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Cover Photo: Inderjeet Singh, SVP & GM,
Products and Technology at TIBCO Software.

TIBCO Software, Inc (NASDAQ: TIBX) is a provider of
infrastructure software for companies to use on-

premise or as part of cloud computing environments. Whether it's efficient claims or trade
processing, cross-selling products based on real-time customer behaviour, or averting a crisis
before it happens, TIBCO provides companies the two-second advantage™ – the ability to
capture the right information, at the right time and act on it pre-emptively for a
competitive advantage. More than 4,000 customers worldwide rely on TIBCO to manage
information, decisions, processes, and applications in real-time. TIBCO Spotfire® is the
company's in-memory analytics software for next generation business intelligence. By
offering a visual, interactive experience, Spotfire® helps professionals quickly discover new
and actionable insights in information. Learn more at http://spotfire.tibco.com
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This issue (our biggest yet) marks the start of our second
year of publication and before anything else I want to
thank you, our readers and business partners, for your
phenomenal support. We all wish you every success in
2012. Meanwhile, we’ve all seen the exciting and sometimes
incredible forecasts for M2M’s projected growth (if you
haven’t, just type ‘forecast’ into the Search Engine at
www.m2mnow.biz). It would be unwise to take them all at face
value and assume that nothing can hinder the meteoric rise of
M2M-related profits. I still remember the similarly fanciful
forecasts for Mobile Data service revenues and profits that
contributed to ludicrous spending on 3G licences. 

Well, you know what happened there! Some data services were
over-hyped by operators haring off in search of new revenues
before ensuring that their offerings were ready for marketing.
The content on offer was ‘protected’ from users within
Walled Gardens (supposedly a good thing!), and this was
done by operators who couldn’t quite piece together the
jigsaw of Content Developers, Open Access, Digital Rights,
3G Devices, and Billing. 

After that lesson, any service providers who count on volume growth but only offer proprietary devices, platforms and private
networks, building data siloes for services that cannot scale or share business intelligence, deserve everything they get. I just hope
there are enough tortoises or ‘grey hairs’ still sharing these lessons within today’s mobile operators. And you’ll find some sound
advice on scale and actionable intelligence in our interview with TIBCO Software’s SVP & GM, Products & Technology, Inderjeet Singh
(pages 12-14), as well as in Ian Volans’ excellent report (pages 28-29) on mobile operators and open, standardised ecosystems.
Whatever your interest, we hope you find something valuable in this issue and online at www.m2mnow.biz

Jeremy Cowan, Editor, M2M Now                                                                                                    * With apologies to Aesop’s Fable
j.cowan@m2mnow.biz
Twitter: @jcm2m
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The Amsterdam,
Netherlands-based
digital security
specialist, Gemalto
announced on
December 20 that it
has acquired
SensorLogic,
confirming the report
and exclusive insider
comment by M2M
Now on December
10. Terms of the

transaction, which was structured as an
asset deal, have not been disclosed.

SensorLogic was founded in 2002, and had
its main office in Plano, Texas. The
company developed a cloud-based,
machine-to-machine service delivery

platform (SDP) allowing customers to build,
deploy and manage M2M solutions in a
broad range of applications, such as asset
tracking, telematics, and equipment
monitoring and servicing. 

The SensorLogic ‘platform as a service’
(PaaS) approach reportedly enables
enterprises, mobile network operators,
system integrators and M2M service
providers to bring services to market at a
fraction of the cost of a traditional in-house
development. With Gemalto adding this
application development platform to the
range of M2M modules from Cinterion
(itself acquired by Gemalto in June 2010),
Machine Identity Module cards and
management capabilities, and over-the-air
(OTA) device management and security
solutions, the security systems firm believes

it has a distinct offering for M2M.

Commenting on the transaction, Oliver Piou,
Gemalto’s CEO (pictured), noted: “With
M2M, we continue to replicate our successful
business model. Starting from advanced
software embedded in a device, we add
remote management and then application
support to provide superior performance
and differentiation to our customers.”

Sources within SensorLogic had confirmed
to M2M Now that investors in the Boston-
based company declined to extend
additional funding to the company. Staff
were laid off and its operations closed
down before SensorLogic was acquired for
its SDP and intellectual property.

Full News at: www.m2mnow.biz

Gemalto confirms M2M Now’s report that it is buying SDP provider
SensorLogic, after investors refuse to find $4m new funding

The US-based pairing of Axeda Corporation
and ClearConnex, have formed an alliance
to streamline the building and delivery of
wireless M2M solutions. Axeda provides a
cloud-based platform for managing
connected products and implementing
M2M applications, while ClearConnex is an
engineering services firm that provides a
proven set of licensable software and
hardware products as customisable
building blocks. 

The Axeda® Platform now integrates with

the portable ClearComm wireless device
agent, which is hardware-agnostic and
supports leading modems and modules
from companies such as Sierra Wireless,
Maestro Wireless and GenX Mobile.
ClearComm also supports custom devices,
enabling the joint solution to communicate
with any device selected by the customer. 

Bill Zujewski, EVP of product strategy and
marketing, Axeda Corporation, said:
“ClearConnex … has unique expertise in
helping customers select the right module

or the right modem, as well as in building
connectivity into any device — ultimately
taking the guesswork out of the process
and speeding time-to-market for their
M2M solutions.” 

Ryan Rangel, CEO of ClearConnex, replied:
“Having out-of-the-box integration with
Axeda reduces cost and time-to-market for
our customers and enables them to
immediately take advantage of the
industry’s leading M2M application
development platform.”

Axeda and ClearConnex partner to speed up
M2M solution development and deployment 

Oliver Piou,
Gemalto: Superior
performance

Global revenues
for mobile location
platforms ‘will 
reach €300m
in 2016’

According to research
firm Berg Insight of
Gothenburg, Sweden,
the global market for
location-based services
(LBS) platforms and
middleware will see

steady growth in the coming years, with
demand primarily driven by emergency call and
lawful intercept mandates. Annual revenues

for mobile location platforms, including A-GPS
servers and middleware platforms, are
projected to grow from about €150 million in
2010 to €300 million in 2016. 

Ericsson remains the leading vendor in terms of
number of contracts for location platforms,
ahead of Nokia Siemens Networks and
TeleCommunication Systems.

Governments and telecom regulators in many
parts of the world are introducing stricter
emergency call and lawful intercept mandates
that require network operators to invest in
location platforms. These mandates typically
entail accurate location of any handset

deployed and therefore require installation
of network-based location technologies. 

“Location-based services have gained
mainstream acceptance, enabled by
broader adoption of GPS-enabled
smartphones,” said André Malm
(pictured), Senior Analyst, Berg
Insight. “All leading handset
vendors provide their own
assistance services for GPS
handsets to ensure a good
user experience in case the
operator has not yet
deployed A-GPS services.”

André Malm, Berg
Insight: LBS
gained mainstream
acceptance
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Turkcell (NYSE: TKC, ISE: TCELL), Turkey’s
leading communications and technology
company, has announced the launch of a
smart vehicle application, called Turkcell
Smart Vehicle, that enables schools and
parents to track school buses online in real
time. Turkcell Smart Vehicle is now being
used by 250,000 vehicles in Turkey.  

Now parents can easily know if or when
their children board or alight from their
service bus, as well as where the bus is at
any time, and when it is due to arrive at its

destination. Parents are sent an SMS
notification based on their preferences
when the school bus approaches its
destination.

Since the status of buses is being tracked in
real time, with related individuals alerted
whenever the speed limit is broken, the
solution also incentivises bus drivers to drive
safely. In addition, the centralised control
system enables employers who use this
solution to save 30% on fuel and 10% on
maintenance costs.  

Turkcell is the largest mobile network
operator in the country with 34.1 million
subscribers and a market share of 54% as
of June 30, 2011*. 

Turkcell ensures safe transportation 
for children via smart vehicle

Telit Wireless Solutions, a specialist in
machine-to-machine (M2M) technology,
has announced the launch of Telit
AppZone. Telit AppZone is an embedded
application space in Telit’s G30 GSM / GPRS
module, enabling easy application
development with industry standard C
code. It eliminates the need for an external
CPU, RAM and ROM, further reducing size
and cost.

The new platform is open and targets a
wide range of different products and
verticals, such as remote monitoring and
control, security and surveillance, telemetry,

location services, billing, or fleet
management. Standard M2M solutions
require an external CPU connected to the
modem in order to control it. Telit AppZone
shifts this capability into the module itself,
reducing hardware cost and saving space
on the PCB. 

Normally, application development requires
different languages for the modem and the
microcontroller. Telit AppZone is an open
platform providing standard interfaces
(POSIX, BSD), allowing easy integration/
porting of applications from a different OS/
platform. It allows developers to implement/

port applications using their knowledge on
open software, libraries and protocols.

“The improvement in time-to-market with
Telit AppZone is evident,” explains
Dominikus Hierl, CMO at Telit Wireless
Solutions. “We had an application
developer, who evaluated the G30 module
with the Telit AppZone. In a conventional
environment, the evaluation would have
taken four to eight months. With Telit
AppZone, the client managed to master the
coding, to assemble and develop the
hardware application and to complete the
testing in only one month.”

Telit AppZone aims to lower cost and accelerate time to market

Vehicles featuring a SIM card can be
tracked by Turkcell via GPS.

* Source: Operator’s announcements, excluding impact of the change in pre-paid churn periods in Q2 2011.

TIBCO Spotfire 4.0 combines 
‘free dimensional’ analytics 
with collective intelligence

TIBCO Software Inc. has launched Spotfire®
4.0, the latest version of its analytics
platform that combines the clarity of
visual data discovery with collaboration
capabilities for improved decision-
making. Enabling ‘free dimensional’
data exploration at every level of an
organisation, Spotfire® 4.0 expands
the traditional boundaries of
analytics by delivering contextual
and social collaboration
capabilities that put data

insights and findings within relevant business
context.  

Featuring integration with Microsoft®
SharePoint® and tibbr®, Spotfire 4.0 brings
together interactive dashboards, in-context
analysis, and ‘social discovery’ features to
deliver claimed new levels of individual and
collective analysis.  

“With Spotfire 4.0, we did not look at
collaboration as a collection of the latest
social networking fads, but more as a
decision-making process within a business
environment. The best decisions are always
made in context and typically involve a group

of people who provide
valuable insights,” said
Lars Bauerle, vice
president of product
strategy at TIBCO
Spotfire.  

“We’ve taken that
model and applied the
most appropriate
collaborative features to
enhance data analysis
in a way that harnesses
the wisdom of the
crowd and speeds final decisions,”
Bauerle added.

Lars Bauerle,
TIBCO Spotfire:
The best
decisions …
involve a group
of people 
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LogicPD and Wyless launch a new
modular M2M technology platform

Working closely with Wyless, Logic PD has
launched Catalyst™, a modular technology
platform that provides proof-of-concept
technologies. Catalyst integrates the expertise
and products from a wide range of Logic PD
partners, including Wyless, to demonstrate
the level of product innovation now available
and the benefits to a company’s bottom line
that can be achieved by streamlining
technology integration.

Until now, many companies have struggled to
design and develop new products using

advanced technologies because their products
require longer lifecycles, a deeper level of
customisation than off-the-shelf consumer
devices can provide, or adherence to strict
regulatory requirements. Many companies feel
they have no option other than to employ
soon-to-be-obsolete technologies for their
product development needs.

Catalyst has been launched with the aim of
eradicating this business issue. It provides
personalised offerings and supports long
lifecycle design; its modular approach
addresses the complexity and sustainability of
devices and includes hardware and software
developed under ISO 13485.

Wyless provides the connectivity for the
solution by bringing together multiple
carriers services. “One of the often
overlooked details of creating M2M
applications is securing a cellular
data plan that operates with the
different cellular carriers where
the M2M devices are
deployed,” said Kurt Larson,
director of product
management, Logic PD.
“Wyless addresses this
difficulty by managing a
global wireless data
network.”
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The remote internet
company, Arkessa,
based in Cambridge UK,
has built a web-based
software application that
enables a multi-network
estate of M2M
connections to be
managed via a single
graphical dashboard.

The dashboard is central
to Arkessa’s new M2M asset management
portal, Emport. This is claimed by the
company to be the first portal that enables
managers to view, monitor and tune their
entire register of M2M connections at the
same time. Compatible with all networks

and operators, Emport joins existing estates
of connections, from within any country, to
the global or universal networks that provide
worldwide coverage on multiple networks.

“Our goal was to make available the data
that M2M managers value most, and give
it to them instantly,” said Paul Green,
director of marketing and technology at
Arkessa. “We also recognise the need to
make a system that’s flexible and intuitive.
Emport is a vital and powerful tool for
managers that is incredibly easy to use.”

Filtering of the data stored within Emport
reveals the information that is of value. This
is achieved by interacting directly with the
portal’s on-screen graphics. Interaction via

mouse clicks to pie and bar charts enable
Emport to reveal instantly information that
is focused on chosen parameters, such as
device groups, connections or geographical
areas of interest.

User-defined tags can be applied to each
connection within Emport. This assists with
the identification of each connection, and
enables the filtering into sets defined by
users. However, when more information is
required than can be held within a tag,
Emport can be directed to data held within
a company’s own IT systems, so that
contacts, service level agreements,
emergency numbers and preferred
contractors, can be copied to user-defined
fields and held within Emport for reference. 

