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Introduction: how well is your business 
mobile contract serving you?
Within many circles, the mobile service 
contract is still thought of as a utility — an 
invisible service with an unavoidable cost 
necessary to keep the company’s mobile 
devices online and connected.

To support the business and ensure that service never 
fails, many organisations opt for unlimited data plans, 
removing any concerns around data ceilings and enabling 
everyone across the company to use their business 
phones as required for a fixed price. However: 

• UUnnlliimmiitteedd  ddaattaa  ppllaannss  ccoommee  aatt  aa  ccoossttllyy  pprreemmiiuumm

• HHiiddddeenn  ccoossttss  ccaann  ddrriivvee  uupp  tthhee  mmoonntthhllyy  bbiillll

• UUsseerr  ddeemmaannddss  eevvoollvvee  oovveerr  ttiimmee,,  oofftteenn  bbeeyyoonndd  
tthhee  ssccooppee  ooff  tthhee  ccoonnttrraacctt..

In some cases, the charges associated with the mobile 
service contract will be such that the business is no 
longer willing to swallow them. In others, a review 
of the company’s mobile hardware and the contract 
underpinning it are driven by wider innovation initiatives.

Contract reviews can surface challenges of their own 
as businesses might recognise their existing network 
providers can’t actually provide the granular data they 
need to make informed decisions about the mobile estate.

But there are also opportunities. Approached through the 
lens of futureproofing, a better business mobile contract 
can reduce monthly costs, increase efficiencies, and 
empower users across the organisation with improved 
communication, collaboration and security.

In this guide, discover how to maximise the return on your 
mobile investment by 1) recognising where your existing 
contract is letting you down 2) identifying what you need 
your new contract to deliver and 3) discovering how mobile 
service partners can help.

In this guide we explain how to 
maximise your mobile investment by:

1:  Recognising where your existing   
 mobile contract is falling short

2:  Identifying what you need in your   
 new contract to deliver

3:  Demostrating value in partnering   
 with a specialist mobile partner

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk
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1. Signs your existing
mobile contract is letting
you down

There are several ways a company 
will recognise that its business mobile 
contract is no longer fit for purpose. 
What are these signs and how can 
businesses spot them?

Hidden costs leading to bill shock

Companies with unlimited data plans can find 
themselves faced with an unpleasant surprise when 
their monthly business mobile bill comes in at a 
significantly higher cost than they had expected or 
budgeted for.

These ‘bill shocks’ are driven by three key areas in 
mobile: roaming charges, international calls, and 
data usage. 

1. Roaming charges are triggered when the
business phone is detected on an overseas
network. Travel restrictions as a result of the
global health pandemic mean some businesses
may overlook roaming charges when renewing
their mobile plan, but as international travel has
now resumed, it’s important that businesses
wanting to futureproof their mobile estate make
sure they consider these moving forward.

2. International calls made from the UK increased
significantly as a result of COVID-19, driving up
the cost of many mobile contracts accordingly.
Businesses looking to build a better mobile
contract will need to review what percentage of
their operations are going to be international in
order to plan for these costs long-term.

3. Data charges appear when a business exceeds
the mobile data limit agreed in its package. As
mobile demands change, a company’s data
usage can fluctuate, meaning they may no
longer have adequate data in their plan. Will an
unlimited data plan help them to futureproof
their use or will they be paying a
premium needlessly?

“Mobile providers recognised the international call 

usage trend as a pain point. As a result, we have 

seen newly released plans to combat this. The 

mobile industry believes increased international calls 

is a trend that's going to continue and I believe  

the same.” 

Juliette Lee, Head of Mobile Proposition | Opus

A lack of visibility over mobile 
usage limiting insights

While inflated costs are often the first sign of a poor 
mobile plan, organisations may also find that the network 
provider themselves is no longer the right match for their 
business needs.

Mobile analytics play a vital role in determining the 
source of a bill shock. Other companies may review their 
mobile estate with a mind to better understand the value 
it’s delivering.

