing the time to market for services wiaigo reducing its operational expenditures.

Figure 2

Cisco BLISS T1 Return on Investment
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Numbers based on actual service provider experiandecombined with estimates made by Cisco SyStanderscore the clear business case
for Cisco BLISS T1. They show that, over a 5-yeaniqu, a service provider can realistically exgecign up as many as 6000 customers,
representing 95,000 subscribers and 52,000 budiness Looking at these numbers from a differesrspective, a “greenfield” service
provider can anticipate a first-quarter capitalengliture of US$1.7 million, while total capital tayt during this period will be between
US$200 to US$400 for each new phone line. In aBouhonths, the service provider can expect to ksampletely paid for Cisco BLISS T1,
and that after this the payback period for each agstomer will likely be between 7 to 12 monthsaikg based on the acquisition of 6000
customers over five years, here are some other etgmid consider regarding Cisco BLISS T1:

- US$17.1 million in total capital expenditures

- Earnings before interest, taxes, depreciation,amartization (EBITDA) positive in seven months
- EBITDA margin of up to 54 percent by fifth year

- 101 percent internal rate of return

- US$172 million net present value

- US$1 in sales generated for every 11 cents inaapitestment

MEETING CUSTOMER DEMAND

Cisco BLISS T1 does not constrain service provideis offering a universal package. They can tigirtservice packages based on the
number of phone lines, long distance minutes, atd bdandwidth (Figure 3). Not surprisingly, becaofthe large number of small
businesses, service providers may find their brgrazkage to be a bestseller, providing a 10-tovhiathge in the number of customers over
the other packages. To help service providers wtated the business case for Cisco BLISS T1, Ciasaleveloped a tool for computing the
ROI. This tool gives service providers detailedbimfiation about all the business aspects—revenugakapd operating expenditures, etc.—
of targeting SMBs with integrated services.

Figure 3
Cisco BLISS T1 Service Packages

Despite the revenue potential SMBs hold for serpicaviders, this important segment continues tbyggassed when it comes to the business
value offered by advanced technologies. In Cisct8BLT1, service providers have a solution for énggprofitable revenue streams by
offering SMBs the benefits of next-generation vaoel fast Internet services, thereby developing-i@mm relationships with customers. They
can offer these services confident in the knowletigeé Cisco BLISS T1 is a fully tested and suppb@ésco solution that is successfully
deployed by service providers and is managing omdliof calls every day.
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