Paul Green,
Arkessa:
Flexible and
intuitive system

Halo IPT’s wireless charging technology for
electric vehicles, developed by Arup and
Auckland Uniservices, has been acquired by
Qualcomm Inc (NASDAQ: QCOM). The UK-
based technology development company
was founded by Auckland University’s
technology development vehicle,
UniServices, in conjunction with Arup and
with the support of the Trans Tasman
Commercialisation Fund and the New
Zealand Venture Investment Fund.

Since its inception in May 2010, Halo IPT
has pioneered the development and
production of wireless charging technology
for the transportation sector. John Miles,

executive chairman of HaloIPT and a
Director at Arup, commented, “In only 18
months, we have brought world-class
university research to the attention of the
global automotive industry. Through really
innovative design, we have demonstrated
the huge potential for wireless charging to
the world’s leading vehicle manufacturers.”

According to Andrew Gilbert, Qualcomm’s
EVP, European Innovation Development,
“Qualcomm has been investing in wireless
power for a number of years and the
HaloIPT acquisition will further strengthen
our technology and patent portfolio.
Building off 20 years of development and

innovation in wireless power at the
University of Auckland and the global
expertise and market knowledge at Arup,
the HaloIPT team has established itself in a
relatively short time as a leading developer
in wireless electric road vehicle charging –
with HaloIPT winning industry acclamation
and awards.”

Qualcomm snaps up Halo for wireless 
electric vehicle charging technology

Emport gives M2M managers information 
about remote infrastructure in one place

Halo IPT’s EV charging technology has
been bought by Qualcomm
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US medical centre uses smartphones
to monitor heart patients at home

Flagstaff Medical Centre (FMC) in Arizona,
USA, has enrolled its first patient into a new
programme, Care Beyond Walls and Wires, an
initiative that will extend the care of patients
beyond the hospital or doctor’s office. In
collaboration with Qualcomm Inc, through its
Wireless Reach™ initiative, Zephyr Technology,
Verizon Wireless, and the USA’s National
Institutes of Health (NIH), Care Beyond Walls 

and Wires uses 3G wireless technology and
health monitoring devices to enhance the care
of patients with congestive heart failure (CHF)
or other related conditions.

Qualcomm is donating expertise and wireless
devices to FMC. Zephyr is providing advanced
health monitoring systems to patients, and
Verizon Wireless is providing 3G-enabled
Motorola Droid X2 smartphones. The NIH is
assisting with project planning and evaluation.

The programme will collect and transfer critical
data, such as weight, blood pressure, activity
and other health indicators to nurses at FMC.
Information will be sent daily for three to six
months after the patient’s discharge from the
hospital. Healthcare professionals can thereby
quickly detect a decline in patients’ health and
intervene immediately, reducing unnecessary
travel, doctors’ visits, costs and readmissions to
hospital.

Landis + Gyr help British Gas to meet
European CO2 emission targets

Landis + Gyr, a worldwide supplier of
metering products, has begun an
initiative with British Gas to replace all
its mechanical meters in the UK with
smart meters by 2019. Landis + Gyr is
deploying intelligent meters and
display devices to communicate
over Home Area Networks (HANs).
Radio modems and network
controllers extend the reach of
the HAN to the energy
suppliers’ management systems
via a GSM network. This
enables the consumers to
view their energy
consumption in real time,
and take actions to cut
costs, thus reducing their
carbon footprint. 
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Isis, the mobile commerce joint venture
between AT&T Mobility, T-Mobile USA and
Verizon Wireless, has selected digital
security service provider, Gemalto to secure
its mobile commerce platform. This will be
done through Gemalto’s Allynis Trusted
Service Manager (TSM) solution, which is
designed to provide consumers and
merchants with an open and secure mobile
commerce platform to revolutionise how
consumers shop, pay and save.

“We selected Gemalto for its long-standing
relationships with financial institutions and
mobile operators, which include experience
in securely provisioning services over-the-air

and issuing sensitive financial information
to the consumer,” said Ryan Hughes, chief
marketing officer of Isis. 

“Gemalto’s dedication to security is
unmatched in the industry and will provide
the Isis Mobile Commerce Platform with
the necessary infrastructure to ensure
consumer and merchant confidence in the
Isis Mobile Wallet,” he added.

Isis aims to enable consumers to enjoy the
speed, security and convenience of mobile
contactless payment using NFC technology
at retail outlets such as restaurants, movie
theatres and drug stores. Consumers will

be able to securely pay, present loyalty
cards, and redeem coupons all with a tap
of their phones.

Gemalto is a leader in electronic passports
and identity cards, two-factor
authentication devices for online
protection, smart credit / debit and
contactless payment cards, as well as
subscriber identification modules (SIMs)
and universal integrated circuit cards
(UICC) in mobile phones. It is also
increasingly active in the M2M applications
sector, where Gemalto is a supplier of
wireless modules and machine
identification modules (MIMs). 

Isis chooses Gemalto to deploy mobile 
payment and NFC services in the US

CSL, Hong Kong-based mobile services
provider, and Jasper Wireless, a provider of
connected devices platforms for M2M, are
to connect and support a host of emerging
enterprise and consumer devices. This
partnership sees Jasper Wireless provide
CSL with its software-as-a-service (SaaS)
platform, offering the necessary tools to
eliminate the complexity associated with
profitably connecting and managing new
devices. 

Collaborating with Jasper Wireless enables
CSL to offer advanced automation and

control features across existing M2M
verticals and enter into the lucrative
connected device market through its
premium and corporate brand, 1O1O.

“At CSL, we are dedicated to enhancing
customer experience and driving the latest
innovations in technology,” said Paul
Hodges, EVP Corporate, Wholesale and
International at CSL Limited. “Jasper’s
comprehensive knowledge of global device
manufacturers – their needs, their
language and their challenges – offers our
customers the necessary tools to build and

grow a connected
device business.”

“The Jasper Wireless
platform offers us
the necessary
automation to
enable plug-and-play
simplicity, offering
seamless connectivity straight out of the
box to ensure customers receive a superior
user experience, offered by our 1O1O
brand,” continued Hodges. 

CSL and Jasper partner to cut complexity 
and speed market entry for new devices 

Paul Hodges,
CSL: Connected
device business

For more on all these stories go to www.m2mnow.biz

Rural care needed in Flagstaff, Arizona.
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It's free to be included in The Contract Hot List (below), which shows the companies announcing recent contract wins or product
deployments. If your contract is not listed here just email the details to us now marked "Hot List" <j.cowan@m2mnow.biz> 

Vendor/Partners Client, Country Product / Service (Duration & Value) Awarded
Agama Technologies A1 Telekom Austria Embedded Monitoring system for STBs extended to end-to-end service distribution 12.2011

Astellia TELUS, Canada Supplies unified service assurance system for 3G UTRAN and core data networks 10.2011

China Mobile 160 cities in 26 provinces, China Signed wireless city construction agreements; platforms constructed in 150 cities 11.2011

CWW, Silver Spring Networks UK Power Networks To be telcos partners for £9.7m (EUR 11.5m) Low Carbon Networks project 11.2011

DigitalRoute BTC, Bahamas MediationZone selected to support BTC's ongoing 4G and NGN projects 12.2011

Evolving Systems, Inc. Unnamed carrier, Russia Tier-1 wireless carrier implementing Dynamic SIM Allocation (DSA) solution 10.2012

Exmovere AT&T, USA Wirelessly enabling Exmovere’s patented biosensor baby pyjamas, Exmobaby 12.2011

Giesecke & Devrient Telefónica digital unit, Spain Agree to establish a single European-wide platform for NFC services 12.2011

INSIDE Secure BlackBerry® & other devices SecuRead® NFC system powering HID Global iCLASS® mobile secure identity 11.2011

Lantronix and Quadlogic Mall of America, USA Upgraded smart metering for accurate, real-time energy meter readings anywhere 12.2011

MACH MobiquiThings, France Provides data & financial clearing & settlement suite tailored to M2M environment 11.2011

Macheen, Inc. Three UK Enables 3 to embed own-brand 3G connectivity at point of device manufacture 12.2011

MasterCard, Network Int'l,

Oberthur, RIM Etisalat, UAE Announces cashless mobile payments system using NFC wireless technology 10.2011

Podsystem Retrieva, UK MultiNet Europe SIM cards selected for dog tracking collar & services in Europe 11.2011

Qualcomm, Zephyr, Verizon

& NIH Flagstaff Medical Centre, AZ, USA 3G technology and health-monitoring devices to care for patients out of hospital 12.2011

RACO Wireless OpenMotion, USA Enables wireless connectivity for ConnectNow custom gift card kiosk 1.2012

Subex Telekom Slovenije, Slovenia Selects Subex ROC® Fraud Management system for entire group 10.2011

Syniverse KT Corporation, South Korea Data & financial clearing, fraud detection, roaming agreement management 12.2011

Vodafone Sony Computer Entertainment Europe Preferred 3G connectivity provider for PlayStation Vita in Europe, Australia, NZ 11.2011

Vodafone Global Enterprise Logica, UK Accreditation for secure, reliable network enabling Logica’s Smart Data Service 11.2011

Key: 
4G = 4th Generation mobile communications
CSP = Communication Service Provider
CWW = Cable&Wireless Worldwide
FPP = Flexible Plug and Play 
GPS = Global Positioning System

GSM = Global System for Mobile communications
MVNO = Mobile Virtual Network Operator
NFC = Near Field Communications
NGN = Next Generation Networks
NIH = (US) National Institutes of Health
NZ = New Zealand

OTA = Over-The-Air
RIM = Research in Motion
STB = Set Top Box
UMTS = Universal Mobile Telecommunications System
UTRAN = UMTS Terrestrial Radio Access Network

THE CONTRACT HOT LIST:

M2M Now is soon to publish the most
comprehensive Online Directory of companies
involved in machine-to-machine communication
services worldwide. These include: Application
Developers, Connectivity Providers, Module &
Terminal OEMs, Device & Component
Manufacturers, Gateway & Router Suppliers,
Platform Providers, System Integrators, Analysts
& Consultants. Any organisation directly involved
in M2M and connected devices can be listed. 

Platinum listings give readers full Contact
Information (including Email and URL), and are
searchable A-Z, by M2M Market Segment, or
Industry Type. This will soon be available to the
’000s of visitors worldwide who use
M2MNow.biz – probably the world’s
fastest-growing M2M website. 

Register Online TODAY – Email: c.beck@m2mnow.biz
M2M Now – A World of New M2M Business

Make sure you’re listed in the 2012

M2M Now Directory
www.m2mnow.biz



PEOPLE NEWS

M2M Now magazine has
appointed another
leading figure from the
world of machine-to-
machine communications
to join its Editorial
Advisory Board. The
president and CEO of
M2M-focused mobile
virtual network operator
Maingate, Baard

Eilertsen, joins other senior executives from
Amdocs, Convergys, Evolving Systems, HP,
SAP, Vodafone and Volubill.  A list of our
Editorial Advisors can be found at
http://bit.ly/vxE7VL

Commenting on the news, Jeremy Cowan,
M2M Now‘s editorial director & co-founder,
said: “As chief executive officer of Maingate,
a mobile virtual network operator (MVNO)
that has been dedicated to M2M services

since its launch in 1998, Baard Eilertsen
brings exceptional experience to the table.
We are honoured to add his expertise to the
many complementary skills already provided
by our fast-growing Advisory Board. We
look forward to his input into our coverage
of this dynamic sector and the exciting
plans we have for M2M Now‘s
development. M2M Now magazine and
portal can now call on a body that is unique
in this sector’s media.”

Maingate CEO,
Baard Eilertsen,
joins M2M
Now advisors

Maingate’s CEO joins M2M Now’s advisors

Over the last six months, RACO Wireless
has added several new members to its team
which, says the company, now represents
more than 200 years of collective M2M
industry experience. M2M veteran, Eddie
Meyersick recently joined the company as

its director of global accounts. 

Meyersick will work with multiple global
carriers to increase the widespread support
for the Multi IMSI SIM project. This is
designed to simplify global distribution of

M2M solutions and to
allow companies to
achieve their desire for
one global stock-keeping
unit (SKU) at a lower
cost.

RACO Wireless signs Meyersick

Eddie
Meyersick:
RACO Wireless’
latest addition

SkyCross, a global antenna and radio
frequency (RF) systems company and
provider of advanced tunable antenna
technology for 4G mobile devices, has
announced the appointment of Brian Hurst
as vice president of worldwide sales. With
more than 25 years of experience in wireless
technology sales, Hurst will be responsible
for providing solutions for wireless device
manufacturers’ complex antenna and RF
challenges, supporting delivery of 4G
devices to consumers and businesses.

“Brian will play a key role in our growth
plans for 2012 and beyond,” said Ben
Naskar, CEO and chairman of SkyCross. “He
has an extensive background of success in

building and managing worldwide sales
organisations. His executive management
experience with tier I device OEMs (original
equipment manufacturers) supports our
goal of providing these companies with the
high performance RF technologies they need
to bring innovative mobile devices to market.”
Prior to joining SkyCross, Hurst served as
vice president of worldwide sales at WiSpry,
Inc., RAYSPAN Corp., and Peregrine
Semiconductor, where he established global
sales organisations and built customer
support infrastructure in South Korea,
Taiwan, China, Europe, and the United
States. Hurst previously led global
relationships with strategic tier I customers
at ANADIGICS, Inc.