Businesses depend on accurate, easy-to-access mobile 
usage data in order to build better mobile contracts. This 
means having the information they need at the touch of 
their fingertips. If they can’t access that information from 
their network provider or it isn’t usable, it could well be 
time to look elsewhere for a provider capable of delivering 
those needs.

Executive summary: 
Bill shock as a result of hidden costs, a lack 
of visibility into mobile usage/analytics and 
redundant hardware are all signs that you could 
build a better business mobile contract.
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Redundant hardware holding 
back innovation

As business needs change and the wider IT environment 
innovates, old or outdated mobile technology can hinder 
the rollout and adoption of key software/technologies.

Consider the following:

1. Four years ago, a business may have
completely refreshed its mobile hardware with
the latest handsets as part of a new, 24-month
business mobile contract.

2. As the end of the 24-month term approached,
the global health crisis hit. To reduce costs and
minimise risk, the company didn’t invest in any
mobile device upgrades.

3. The business has since leveraged new,
business-critical applications to enable remote
working, but its four-year-old mobile hardware
struggles to support them.

It’s easy to see how, in this example, redundant mobile 
hardware is limiting the organisation’s ability to adapt. 

As working practices continue to evolve and mobile 
devices increasingly deliver key functionalities like remote 
access to the company’s Microsoft suite and two-factor 
authentication (2FA), businesses must ask themselves 
questions such as:

• Do we need a technology refresh now?

• What capabilities do our new mobile devices
need to support?

• How can we empower our users when they are
on the move?

Do you recognise any of these signs across your own 
mobile estate? You could benefit from building a better 
business mobile contract. What does your new contract 
need to deliver and where should you start?

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk

need to deliver and where should you start?
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2. What does your new
mobile contract need
to deliver?

Building a better mobile contract requires 
that a business looks at how its mobile 
estate is currently set up and asks itself 
how it could evolve its estate to better 
serve its needs.

Adapting your mobile package to 
minimise bill shock

Companies with significant roaming charges may find it 
beneficial to switch to a contract (or provider) that offers 
more competitive rates in this area. Likewise, a business 
that frequently exceeds its data limit may find value in 
an unlimited package, depending on the total data usage 
and how much it’s already paying in additional charges 
for exceeding its limits.

When considering potential changes to a plan, it’s 
important to be as clear as possible on the terms used, 
what they mean, and how that will affect any additional 
cost incurred. 

• Is unlimited data actually unlimited? Check
the tariff and read the small print carefully to
understand the data limits and whether or not
they meet business requirements.

• How are international calls charged? Is it a
pence per minute rate? Is there a fair usage
policy? Is it one international rate for all or is it
granular per country?

• Are the countries in which a business has its
most frequent usage covered by the network
packages? How can they find this out to better
understand potential roaming charges?

Building a mobile contract around actual usage — both 
historical and predicted — then taking the time to 
interpret the small print will help businesses to match 
the mobile contract costs to the company’s mobile 
needs and build a more cost-effective contract  
going forward.

Review your existing 
network provider

As a business spends more time examining its mobile 
plan usage for data and insights, it will find its mobile 
provider lacking if they:

AA.. CCaann’’tt  pprroovviiddee  aannyy  vviissiibbiilliittyy  oovveerr  ppllaann  uussaaggee
bbeeyyoonndd  aa  bbaassiicc  iinnvvooiiccee

BB.. OOffffeerr  aa  ccoommpplleexx  ppoorrttaall  wwiitthh  ppoooorr  uusseerr
eexxppeerriieennccee

CC.. PPrroovviiddee  aann  iinnttuuiittiivvee  ppllaattffoorrmm  wwiitthh  vviissiibbllee  ddaattaa
bbuutt  nnoo  wwaayy  ooff  aacccceessssiinngg//ddoowwnnllooaaddiinngg  iitt

DD.. PPrroovviiddee  aann  iinnttuuiittiivvee  ppllaattffoorrmm  wwiitthh  vviissiibbllee  ddaattaa
bbuutt  nnoo  aannaallyyttiiccss  ssuuppppoorrtt  ttoo  iinntteerrpprreett  iitt

In terms of getting the support they need, the final 
point can be a particularly frustrating one for busy IT 
heads and teams without the in-house skills to carry out 
detailed data analysis. 

