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Not every MVNO is a traditional consumer wireless company. Your business model determines the features,
billing structure, integrations, operational processes, and network capabilities you will need. This guide
compares the seven most common MVNO models: who each one fits, how it makes money, and what it
takes to run.
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Consumer MVNO
Selling voice, messaging, and data plans directly to consumers under your own brand.

Best fit for Brands with strong consumer reach, retail distribution, or an engaged community.

Revenue logic Plan revenue and device or accessory sales. Competitive market, so differentiation and
distribution matter more than price.

Key requirements Retail grade activation experience, consumer support, competitive plans, and marketing
muscle.

Enterprise MVNO
Managing wireless service for businesses, workforces, or fleets.

Best fit for Companies already serving business customers with IT, telecom, or workforce products.

Revenue logic Recurring per line revenue with lower churn and higher margins than consumer wireless.

Key requirements Account management, pooled plans, admin controls, and integration with business
systems.

Embedded MVNO
Integrating connectivity into another product or platform, often invisibly.

Best fit for Software platforms, device makers, and services where connectivity strengthens the core
product.

Revenue logic Connectivity as a feature that raises retention and product value, or as a bundled upsell.

Key requirements API driven provisioning, usage controls, and a platform that supports automation.

IoT MVNO
Connecting equipment, sensors, vehicles, cameras, and other devices.

Best fit for Hardware companies, fleet operators, and solution providers with device volume.

Revenue logic Per device or per megabyte revenue at scale. Individual margins are small, volume is the
business.

Key requirements Bulk provisioning, SGP.32 eSIM workflows where applicable, and near real time usage
visibility.
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Fixed Wireless Access
Offering primary or backup internet access over cellular networks.

Best fit for ISPs, rural providers, and businesses serving locations where wired broadband falls
short.

Revenue logic Monthly internet service revenue, often with equipment rental or purchase.

Key requirements Higher data commitments, CPE logistics, and careful capacity planning with the host
network.

Travel eSIM Provider
Delivering international data connectivity to travelers.

Best fit for Travel brands, airlines, booking platforms, and audiences that cross borders often.

Revenue logic Prepaid data packages with strong margins and no long term subscriber commitment.

Key requirements Multi country wholesale agreements, instant eSIM delivery, and a smooth digital
purchase flow.

Affinity MVNO
Serving members of a specific organization or community.

Best fit for Associations, faith groups, unions, alumni networks, and membership brands.

Revenue logic Wireless as a member benefit that drives loyalty, plus recurring plan revenue.

Key requirements Trusted brand alignment, simple plans, and distribution through the organization's own
channels.

Trying to serve every possible customer usually creates an unfocused product. Choose the model that best
matches your existing strengths, customer relationships, and distribution capabilities. Not sure which fits?
Talk it through with our team at atomicmobile.com/contact.


