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Finding Value in Analytics, AI and Automation
The diagram describes the value of analytics, AI and automation (A3) projects within a telco.  The financial value is calculated by looking at the revenue upside and capex/opex decreases for an “average” telco.
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A3 problems to be solved within a telco can be collated into 6 different types, as shown in the 6 numbered rows of this diagram.   Briefly describing each:
1. Complex Data – Analytics and machine learning are used to understand large, mostly structured data sets. Looking for patterns, to diagnose problems and predict/prescribe resolutions
2. Processes – Intelligent automation and RPA enable decision making, orchestration and task completion
3. Personalization – Analytics and ML understand customer data, create segmentation, identify triggers and prescribe actions to be taken
4. Planning – Analytics and machine learning used in forecasting and optimization exercises
5. Human-machine interactions – AI solution such as NLP and text analytics are used to understand human intent or sentiment. Used within interactions between customers or employees and telco systems
6. AI-point solutions – A number of individual AI solutions which have particular, specialist uses within a telco.
Main Findings from The Analysis
· High returns on investment for a telco are most likely to be seen where A3 augments large capital-intensive projects (for example, moves toward SDN/NFV)
· There are also cases where A3 impacts the operational cost of large groups of people involved in repetitive activity (for example, field services or in the contact centre)
· Although, expected returns on reducing head count or creating new efficiencies in smaller teams can be modest 
· One general trend seen across the diagram is that certain types of use cases offer good “problems” for A3 to solve and others do not.  However, the fact that the use case offers a strong reason for using A3 does not mean that it necessarily generates a good return.

About the Author, Charlotte Patrick
I am an independent industry analyst covering the use of Analytics, Artificial Intelligence and Automation by telcos.  My areas of interest are the uptake and efficacy of these technologies and the resulting financial benefit.  Find a selection of other articles previewing my work at www.charlottepatrick.uk/articles. 
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