The ability to access data on how the mobile estate is 
being used and what value the contract is delivering is 
fundamental to futureproofing the mobile estate and 
building a better mobile contract. Engage a provider who 
offers that level of granular insight and support.

“Just how dedicated is your account management 

team? How long does an email query take to 

get dealt with? And do you have a direct mobile 

number for your account manager(s)?”

Adam Sankey, Mobile Sales Consultant | Opus

Executive summary: 
A better mobile contract offers visibility over 
mobile usage data, hardware capable of 
supporting ‘the mobile office’, and service you 
can depend on from your provider of choice — 
built around a cost-effective mobile plan tailored 
to your organisation’s needs.

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk
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Invest in hardware that supports innovation 
and operations

When building a better business mobile contract, take the opportunity to 
review the organisation’s hardware needs and upgrade mobile devices in line 
with them. 

The accelerated uptake of digital transformation technologies, coupled with 
the average contract lifespan of 24-36 months, makes it likely that a company 
has innovated across its systems since the last business mobile contract was 
set up. For example, the business:

• MMiigghhtt hhaavvee ddeeccoommmmiissssiioonneedd iittss llaannddlliinneess

• FFuullllyy eemmbbrraacceedd MMSS TTeeaammss

• BBuuiilltt 22FFAA iinnttoo iittss bbuussiinneessss--wwiiddee sseeccuurriittyy ppoolliicciieess

Whether a business approaches a mobile hardware upgrade through 
its drive to build a better business mobile contract or as part of a wider 
transformation project, it’s crucial to consider the technical needs of the 
technology stack that will be living on each device. 

Building a business mobile contract that balances usage limits, 
visibility and hardware while keeping within budget can be a challenge 
in its own right. Mobile service providers can help.

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk
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3. Building a better mobile
contract with Opus

Historically, it’s not uncommon for 
businesses to go direct to the networks 
when taking out a business mobile 
contract. But as business needs change, 
and mobile demands with them, growing 
numbers of organisations are turning to 
third-party mobile service providers for 
support with building mobile contracts 
that futureproof their operations.

What is a mobile service provider? 
Mobile service providers act as a bridge between an 
organisation and the best business networks. A proficient 
provider will help a business to build a better business 
mobile contract, one which incorporates much of the 
advice shared so far in this guide to deliver a tailored 
business mobile contract built around an organisation’s 
specific needs.

They achieve this by closely examining an organisation’s 
mobile data use, existing business mobile plan, and future 
requirements to recommend a personalised package. 

“Partnering with a mobile services provider should 

give a business the confidence that they’ll receive 

a personalised mobile plan, tailored to their needs.”

Russell Quddus, Mobile Sales Consultant | Opus

www.opustech.co.uk

Executive summary: 
A mobile service provider fulfils the 
role of trusted advisor, drawing on its 
specialist mobile expertise and knowledge 
of the three best business networks to 
help organisations future-proof their 
mobile estate with agile support and a 
contract that meets their needs. 

Futureproof your mobile 
operations 
When a business approaches its mobile contract with 
a ‘utility’ mindset, it can be difficult for them to see the 
value the contract delivers. The contract becomes a cost, 
to be shouldered each month in order to keep the mobile 
estate connected. And because it’s perceived as a cost, 
contract renewal becomes a race to the bottom to find 
the cheapest option. It’s this way that organisations find 
themselves locked into a mobile contract that doesn’t 
deliver what they need it to, all the while incurring 
additional charges that take it over budget.

At Opus, we strive to turn that mindset on its head, so 
every one of our customers can see the value in the  
terms of their contract and how mobile can empower
their teams.  

