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Hubei Mobile has piloted real-time video with cloud video communication and cloud 
surveillance, and succeeded in boosting traffic consumption, improving the data traffic per user 
per month of 4G users, and raising storage utilization. The project has also driven the growth 
of the telco’s voice, data traffic, and digital services, thereby facilitating digital transformation.
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Real-time cloud video in the 4G era
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I n the 4K era, smart devices have become 
more popular and consumerized, network 
pipes have broadened, and the demand for 
real-time video has exploded. Carriers now 

face a window of opportunity to develop real-time 
video services. 

Transformation to digital 
services

4G will stimulate many video applications. 
A high-quality, convenient, interactive and real-
time video experience is destined to become 
commonplace in life and work. For a long time, 
the CT and IT systems were separate and possessed 
unique advantages. IT is close to services and user 
demands, while CT can offer a better ubiquitous 
experience based on platform and pipe resources. 

However, carriers cannot perform end-to-end 
service innovation, customization, or integrated 
delivery for industry customers in the same way 
as they do for individual users. The main reason is 
that there are already too many customization and 
integration services flooding the industry market. 
To implement digital transformation, carriers 
should combine the strengths of the CT and IT 
systems, tap into idle assets, and follow an open 
strategy.

Against the backdrop of digital transformation, 
China Mobile concentrates on the growth of 
the Third Curve, which is represented by digital 
services. According to Xi Guohua, President of 
China Mobile, “China Mobile has arrived at 
a crossroad. Our traditional voice services are 

declining but traffic monetization has entered a 
golden age, with a clear opportunity to promote 
digital services. Transformation and innovation 
have entered a chal lenging phase, and wil l 
accompany us for a long time in the future.”

During the execution of China Mobile’s 
corporate strategy of traffic monetization and 
digital services, China Mobile Hubei (Hubei 
Mobile) found an innovative way of using cloud 
video communication and cloud surveillance to 
achieve leapfrog full-service development and 
digital transformation. Its Cloud Video strategy is 
destined to usher in a new era of real-time video 
operation for Hubei Mobile.

Cloud video kicks off real-time 
video operations
Piloting video surveillance services in 
the enterprise market

Hubei Mobile believed that enterprises would 
reduce purchases of expensive telepresence devices 
and cut the cost of HD video meetings and web 
meetings. As government agencies and small and 
medium enterprises (SMEs) are the main customers 
of cloud video communication, the potential 
market demand is huge. 

Therefore, Hubei Mobile began cooperating 
with Huawei in June 2013, leveraging Huawei’s 
HD video conferencing solution to break into 
the cloud video communication market. The 
solution provides conference boxes and software 
clients whereby the simple deployment of TV + 
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Real-time video will become a mainstream service 
in two to three years. Not only can video services generate 
huge revenues, but they also drive the sales of broadband, 
traffic, and storage products. 

terminal in a meeting room can support HD video 
conferencing. Relying on leased lines for traffic 
bearing, the solution helped Hubei Mobile attract 
many SME and government customers, provide 
support for over 800 meetings, and conduct job 
interviews remotely. 

With this lightweight and easy-to-deploy 
video conferencing solution, Hubei Mobile also 
cooperated with the China Youth Development 
Foundation (CYDF) to launch the Simultaneous 
Classroom project in Hubei province. The 
project aims to improve education opportunities 
in remote rural areas using innovative remote 
teaching support technologies. The cloud video 
communication-based remote teaching support 
model was listed in white papers of the Ministry 
of Education and UNESCO, and featured as an 
example of best practice by China Mobile in its 
annual China Mobile Products White Paper (2013 
Edition), which was published and promoted 
nationwide.

Overwhelming market response to cloud 
video surveillance

After successfully piloting the cloud video 
communication solution, Hubei Mobile turned 
its eyes to real-time video surveillance in the belief 
that it is emerging as a common value-added 
service in the 4K era. Hubei Mobile integrated 
software development kit (SDK) in network 
cameras to capture real-time HD video, thereby 
creating solutions with automated alarms for home 
surveillance, shop monitoring, and care for children 
and the elderly. From September to December 2014, 

the telco secured over 10,000 video surveillance 
customers. Its video surveillance business grew 
especially fast in Jingzhou, which alone accounted 
for over 30% of the total business volume. 

