
Automating Wholesale Network 
Transactions Leads to Better 
Business Outcomes

HOW NEUSTAR UNIVERSAL ORDER CONNECT (UOC) FAST-TRACKS AUTOMATION



The world continues to change rapidly due to 
advances in technology. The introduction of 
hybrid work arrangements, 5G, SD-WAN, edge 
computing and a host of other technological 
and societal changes are enabling enterprises 
to create new applications and use cases 
across industries.

All of this is leading to exciting advancements in connected 
cars, telemedicine, smart cities, industrial IoT, and more. 
With rising demand for connectivity, the opportunity for 
growth in the telecom sector has never been greater. 

According to ABI Research, the Network-as-a-Service 
market will reach $150 billion by 2030, and Communications 
Service Providers (CSPs) are spending billions of dollars 
in the process to build networks that will support these 
initiatives. In fact, last year, CSPs spent a whopping $341 
billion in total capex. (Omdia)
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https://www.fiercetelecom.com/telecom/abi-telcos-have-chance-seize-150b-network-service-market
https://omdia.tech.informa.com/blogs/2021/csp-network-infrastructure-spend-expected-to-see-recovery-in-2021


Much of the excitement and focus in the telecom sector has 
been around the new, cloud-dependent, ‘overlay’ services 
like SASE and SD-WAN. But what about the ‘underlay’ 
networks and services? These are the physical, fiber-based 
ethernet and broadband connections new services depend 
upon. There’s a lot riding on these networks — and the 
processes and tools for managing them are just as critical as 
the new services they support. Unfortunately, many of these 
have become outdated and inefficient, buckling under the 
weight of today’s new technologies and creating bottlenecks 
to progress and innovation.

CSPs need to remove roadblocks by refining their wholesale 
operational models and by updating back-office systems. 
Outdated wholesale ordering processes not only cause 
service delays and security challenges — they can also 
financially burden the entire CSP organization, leading to 
intercarrier billing disputes, poor service, cost overruns, and 
even negative margins. The lack of automation and modern 
processes slows business, drains the bottom line — and 
means we need a better way.

One way to automate is to employ a solution like Neustar 
Universal Order Connect (UOC), which simplifies and 
automates the wholesale buying and selling of network 
access. Acting as a single entry point for end-to-end service 
fulfillment, UOC streamlines the process of ordering any 
type of wholesale access and transport connectivity.
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The Challenge of Intercarrier 
Connectivity

One example of the inefficiency in ordering processes is how wholesale network services are bought and sold. 
CSPs must work with each other to deliver the underlying connectivity their customers need, wherever they are 
located — but this can create challenges and delays.

For example, when an enterprise wants to open a new office, their carrier may need to buy connectivity from 
another service provider to reach a location where they can’t provide last-mile service. But the process for 
buying and selling intercarrier connectivity is slow and outdated, often requiring a long thread of emails, phone 
calls and spreadsheets just to complete a single order.

In fact, it can take weeks, or 
even months, to deliver service 
to ‘off-net’ locations.
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Network connectivity is the lifeblood of nearly every 
business, which makes these delays almost unthinkable. 
Legacy wholesale ordering systems are overburdened 
because they weren’t designed to support the modern, 
everything-as-a-service model that today’s customers  
want and expect, and that future services depend upon.

The lack of automation not only impacts the customer 
experience but also the profitability of an organization.  
The 2021-22 TM Forum Business Assurance Survey showed 
an ‘alarming 50% uptick’ in telecom related revenue leakage 
from 2020 to 2021. It’s estimated that some of this rise is 
likely attributed to resource constraints and the increase 
in offering complexity. With the growth of broadband, 
transaction volumes between carriers have exploded,  
which has only magnified the problem.
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According to Neustar research: 

  60% of service providers polled say legacy IT, manual 
processes, and/or lack of timely quotes inhibit buying 
and selling wholesale connectivity, and 

  90% of service providers indicated it was significantly 
important for a service provider to automate the 
back-office to compete and deliver differentiated 
services in today’s digital world. 

  70% said they are looking to do something within  
the next three years.
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Three Industry Advancements 
That Make a Difference

While most wholesale ordering systems remain outdated, work is happening on newly developed technologies 
and industry standards that will help support future transformation initiatives:

1.  Robotic Process Automation (RPA) helps 
eliminate repeatable, manual tasks. McKinsey 
has estimated that automating business tasks via 
RPA offers a potential ROI of 30–200% within the 
first year alone, and it enables employees to focus 
on higher value-added tasks.

2.  Blockchain improves how transactions 
are managed between service providers. 
Blockchain technology enables immutable digital 
ledgers that facilitate the process of recording 
transactions and tracking assets in a business 
network. Virtually anything of value can be 
securely tracked and traded on a blockchain 
network, including network connectivity.

