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Revenue Assurance 
and Management
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Learn the latest on:

> Margin analytics and assurance

> Cost assurance and management

> Switch and network element testing

> Fraud control and management

> Invoice validation

> Revenue analytics, KPIs and reporting

> Integrating governance with RA

> Partner management and audits

> Charging and billing verification

> Configuration testing and assurance

A D D I T I O N A L  S U P P O R TL E A D  S P O N S O R S M E D I A  S P O N S O R S

SPECIAL TWO FOR ONE OFFER
Pay for one person and the second person can attend 

for free. See registration information for details.
Don’t wait. Register before February 16th and save $200!

Agenda
TUESDAY, MARCH 16, 2010
7:30
Registration and Exhibits Open
Continental Breakfast

8:45 - 9:00
Conference Welcome and Opening Remarks 
Dr. Matthew Lucas, Vice President, TeleStrategies and Conference Chair 

9:00 - 10:15
Beyond the Leaky Bucket – Using RA
Infrastructure to Drive Business Performance 
Today’s revenue assurance tools and platforms have proven to recover
revenue, improve business operations and deliver impressive impact
to the bottom line. This is especially true today, where IP-based
infrastructure, evolving partnerships, M&A and rapidly changing
business models create on-going disruption to IT and operations
groups.  But, is this just the beginning for RA? This panel will bring the
best minds in the industry together to look at the ongoing role and
impact of RA. Topics addressed will include margin analysis, marketing
support, business intelligence, cost assurance, revenue analytics, and
a range of other topics that show what’s next – and possible – for RA.

Molly Akers, Director of Revenue Assurance, T-Mobile
Mike DaSilva, Manager of Performance Analytics, TELUS
David Lee, Vice President Finance, British Telecom
Kathy Romano, Executive Director - Revenue Assurance and Billing,
Verizon
Saad Saade, Head of Revenue Assurance - Finance Division, Bell Canada 

  www.boardroom.biz
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10:15 - 10:45
Break/Exhibits/Networking

10:45 - 11:25
SESSION A
Building a Governance Platform on Top of RA
Like most organizations, T-Mobile’s RA efforts have been primarily
focused on system integrity audits, risk assessments and monitoring
certain services. But, in the bigger picture, what’s needed is integration
of these processes into a comprehensive “corporate governance”
platform that incorporates scorecarding, monitoring, influence and other
assurance processes into every part of the business. Although a work in
progress at T-Mobile, this presentation will look at what RA teams can do
to increase assurance visibility into governance, ownership and other
critical accountability activities in the organization by building on what
has been traditionally delivered by a “corporate RA team.”

Molly Akers, Director of Revenue Assurance,
T-Mobile

10:45 - 11:25
SESSION B
Taking Revenue Assurance to
the Next Level (with Business
Assurance)
Most companies have placed controls on
switch-to-bill relationships. But those controls
don’t address the bigger and more
fundamental issue of margin control since
they don’t manage direct costs and other
revenue sources. This session addresses what
CSP’s can do regarding margin assurance;
how critical business processes like dealer’s
incentives management, collections, customer
care and others need to be addressed; and
how the RA role needs to be reshaped to meet
the challenge of business assurance.

Hans Eismann, Director Client Services,
WeDo Technologies

11:30 - 12:15 
SESSION A
Integrating Cost Assurance with RA: 
A Perfect Marriage? 
While there are certainly perfect storms in business disciplines, can
there also be perfect marriages?  Integrating revenue and cost
assurance holds tremendous potential.  You can leverage IT
investments, obtain new views into the business, improve ways to
monitor external business relationships, better understand margins and
more.  This presentation will cover the synergies between RA and cost
assurance, look at the potential “offspring” of the marriage and also
cover the challenges and integration factors that should be considered.