“SkyCross tunable
antenna modules for 4G
mobile devices leverage
SkyCross patented
technology that leads the
wireless industry. I am
eager to pursue
opportunities with
manufacturers to design
winning 4G wireless
devices using these
unique, tunable antenna
solutions,” Hurst said. “I look forward to
expanding the company’s business
relationships and to driving revenue growth
in each of our business regions around the
world.”

Hurst named as SkyCross’s new vice president of worldwide sales

VSS Monitoring, of San
Mateo, California, a
provider of network
intelligence optimisation
systems, has appointed
Rob Markovich to the
role of senior vice
president, Worldwide
Sales and Marketing. 

Markovich has expertise across network,
applications and security management for
enterprises, service providers and
government segments.

Previously, Markovich served as co-founder
and executive at network service assurance
pioneer, Visual Networks, helping it grow
from zero to US$100 million turnover in

four years and leading it in a successful IPO,
then acquisition by Fluke Networks.
Additionally, Markovich was co-founder and
CEO of wireless management startup
Network Chemistry (acquired by Aruba
Networks) and was CEO of enterprise
mobility start-up Agito Networks (acquired
by Shoretel).

Markovich goes to VSS Monitoring

Rob Markovich
made an SVP
at VSS
Monitoring

Brian Hurst
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Mobile World

Congress 2012
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February 27-March 1, 2012
Barcelona, Spain
Official Media Partner: M2M Now
www.mobileworldcongress.com

CeBIT 2012
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March 6-10, 2012
Hannover, Germany
www.cebit.de/home

The Future of Utilities

& Smart Utility Forum
March 27-29, 2012
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www.marketforce.eu.com/utilities

4G Device World 2012
March 29-30, 2012
W Seoul Walkerhill, Seoul, South Korea
Official Media Partner: M2M Now
www.magenta-global.com.sg/4GDeviceWorld

The Mobile Show, M2M
World & M-Health 
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Madinat Arena, Dubai, UAE
Official Media Partner: M2M Now
www.terrapinn.com/2012/the-mobile-show
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Wireless 2012
7-10 May, 2012
New Orleans, Louisiana, USA
Official Media Partner: M2M Now
www.ctiawireless.com
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NFC prediction for 2012
"...Take into account that as more and more NFC applications come to the smartphone and internet, the
more identity-based security solutions will be essential to providing underlying assurance that our
lives won’t be compromised for the sake of convenience.” Mark Reeves, Entrust

News-led website and quarterly
magazine for machine to
machine communications

the latest news, reviews and
insights in the world of M2M
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Inderjeet Singh is senior vice
president and general manager,
Products and Technology at
TIBCO Software, and
responsible for engineering all
TIBCO Infrastructure Products.

TALKING HEADS 

Here, M2M Now’s editor, Jeremy Cowan talks to
Inderjeet Singh, SVP and GM, Products and Technology
at TIBCO, about how M2M service providers can help
their customers act on timely intelligence (while
managing exponential growth in sophisticated M2M
devices and dynamic services) and provide diverse user
communities with contextual mobility solutions.

M2M Now: Inderjeet, what do you see as the greatest
challenge today in instrumenting the machine-to-
machine (M2M) domain?

Inderjeet Singh: The greatest M2M challenges are associated
with increasing scale on the one hand and granularity on the
other. Particularly, the sheer number and range of devices, the
volume of real-time events spawned by these devices, and the
resulting number of composite services created through vast
levels of instrumentation. Driving a contextual, real-time,
actionable response to this scale of instrumentation remains
the fundamental challenge within M2M environments. 

M2M Now: In the past, developments in M2M have
often focused on enhancing the capabilities of devices
and platforms. But with the spread of services to new
industry verticals, there seems to be a torrent of data
that needs to be stored. It has to be analysed and acted
on for M2M to be optimised. So how is TIBCO meeting
this need?

IS: In addressing your question, let me give you some
background on TIBCO’s vision with respect to ‘optimisation’,
not only to the world of M2M, but to all real-time domains.
Our focus and capability are in TIBCO’s contention that having
all the information after a critical event has happened, has
much less value than having correlated, actionable
information before the critical event has happened, when it

TIBCO Software Inc. provides real-time infrastructure
software for companies to use on-premise or in cloud
computing environments to capture the right information,
at the right time, and act pre-emptively for a competitive
advantage, what they call ‘the two-second advantage’.
Whether it's processing millions of smart meter events,
interactively analysing diagnostics generated by personal
medical devices, or correlating numerous automobile operating

parameters, environments, and locations, TIBCO seeks to
leverage contextual awareness to the business

environments of M2M. 

TIBCO: Accommodating
scale, granularity for
instrumentation, and
actionable, real-time
intelligence



can be used to affect the outcome of a critical event
rather than simply to plan better for the next event.

An ability to detect, understand, and react to patterns
of critical events in real time drives our vision of
operational intelligence or what we call ‘situational
awareness’. By making sense of these ‘event-rich’
situations, we are able to provide an in-flight set of
actionable directives either to a pair of eyeballs,
another application, or an orchestrated process. This
level of situational awareness, when brought to the
world of M2M, provides the inherently missing context
to deliver true value-added services to consumers
across the spectrum of business.

TIBCO’s legacy, as you probably already know, has
been as a real-time, integration company, connecting
our customers’ mission-critical systems together. In the
past five years, we have taken this capability one step
further and have created an enterprise ‘event-enabled
platform’. In the M2M world, this is yet another
iteration of need, a crying out for our event-enabled
platform.

We consume very large volumes of events, enrich
these elements with other data sources, and manage
the resulting ‘situations’ in an in-memory data grid.
Unlike a normal application server, this in-memory
grid, TIBCO’s event server, can apply methods,
evaluate patterns, analyse data, and process directives
or decision routines all in real time. Naturally, we couple
our event server with our ultra high-performance
enterprise service bus (ESB) to accommodate the
volumes of events emanating across the M2M domain.

As we apply this architecture to the M2M world, we
essentially connect devices over an ESB with billions of
events exposed, managed, and administered within an
in-memory data grid by master data management
services.  These data management services reconcile
information, for example, device and customer
information, location information, or delta change
information, inside the data grid in real time. The
events server applies dynamic, rule-based complex
event processing (CEP) technology to impart
understanding and correlate these events based on
patterns of instrumentation. This ultimately creates
actionable domain and business intelligence at the
speed of events themselves, in real time. 

Interestingly now, actionable events can be consumed
and utilised by social technology environments – such
as our own social platform called tibbr. In tibbr, users
can subscribe to events in real time and also to
‘pattern-based’ subjects that track and analyse
business assets, activities, or processes, using our
active business process management (BPM) engines.

To close the ‘virtuous loop’ on leveraging the M2M
environment, TIBCO’s interactive analytics visualisation
tool set, Spotfire, allows business users to take large
volumes of information and create interactive
dashboards reflecting actionable intelligence within
the high granularity of M2M environments. With
visual analytics tools like Spotfire, the business user
can get direct insight into the data created from
complex infrastructure software without having to
constantly gain intelligence through reports from the
technical side of the business.

M2M Now: Have you got any use case examples?

IS: The Smart Energy environment is an area where
TIBCO has been very active over the last few years. A
number of global utilities combine the aspects of real-
time M2M to give a picture of energy assets
(distribution stations, feed profiles, energised and non-
energised devices) to network engineers, technicians,
and those responsible for energy grid stability,
resilience, and intelligent demand-response
behaviours. 

Now, with mobile activated, this has a huge impact
across large geographic grid footprints, dynamic
energy management processes and highly
organisational infrastructures. We are now leveraging
the same opportunities in the remote medicine and
therapy fields where again, large number of diverse
connected devices are ‘singing out’.  These connected
devices create real-time critical healthcare
measurements with the concomitant requirement for
real-time intelligent evaluation and decision-making
on behalf of patients by their clinicians and primary
care givers.

Now, the same TIBCO platform applies to other non-
classic M2M verticals. Let’s take an example in retail.
You walk into a store, swipe your card and within
milliseconds, the TIBCO event server receives a
message.  The event server knows who you are (from
the pattern profile that’s been stored in the data grid):
your behaviour, your age, your spouse, and so on.
Naturally, this process only occurs on an opt-in basis.
The server matches your profile information against
the current business environment such as: what goods
are sold fast, what goods are slow moving, inventory
at respective stores by location, the current weather,
and your purchase history against these dynamic
patterns.  The server appends bigger markers to this
information such as: what life events are coming up –
your wife or kid’s birthday, a vacation you are
planning, or a graduation that’s impending. 

Based on all these factors, marketing campaign rules
kick in, figuring out the next best offer that has the
highest propensity for success and can be intelligently
delivered across the mobile device cloud. The net value
of this for retailers is the ability to increase the
response rate, a tremendously transformative IT
operation, and increase business benefits for not only
customers in terms of net sales, but also in more
efficient optimisation across the entire supply chain.

M2M Now: Much of this data will be useless
then, if it’s not dealt with immediately. How can
M2M service providers ensure that their data
delivery to clients and partners is timely and
relevant?

IS: TIBCO’s platform is absolutely critical; the ability to
change, to understand information in real time, to
react in real time. We believe the social environment –
like Facebook, and Twitter – have led to a realisation
that disseminating this highly instrumented
information through social media might actually be
the best way to provide choice and decision advantage
to a consumer base.

This is the province of tibbr, our enterprise social
networking platform. With tibbr, you can not only
monitor people-based situations, but also subjects that
can be defined across a portfolio of devices defined in
the M2M domain. tibbr can be run in a private or a

It’s all about
delivering a
platform that
accommodates
the explosive
growth of
devices and
services within
the M2M
world, and
securely
interacts with
event and
consumers in
real time.
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public environment; you can secure it yourself,
disseminating the right information to the right
person, in the right context, in the channel you prefer.

M2M Now: We’ve talked about the platform a
bit. TIBCO also talks about deriving context from
M2M. Can you explain?

IS: Information today consists of what happened and
where it happened. If you know the customer’s
birthday is next week, or his anniversary is next month,
that context is extremely important in regards to his
purchasing decisions. If you were simply looking at an
event in isolation you would not have this information.
When you look at an event, surrounding information
(historical, real-time, or enriched information from
other sources) drives context and intelligent
conversation with the consumer, which is very hard to
do without context.

M2M Now: So, in the real world, it’s about how
you turn raw data into actionable information?

IS: That’s right, yes. Filing a customer’s birthday or
anniversary means nothing if you don’t use it in
combination with purchasing history to make a very
appealing offer and drive a sale.

M2M Now: With a growing number of partners
in every M2M ecosystem, what steps should
service providers take to ensure that everyone in
their value chain can analyse service regarding
customer and operational data?

IS: Service providers are usually reluctant to share this
information, often for reasons beyond their control.
We help service providers publish the right
information over the right channel. That channel
could be an application on their Android phone or
iPhone, a web channel, or a social channel (like a user’s
Facebook wall).

The wrong way to approach this is to have a one-size-
fits-all strategy in which the telco provider can say,
“Look, this is exactly what I'm going to do, and that’s
it.” They really want to give control to their customers,
who can tell the company, “This is the way that I want
you to interact with me and this is the data that I want
you to feed me.” Rather than being hesitant to give
customers any control, telco providers will now have
data on which channels individual customers will be
most receptive, a hugely important piece of
information based on personal preference.

M2M Now: And where in TIBCO’s experience is it
being done well?

IS: Some telcos are in the early stages of doing this
process well, some in the US, and some in EMEA. The
TIBCO customers who realise social interactions with
customers are valuable are the ones that are going to
leapfrog the competition. 

Simply looking at the provider and customer
relationship in a one-channel or two-channel fashion
won’t cut it. Consumers are looking for a social way of
interacting with their services, which in the future will
drive customer satisfaction, cross-selling, up-selling,
and providing personalised offers with a very high
probability of success.

M2M Now: And lastly, how can TIBCO help in
making M2M service data actionable, not just for
the service providers and partners, but for
corporate end users? And can you give examples
of how this is being done?

IS: Extracting intelligence from this massive
aggregation of information is important. For example,
you might get hourly updates from a million devices,
when what you really need is a spend analysis for a
particular zip code in a particular period of time. That
is something that a corporate user might like to
pursue in assessing geographic metrics of success of
different business approaches. 

A visual analytics platform like Spotfire (which
understands events through a large in-memory cache),
becomes absolutely critical, as it can aggregate all
those individual hourly updates and present patterns and
trends in a visual fashion directly to the business user.

Here’s where it comes full circle. Extraction of
intelligence from immense data streams by a corporate
end user will result in additional rules, creating
additional intelligence that will be fed back into the
rules-based platform. For example, if a certain zip code
has higher than average data usage on weekends,
then a created rule can automatically re-route capacity
accordingly. You don’t even have to know that
weekend data usage is high in this zip code because
it’s a tourist hotspot. You only need to know that
capacity must be scaled up on weekends and down
during the week, without extensive knowledge of the
demographics of each zip code.