Hubei Mobile conducted systematic market 
analysis based on Jingzhou, and spotted the 
market opportunities and driving factors of 
video surveillance. The telco also summarized its 
experience in Jingzhou. First, based on analyzing the 
local economy and population, the telco found that 
the demand for video services had exploded. Second, 
Hubei Mobile developed a more open attitude to 
business development. It eliminated obstacles to 
business services and coordinated channel marketing 
to establish competitive advantages in the market. 
Third, Hubei Mobile centralized frontline marketing 
personnel for unified deployment. The telco also 
considered ways to strengthen both its internal 
capabilities and make breakthroughs in the market, 
with remarkable results.

Hubei Mobile positions cloud video surveillance 
as a strategic reserve product that is currently 
targeted at the mass market, but which will 
expand into more industries in the future. Hubei 
Mobile has cooperated with its partners to launch 
innovative cloud surveillance applications such as 
Babysitting and View of Hubei.

He Ligang, General Manager of the Government 
and Enterprise Branch of Hubei Mobile, believes 
that, “Real-time video will become a mainstream 
service in two to three years. Not only can video 
services generate huge revenues, but they also drive 
the sales of broadband, traffic, and storage products. 
Hubei Mobile plans to monetize the value of real-
time video when the cloud surveillance business 
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grows to a certain scale. Real-time video will be 
used to capture information. We look forward to 
cooperating with Huawei to create a better future.”

Building the cloud video platform to 
become a digital service expert

Currently Hubei Mobile is leveraging its IP 
Multimedia Subsystem (IMS) to build a one-stop 
Cloud video platform for fixed and mobile video 
terminals to access and aggregate leased lines, DCs, 
and cloud storage resources. The platform will offer 
unified video operation services for the individual, 
home, enterprise, and industry markets. 

Hubei Mobile plans to build a larger video 
service platform with more capabilities in the 
future. It will work with partners; integrate its 
products and capabilities to engender service 
innovation; and expand into more areas, including 
smart healthcare, smart city, and smart home. At 
that point, the telco will have shifted from selling 
pipes to selling services and capabilities. 

Integrating advantageous 
resources to succeed in the 
industry market

Hubei Mobile’s practice demonstrates that by 
adopting cloud video services, carriers can enrich 
their service types and develop a new core business 
in addition to voice, broadband, and TV. Cloud 
video services will not only generate revenues, but 
also drive 4G traffic consumption and the sale of 
leased lines. Cloud video services can enhance user 
loyalty and promote the development of storage and 
DC products. A rich variety of video services can 
also encourage 2G and 3G users to migrate to 4G.

Compared to content aggregation-based IPTV, 
the real-time video industry chain is shorter, giving 
carriers more control over service deployment and 
development. By opening video capabilities and 
focusing on platform and capability operations, 
carriers can build a healthy industry ecosystem and 
expand into more vertical industries, transforming 
themselves from pure pipe providers to digital 
service providers. This transformation will create 
a new business model for carriers that focuses on 

charging enterprises for information services and 
sharing revenues with service providers rather than 
collecting user package tariffs. 

Digital transformation helps carriers cope better 
with OTT competition in the Internet era. Unlike 
OTT video services, carriers’ cloud video services 
have the advantages of real time and high quality and 
security. Carriers also boast four more advantages 
in developing cloud video. First, they are trusted 
by general consumers. Second, carriers can provide 
storage and platform products at a lower cost than 
OTTs. Third, they have numerous online and offline 
marketing channels including business halls, agents, 
and customer managers. In contrast, OTTs only 
have online marketing channels or, at best, very few 
offline channels. Fourth, carriers can offer package 
bundles and vertical integration. 

From a horizontal point of view, cloud video 
surveillance will become a new core business for 
carriers in addition to voice, TV, and broadband 
services. From a vertical point of view, carriers 
can implement vertical integration with insurance 
companies and upstream service providers in 
areas such as firefighting and policing. They can 
implement backward charging to enhance user 
loyalty as well as competitiveness.

It is noteworthy that the individual consumption 
market is saturated whereas demand in the 
enterprise and vertical industry market is booming, 
forming a new blue ocean market. However, the 
enterprise and vertical industry market requires 
integration and customization services. Carriers 
can no longer realize end-to-end service delivery 
in large volumes as they did in the past. Therefore, 
it is wise for carriers to cooperate with powerful 
industry partners and integrate their products. 
Hubei Mobile’s experience provides a very good 
example of how carriers can develop real-time 4G 
video services and leverage their advantages to 
build an open and healthy industry ecosystem. 