John Brooks, Vice President, Vice President, Subex
Kathy Romano, Executive Director - Revenue Assurance and Billing,
Verizon Services Operations

11:30 - 12:15 
SESSION B
Putting an End to Traffic Pumpers and 
Other Fraudulent Traffic — A Qwest Case Study
Traffic pumpers have increased termination fees for some carriers by
as much as 5,000% in the past two years, in turn killing the margins
of most unlimited use and bundled voice plans. This session talks
about how Qwest won a seminal decision in its recent court battle
against illegal traffic pumpers in Iowa. But the need for vigilance
never ends. The speakers will present how you can protect yourself
from traffic pumpers, fraudsters and revenue loss from thousands of
other unbillable call records. Learn how the revenue management
and customer analytics technologies deployed at Qwest saved the
carrier millions of dollars, and continues to do so.

John Devolites, General Manager and Vice President, TEOCO
Derek Canfield, Executive Director, Usage Audit and Analysis, TEOCO

12:15 - 1:30
TeleStrategies’ Sponsored Lunch

1:30 - 2:15 
SESSION A
Preventive Revenue Assurance: Implementing an
Enterprise Wide RA Solution at Bell Canada
In the midst of economic turmoil with market focus on reducing costs
and increasing bottom line profitability, Bell Canada will share the
vision, approach and practical experiences that are in the midst of
being implemented to address these challenges and enable the
paradigm shift from reactive to preventive revenue assurance at Bell.
The presentation will shed light on the practical view in defining the
RA roadmap; including successful methods used in issuing an RFP,
selecting cVidya and IBM as technology and SI partners, and

managing a successful implementation.

Saad Saade, Head of Revenue Assurance -
Finance Division, Bell Canada
Eran Wagner, President North American
Operations, cVidya

1:30 - 2:15 
SESSION B
Revenue Assurance with Active
Anti-Fraud & Billing Testing
Interconnect-based services inevitably carry
certain risks of fraud and failure simply
because they are usually outside the
operator’s direct control. For fraud and
assurance management practitioners, active
testing is really the only way to minimize
these risks, and ultimately ensure a satisfying
end customers’ experience. The session will
present active testing methods that reveal
fraudulent activities and revenue leakage, as
well as identify early charging, fake reporting
and SIM box usage. The session will also
look at how to generate CDR and audit
records for all types of events that can be

used to validate charging and successfully process usage data.

Patrick Tang, Product Marketing Director, Keynote SIGOS

2:20 - 3:00
SESSION A
Business Process Analytics — The Key to
Controlling Costs and Improving the Customer
Experience
Delivering a superior customer experience has proven to be a key
determinant of customer retention, ARPU growth and new product
up-take.  However, prevailing BI and analysis methods are not very
good at delivering real insights into the quality of that customer
experience across the order-to-cash process, nor do they enable
action to improve those operations, control costs, and increase the
customer’s resulting satisfaction level. This presentation will provide a
case study of how TELUS Business Services uses process analytics to
support revenue and quality assurance, and how they have created a
self-funding operation that has achieved measurable improvements in
the quality of the customer experience, all while reducing service
costs, reducing care volumes and increasing margins.

Mike DaSilva, Manager of Performance Analytics, TELUS

2:20 - 3:00 
SESSION B
Lowering Your Network Partner Costs Through
Traffic Revenue Management
Because invoice reconciliation no longer delivers the cost savings it
used to, innovative operators are turning to traffic analytics, least cost
routing and interconnect facilities planning to achieve 10% to 25%
reductions in their network partner costs.   After a quick overview of
cost management market trends, the panel will discuss how wireless
carriers are lowering costs by synching up engineering, finance, and

“RA event was very

informative and

interesting… key solutions

were provided that 

I am excited about

implementing once 

I return to the office.”

— Teresa Iglesias, 
AVP, Carrier Finance, 

Tracfone Wireless



strategy — and how cable, content, wireline and other telecom
providers can learn from this experience to see similar results.

