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Nowadays, the world  “Internet + ” is very popular.  It means to 
integrate the mobile Internet, cloud computing, big data, and the 
IoT with modern manufacturing, to enhance the innovation and 
productivity of the real economy.

With the characteristics of universal service, the Internet has been 
a part of the infrastructure, and will become the driving force of 
China's economic transformation and upgrading. “Internet + ”does 
not simply add, but using information and communication technology 
deeply integrates the Internet and traditional industries, to create 
a new development ecology. The core of this transformation is 
“convergence”. There are two types of operators participating in the 
convergence: B2B, B2B2C. Especially, B2B2C will open the limitless 
imagination for the operators.

In the B2B2C business model, according to the end user (C) in two 
industries (B) being in current or incremental users, we classified the 
B2B2C model into four types. For every type, we researched the cases, 
and analysed the value chain. We hope this article can help telcom 
operators innovite in digital transformation.

1 Introduction
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"Internet +" represents a new way of economic growth. That is to 
make full use of the Internet in the optimal allocation of production 
factors and the integration effect, to deeply integrate the Internet 
innovation achievements in economic and social domains, to enhance 
the innovation and productivity of the real economy, to format a wider 
range of economic development model based on the Internet as the 
infrastructure and tools.

In “Internet +” era, the core of the business model is the convergence. 
The advertising + Internet = Baidu, the commerce + Internet =Taobao, 
the payment + Internet = Alipay……In fact, more traditional industries 
are accelerating the integration of the Internet, such as finance, 
logistics, education, medical, printing, liquor, and even car washing. For 
them, the Internet is not only e-commerce, it also means a complete 
transformation of the operation management process.

2 The connotation of 
"Internet +"

3 Business models of 
Operators participating in 
“Internet +”

In the consuming Internet, the network is the carrier of the 
development, the demand of users drove the development, and the 
Internet companies played the main roles. In “internet +”, O2O is the 
carrier of the development, the ecosystem will drive the development, 
and the real economics and the telecom operators will play the main 
roles. The telecom operators have the capabilities to support the 
development of “internet +”, such as network, DC/cloud, data, IT, 
service, etc. As shown below:
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There are two types of operators participating in the convergence: B2B, 
B2B2C. In the B2B model, operators regard  the industrial users (B) as 
the end users, and provide the corresponding products and services to 
support the industrial customers’ internetized transformation, such as, 
cloud, big data, industrial applications, network, etc.. In the B2B model, 
operators regard  the persons and homes as the end users, Telecom 
operators (B) combined with traditional industries (2B), O2O provide for 
end users of new products and services by O2O.

In B2B model, Traditional IT enterprises in the market competition to 
occupy the absolute advantage. Telecom operators in the B2B business 
model, more is to play the role of IT infrastructure (cloud, network, 
etc.) providers. However, in the B2B2C model, through the capability 
opening platform, telecom operators import the Internet gene (cloud 
computing, e-commerce, big data, etc.) for the traditional industry, to 
provide the end users ROADS experience. B2B2C model will open the 
limitless imagination for the operators.

4 Four types of B2B2C model

In the B2B2C business model, according to the end user (C) in two 
industries (B) being in current or incremental users, is classified into 
four types. As shown below:
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4.1 TYPE 1: End users are the current users for 
both traditional industry and telecom operator 

Telecom operator (B) and traditional industry (2B) share the current 
users’ data to characterize users. Provide personalized O2O services 
for each type of users / per user. On the one hand, telecom operator 
imports the capabilities of internetized operation, to enhance the 
current users to repeat purchase, and to expand revenue, on the other 
hand, the traditional industry help telecom operator to provide value-
added services to customers, and to improve the value and viscosity of 
the current customers.

Type 1 model

For example, AT&T cooperating with Starbucks. They shared the 
informations of customers’ spending habits, including time, place and 
taste. AT&T positioned the subscribers of “coffee”. When AT&T found a 
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subscriber was in the vicinity of the Starbucks coffee shop, AT&T sent a 
coffee coupons associated with the subscriber’s preferences. 

A similar case, DoCoMo NTT and the Japanese McDonald's established 
a joint venture company. Through mining user behavior information, the 
company accurately deliver McDonald's electronic coupons to the user.