This gives you much better intelligence without going
through any new IT projects or redeploying all of these
logical software relationships. Simply have IT implement
this new rule and dynamically change the behaviour of
the application and your whole infrastructure.

M2M Now: Inderjeet, thank you.

M2M Jargon Buster

BPM = Business
Process Management

CEP = Complex Event
Processing 

EMEA = Europe, Mid-
East & Africa

ESB = Enterprise
Service Bus 

TALKING HEADS 
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M2M Now: Erik, what is the best way to assist smart
metering roll out? 

Erik Brenneis: Let me tell you my and Vodafone’s
view on this. Personally, I have worked in the smart
metering industry since 1999; I used to be  head
of sales for Landis and Gyr, the leader in
electricity metering. GSM technology has been
used in Europe in order to roll out many
meters both industrial and commercial
meters, in all countries. When you look
at the UK today a lot of the industrial
and commercial meters in factories are
read out over the public mobile network.
Then there are also countries like
Sweden, or the Nordic countries,
Finland, Denmark, where they have seen
significant numbers of household meters
rolled out with GSM inside, in New
Zealand as well. That is where we see
the trends becoming stronger. 

In order to read a smart meter
theoretically there is different technology
that you can use. You can use the public
mobile network. You can use power line
area technology, sending the data over
the power line. Or you could install a
dedicated wireless or wired network.

Using the public mobile network makes a
lot of sense. The network is there and it
is being managed professionally because
there are a lot of applications, also
industrial applications, tracking cards –

Vodafone Group’s Head of M2M, Erik Brenneis talks exclusively
to the Editor of M2M Now, Jeremy Cowan about the challenges
facing smart metering; open standards, power consumption,
coverage, network quality and, of course, the technical
solutions needed to provide and manage the data for
utilities. Somehow, they also found time to talk
about cars. 

Vodafone’s Head of M2M
describes the challenges and
opportunities for smart
metering service providers

SMART METERING
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even medical
applications tracking

medical systems – which
are on the network and

which need to be
managed on a day-to-day

basis. And there are clear
standards on the public mobile

network – GSM standards and
others. There are encrypting methods

for security that are standardised between
all players. Due to this standardisation you
also find a large variety of communication
devices that you can put inside a meter in
order to communicate with the network. So,

there is competition on a solution level in a
public mobile network.

Due to a standardised approach, you can choose a
module from Sierra Wireless, from Cinterion, from a
Chinese supplier, from anybody. On the network side
you can choose Vodafone’s network, or O2’s, Orange’s
or another one. And that is a true, open standard
compared to any other proprietary solutions out there.
In the future that will always ensure that all the
solution’s components will be price-competitive.

M2M Now: The implication is that there is not
comparable competition in the other two
approaches, either through power line
communications or a dedicated wire technology?

EB: I think power line carriers, compared to a public
mobile network have different features. Technically,
this doesn’t work very well on this network.
Sometimes there is noise on the lines. There have been
projects that don’t work so well with the data
transmission. It is usually relatively slow and limited in
terms of the bandwidth that you can send over the
power line.

If you just want to send meter registration data once a
month it could be sufficient. But if you want to think
about a future thing, like breakdown of the dynamic
pricing in each moment in sending price information
to a customer display in the house, so that you know
at the moment the overall demand in the country is
relatively high, therefore I have to pay more for my
energy since we are a power carrier solution with
today’s technologies and bandwidths nearly reaching
its limit. 

On a dedicated mobile network – as rolled out in
some places in the US, by Silver Spring Networks for
example – one has to be aware that the
communication modules are a proprietary technology.
These are not standardised, open, proper codes. The
hardware that comes into these solutions will always
have to come from the party that provides the overall
system. 

It is not a true open stand where anybody can decide
‘Okay, now I’ll make a communication module from
it’. Or, ‘Now I offer components for this solution’.

M2M Now: So, it takes us one step further away
from the longed-for standardisation rather than
taking us closer.

EB: Yes, that is my belief. It is really that somebody put
a dedicated network in place with proprietary
components, even proprietary data models. Openness
is very important, and what follows from the openness
is competitive prices on all components of the
solution. It is also proven in the UK; we have millions
of consumers and devices on the network today, not
being managed every day. 

The encryption on GSM is also a standardised
approach and is being developed on a proprietary
network; there could be a certain encrypting method
but it is really up to the party who makes that network
to manage this. It is not something that lots of parties
continue to develop in a structured approach, like in
the GSM Association.

In addition to that, the power consumption on
modules using the public mobile network is low
because it is being developed every day, not only for
this market but also for consumers using their
handsets for other industrial applications. 

We believe that all of these reasons and the big
projects that are rolled out already in New Zealand,
the Netherlands, and the Nordics have proved that the
public mobile network is the best technology to read
out these household meters.

M2M Now: Is there enough network capacity, not
just for Vodafone but for all public mobile
network operators? Many parts of the network
are already under intense pressure through the
growth of data traffic. Now we’re talking about a
quantum leap. I understand that M2M
communications are not always data intensive, but
we are talking about a vast array of devices. 

EB: Yes, that is correct. We have spent a lot of time
looking into that. At the moment the main application
in smart metering is reading out register values from
the smart meter, providing alarms when a certain area
of the network is not available, and similar things.

We have a lot of test projects going on already. British
Gas are rolling out a (meter) type that was
communicated last year and we are in the middle of
this. Reading out the meter values is usually done
during the night. When the meter operator comes in
in the morning he will say, ‘Okay I have the values
from these meters,” and then there is a certain list of
meters where maybe the meter broke and so on. Then

SMART METERING
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he looks into these meters and resolves the issues; that
is the normal process.

At night the network is not really stressed. Also we
have done a simulation for 30 million meters being
rolled out in the UK. Due to the low levels of data that
they consume, for example when you compare it to a
CCTV camera or a laptop user using mobile
broadband, this is really not something that stresses
the network – even assuming that all the meters in the
UK go on our network. We can handle that, and we
have done further simulations.

M2M Now: So, you don’t anticipate that there
would be a great need for infrastructure
development or expansion to accommodate a
significant upward growth in M2M traffic? 

EB: We will continue to size our network – and we are
investing £1 million pounds (€1.2 million) a day just in
the UK in our network in order to upgrade it for
higher demand. When you talk about the M2M
market as a whole, my answer is definitely ‘Yes’. That
requires the network to be scaled up because more
and more M2M applications do use high bandwidth.
For example the security business is going more and
more into 3G or even 4G technology (LTE) which have
very high data rates. More applications are coming out
like CCTV cameras for private use, so that you can
monitor your home, that do use a lot of bandwidth. 

Also car manufacturers are offering internet in their
cars. That is also putting stress on the network, so we
are sizing our network in order to handle this traffic
from machine-to-machine. 

But smart metering’s use of this is relatively low, even
if you have millions of meters out there. 

M2M Now: The automotive sector is being
touted as one of the areas most likely to see
game-changing growth, providing a new range
of services to users. That might blow the data
traffic calculation out of the water mightn’t it,
Erik?

EB: Well, I fully agree that the automotive market is
booming, both in terms of how many cars are
equipped with M2M and also in how much bandwidth
these new applications consume. Historically, the
applications in cars, in Volvo, Peugeot, and BMW
Connected Drive, were mainly safety and security
applications and not stressing the network very much. 

Now, with internet in the car, the permanent dynamic
download of information into the head unit in the car
is an application. You are right, that puts more stress
on the network. But we are wholly aligned with our
network team on the M2M side and we have provided
our assumptions about increased M2M traffic coming

from such applications like cars, and that has been
built into the investments that we are doing in order
to continuously upgrade our network.

M2M Now: I can see that Vodafone has a
significant advantage in this area with its wide
geographic reach and partner networks,
particularly in Europe but elsewhere as well. How
well is Vodafone picking up roaming business,
and where are you seeing competition coming
from? 

EB: One of our biggest advantages in M2M is in
international projects where there is a car
manufacturer, for example, who says ‘I want to equip
all my European cars with one SIM’. It should then
work on our networks. Because all over Europe most
countries have a Vodafone network. Where there is
not a Vodafone network we have a partner network
like Swisscom or Belgacom. That is a huge advantage.
But it is not only the cost of roaming, it is also the
ability to manage the networks in the right way.

I will give you an example. When you have a premium
car in BMW, manufacturers want this car to work in all
the networks and they don’t want the customer to
drive into Switzerland from Germany and (find that)
the things that work in Germany don’t work any
more. Because the customers will say ‘I spent £50,000
on this car and now even this little thing doesn’t work.
So, quality of service – in the sense that when they
have a network problem, or when a car cannot be
reached – is extremely important for a company like
BMW. They expect us, Vodafone, to take care of all
issues that might arise, either on Vodafone’s network
or on a partner network.

M2M Now: Going back to smart metering, are
there other areas that you would single out as
particular challenges for 2012?



EB: The pan-European solution that has been so
efficient for automotive unfortunately doesn’t really
apply to smart metering, because by definition these
are local projects. I think what is key for a utility and
also for our partners, like Landis & Gyr, Itron, and
Logica, is that we have a good and stable network.
The coverage of the network is also important. Today
we reach more than 98% of the population in the UK,
and there are measures in place in order to push that
up to 99%. We also have an additional technology, an
analogue network called Pacnet with lower
frequencies. So it reaches further, which we can use in
places where there isn’t availability. Our target is to
provide 99.9% coverage for smart metering in UK
homes when the big roll out starts in two years. 

Power consumption is always an issue. In gas
metering, for example, power consumption is even
more of a discussion than in electricity metering
because the solutions in electricity meters usually use
the power line that is right there to take their power.
In a gas or water meter it is the battery lifetime that is
the limiting factor for the solution.  

There are smart GSM solutions for gas metering which
have a battery life of more than 10 years. They do this
with smart algorithms (governing) how you wake up
the communication module. It goes into very low
power consumption in the meantime. That is where
GSM technology and communication modules are
continuously improving. This is to do with fact that
smart metering is not the only area for which these
designs are made. Smart metering profits here from
technical developments regarding battery life and the
power consumption of GSM communication modules. 

It is the open standards, the power consumption, the
coverage and the quality of the network, and of

course it is the technical solutions and the system that
we use in order to provide and manage the data for
their utilities. 

We in Vodafone have created our own M2M service
delivery platform and that is a software system which
is separated from the traditional consumer system
which you will have if you use your phone on a
Vodafone network. 

Why? The machine-to-machine space in smart
metering has different functionalities from mobile
operators. We need to be able to provide one invoice
for a million meters, for example. 

We need to be able to provide statistics to a utility
about how many megabytes each meter uses. You can
set thresholds for example in our systems for a meter,
in which you say, “If a meter consumes more than one
megabyte over a month, something must be wrong,
because I am only sending register values back.” That
would indicate that there is a problem with one of the
meters. Then an alarm is sent to the operator at the
utility as soon as a meter consumes more than this.
That helps them to better manage all their connections
and make sure that they are always available.

Then we can do statistics for a utility about the usage,
about how well their meters can be reached over the
day, and so on. It is a dedicated system that we have
created and that we have tightly integrated with our
partners’ meter data warehouses. It’s tightly integrated
with Landis and Gyr and with Logica systems, so that
when a utility purchases a metering system from
Logica or from Landis and Gyr we don’t need to start a
project integrating the network into that. That is very
beneficial for utilities. 

SMART METERING

Erik Brenneis:
Public mobile
network takes
us closer
to M2M
standardisation
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For an increasingly wide range of industries, M2M
is fast becoming recognised as a potentially vital
tool in helping to achieve that kind of
transformation. Whether it’s in consumer
electronics, energy utilities, manufacturing and
industry, or healthcare sectors, M2M holds the
promise of delivering new ways for companies to
differentiate themselves, improve their business
efficiency and interact with their customers. 

Turning that M2M promise into commercial and
operational reality, however, involves more than just
throwing technology at the problem as Baard
Eilertsen, CEO and president of Maingate – one of
the pioneers of M2M – explains: “When it comes
to M2M implementations, all too often there’s a
serious disconnect between decisions about
technology strategies and those wider and ‘softer’
issues involved in running a business in the real
world. If organisations really want to take full
advantage of the very real benefits that can come
from M2M services, then they have to learn to
think in different, more holistic ways about how the
technology can help them improve relationships
across the whole of their value chains. 

“At Maingate, we’ve tweaked the acronym slightly
to call it instead ‘M2H’ – where the H stands for
Human – the most important but also the often
most overlooked part of the value chain,” he adds. 

“There’s no point in adding technology and
functions, or collecting data, just for the sake of it if
it doesn’t add real value to the end customer at the
end of the day. M2M solutions can not only provide
powerful insights into how, for example, a
customer is using a product or service, but they can
also be used to provide feedback to that end-user
that enhances the wider commercial relationship,
while simultaneously driving further innovation.
That’s why we position ourselves as being true,
value-added service providers – often in
conjunction with specialist vertical market partners
– in contrast to many players out there who just
provide the connectivity. Our SLAs and KPIs, for
example, are tuned to focus more on business
functions, rather than basic metrics,” says Eilertsen.