Dan Baker, Research Director, Technology Research Institute (TRI)
Brian Biernat, Director of Engineering, nTelos
Brian Silvestri, CEO, Connectiv Solutions

3:00 - 3:30
Break/Exhibits/Networking

3:30 - 4:15 
SESSION A
Recovering Revenue through Effective Network
Invoice Validation
Telecom operators often see significant losses incurred during the
recharge of costs from suppliers to distributors.  These are most due
to inaccurate commercial inventory systems
as well as control deficiencies within
intercompany billing. This session will look at
how this $9B operating unit transformed its
billing operations into a self billing model —
generating invoices for a significant portion
of telcom costs on the supplier’s behalf – and
achieved a 15% increase in revenue
realization. The methodology behind this
transformation, lessons learned from the
billing overhaul and the benefits realized will
also be discussed.

David Lee, Vice President Finance, British
Telecom Global Services
Eric Nelson, Chief Development Officer,
Synaptitude Consulting

3:30 - 4:15 
SESSION B
Revenue Optimization:
Extending RA Beyond
Prevention to Increase ARPU
and AMPU
RA systems have evolved into a goldmine of data. But, how do you
leverage that into actionable marketing information and decision
support data? This presentation will look at how operators of all types
(mobile, fixed, Internet, media) can use RA data as a foundation for
implementing analytic applications that deliver up-sell / cross-sell
across multiple customer-touch points, enhance marketing initiatives,
increase the effectiveness of business intelligence systems and
ultimately drive not only revenue per user, but margins as well.

Adam Maghrouri, Vice President, Connectiva Systems

4:20 - 5:00 
SESSION A
Building Margin Assurance out of Revenue
Assurance
In mid-2007, Global Crossing decided it was time to move beyond
traditional revenue assurance and focus on margin protection. This
discussion-oriented presentation will look at Global Crossings’
margin assurance efforts, and future plans, around billing audits for
unbilled services, monitoring customer usage margins (and raising
rates where appropriate), enforcing contractual obligations by
customers (early term liability, monthly rate increases, minimum
usage guarantee commitments), building margin reporting at the
customer level to help determine customer profitability as well as
address the challenge of getting executive buy-in to fund growth in
tough economic times.

Matthew Capozzi, Sr. Director Margin Assurance, Global Crossing

5:00 - 6:00
Networking Reception and Exhibits

WEDNESDAY, MARCH 17, 2010
8:00 - 9:00
Exhibits Open
Continental Breakfast

9:00 - 9:45
SESSION A 
Is your Revenue Assurance Keeping Pace with
your Real-time Charging? 
Online, on-demand and on-the-go — today’s communications
customers expect personalized offerings, ubiquitous access and
broad choices. The unprecedented rate of new service introduction,
innovation and real-time charging complexity poses very difficult

RA challenges. The presenter will cover how
to keep your RA practices in sync with real-
time charging strategy, ensuring you realize
all revenue generated from today’s most
advanced charging and service models.

Eduardo Dantas, HP Revenue Intelligence
Solutions Expert, Communications & Media
Solutions, Hewlett-Packard

9:00 - 9:45
SESSION B
RA for IP-Based Services —
Tapping into the Network’s
Intelligence
Dramatic increases in the volume of data
communications and pressures to better
monetize the IP-based network resources
mean that RA professionals require a range
of tools and methods to extract network
information. However, most of those tools
don’t exist today. This talk will cover a new
breed of technology called Network
Intelligence (or NI) that can be deployed to
identify, extract and analyze information as it

travels over IP networks in real time. Like business intelligence
software which extracts business application data for analysis, NI
extracts data in transit on IP networks — capturing granular details
and providing context for more intelligent services, and support
traditional RA processes. The increased visibility gained from NI can
improve fraud detection and QoS as well as enhance billing accuracy.

Thibaut Bechetoille, CEO, QOSMOS

9:45 - 10:00
Break/Exhibits/Networking

10:00 - 10:45
SESSION A
Rolling Up Your Sleeves to Test Your Switch
Are your switches recording correctly? What about for your more
complicated soft switches, features and services? Are the records
what your billing system(s) expect? Your switch recordings matter —
even if you are billing flat rate for your calls and services. The speaker
will present time-proven, detailed procedures and best for testing
switch recording, testing and CDR verification.