4.2 TYPE 2: End users (C) are the current users 
of the telecom operators, and are the incremental 
users of traditional industry

The users with internet habits want more personal services (e.g. 
medical and health services, continuing education services) from 
internet. Telecom operators and traditional industry cooperation 
in these services, through the Internet to provide users with 
personalized services. On one hand, telecom operators enable the 
traditional industries internet operating capabilities, enhance their 
competitiveness, and import the current users in business cooperation, 
rapidly expanding scale of its users; On the other hand, the traditional 
industries provide value-added services to the current users, and 
enhance customers’ value.

Type 2 model

For example, NTT DoCoMo and OMRON's joint venture DoCoMo 
Healthcare. The company is committed to mobile users of smart 
phones with the Omron Corporation's medical equipment, such as 
blood pressure, sleep monitors, etc., to help users more convenient to 
collect and collate the information, remote monitoring of patients, and 
can be based on cloud computing related information management. 
Using big data analysis, they output analysis results, the user's health 
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report to the relevant hospital and medical personnel. And they charge 
the fee in the form of different service packages. DoCoMo Healthcare 
had 1million users at establishing. Because DoCoMo imported the 
original iBodymo business to Healthcare DoCoMo. 

A similar case, “Shanghai bank & Unicom joint credit card”. China 
Unicom imported the first customers for the joint card.

4.3 TYPE 3: End users (C) are the incremental 
users of the telecom operators, and are the current 
users of traditional industry

Fiercely competitive traditional industries want to introduce e-commerce, 
big data, social and other Internet elements, to innovative business 
model, to reduce operating costs, and to improve the current users’ 
value and viscosity. In the cooperation, telecom operator will import the 
internet operating capabilities in the traditional industry, and will develop 
the incremental users from the traditional industry.

Type 3 model

In Europe, the United States and Japan, Automobile insurance industry 
is highly competitive. So some insurance companies began to introduce 
UBI (Based Insurance Usage). Usage based insurance is a type of 
automobile insurance, the costs of motor insurance are dependent 
upon type of vehicle used, measured against time, distance, behavior 
and place. The data indicate. With UBI, the user can save more than 
20% of the insurance premium; and insurance companies reduced 
by 12% the highest insurance accident report. Oct 2011, the largest 
U.S. insurance company State Farm cooperating with Verizon began 
to offers UBI services. Services include: Insurance data analysis, 
diagnosis, roadside assistance, car anti-theft and other services. 
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Verizon provided the big data analysis platform and network access 
services for UBI.

4.4 TYPE 4: End users are the incremental users 
both of traditional industry and telecom operator

For the common segment customers, telecom operator and traditional 
industry jointly innovate the Internet products / services, and jointly 
provide the award (such as: points, coupons, etc.) the incremental 
users to buy products / services after. New users for the rapid 
development of cooperation projects.

Type 4 model

At present, there are no successful cases of fourth types of telecom 
operators. This case is worthy of reference: GuDong and the Industrial 
Bank jointly brought out "Xing Dong ". It was the first wearable mobile 
payment solutions. The Smart Bracelet not only have a pedometer, the 
physical condition monitoring and other functions, but also at the same 
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The four B2B2C “Internet +” innovation model can be used in different 
stages of development market. The first model is mainly used in the 
transition period from the "demographic dividend" to "traffic dividend". 
By providing end users with an easier way of purchasing, telecom 
operators can increase customer stickiness of the current users, and 
enhance the users’ value. 

The second model and third model are mainly used in the transition 
period from "traffic dividend" to “data dividend”. By providing the end 
users with personalized service, telecom operators can maintain and 
increase user traffic and usage. The fourth model is mainly used in 
the transition period from “data dividend” to “information dividend”. 
Combining the end users online features (telecommunications operator) 
with offline demand trends (traditional industries), telecom operator and 
traditional industry can innovate Internet products and services, and 
expand the Internet generation market.

In short, B2B2C business model can leverage/help traditional industries 
to enhance the personalized products and services. In the four modes 
of B2B2C, telecom operators should establish an Internet operating 
platform to import the Internet genes in traditional industries, and to 
provide ROADS experience for the end users.

time as a mobile payment equipment. And, it can free the sports from 
the heavy purse and other equipment. GuDong also jointly Industrial 
Bank issued the "Xing Dong " credit card. It was the innovation model 
of calorie exchanging credit card integrals.

5 Summary
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