Pioneers in M2M
Maingate has been around long enough to learn
lessons from a wide variety of customers across

Recent history is full of examples of companies applying technologies purely because
they’re fashionable – rather than because they will bring long-term, strategic benefits
to the businesses concerned. All too often, there’s a yawning chasm between the
technology visions and the messy, day-to-day realities of running a business in
uncertain and complex times. Many organisations desperately need to transform
themselves quickly to cope with new competitors, new business models, globalised
markets and eternal pressure to cut costs in their own operations and those of their
customers – but how to take the first steps and filter the hype from the reality?

Machine-to-human
principles will pay
dividends over
connectivity alone

Baard Eilertsen,
Maingate:
Creating entirely
new business
models
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multiple industry sectors, and has played a
pioneering role in areas like smart metering,
security and industrial plant. Formed in Sweden in
1998 and operating as one of the first MVNOs
offering M2M services, the company has grown to
have over 3,000 customers in 44 countries around
the world and uses both GSM and IP technologies
to support its operations. 

When it comes to creating a true information
infrastructure based on M2M that delivers on the
human end as well, Eilertsen highlights the energy
utilities sector as a key example. “There’s a huge
amount of interest around the world right now in
smart metering. One of the main drivers for this is
an increasing awareness of the importance of
transparency in billing, to help users make the best
choices for themselves out of the multiple energy
providers out there in the market. 

“Complementary to that is the environmental issue
– if consumers can get accurate, up-to-date
information on how they’re using electricity and
how much it’s actually costing, then they’re far
more likely to conserve increasingly rare and
expensive natural resources,” says Eilertsen. “This
once again is where understanding the human
element – how people discover, process and apply
information – is essential in designing an
appropriate system.”

Smart meters, smarter usage
Maingate’s involvement in this sector began around
the mid-2000s in both Sweden and Italy as the two
countries introduced pioneering legislation for
smart utility meters to deliver the kinds of
transparency highlighted above. While the
company now has over 50% of the smart meter
business in Sweden, a new joint project with E.ON
Sweden started early in 2010 is extending that
functionality still further to encourage sensible
energy use by consumers.

Maingate’s Eilertsen takes up the story: “While
we’d obviously had a long and successful
relationship with a number of energy utilities, we
were approached by E.ON Sweden in 2010 who
were keen to try and help their customers make a
behavioural change and consume energy more
responsibly. While with some commodities – such
as petrol in a car – it’s relatively easy to make a

direct link between performance and price. With
intangibles – like electricity – it’s far trickier. 

“In a little over three months, we had developed a
solution that allowed customers to view their
energy consumption in real time over in-house
displays, an iPhone app or their private portal on
the E.ON website. We’ve currently got around
13,000 households running this as a trial and
feedback from both end users and E.ON has been
extremely encouraging so far. Once again, our
ability to understand the human dimension has
been vital in getting this project off the ground so
quickly and successfully,” adds Maingate’s CEO.

This holistic M2H strategy is also bringing dividends
to other types of company who find their
traditional markets under attack and must learn to
diversify away from historic product-based
approaches towards more service-oriented
offerings. The levels of intimate insight that can be
delivered in real time by M2M into how a customer
is actually using a product turns raw data into a
powerful lever, one that enables a shift towards a
true value-added, mutually beneficial relationship.

Eilertsen expands: “We had one major customer a
few years ago – a Nordic manufacturer of very
large cranes – the kinds used in docks and major
plant. They were starting to lose market share to
competitors from the Far East who were able to
undercut them on price – if not performance.
Working together, we were able to come up with
an M2M solution that captured real-time
information on the how the cranes were actually
being employed. 

New business and lower costs
“That could be used as the basis for an entirely
new business model that essentially focused on
turning a standard crane manufacturer into a
company that provided a lifting solutions service,
complete with price-flexible SLAs that made
excellent commercial sense for their customers. The
intelligence and insight that our solution was able
to provide also gave direct operational cost benefits
by cutting maintenance overheads by around 70%
while simultaneously improving service.”

As far as Eilertsen and Maingate are concerned,
there’s no such thing as a ‘one size fits all’

M2M Jargon Buster

GSM = Global System
for Mobile

communications

KPI = Key Performance
Indicator

MVNO = Mobile Virtual
Network Operator

SLA = Service Level
Agreement

“Our ability to

understand the

human dimension

has been vital in

getting this

(energy

consumption)

project off the

ground so

quickly.”

Baard Eilertsen,

Maingate
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approach in M2M. “I began my working life as an
engineer in the oil and gas extraction sector, so I
understand what mission-critical really means –
human lives can ultimately be at stake. While not all
M2M environments are as directly critical in terms
of human mortality, they are mission-critical in
terms of the success of a company and those it
serves. The first – and most important – aspects
of any M2M solution must revolve around
reliability, availability and integrity and this is
where developing and applying SLAs relevant
to the customer’s specific business and
applications have a crucial role to play.

“For that to happen,” he adds, “the M2M
solutions provider must have the right
experience to be able to apply the
appropriate insight into what’s important
and what isn’t for each particular case, and
tailor and optimise traffic and SLAs as
required. Maingate has invested heavily in
developing the right kinds of tools and
techniques to support different business
scenarios, check that equipment out in the
field is performing properly and deliver the
right kinds of information to the client’s own
back and front office systems. It’s that kind
of end-to-end insight that allows us to
provide 99.8% availability over a service
provider partner’s network – even though
they are only able to deliver 97%
themselves!”

For the future, Eilertsen sees Maingate
continuing to grow through a range of
partnerships in different industry sectors – all
contributing to what he believes will be the
evolution of a ‘Smarter Society’. “Increasing
interconnectedness is going to be the defining
characteristic of the early part of this century,” he
observes. 

“Our societies and the systems that support them
increase in vulnerability as they grow in complexity,”
he says. “It’s no good just increasing the bandwidth of
networks if we don’t also help increase the flow of
intelligible information to the decision makers and users
involved in those networks. That’s where we believe
our overarching M2H principles will pay dividends
far beyond those offered by competitors who
focus on connectivity alone.” 
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According to Moore’s Law, the computing power of
chips will have doubled 12 times in that period.
Wafer thin gadgets are now 4,096 times more
powerful than the original computers used when
NASA managed to put a man on the moon. 

The combination of processing power and mobile
broadband means all these tiny but powerful
computers can be linked together wherever they

are. This created the new digital culture of instant
feedback and immediacy. 

Which is why Telefónica (O2 in the UK) has
extended its remit from building the telecoms
infrastructure to creating the applications that will
forge our new smart environment. The formation
of its new division, Telefonica Digital, was a formal
action to concentrate its efforts in that direction.

When Gilli Coston, Head of M2M for Telefónica UK , started working for the mobile
network operator, machine-to-machine projects invariably involved some form of
telemetry at a utility or inventory updates between, say, Pepsi’s distributors and its
vending machines. Most transactions were governed by limited processing power and
fixed line bit streams. Now, 18 years later, there’s a very different atmosphere in
M2M. Nick Booth reports from Barcelona. 

Telefónica Digital 

SMART CITIES
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Saving the world
As head of M2M, which falls within Telefonica
Digital, Coston has seen massive advances in the
industry. It’s no longer about telemetry and vending
machines: the Internet of Things is about Saving
the World.

During the recent Smart Cities Expo and World
Congress in Barcelona, Telefonica invited M2M
Now magazine to witness some of the
groundbreaking developments at its Innovation
Centre. A showcase of Telefonica’s developments, it
is intended to inspire more companies to
collaborate with the developer. As companies jostle
for position in a market that stands at US$16 billion
now (according to research by IDC) and is projected
to be a trillion dollar opportunity in 10 years,
Telefonica is keen to attract and nurture the talent
needed to address this challenge. 
 
The scope of inventions showcased ranges from the
immediately practical (smart metering) to the
outlandish (3D printing). The former shows what can
be done now, the latter is intended as inspiration.

Four digital arenas
Telefonica’s test stages divide into four categories:
the Connected City, eHealth, Corporate Xperience
and the Intelligent Space.

The eHealth platform could speed up collaboration
among doctors and create telemedicine
applications. There are some brilliant innovations
showcased that help the disabled to work better,
including Braille keyboards for the blind, speech
input and a system that can be operated by a user’s
head movements.

The results of this work can be seen now in the UK.
O2’s new telehealth service ‘Side by Side’ was
tested by the state-run National Health Service
Western Isles and O2 Health. It reportedly
improved clinicians’ productivity, cut travels costs by
30% and lowered appointment cancellations.

Side by Side software links a clinician’s office
computers to a remote patient, enabling a long
distance consultation. It uses all the functions of a
mobile – principally video, audio and chat.
Telefonica’s developers have also created another
clever feature, a digital white board for on-the-spot
diagrams and annotations. 

The developers have made it possible for clinicians
at multiple sites to share case notes, X-rays, scans,
test results and DICOM images, such as ultrasounds
and ECGs. The fact that this happens in real time
means that instant decisions are made and patients
can be processed in a fraction of the time. Which
could slash waiting lists.

In the Connected City initiative Telefonica Digital
and its partners will help homes and businesses
evolve into smart habitats. They do this by installing
‘smart nodes’ (i.e embedded computers connected
by mobile broadband) that can go across the grid
of any metropolitan area. These can make all kinds
of automated intelligent decisions. 

They can move solar screens to get maximum
exposure to the sun as the day passes. They can
monitor the levels of CO2 or pollen or temperature
and, when appropriate, trigger a response. One of
the greatest advances in tackling carbon emissions
would be a more efficient way of channelling traffic
through any metropolis.

The onset of 3G and LTE will mean everything in the
city is just one SIM card away from remote control.

Meanwhile, Telefonica in Spain has invented a way
to create a charging infrastructure for electric car
batteries, using devices attached to telephone
boxes. Perhaps that’s a possible use for the UK’s
redundant phone boxes. Another logistical option
being researched is a system where drivers swap
their flat battery for a charged one at each
re-fuelling point.

Meanwhile, as homes become greener, monitoring
consumption and creating the infrastructure for
more sustainable lifestyles is on the research
agenda. In Spain, Telefonica’s MyEnergy is already
delivering smart meters and home automation
services, so that consumption is minimised. 

“Smart Cities are already being built,” says Coston.
Telefonica is looking for partners to help with the
architecture and construction. Which is why it has a
strategy of keeping the channels of engagement
open, with open architecture, interoperability and
standardisation. 

It is looking to create more alliances along the lines
of its partnership with Masternaut (which created

SMART CITIES

“Telehealth service ‘Side by Side’ was tested (in the UK).
It improved clinicians’ productivity, cut travels costs by
30% and lowered appointment cancellations.”

Gilli Coston,
Head of M2M
for Telefónica
UK: Much more
than telemetry
and vending
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O2’s fleet management product) and Chargemaster
(co-developer of its for EV range).

The Corporate Xperience is Telefonica’s attempt to
create the right setting for staff, companies and
government bodies to be at their most productive
and flexible. 

The Intelligent Space strand dedicates itself to
customer service centres at major retailers, bank
branches and government bodies. 

The possibilities for devolved machine intelligence
are literally startling. On entering a shopping mall, a
camera could convey one’s image to a computer,
which then analyses your dimensions and makes a

judgement on the type of person you are and the
type of advert you should be targeted with. Being
told, by an advertising display, that you look like a
man who likes his pies, might not be the most
flattering form of advertising! But the possibilities
are endless, and the marketing industry adapts
instantly to any glitches. 

The architecture and working environment for
Telefonica’s engineers (150 of the staff have PhDs)
has obviously been given a lot of thought. The
formation of Telefónica Digital (incorporating O2’s
M2M) could accelerate growth in new service areas
such as M2M. On the evening after our visit, we
could see from our hotel that the creatives worked
well into the night. Clearly this is a motivated unit. 

Trends driving M2M and Smart Cities 

• By 2050 80% of the world’s population will live in cities
• By 2020 37% of us will live alone while 36% are married 
• By 2020 the majority of the population will be over 50 
• By 2020, 25% of the UK’s population will work from home more than once a week
• 47% of teens who watch TV also like to talk with their friends online via email or IM

M2M Jargon Buster

3G = 3rd Generation
mobile communications

DICOM = Digital Imaging
& Communications in
Medicine

ECG = Electrocardiogram

EV = Electric Vehicle

IM = Instant Message

LTE = Long-Term
Evolution (to 4G
Networks)

SIM = Subscriber Identity
Module

In smart cities traffic
signal synchronisation
can be managed
automatically, cutting
congestion and fuel
consumption, says
Telefónica

“Being told by an ad display that you look like a man who likes
his pies might not be the most flattering form of advertising!”
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But before we can even think about arriving at that
destination, there is one obstacle that we have yet
to widely discuss, let along conquer; that is crossing
the verticals with advanced new intelligent and
automated services and applications. At the
moment, the stove pipes of each of the verticals
stand as monuments to the inability of our industry
to organise ourselves in a way that takes us out of
our own vertical agendas, and allows us to look at
the wider and sometimes less tangible benefits of
improving our societies.

New complexity in the value chain
Part of the reason for this gap in our thinking is the
enormous complexity of the ecosystem and value
chain in M2M services and capabilities. From the
communication service provider (CSP) perspective,
the advent of SmartPhones saw the beginning of a
fundamental change in the value chain, a change
which saw them with a diminished share of the
total revenue due to new application and content
providers who were originally termed over-the-top
players. 