Glenn Ross, Director of Revenue Recovery Services, The Board Room

10:00 - 10:45
SESSION B
Six Critical Steps for Successful RA
Implementation in the New Media Marketplace
If ever revenue assurance was important, now is the time! Mobile
data is devouring bandwidth, operators are wholesaling 3rd party
products, consumers are demanding more control over their usage
accounts and new marketplaces are emerging. This leaves tough
challenges for operators who need to optimize cash flow, protect

“Eye opening initiatives 

for deployment 

within my billing 

and RA operations.”

— Joan Pieros, 
Assistant Vice President, 

Caribbean Billing and 
Revenue Assurance, Centennial

Communications



revenues and reduce costs. This session will present a clear
understanding of what a holistic RA approach means for two-sided
operator business models, and walk you through the six critical
steps for successful revenue assurance implementation in the new
media marketplace.

Dr. Ronald Angner, Sr. Vice President and Principal, TMNG Global

10:45 - 11:00
Break/Exhibits/Networking

11:00 - 11:45
SESSION A
Whole Record Analytics —
Taking RA to the Next Level
To find every last dollar, RA teams need an
end-to-end, detailed analysis of each and
every event and revenue-related record. To
make it work, though, large operators may
need to correlate billions of records a day,
from hundreds of data streams including
CDRs, billing, invoices, and SS7/SIP data. This
session will present case studies from
various landline, mobile and cable operators,
and show how they have used the “whole-
record, 360° approach” to reclaim revenue
that would otherwise have never been found,
as well as provide meaningful, accurate
measurements of business operations,
customer behavior, and product performance
– including profitability. 

W. Robert Becklund, EVP, Business Analytics,
Ventraq

11:00 - 11:45
SESSION B
Using Subscriber Data Management Systems to
Identify Revenue Leakage and Fraud
Subscriber data management systems are seeing widespread
interest among operators globally. Much of this interest is driven

by marketing and advertising initiatives that
require comprehensive and easy-to-access
information about subscribers in order to
plan and execute targeted advertising and
promotional campaigns. The challenge in
justifying these investments is that there’s
no hard evidence to illustrate the success of
targeted promotions or addressable
advertising as return, and there are certain
privacy/legal risks related to housing
personally identifiable information for
marketing purposes. But, it can be done.
Learn how Openet helped one operator
deploy a convergent subscriber data
management system to identify several
hundred million in revenue leakage and
fraud, address privacy risks and incorporate
RA controls.

Kelly Anderson, MVO Solutions
Management Director, Openet

11:45 
Program Closes

“If revenue matters 

to you, you need 

to attend this 

conference.”

— Ray Scherrer, 
Revenue Assurance Auditor, 

CallOne

Leading Sponsors
WeDo Technologies is the
leading supplier of Business
Assurance solutions with
more than 100 system
installations spread across

67 countries. Its range of products includes Revenue
Assurance, Fraud, Roaming, Credit, Commissions and Churn
Management, and it operates its own business consultancy
unit, Praesidium, which has served more than 150 clients
globally.

WeDo Technologies’ primary market is telecommunications,
where its global clients include the Vodafone, Orange,
Orascom, Vimpelcom and Digicel groups. WeDo has also
deployed its solutions in the financial services, utilities, retail,
healthcare and transportation industries. WeDo has offices in
12 countries and it has three software development centres.
WeDo Technologies is wholly owned by Sonae, the largest
non-financial group in Portugal.

Subex Limited is a leading global
provider of Operations and
Business Support Systems
(OSS/BSS) that empowers
communications service

providers (CSPs) to achieve competitive advantage through
Business Optimization and Service Agility — thereby enabling
them to better operational efficiency to deliver enhanced
service experiences to subscribers. The company pioneered
the concept of a Revenue Operations Center (ROC) — a
centralized approach that sustains profitable growth and
financial health through coordinated operational control.

