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Why 2025 Will Be a Breakout Year
for U.S. MVNOs

By: Liz Parry

The Mobile Virtual Network Operator (MVNO) industry is
undergoing a significant transformation, with challenges and
opportunities paving the way for growth. Juniper Research
forecasts that MVNO revenue from mobile subscribers in the
U.S. will grow from $18.7 billion in 2024 to $26.3 billion in 2029.
This compound annual growth rate underscores the immense
potential in this space. MVNOs are no longer just alternative
providers; they are becoming critical players in reshaping how
connectivity is delivered and consumed. Whether through
innovative pricing models, niche customer segments, or
groundbreaking technology, the future belongs to those who
act now.

But what is driving this evolution? Why does the U.S. represent such a fertile breeding ground,
and why now?

Why the U.S. is the Ultimate Growth Market for MVNQOs

The U.S. telecom market stands out globally for its high average revenue per user (ARPU), which
makes it one of the most attractive markets for MVNOs. Customers in the U.S. are accustomed
to premium services and are willing to pay for better connectivity, personalized plans, and added
value. This creates an opportunity for MVNOs to carve out their niche by delivering tailored, high-
quality offerings. Even in 2024, the U.S's average revenue per MVNO user was four times higher
than the rest of the world, standing at a massive $31.59 compared to just over seven dollars
elsewhere. As a result, the number of mobile subscribers necessary to sustain an MVNO is lower,
allowing a wider range of enterprises to enter the market.

Another unique characteristic of the U.S. market is the abundance of mid-to-large-scale
enterprises. These organizations represent untapped potential for MVNOs, whether by offering
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corporate connectivity solutions, employee-focused telecom plans, or B2B data services.
Companies are actively looking for cost-effective and customizable telecom solutions, and
MVNOs are perfectly positioned to deliver. Moreover, the high number of B2C enterprises in the
U.S. with an existing customer base and brand recognition means that many more have the
potential to launch an MVNO effectively.

Unlike in European markets, the U.S. regulatory environment has been relatively favorable over
the years, promoting competition and encouraging innovation. An existing competitive and
diverse MVNO market means that operators and regulators are receptive to MVNO launches.
Policies such as spectrum sharing and the push for more transparent wholesale agreements have
lowered barriers for new entrants and created a fertile environment for both traditional MVNOs
and emerging neo-telecom players.

The U.S. also has a diverse, open telecom landscape that welcomes innovation, unlike other
markets that are dominated by a few influential players. The consumer base is equally diverse,
with a wide range of different demographics with varying needs — from affordable plans for
budget-conscious users to data-heavy options for tech-savvy individuals and enterprises. This
diversity offers enterprises considerable opportunities to launch MVNOs focused on optimizing
their services for specific demographics, while market openness allows MVNOs to explore
creative propositions and serve specific market segments effectively.

The convergence of these factors — high ARPU, a vibrant enterprise ecosystem, supportive
regulation, and a diverse market — makes 2025 the perfect time to capitalize on the MVNO
opportunity. For those ready to innovate and adapt, this is a chance to create lasting impact and
drive profitability in a highly competitive yet rewarding sector. However, at this pivotal moment
of transformation in the industry, it is crucial to understand what it takes to be a successful
MVNO.

MVNO Success Criteria

The MVNO model lowers the barriers to entry compared to traditional mobile network operators
(MNOs). It enables brands to enter the telecom space without needing physical network
infrastructure. However, success depends on more than just having access to a network. It
requires a clear strategy, the right resources, and a strong market presence.

Successful MVNOs frequently have an existing customer base. For example, retailers like
Walmart leverage their retail footprint and customer trust to offer MVNO services. Walmart
Family Mobile is a prime example of using its brand's reach to provide affordable and convenient
telecom options. Utilities, insurance providers, or even financial institutions also do well when
bundling MVNO services with their core offerings, creating a seamless experience for customers.

Brands with an established and loyal customer base have a significant advantage, reducing
marketing costs and also increasing the likelihood of customer retention. Indeed, marketing can
be one of the most significant expenses for any telecom business. Established brands entering
the MVNO space benefit from cost-effective marketing strategies, leveraging existing channels
to introduce their MVNO services to a receptive audience. They differentiate themselves by
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offering services that align with their brand identity and cater to their audience's unigue needs,
creating new revenue streams while deepening customer engagement with their core business.