The concepts of M2M communications and the
Internet of Things takes us further along that path,
to the extent that it is estimated that for a telco
limiting their offering to pure connectivity, their
share of the revenue pie will not exceed 15%. So,
here we are in a situation where the only member
of the M2M ecosystem that could be argued to be

‘vertically agnostic’ has, in fact, a limited ability to
pull together the different parts of an advanced,
socially-focused ecosystem by virtue of their limited
share of the spoils.

Table 1 shows a few examples of the type of
solutions that require co-operation across the
verticals, and the benefits they bring. This is by
no means exhaustive, but serves to give us a
glimpse of the prize, and the type of capabilities
we aspire to.

Putting the brakes on traffic management
As we try to understand the solution to this
problem, it is worth considering an example where
perhaps it is easy to identify the barriers to progress
– that is the management of city centre traffic
flows. Here we have a scenario where the
technologies exist today to build an automated
traffic control system which senses traffic flow and
automatically makes decisions on how to redirect
the traffic to avoid the jams. 

This is a classic M2M communication challenge
which we can solve by enabling traffic control
technologies to communicate, in real-time, with
traffic signals and on-board vehicle systems, using
real-time prediction algorithms to create intelligence
within the solution. So, technically the problem has
a reasonable solution which would not be too
difficult to implement, but that which requires

Every day in publications such as M2M Now, we can read of new, exciting and useful
M2M services emerging within the vertical segments. For example, Intelligent
Transport Systems which integrate operational systems with enhanced passenger
experience, and advanced Smart Grid and wider energy applications which will help to
conserve our precious resources. Beyond this, the concept of the Smart City
promises to bring all of this together into one coherent organism through which we
can live safer, greener and healthier lives thanks to the Internet of Things. 

Realising the potential
of a Connected
Society – the new
frontier for M2M

“The evidence

of serious

projects

designed to

develop cross-

vertical M2M

solutions is

scarce.”

The author is
Rob Parkes,
Global Marketing
Director, Internet
of Things at
Alcatel-Lucent.
www.alcatel-
lucent.com
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intimate collaboration between the municipal
government, the transport vertical and automotive
manufacturers and hence, in real life, things are not
that simple. 

We must grapple with issues such as the
accessibility and availability of big data, standards,
control of data quality for either non-profit public
access or licensing for commercial use, plus of
course that the investment in such a solution has
some political implications on local, state and
central government priorities. All of these are
complex issues, coupled with the fact that we need
to integrate solutions like this into other initiatives
aimed at reducing the overall number of vehicles on
the roads such as congestion charging and driver
education programmes designed to change
behaviour. Taking all this into account presents an
enormous mountain to climb and it is not hard to
understand why it is taking time to happen.

Beginning the journey
Several cities/projects offer partial solutions to this
challenge. In Shanghai there are large electronic
signs over major roads that display real-time traffic
information and congestion on nearby arterials and
freeways with  green, yellow, red colour-codes (red
being severe traffic) to  guide drivers away from
congested roads. Shanghai’s central business areas
also have real time signage indicating the number
of parking spaces in nearby car parks and garages.  

San Francisco is experimenting with a parking
availability trial that involves real-time charging and
space availability delivered to smartphones and PCs
that enable trip planning in advance. The city
discovered that people circling business districts
looking for parking contributed to over one third of
all congestion.  

Another example is the Highways Agency network
in UK, where more than 10,000 road signs are
managed along with CCTV cameras to monitor the
traffic, and to use this information to dynamically
open the hard shoulders on the road side to ease
the flow during peak congestion.

But so far no solution has gone all the way, and so
far there do not seem to be any legal frameworks,
regulatory requirements or standards developed to
support the re-use of government information
resources for city travel and traffic.

Are we building silos?
So we have a scenario, which broadly speaking
applies to many of the cross-vertical M2M
challenges, in which we have the technical
capabilities to implement a solution but we are held

up but the way we organise our society, our cities
and our institutions. We must also face the fact that
right now, whilst our M2M/Smart City progress is
being made mainly in vertical stovepipes, we could
be building up a problem for the future. At some
point we will be faced with the challenge of
integrating these massive silos, and at that time
their compatibility will be key, and it is this
compatibility that will diminish unless we succeed in
developing integrated solutions from an early stage.

It is not as simple as laying this at the doorstep of
our government, but it is also interesting to note
where the progress is actually being made. Smart
cities themselves are not being driven and funded as
projects very often by governments, but instead by
private sector verticals, but where they are, these
kinds of issues are being resolved more quickly. So
perhaps we can conclude that increasing the
involvement of government in a leadership role in
Smart City initiatives involving key M2M applications
would result in a better outcome, faster.

“San Francisco
is experimenting
with … real time
(parking)
charging and
space availability
delivered to
smartphones
and PCs.”
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Table 1. Solutions requiring co-operation across the verticals, and their benefits

Benefit to

Energy
providers,
utilities

Transport
providers

Government,
Public Sector

bodies

Health providers
and companies

Domestic
consumers,
Smart City

citizens

Energy

Existing solutions
within the verticals

Reduce electric
vehicle “range
anxiety” with

charging
management

solutions

Smart Grid
applications to
reduce outages

and improve
disaster recovery

capabilities

Reduce energy
costs in

public/private
hospitals

Reduce utilities
bills through home
automation links.

Awareness of
energy

consumption with
Smart Meters

Transport

Load planning for
charging needs of
electric vehicles

Existing solutions
within the verticals

Use traffic control
systems to clear a

path for emergency
response vehicles

Optimal
blood/organ

availability using
links between

donor database
and transport

provider

City traffic jam
reductions through
integrated control

systems &
enhanced
passenger

experience on
public transport

Public Sector

Divert traffic from
congested areas or
traffic black spots

automatically

Existing solutions
within the verticals

Improved “time to
care” in emergency

situations

Improved Quality
of Life through

Smart City lifestyle
applications and

E-Gov applications

So
lut

ion
 In Health

Cost optimisation
and improved

speed/accuracy 
of patient and
blood/organ

transport

Plan use of
hospital/medical
resources using

remote monitoring
data

Existing solutions
within the verticals

Improved health
and health

awareness through
remote monitoring

with automated
outcomes

Consumer
Electronics

Control domestic
power

consumption with
Automated Home

interace

Increased
passenger metrics
through enhanced

passenger
experience and

usability of service

Improved public
services in areas
such as Public
Safety, CCTV/
Smartphone

interface

Optimised health
management

giving improved
outcomes - for
example Health

Insurance
companies

Existing solutions
within the verticals

Load planning for the power
requirements of large premises such

as public/private Hospitals and
Government buildings



M2M Now February - March 201228

M2M ECOSYSTEMS

Machina Research forecasts that global M2M
connections will increase from one billion at the end of
2010 to 12 billion by the end of 2020. In terms of
total revenues, Machina sees M2M growing from
€91 billion in 2010 to €714 billion in 2020.  

A crude and simplistic analysis of Machina’s forecasts
therefore suggests that average revenue per user
(ARPU) will fall from €91 per year to €35.7 over the
forecast period.

In a sector which is dependent on combining skills and
expertise from different partners, these revenues will
need to be divided between device manufacturers,
application developers, connectivity providers, system
integrators and service providers. New approaches will
clearly be required if the full potential of M2M is to be
realised in a way that generates profits.

According to Matt Hatton, a director at Machina
Research, much of the value of M2M lies in the
products and services that are wrapped around a
connection and in the value of the connection, rather
than the traffic flowing across the connection. The
company’s own figures highlight this for mobile
network operators; Machina reckons that approaching
30% of M2M devices – 2.3 billion units  – will use
mobile connectivity by 2020. On the basis of airtime
revenues of €4 billion, average airtime revenue per
mobile M2M device will be only €1.74 per year.

Stream Communications, a specialist provider of
GSM, GPRS and 3G network services for M2M
applications, has experience of working with the APIs
of several mobile operators. The company offers its
customers common interfaces into the networks of
multiple operators in the UK and a number of other
markets.  

Connection volumes rule
out manual processes
Nigel Chadwick, a founder and director of Stream
Communications is convinced that open APIs are vital

to the long-term scalability of M2M. “We are heavily
involved in sectors where the sheer volume of
connections makes manual processes impossible.”
Open APIs facilitate process automation. 

For Machina’s Hatton the issue isn’t so much about
having open APIs but about having standardised APIs.
“It’s much easier to scale applications if an app
developer can build the application once and it will
work across multiple operators.” 

The issue has been recognised by various standards
bodies. ETSI (the European Telecommunications
Standards Institute) is leading a global initiative to
provide an end-to-end view of M2M standardisation. 

In September 2010, the Open Mobile Alliance
(OMA) released API specifications for more than 40
network and device resources. They have been
developed to allow operators to create standardised
interfaces to the service infrastructure within their
existing networks. 

According to Ton Brand, Programme Director,
Embedded Mobile, the GSM Association’s oneAPI
project has already defined a set of lightweight, web-
friendly APIs which mobile and other network
operators can use to expose network information and
capabilities such as Short Message Service Centres,
Mobile Messaging Service Centres, Location Gateways
and Billing Gateways.

Standard APIs are key
“Any opportunity to bring a level of standardisation
and simplicity is critical to the success of an M2M
ecosystem,” says Macario Namie, VP Marketing,
Jasper Wireless.

Jasper Wireless’ software-as-a-service (SaaS) platform
is designed to enable operators to deliver their
propositions for M2M and embedded devices. Like
Stream, the Jasper platform provides APIs that solution
providers could, theoretically, use to access the

Last September, AT&T joined the growing band of telcos that are opening up network
APIs (application program interfaces) to application developers. While such moves
generate great excitement within the smartphone app developer communities, what
are the implications for the wider M2M scene? What else is needed to achieve
analysts’ forecasts for M2M growth? Ian Volans investigates. 
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networks of 11
operator groups –
including AT&T –
across 75 countries. 

However, Jasper sees
itself complementing ETSI’s
standards work. “While ETSI
is focusing on application
layers and data planes, our focus
is on the control plane,” says
Namie. 

Axel Hansmann, VP Strategy & Marketing
Communications, at M2M module provider Cinterion
agrees that standards are a key issue and welcomes
the initiatives underway to reduce fragmentation.

Cinterion was acquired by Gemalto in 2010. The
combined group is developing a portfolio of offerings
that address some of the distinguishing features of
M2M. It’s Machine Identity Module (MIM) has been
specifically designed as a SIM that is durable enough
to match the lifespans of a decade or more required
for many M2M applications. More recently, the group
has acquired cloud-based M2M service delivery
platform provider SensorLogic (see News page 5).
With these moves, Gemalto is positioning itself as a
service delivery partner to operators. 

Developers better supported 
by sophisticated operators
Although open APIs are important, a recent report
from Machina Research benchmarking the M2M
capabilities of major mobile operators found that
support provided to developers and partners varies
greatly. However, the more sophisticated M2M players
were found to provide a high degree of support. 

Gilli Coston, Head of M2M at Telefonica O2 UK

observes that, “The kids developing Android and
iPhone apps in their bedrooms will be the M2M
generation. We need to have an easy way for

developers to work with us.”

Across the recently-formed Telefonica Digital
division (see article, pages 23-25), Telefonica is

supporting around 5 million M2M devices
worldwide. Support needs to extend to

empowering customers to self-serve.
Open APIs is one of the options Telefonica has

been studying to see how it can enhance subscriber
management, serviceability and improve visibility of
their customers’ estates. “Customers need to be able
to see traffic in real time – they can’t be expected to
wait 30 days,” says Coston.

Improved self-service tools will also help the many
manufacturers who want to take on the role of a
provider of services to new connected devices. Citing
as an example connected sat-navs from Garmin,
Namie of Jasper Wireless says manufacturers need a
level of control that has historically been confined to
network operators in the past. “The operators who
are giving that empowerment are typically the ones
that are most successful,” says Namie. 

At a time when many mobile operators are seeking
permission to ‘re-farm’ GSM spectrum to 3G or even
LTE, Hatton believes that technology certainty is
another important requirement for sustained market
development. “It’s an old issue, but many clients want
a bit of certainty over how long mobile operators are
going to keep 2G networks going,” says Hatton.

Patrick Hofkens, Chief Development Officer at module
manufacturer, Option agrees. “There are markets,
such as video surveillance, digital signage and routers,
where 3G speed is required but uncertainty about
the longevity of 2G networks is an issue for many
other sectors.”

“Machina Research … found that
support provided to developers
and partners (by mobile
operators) varies greatly.”
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CUSTOMER SERVICE

EXPERT OPINION:

Having customers that are knowledgeable about a
company’s products and services can be good but it
also means that when they contact the customer
services team the answers they will expect will be of
a much higher level. This means having highly trained
customer service executives that can go into these
questions to the depth that the customers expect.

This is a problem that many companies would love
to have and one that M2M managed services
provider Wyless was already dealing with
effectively, though it rarely bragged about it. But
with plans for the next year to improve what is
already a good customer services team, the
company feels it is time to shout about what it is
that the customer service staff do well.

“We have made some structural changes in the
past year and we decided to have a good look at
what sets us apart,” said Jenni Weinast, the firm’s
global customer services manager. “What we saw
was with M2M our customers were coming up with
their own ways of using it.” This, she said, meant
that they needed more support rather than less.