Subex's product portfolio powers the ROC and its best-in-
class solutions enable new service creation, operational
transformation, subscriber-centric fulfillment, provisioning
automation, revenue assurance, cost management, data
integrity management, fraud management and
interconnect/inter-party settlement.

powering the ROC
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FOUR EASY WAYS TO REGISTER: 
� BY PHONE: Call 703-734-7050 for immediate registration.
� ON-LINE: Go to www.telestrategies.com

� BY MAIL: 

Complete the registration form and mail to: 
TeleStrategies, P.O Box 7443, McLean, VA 22106

� BY FAX: Complete the registration form and fax to: 703-893-3197

Payment Information: Registration fee must be paid prior to event.
Transfers and Substitutions: Transfers and substitutions are permissible
up to 24 hours in advance of conference date.
Cancellations and No-Shows: If you are unable to attend, there is no
penalty if your cancellation is received in writing two weeks prior to
the conference date. Cancellations after that date are subject to a 25%
service charge. Registrants who do not attend and who do not cancel
before the conference date are liable for the full registration. If the
conference is cancelled, TeleStrategies is not responsible for any
airfare, hotel or other costs incurred by the registrant.

REGISTRANT’S INFO:

NAME

TITLE

COMPANY

ADDRESS

CITY/STATE/PROVINCE/COUNTRY ZIP/POSTAL OR COUNTRY CODE

TEL EMAIL

PREPAYMENT REQUIRED: 

(Payment in full is required before attendance.)
■■ My check in enclosed in the amount of $______________________.
■■ Please bill my company.
■■ Please bill my: ■■ VISA ■■ MasterCard     ■■ American Express

■■ Discover     ■■ Diners Club

ACCOUNT NO. EXPIRATION DATE (MM/YY)

CARD HOLDER’S NAME (PLEASE PRINT)

SIGNATURE

FREE COLLEAGUE REGISTRATION: Each paid registrant can invite a
colleague to join them at no additional cost. If you have not identified
your guest at this time, you may register them a future time by calling
the TeleStrategies registrar at 703-734-7050 and referencing your
registration.

COLLEAGUE’S INFO:

NAME

TITLE

COMPANY

ADDRESS

CITY/STATE/PROVINCE/COUNTRY ZIP/POSTAL OR COUNTRY CODE

TEL EMAIL

Registration Information
REGISTRATION FEE:

Save $200 by registering before February 16, 2010
Special Offer: Register two people from the same company and only pay for one!

Registration before 2/16 . . . . . . . . . . . $995          Registration after 2/16 . . . . . . . . . . $1,195

Hotel Info
Arizona Biltmore Resort & Spa

2400 East Missouri Avenue
Phoenix, AZ 85016
Reservations: (800) 950-2575
www.arizonabiltmore.com

Known throughout the world as the
“Jewel of the Desert,” the Arizona
Biltmore Resort & Spa is nestled on

39 acres at the foot of the Phoenix Mountain Preserve, right
in the heart of Phoenix. Considered one of the most
spectacular resorts in the world, the Arizona Biltmore has
been a favorite of celebrities and U.S. presidents throughout
its colorful history. 

A special room rate of $199/night has been negotiated for the
event. To make your reservation please call 800-950-0086 or
602-955-6600 and mention you are part of the TeleStrategies
Group Be sure to mention TeleStrategies when registering.
Register early to assure rate availability.

CPE Credits
TeleStrategies Inc. is registered with the
National Association of State Boards of
Accountancy (NASBA) as a sponsor of
continuing professional education on the
National Registry of CPE Sponsors.  State

boards of accountancy have final authority on the acceptance
of individual courses for CPE credit.  Complaints regarding
registered sponsors may be addressed to the National
Registry of CPE Sponsors, 150 Fourth Avenue North, Suite
700, Nashville, TN 37219-2417.  Web site: www.nasba.org

Credits available: 9 
Method of presentation: Group-Live
Program level: Basic
Prerequisites: None
Advance preparation: None

For more information regarding administrative policies such
as complaint resolution, please call TeleStrategies at 
703-734-7050.