MVNO Challenges and Opportunities

In today's modular and API-driven digital ecosystem, launching an MVNO is more accessible than
ever. Platforms enable businesses to build telecom services without the need for deep technical
expertise. They provide automated billing and customer management tools, plan customization
and provisioning, and analytics to optimize services and customer experiences.

This democratization means that MVNOs are no longer limited to tech-savvy startups or telecom
veterans. Any organization with the right vision and resources can potentially succeed. However,
the telecom industry is constantly evolving. For MVNOs, this presents a unique challenge: staying
relevant and competitive in an ever-shifting market. Adaptability isn't just an option — it's a
fundamental requirement for survival.

Globally, the MVNO space is becoming increasingly crowded and competitive, so standing out
requires a clear and compelling value proposition. MVNOs must innovate to differentiate, but
they also need to ensure their innovations are financially sustainable. Indeed, many MVNOs
struggle to maintain profitability due to thin margins and intense competition, making scalability
and cost management crucial to long-term success. Moreover, while the technical barriers are
lower, running an MVNO still requires strong operational capabilities, particularly in customer
service and technical support. Staying competitive often requires significant investments in new
technologies, such as 5G or eSIM capabilities.

Harnessing the Power of the Cloud

A cloud-based, multitenant MVNO approach addresses the critical challenges of profitability and
cost management by significantly reducing operational overhead and enabling scalable growth.
By eliminating the need for costly physical infrastructure, these platforms lower upfront
investments and ongoing expenses, allowing MVNOs to allocate more resources to customer
acquisition and service innovation.

Multitenancy further enhances cost efficiency by enabling multiple MVNQOs to share essential
resources, such as billing systems and network management tools, without compromising their
ability to deliver unique, customized offerings. This streamlined model supports rapid market
entry and seamless scalability and fosters sustainability by reducing redundant systems. With
minimized technical complexities, MVNOs can focus on creating differentiated value
propositions, building customer loyalty, and strengthening their competitive position while
maintaining a lean and profitable operation.

Combining Data and Automation

Data and automation have also emerged as foundational pillars for innovation and customer-
centricity in the rapidly evolving telecom landscape. These tools empower MVNOs to navigate

© Pipeline Publishing, L.L.C. All Rights Reserved.



market complexities, anticipate customer needs, and deliver exceptional experiences that drive
loyalty and growth.

Data serves as a guiding force for MVNOs, enabling them to adapt to shifting market dynamics
and create personalized offerings. By analyzing real-time and historical customer data, MVNOs
can develop plans that cater to specific user needs, such as unlimited data for heavy users or
cost-effective options for minimal usage. They can identify emerging demands, such as loT
connectivity or niche gaming plans, and act proactively to capture these opportunities. They can
also proactively address pain points like network congestion or billing issues before they escalate,
fostering trust and satisfaction.

Data also uncovers hidden revenue opportunities through segmentation and analytics. For
instance, MVNOs can target underserved demographics — like gamers or eco-conscious users —
with specialized plans or leverage real-time insights to offer location-based discounts and
seasonal promotions. This ability to personalize services boosts customer satisfaction and
strengthens competitive positioning.

Automation complements data by streamlining operations, reducing costs, and enabling rapid
responses to market changes. Key processes such as billing, provisioning, and customer support
can be automated, allowing MVNOs to bring new products to market in weeks instead of months,
adjust operations seamlessly to meet fluctuating demand and redirect resources from routine
tasks to strategic initiatives that enhance customer value.

2025: A Defining Moment for MVNO Growth and Innovation

2025 represents a pivotal moment for MVNOs in the U.S., as a convergence of favorable market
dynamics, technological advancements, and shifting consumer expectations paves the way for
unprecedented growth. With high ARPU creating a profitable foundation, a vibrant enterprise
ecosystem and diverse consumer base offering untapped potential, and a regulatory
environment that fosters innovation, MVNOs are uniquely positioned to thrive.

To succeed, MVNOs must embrace innovation, leveraging cloud-based multitenant platforms to
streamline operations and maintain cost efficiency. By harnessing the power of data and
automation, they can create personalized, customer-centric services that stand out in a
competitive landscape. As MVNOs redefine connectivity, those that prioritize adaptability,
differentiation, and customer engagement will lead the charge in transforming the telecom
industry. For ambitious players, 2025 is not just an opportunity — it's a call to action.
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