New M2M applications
“They needed to know how to fit M2M into their
own structure,” she said. “As they know more, it
brings up more questions. They are using M2M in
ways that hadn’t been considered before. There are
new application areas and they are learning new
things.”

But whereas the customer will know more about
their side of the business, they might not know the
Wyless part. “They need to know how our systems
will fit into what they are doing,” she said. “But we
are learning from our customers as we go along as
well.”

A good example was during 2011 when Wyless
worked with a major security panel manufacturer
to help it bring its new business line cellular
network services for alarm systems to market.

“We have had challenges with everything from
ensuring their depots know what to do with our
SIM cards when they arrive, to how they track
them, to how their customers know what to do
with them, how to bill their customers, and how to
make it easy for their customers to deal with us,”
she said. “We’ve had to look for solutions that
suited their customers and all the existing
procedures they have, but that also will fit inside
our own processes to limit the possibility of errors
and reduce the amount of bespoke training any
team member requires.”

This meant holding weekly calls to review issues on
both sides and work together to develop ways that
would help both sides. “When these calls began
they could be lengthy and the problems requiring
solutions were many. However, with a good
partnership we quickly solved the problems and
that’s evident in the length of our weekly calls (10
minutes) but those calls and the partnership
continue and are crucial to success going forward,”
she said.

Another example was the operational changes
required by a major mobile EPoS provider. There
had been a long partnership in which both
organisations understood one another, making
them easy to support and manage.

Multiple requirements
“The trust was built and maintained and all was
happy,” said Weinast. “Then, as happens, they
merged with a number of other companies. We

Steve Rogerson talks to Jenni Weinast, global customer services manager at Wyless,
about the growing importance of customer service in the M2M world.
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had one large estate that needed to be split
between several new companies in several
countries, all with their own needs and requirements
in terms of contract, costs and supply chain. For our
partner this was a nightmare. How do they split the
estate and help the new entities take over the
contracts and teach them all they knew about
working with Wyless within such a limited time?”

Again, partnership was the key here. Regular calls
were held between the partner and the new
entities and Wyless worked with new procedures
and terms to suit all three parties’ needs. 

“It would have been easy as a provider to say ‘we
have a contract with you, it’s got time left to run
and we’re guaranteed the revenue so you sort it
out yourselves’ but the work we’re doing now to
help will build the relationships that we need to be
able to work together for years to come and be
beneficial to both Wyless and the new organisations.”

Vital feedback
Believing that the customer service provided is of a
high level is different from knowing that it is, and
for that reason Wyless is keen to talk to its
customers and receive feedback from them so that
it can find faults with the service it provides and
look for ways to improve that service.

“There are lots of ways to measure our customer
service,” said Weinast, “but the big one is to talk
with them. We talk with our key customers and lots
of our smaller partners. We find what they need
and how we are doing. We also get feedback on
the service level agreement (SLA) and measure that
against the targets we set.”

Out of these, she said the feedback from the SLA
was a major way of improving customer service.

“With our strategic partners, though, we have
regular service reviews and find out what they like
and where they would like to see more support,”
she said. “We work with them and what we learn
goes into our training.”

Another part of this is Wyless’ Porthos
management platform for controlling the M2M
service. “Many more of our customers are using
Porthos to deliver service to their own end
customers, including using the billing engine and
API tools and supporting them in these areas will
be become a major part of the day for customer
services,” she said. 

“We are listening to our customers’ needs and their
predictions for the coming years and building our
organisation with this in mind. In customer service
within Wyless this often means working with
customers to help them develop their own internal
procedures, providing training on the Porthos
platform to entire teams within their business, and
many more service review meetings and shared
learning.”

Weinast said that at the moment about 10% of the
time for each customer service agent was spent on
Porthos but believed this would grow to nearer
75% by the end of the year. At present, Wyless has
a team of 15 customer service people providing
round-the-clock support from offices in the UK and
Boston in the USA. These are backed by a technical
support team. There are already plans this year to
add another five people, but that could easily grow
to 10 if the company continues to expand at its
current rate.
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END-TO-END SERVICES

Regardless of how experienced or committed these
industry customers are, they are all looking to
module makers and solution providers to show
them, step-by-step, how to best integrate M2M
into their business processes and create a more
efficient, profitable enterprise. However, when it
comes to actually implementing those visions out in
the messy complexities of the real world, the devil
really does reside in the details.

Right across the emerging M2M value chain there
are a host of issues that have to be resolved, both
at each individual functional level and collectively as
a holistic whole. 

At one end of the connectivity chain there are the
individual devices and sensors – often operating in
harsh environmental conditions. At the other, there
are the monitoring and management systems that
turn that connectivity and data into hopefully
valuable commercial and strategic tools. 

Encompassing all of these, stringent disciplines to
ensure system security, integrity and reliability also
need to be in place to guarantee performance.

Faced with this potentially daunting challenge, it is
clear that many companies – both end users and
network operators – are going to have to seek
outside expertise. This is why Gemalto, recognised
as one of the world’s pioneers in SIMs and,

increasingly, more general digital security issues,
has been on the acquisition trail for the last few
years, putting together just such an end-to-end
portfolio of products, systems, services and
expertise. 

In the middle of 2010, Gemalto acquired
Cinterion, one of the leading M2M wireless
modules companies. This was followed by the
purchase of M2M service delivery platform
SensorLogic at the end of 2011.

Need for end-to-end solutions
For Benoit Jouffrey, vice president, Value Added
Services at Cinterion, this acquisition strategy
clearly reflects the emerging need on the market
for truly end-to-end solutions. He comments,
“Gemalto is obviously a trusted partner for many of
the world’s leading companies and governments
through our portfolio of smart cards and token,
mobile device SIMs and e-passports. When we
were looking at the likely evolutionary path of the
M2M space, we naturally saw many synergies
between our strengths and expertise and those that
were going to be needed by both individual
companies and telecoms service providers, as they
looked to move rapidly into this fast expanding
terrain.  

“Two high-level aspects were obviously of
paramount importance,” he adds.  “One issue

Whatever the business sector, the inclusive benefits of M2M for both sides of the
customer relationship are clear enough for most to see. Some industries, such as
smart metering and fleet management, have witnessed (and in some cases, led) a
process of revolutionising the way they do business with M2M. Other industries,
such as healthcare and mobile payment, can see the potential benefits of M2M but
have only started to scratch the surface of how it can help their bottom lines.
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simplicity and
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Benoit Jouffrey,
Cinterion:
Evolutionary
path of M2M
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involved what we term ‘confidence connected’
meaning that communications between devices –
and indeed the devices themselves – were
appropriately secured against both ‘standard’
hacking as well as the kinds of re-engineering that
can give outsiders access to confidential
information and corporate IP. 

“Complementary to that also comes a focus on
simplicity in what is potentially a very complex
marketplace. Every industry sector looking to use
M2M strategies – and indeed almost every
company – will have its own aims, objectives,
processes, standards and criteria that it needs to
support. If they’re to deploy M2M solutions quickly
and cost-effectively then the supporting
technologies and systems need to be as
straightforward to apply as possible. Keeping things
as simple as possible also helps ensure security and
integrity as there are fewer gaps that can be
exploited or where things could go wrong.”

In this context, it’s clear that Cinterion first and
then SensorLogic both have their part to play in
delivering on this end-to-end vision. Cinterion –
created by Siemens in 1995 and then spun out
through a venture capital concern – is one of the
world’s leading M2M module manufacturers. With
a proven track record of supplying sectors and
applications as diverse as home utility metering,
tracking high value assets and vehicles,
environmental conditions such as pollution levels
and personal health, Cinterion has built up a wide
range of expertise and trusted relationships across
different industries.

SensorLogic, the most recent acquisition, was
founded in 2002 in the US and provides a
complementary set of functionalities to the
Gemalto portfolio through its cloud-based service
delivery platform. The SensorLogic Service Delivery
Platform is a fully hosted, cloud-based managed
solution that utilises the platform-as-a-service
model, which provides a number of advantages
such as faster time to market, high reliability and
ubiquitous availability in addition to simplified
administration and management.  

Lasagne-style connectivity
Cinterion’s Jouffrey explains this approach in more
depth: “It’s important for potential users to
understand that at the end of the day an M2M
solution is effectively more like lasagne than the
spaghetti-like image that people often get in their
minds when they try and envisage the scale and
ultimate interconnectedness of the operating
environment. Essentially you have to have three
functional layers: one where you provision devices
and manage subscriptions; another able to provide
the QoS, security and device management
capabilities that deliver a trusted solution capable
of meeting the typically stringent SLAs you find in
the M2M space; and, finally, the actual application
and data management layer that handles the data
and delivers the more directly tangible value.
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“Each of these building blocks is now represented
in the overall Gemalto portfolio,” he adds, “and,
while there is considerable independence of each
layer to give freedom to our customers to innovate
and add value as they see fit to fulfil their own
strategies, there’s also obviously a high degree of
integration between them for companies seeking a
one-stop solution. 

Open APIs
“Take the SensorLogic service delivery platform, for
example. While its cloud-based nature makes it
extremely cost-effective for companies looking to
dip their toes in the M2M water and get up to
speed quickly, its open APIs and flexible rules allow
companies to develop – and brand – their own
solutions for their own market niches. In this kind
of setting we’re putting the tools for M2M service
development directly into the hands of third party
developers,” says Jouffrey.

This more open type of approach is going to be
important if M2M is to grow at the scale and speed
that its potential benefits deserve. In many situations
within the M2M space, it’s going to be a series of
relationships between trusted parties – enhanced
and supported by appropriate technologies – that
are really going to drive innovation. 

As Jouffrey sees it, “If you look at mobile banking,
for example, then there’s no one entity dominating
the value and service chain. You have the banks,
you have the mobile operator, and you often have
a specialist intermediary. To join these up, you
usually need multiple skill sets. 

“There’s also a project that we’re involved with at
present involving vehicle monitoring where we’re
working with Deutsche Telekom and BMW.
Cinterion was able to provide the specialised
modules while Gemalto was providing the
appropriate connectivity services. In both situations
security and privacy are of prime importance and

appropriate disciplines must be imposed
throughout the connectivity chain. It’s especially
important that issues such as these take into
account the fact that, over the life of a particular
product such as a car, it may move between owners
and it may move between regions. If true lifetime
support is to be given for the M2M services and
devices within that vehicle then those issues must
be taken into account right at the start of any
development work.”

One implicit part of openness, however, is being
able to support standards as they emerge and
Gemalto and its subsidiaries have been playing a
major role in this in recent years, working with the
GSMA, ETSI and the OMA, to name a few.
Another is the on-going work of the eUICC,
handled at ETSI level, which aims at increasing the
flexibility of UICC provisioning in order to answer to
further M2M market needs.

In the M2M environment, the use of Java Open
Platform modules saves development time and
money and enables an easier integration of
standard applications with high safety and security
standards. Cinterion introduced Java-enabled
modules to the M2M market in 2002, making it
possible to include programming, memory and
processing functions directly on the module itself
without the integration of external processors or
memory cards. 

Today, Jouffrey says that Cinterion remains the
leading provider of Java enabled modules
worldwide. Cinterion Java modules have been
successfully implemented in nearly every M2M
vertical market including smart meter reading, fleet
management, industrial automation solutions,
mHealth and more. Further, these open-platform
modules are empowering new business models
through cross-linking existing applications and
providing a proven platform that helps M2M
customers maximise their M2M solution feature sets.
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“(SensorLogic’s) open APIs and flexible rules allow companies
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EVENT PREVIEW

If the predictions from those planning on attending
Mobile World Congress (February 27 - March 1, 2012)
are correct, then the impact of the emerging M2M
market is set to be reflected around the halls as never
before. In fact, Ton Brand, the senior project director
for the GSMA, believes the magnitude of M2M at the
show will be at least double what it was last year and
two to three times what it was two years ago.

This, he said, is because the signs are now there that
the next two to three years will be the ones in which
this technology really takes off. The decision in Europe
that every new car by 2015 will have an embedded
modem to auto-dial in case of accident will be a major
driver for 2014 and 2015. The smart meter market as
well will drive the roll-out from 2013 to 2015.

Consumers or enterprises?
“Thus, a lot of what will be going on in 2012 will be
talking about how the market is going to prepare for a
much larger roll-out,” said Brand. “After these,
consumer electronics and mobile health will be the
next.”

Nigel Chadwick, vice chair of the Mobile Data
Association and founding director of Stream
Communications, added: “We see M2M as really
starting to evolve as a market. In the past 12 to 18
months, there has been a significant shift, notably in
the splitting out of verticals such as digital signage,
broadcasting, railways and so on.”

Ashish Srivastava, Wipro’s global head of presales and
telecoms advisory practice, described the interest in
M2M as “fantastic”, but said that most of it was
coming from large enterprises rather than from
consumers.

“At the consumer end, we are finding people are
finding it hard to justify a business case,” he said. 

“Consumers are not ready to pay for a lot of these
services, such as in a connected home. The only
consumer application that is taking off is surveillance
and security because people can see value, but even
there it is hard to find a business case.” He said that
companies shouldn’t force the issue for consumers but
concentrate on the enterprise side and wait for
consumer interest to grow naturally.