“Give me an example of one of your biggest mobile 
pains”, explains Vinnie Cruikshank, Mobile Sales 
Consultant at Opus. “If you give us that scenario 
as a new service provider, the mobile team and I will 
model it and we’ll be able to tell you exactly how 
we’d safeguard against it.”

“Working with one customer, we modelled four key 

scenarios based on how the company works, what 

their end-users did, and what was likely to happen 

over a two-year term. We demonstrated how it 

would only take four events for them to completely 

wipe the difference between the cheapest contract 

and ours within the first 12 months — saving them 

financially, operationally and reputationally.”

Martin Murphy, Mobile Sales Consultant | Opus

These visual models can be shared at the executive level, 
helping our customers to secure internal buy-in and 
elevating mobile to the same playing field as the wider 
technology suite, turning it from a cost to be born to a 
tool to be used by the whole organisation. 

Examples like this, which highlight the inherent risks built 
into cheaper ‘off-the-shelf’ plans, really showcase the 
value of tailored plans designed around an  organisation’s 
needs. 

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk
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Get in Touch

Agile mobile support, exactly when you need it

While call centre environments continue to offer better and better experiences, 
they still can’t compete with the agility of independent mobile service providers 
like Opus.

Call queues, lengthy waiting times and impersonal experiences are a reality for 
even large enterprises if they’ve taken out a contract with a network directly 
and are looking for support, compared to our rapid response times, first-time 
resolution rates and the experience of dealing with the team that works day in, 
day out on the mobile account. 

“We exist to service our mobile customers at a very granular level. 

The networks just aren't capable of delivering that. Agility is 

something we can guarantee, helping you to get the most out of your 

contract throughout its term.”

Juliette Lee, Head of Mobile Proposition | Opus

For organisations committed to futureproofing their mobile estate and 
building a better contract, Opus is here to help. We’ve invested heavily in our 
specialist team of mobile experts to ensure our customers are always signing 
a contract that's fit for purpose.

“Mobile is more than a price, today more so than ever, businesses need to 
drive technology that empowers their workforces. They can't achieve that with 
a cloud solution and their laptops alone. Mobile is the beating heart of modern 
business operations. Building a better mobile contract will unlock that for your 
organisation, too.”

Juliette Lee, Head of Mobile Proposition | Opus

To find out more about how Opus 
can help you to build a better mobile contract, get in touch.
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About Opus
Opus is a trusted, independent technology services provider delivering 
communications, collaboration, contact centres, mobile, IT, document 
management and cyber security solutions to medium and large enterprises 
nationwide. We integrate best-of-breed solutions and provide them as a 
managed service with caring, personalised support.

We hold the prestigious Institute of Customer Service ServiceMark 
accreditation, which only 5% of institute members possess (and few of these 
are in the telecoms industry). We regularly achieve Net Promoter Scores 
in the mid-70s against an industry average of just 15. We were also Highly 
Commended in the Customer Service category of the 2019 Comms  National 
Awards.

Opus focuses on a select number of vendor partners to provide specialist 
engineering support. We strive to hold the highest levels of accreditation with 
those partners and are currently Platinum Partners with Mitel, Gamma, 8x8 
and Cirrus, and a Gold Partner with Microsoft. This affords us preferential 
pricing, support and a seat at the table with partners when new services are 
being discussed and agreed. 

Get in touch today to see 
how we can help.

Get in Touch

Head Office:

London Court 

39 London Road

Reigate 

Surrey

RH2 9AQ

General Enquiries: 020 8545 8200

Hitchin Office:

2nd Floor Regal Chambers

49-51 Bancroft

Hitchin

Hertfordshire

SG5 1LL

General Enquiries: 01462 414 779

Keen to chat with a mobile specialist?
080 0047 3537 

www.opustech.co.uk

Authorised Resellers:

Please get in touch to discuss your business needs with 
our experienced mobile team.

like Opus.