3.  Industry forums are creating APIs that 
help address the lack of standards for 
ordering services between carriers.

  MEF has created Lifecycle Service Orchestration 
(LSO) — a reference architecture and framework 
for enabling end-to-end automation and 
orchestration across multiple provider networks 
using open APIs.

  TM Forum and its Open Digital Architecture 
(ODA) focuses on creating OSS/BSS solutions 
that are easier and cheaper to deploy, integrate 
and upgrade through open APIs.

As with the creation of any new standard or 
technology, adoption has been slow or uneven 
across the industry. This is a common problem as 
carriers attempt to implement these standards 
and technologies themselves.
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https://www.mckinsey.com/business-functions/mckinsey-digital/our-insights/the-next-acronym-you-need-to-know-about-rpa
https://www.mef.net/service-automation/lso-apis/
https://www.mef.net/service-automation/lso-apis/
https://www.tmforum.org/oda/
https://www.tmforum.org/oda/


I would recommend, and have recommended, 
Neustar to other trading and vendor partners. The 
ecosystem only gets better and stronger the more 
we all collectively rally around standards, as well as 
platforms that can help enforce those standards, 

and I see Neustar as playing a key role in that.
- Don MacNeil, Chief Operating Officer, GTT
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Intercarrier DIY 
Challenges
With these new advancements, some carriers have tried 
to build their own API-driven intercarrier ecosystems and 
workflow tools, but these have been met with limited 
success. This is a time consuming, costly, resource-
intensive process that tends to lead to long delivery cycles 
and unfinished projects. The reasons for this are common 
across carriers, and include issues like: 

 Employee turnover, 

 Constantly shifting IT priorities and budgets, 

  The sheer complexity of creating a marketplace that 
works across a multitude of buyers and sellers.

These issues have led companies like Neustar, a TransUnion 
company, to develop commercial implementations that 
make it easy for carriers to automate their wholesale 
transaction process using modern, cloud-based 
technology architectures.
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We tried to develop our own custom system to handle orders 
but supporting something like that takes a great deal of 

resources that we couldn’t commit to. Neustar already has 
the interfaces and connections with the carriers we work with 

so there’s no need for us to go reinvent the wheel when we 
can work with Neustar and everything’s already in place.

- Mr. Mark Aslakson, Wholesale Sales Manager,  
Dakota Carrier Network (DCN)
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UOC Simplifies and Automates How 
Intercarrier Orders Are Managed

Service providers no longer need to be held ransom to the outdated wholesale order management systems of 
the past — and their carrier and enterprise customers will thank them for it. Neustar Universal Order Connect 
(UOC) has simplified and automated the wholesale buying and selling of network access. UOC automatically 
connects access and transport buyers to hundreds of bonded and non-bonded trading partners — all on a single 
platform. From quote-to-cash, the entire process is automated and streamlined.

“Up to 5X faster processing 
times for new orders.”

- GTT Communications

Watch Video
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https://www.home.neustar/resources/videos/gtt-speeds-broadband-and-access-order-automation


Key Features and Benefits:
  Service availability marketplace: With the 

click of a button, buyers can locate where 
the requested service is available, obtain a 
quote, and turn quotes into orders — all on 
one screen. 

  Frictionless order receipt and processing: 
Automation and user-friendly workflows 
reduce errors and makes managing incoming 
orders more efficient.

  Real-time event status updates: UOC’s 
online portal streamlines the exchange of 
information between buyers and sellers and 
keeps everyone on the same page.

  Automated reporting on operational 
metrics: Gain real-time insights and trends 
to make data-driven decisions.

  Pre-built MEF-supported APIs: Saving CSPs 
time and money while ensuring seamless 
transactions between carriers. Neustar is an 
official LSO Solution Provider.

  Future-proof: As new industry standards 
and technologies are rolled out, the UOC 
platform continually evolves to enable 
customers to enjoy the benefits of the 
latest offerings. UOC is the easy way service 
providers can keep doing business with each 
other in an automated format regardless of 
their API or standards implementations.
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https://www.mef.net/service-automation/lso-api-implementation/lso-api-solution-providers/


UOC captures details of each wholesale 
transaction, creating a clean inventory 
of circuits that can be used for financial 
record keeping and customer support.

This typically includes service terms, circuit cost and 
other financial attributes, associated customer premises 
equipment, and a historical record of moves, adds, 
changes, disconnects and trouble tickets linked to every 
leased circuit. This valuable data provides carriers with a 
clean and reliable source of information that helps ensure 
service is being correctly delivered to their enterprise 
customers, and that circuits are being properly utilized and 
billed for. If out-of-use circuits aren’t quickly identified 
and disconnected, monthly charges can pile up — resulting 
in millions of dollars in unnecessary charges.
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Automating wholesale network 
transactions leads to better 
business outcomes. 

Learn more about how 
Universal Order Connect can 
help transform your business.

Contact us at: uoc@team.neustar

LEARN MORE
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