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Enhancing ARPU



MQ Model on ARPU Enhancement
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customer
Reduce Revenue Loss



Alter Customer-base Profile

• Reduction in high-value Customer Churn 

Rate

Enhance share of 

high-value subs in 

incremental 

acquisitions

Reduce Revenue 

Loss

Enhance Revenue 

per customer

Alter 

Customer-base 

Profile

• Subsidizing High-end Phones/ Mobile 

Devices

• Upgrade / cross sell new services to Low-

value CustomersUp-gradation of low-

value Customer

• Locking in high-Value Customers for future 

high ARPU generating services 

• Encourage usage for Inactive Customers

“Keep” your high 

value customers

Examples of Initiative Areas



Enhance Revenue per customer

• Bundling of multi-services to new customers

• “Account Managing existing Subs”, adding 

additional services to hike total sub-spend

• Optimize SP, RCV Size to extract maximum 

customer spend commitment

Increase Ticket Size 

for each Customer

• Introduction of New High ARPU generating 

services

• Higher Value extraction from VAS through 

aggressive Marketing & Negotiation Policies

Reduce Revenue 

Loss

Enhance Revenue 

per customer

Alter 

Customer-base 

Profile

Increase VAS as % of 

Total Revenue

“Divide and 

Conquer”

• Addressing different Customer Groups, 

differently

• Price/Profit Modeling for each Customer 

Group – to increase Committed ARPU

Examples of Initiative Areas



Reduce Revenue Loss

• % Increase in post-paid ARPU Collection

Fraud Management

Collection 

Management

(Post Paid)

• Enhanced Fraud integrated system 

Management to curb Revenue Leakage

Reduce Revenue 

Loss

Enhance Revenue 

per customer

Alter 

Customer-base 

Profile

Examples of Initiative Areas
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