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Unlocking Hidden Revenue:
How Telcos Can Master Upselling

and Cross-Selling
Your guide to sustainable ARPU growth and subscriber loyalty

Inside this guide
> Why upselling and cross-selling are critical in modern CVYM

> How to use behavioral and demographic data for segmentation
> Best practices for lifecycle-based offers
> Real-world examples and results

> How the Evolution platform simplifies and scales execution
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Introduction

Growth in the telecom industry isn’t solely about acquiring new customers anymore. In a
saturated market, the most significant revenue increases come from maximizing the value of
your existing customer base. While gaining new subscribers is still essential, sustainable
growth largely hinges on how effectively you can upsell and cross-sell to your current
subscribers. This guide explores how telecom companies can translate these strategies into
tangible, measurable outcomes by combining data, personalization, and effective execution.

Why Upselling & Cross-Selling Matter

Upselling involves encouraging customers to upgrade to
higher-value services, such as unlimited data plans.
Cross-selling, on the other hand, enhances customer
value by offering complementary services like
over-the-top (OTT) bundles, cloud storage, or mobile
security. Both strategies can:

@ Boost Average Revenue Per User (ARPU)

@ Deepen brand loyalty

@ Reduce churn

@ Create additional touchpoints throughout the subscriber lifecycle

However, successful implementation requires contextual
offers, real-time delivery, and personalization.

Turning Data into Action

Telecom companies possess a wealth of subscriber data,
including:

@ Usage patterns

@ Device preferences

@ Recharge behavior

@ Billing and top-up history

@ Network events
The real challenge lies not in the data itself, but in how to
act on it. With the right tools, you can:

@ Predict when a user is ready for a plan upgrade

@ Trigger timely upgrade offers during peak usage periods

@ Detect lifestyle changes and recommend valuable bundles

Example: One telecom company noticed that high-usage
prepaid customers were reaching their data caps. By
offering timely promotions for unlimited plans, they were
able to boost conversions and customer satisfaction,
which ultimately reduced churn and increased ARPU.
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Subscriber Lifecycle Targeting

Lifecycle Stage Action

Onboarding Offer device insurance and streaming bundles

Growth Promote add-ons or higher-tier plans

Maturity Introduce multi-line or family plans

Retention Use proactive offers to win back or re-engage
customers

Make It Personal

Q00

Cross-Sell to Build Ecosystems
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Execution Makes the Difference

Even with a strong Customer Value Management (CVM)
strategy, execution bottlenecks can hinder performance.

Common barriers include:

® Legacy systems

@ Delayed campaign rollouts

@ Siloed marketing and IT teams
That's where Evolution comes in.

With Evolution, operators can:
Detect real-time upsell and cross-sell signals
Deliver hyper-personalized offers instantly

Automate campaign flows

(<

Continuously optimize using built-in analytics

Final Thoughts

When executed correctly, upselling and cross-selling

products; they are about delivering timely value. Success requires:

@ Strong CVM foundations
® Smart data utilization

@ Lifecycle engagement

@ Scalable execution tools
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are not about pushing more

Evolution assists telecom leaders in moving quickly, remaining relevant, and monetizing
effectively; turning strategy into measurable results.

Evolution by Evolving Systems enables telecom operators to maximize revenue,
increase loyalty, and scale customer engagement through platforms designed for

real-time personalization.

The Evolution platform enables:

@ Dynamic CVM
@ Lifecycle-based campaigns
@ Behavioral and Demographic Segmentation

About Evolving Systems

With over 30 years of expertise, Evolving Systems is a trusted partner
in the telecommunications sector. We help CSPs adapt and excel,
backed by our 35-year legacy of reliability and innovation. Trusted by
80% of the world's largest Mobile Network Operator Groups, we
streamline (e)SIM processes and enhance customer data integration
with our Complete (e)SIM Lifecycle Management Suite and Evolution
platform.

For more information please visit:
evolving.com or follow us on LinkedIn: linkedin.com/company/evolving-systems/

info@evolving.com | evolving.com

@ Gamified loyalty
@ Partner and ecosystem integration

Our Locations

United Kingdom

2 City Approach, Albert Street,
Manchester,

UK M30 0BL

India (Bangalore)

Gurudas Heritage, 3rd Floor, 59/2
100 Ft Ring Road, Banashankari
Stage Il, Bangalore 560070, India

Spain
Plaza de Carlos Trias Bertran, 4,
28020 Madrid (Ibercenter), Spain
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@ Real-time analytics and segmentation

United States
871 Marlborough Ave. Ste 100
Riverside, CA 92507 USA

India (Kolkata)

Victoria Park, Level 5, Block GN,
Plot 37/2 Sector V, Salt lake,
Kolkata 700091, India

Canada

Montreal

505 Maisonneuve West, Suite

400 Montreal, Quebec H3A 3C2
Laval

6900 Boulevard Arthur - Sauve Suite
203 Laval, QCHTR 1K7
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