Virtual reality M2M demo
The GSMA will be leading the way at MWC with a
virtual reality demonstration showing where the M2M
market is now and what it could be like by 2020. This
will be backed by its own seminar programme, much
of which will be around the ‘Connected Life’ theme.

“We want to look at what are the long term benefits
of M2M,” said Brand, “not just direct costs, but
indirect benefits. We will look at which business
models are working and which are not. How will we
make money from this?” There will also be a session
on how the end users of the future will view mobile
and connectivity.

One company that has already had success in the
M2M market is ConceptWave, and it is looking
forward to bragging at the show about a recent
contract with an as-yet-unnamed car manufacturer in
Europe.

“They are looking at an in-car vehicle tracking
system,” said Fareed Khan, ConceptWave’s director of
product management. “We are managing the
complete activation of the devices in the vehicles and

The mobile industry will gathering once more in Barcelona for Mobile World Congress
(MWC), but this time the growth of M2M providers will be having a significant
impact. Steve Rogerson talks to some of those involved.
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once the devices are activated we will be managing
the service.”

M2M in the cloud
He said the service would use M2M as a base on
which additional products and services could be
added. “We can provide models for service providers
that will let them offer M2M to their customers as a
cloud offering,” he said.

Stream Communications will be using the show to
launch its laboratory for testing M2M devices on a
mobile infrastructure. This will open officially in March
and will be based at the company’s offices in Glasgow.
“We will be able to test any application or device,”
said Chadwick, “ranging from mobile handsets to
routers and modems with 3G or GPRS capability. We
are the only UK company with a mobile network
agreement with all the mobile carriers, so we can test
across all the mobile networks.”

At the show, Stream will also launch a set of 3G and
GPRS routers for the M2M market. One will be a low
cost model suitable for digital signage, and the other
will be a high specification unit.

For over-the-air testing, Comprion offers an end-to-
end service that will suit M2M applications where
there is limited or no access. “In the past, the UICC
was accessible by removing it from a terminal and
putting it into a card tester,” said Henning Moeller,
Comprion’s project manager. 

“This is not possible with M2M because the card is
soldered into the device and there is no access. So the
only way to test it is over the air.” And he said there
was a trend now for the UICC to be software rather
than hardware, which again meant over-the-air testing
was the only option.

Poor signal strength
Stella Doradus will be offering a solution to the
problem of poor signal strength on mobile networks
for M2M radios, which can happen in vehicles and
even fixed installations such as vending machines. The
company has a range of amplifiers that can be used to
boost the signal.

“We have sold several of these already for testing but
we will be officially launching them at the show,” said
the company’s James Browne. “The reaction in the
field has been very positive. M2M is just starting, but it
is going to be an enormous market. It is another wave
for humanity.”

Celebrating its first birthday at the show will be
Boxpay, which grew out of a company selling
ringtones into one that provides a mobile payments
platform.

“We can help any kind of digital content provider who
wants to charge through a mobile phone,” said
Boxpay’s marketing manager, Amanda Keating. “They
enter a mobile phone number and get a text message
with a PIN code to confirm the transaction.”

The company will be adding a one-touch billing option
at the show for in-app Android billing. “Our goal at
MWC is to talk with network carriers and digital
content providers,” she said. “M2M is now covering
almost all industries through fixed line and wireless.”

A platform comprising a bundle of tools for launching
and managing M2M apps will be the highlight of
Wipro Technologies’ stand. “We will be showing some
of the vertical applications that we already have, such
as in fleet management and healthcare,” said
Srivastava. “We will also be showing our ability
through the platform to construct new entrance apps
quickly.”

The final major area mentioned for M2M in the
coming years is the smart meter roll-out, and
Convergys will be explaining at MWC how it can help
in the billing and controlling of events over smart
meter networks. 

“Over the next 18 months to five years, the utilities
will become a major user of M2M and a provider of
M2M services,” said Andy Corkhill, Convergys’ head
of utilities and logistics. “We can be at the heart of
that. And we can even help consumers use their
smartphones to monitor and control
their usage and manage their bill.”
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Podsystem Ltd, a mobile virtual network operator
(MVNO) specialising in data SIM cards for M2M, has
launched a gigabyte SIM card that connects to any
network in any EU country at a fixed low cost. These
SIMs can roam on every network available in each of
the 35 European countries covered. If a network goes
down or there is limited coverage in the area, it will
automatically connect to the next available network. 

The new MultiNet Gigabyte SIM cards have been
designed for ‘gigabyte hungry’ M2M applications such
as security and video. These applications normally face
huge roaming costs when they connect to other networks,
both within individual EU countries and abroad. 

For the growing market in high usage M2M
applications – including video, security, CCTV and
surveillance cameras – roaming costs have always
represented a barrier to widespread rollout, due to the
high levels of data these applications require.
Traditional multi-network SIMs do not enable gigabyte
usage since the cost at these levels of data would be
too high. Podsystem’s MultiNet Gigabyte SIMs scale
from 100Mb up to 5Gb of data and cost around
€50.00 for 1GB, a price which, until now, has been
impossible to achieve with multi-network SIMs. 

For M2M companies, cost control is not the only
advantage of Podsystem’s MultiNet SIMs. The ability of

the SIM to automatically connect to the next available
network if coverage is lost is a vital feature for devices
that have sealed units or are located out in the field or
in rural areas. Often M2M companies spend time and
money contracting engineers to solve problems that
could be resolved automatically in seconds by a
MultiNet SIM. Although many operators have recently
introduced roaming M2M SIM cards, these are
restricted to one network, meaning that if the network
goes down or loses coverage in a particular area,
service to the M2M device will be interrupted. 

“From our experience working with M2M companies
over the last 11 years, we identified the need for a
true multi-network solution for the video and security
sectors, one that would allow the market to expand
both nationally and internationally without the barriers
caused by high prices for data at these usage levels,”
commented Charles Towers-Clark, CEO of Podsystem.
“Our MultiNet SIMs enable such companies to ensure
a cost effective, seamless service whether they are
roaming within the UK or across Europe.”

In addition to the new range of MultiNet SIMs,
Podsystem offers an online administration platform
and billing system, enabling them to control all aspects
of their SIMs at any time, from activations to real-time
data monitoring and billing at prices determined by
the reseller.

Podsystem claims ‘first affordable,
multi-network SIM’ for applications
needing gigabyte usage

Charles Towers-
Clark, CEO of
Podsystem:
Cost-effective,
seamless service

According to a new report by independent market
research and consultancy firm, IMS Research, the
number of near field communications (NFC)-enabled
phones shipped in 2011 totalled 35 million globally.
IMS Research forecasts that significant market events
and the enablement of other cellular handsets will
drive that number to nearly 80 million by the end
of 2012.

“After seven or so years of false dawns and frequent
disappointment, 2011 has proved to be something of
a breakthrough year,” says Don Tait, senior analyst at
IMS Research. Most of the leading cellular handset
manufacturers have launched NFC-enabled handsets
over the last 12 months. They include Samsung, RIM,
Nokia and HTC. Apple is the main player yet to release
an NFC-enabled handset.”

There have also been an increasing number of joint

ventures and collaborations between different players
in the NFC ecosystem. Significant examples include:

• The launch of Google Wallet in the US

• The French Government funding NFC in Paris, 
Bordeaux, Caen, Lille, Marseille, Rennes, 
Strasbourg, Toulouse and Nice.

• Orange’s plan to have sold 500,000 NFC-enabled 
cellular handsets in France by the end of 2011

• Orange UK and Barclaycard’s ‘Quick Tap’ contactless
payment solution, launched in May 2011 in the UK. 
Retailers that have signed up to this service include 
McDonald’s, EAT, Pret-a-Manger and Boots.

In 2012, the market for NFC looks even more
promising. Sales of NFC-enabled cellular handsets are
projected to accelerate during the next 12 months to
reach 80 million handsets.

Mobile NFC achieves breakthrough 
with 35m handsets shipped in 2011

Sales of NFC-enabled
cellular handsets are
expected to grow this year

MultiNet Gigabyte SIM
cards connect to any
network in 35 European
countries
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James Brehm, senior strategist
and consultant, Compass
Intelligence
Compass Intelligence is an
Arizona-based decision analytics
research and consulting firm.

Compass Intelligence predicts
that the next generation M2M
and connected device market will
reach 87 million endpoints by
2015, with a compound annual
growth rate (CAGR) of more than
25%.

“We are on the cusp of an era where every device that
can benefit from being connected via a cellular
connection to the internet will be connected to the
internet and other devices,” said James Brehm of
Compass Intelligence. “These devices already include
cars, electricity meters, health and wellness devices,
surveillance systems and many other complex systems;
and the process isn’t always a simple one. 

“To meet the promise that M2M holds, the industry
requires an ecosystem that enables non-traditional
companies to look for new business models, simplify
and accelerate the ‘onboarding’ process, hide the
complexity from the end user, and thus provide a simple
and seamless customer experience,” said Brehm.

Andy Silberstein, vice president & general
manager, Globecomm Network Services
Globecomm Network Services is a global provider of
satellite-based managed network solutions, offering
comprehensive system integration, system products,
and network services.

Globecomm predicts that rural
operators will leverage M2M
wireless in 2012. As the number
of mobile devices continues to
multiply, there is no doubt, says
the company that the wireless
M2M market will continue to
grow. But, what role will the
rural operator play? 

2012 will be the year that rural
carriers begin to benefit from
and leverage growth across the
wireless M2M market, says
Globecomm. The wireless M2M
market itself is ripe for vertical
applications including those in

the energy, healthcare, telemedicine, automotive,
agriculture, maritime and shipping industries. “In the
energy and mining industries specifically, companies
with locations across the US have the opportunity to
integrate significant OpEx efficiencies into their
operational information flow with the use of M2M
communications,” says Andy Silberstein. 

“Rural operators are also well positioned to benefit
from these services. Although it will take time for rural
operators to fully establish their own M2M value
proposition, they are realising that they can get
involved now. For example, as M2M rolls out in the
automotive and health industries, rural operators will
benefit from an increase in roaming revenue
associated with roaming M2M devices. There will also
be new M2M service providers that bundle service
offerings to address specialised markets such as the
energy sector in more rural areas,” he adds.

We have asked a few of the braver souls in machine-to-machine communications to
put their reputations on the line and hazard a guess at what 2012 has in store for us
in the business of M2M, connected devices, near-field communications, mobile
enterprises and smart services. 

What’s ahead in

“2012 will be the

year rural carriers

begin to benefit

from the wireless

M2M market.”

- Globecomm

Network Services

PREDICTIONS FOR M2M

James Brehm,
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Intelligence:
Industry requires
an ecosystem

Andy Silberstein,
Globecomm
Network
Services: Rural
operators will
leverage M2M
wireless
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John Horn, CEO, RACO
Wireless
RACO Wireless provides wireless
connectivity for M2M
applications via T-Mobile USA’s
network. 

In 2012 John Horn expects,
“more M2M player consolidation
and increasing M2M expansion
into very specific market niches,
like asset management. We are
working with more than 100
companies developing M2M
products that have the potential

to revolutionise the way entire industries manage their
infrastructure. It’s an exciting time to be in M2M.”

Pat Carroll, CEO of ValidSoft
ValidSoft provides multi-layer, out
of band, mobile-based identity
verification solutions to secure a
range of online and mobile
transaction methods. 

“Following a flurry of
developments in mobile payments,
NFC and mobile banking in 2011,
already 2012 is heading to be the
year of the mobile attack. Trojans
such as Zitmo and Spitmo –

versions of Zeus and SpyEye which attack mobile
devices – are already well known, and other terms
such as ‘Pseudo Device Theft’, ‘SIM swapping’, ‘mobile
malware’ and ‘AppPhishing’ are all starting to make
their way into the tech dictionary,” says Pat Carroll.  

“Consumer awareness of threats is increasing, so
security is going to be key to the success of any major
project in this area. But to get it right, security needs
to be considered from the outset (by design) so that it
doesn’t affect usability. There is no silver bullet solution
here – what’s needed is a layered approach, combining
visible and invisible security checks, and using out-of-
band, real-time, voice-based authentication and
transaction verification processes to combat all types
of Pseudo Device Theft, such as SIM Swap and Call
Forward Unconditional,” Carroll adds.

Kevin Mahaffey, co-founder
and chief technology officer,
Lookout Mobile 
Lookout is a mobile security
company offering protection from
the growing threats facing mobile
users today, including malware,
phishing, privacy violations, and
data loss. 

“Like any business, malware
writers are continually inventing
new ways to expand their reach

and profit. The potential ‘addressable market’ is
enormous: while the (electricity) grid serves 80% of
the global population, the wireless grid already
reaches 85% of individuals worldwide. In addition to
size and growth, the market also has an attractive

attribute that can make fraud simpler to conduct: a
built-in payment mechanism.”

Kevin Mahaffey continues, “2011 has seen the
emergence of a credible field of Android malware,
with a 4% yearly likelihood of an Android user
encountering malware, which was a significant
increase compared to the beginning of the year. In the
beginning of 2011 we measured a 1% yearly
likelihood. In total, we have identified more than
1,000 instances of infected applications, which is a
doubling since the beginning of July 2011.”

“Because web-based threats, such as phishing, can
carry over from the PC, the likelihood is higher than
that of malware, which needs to be redeveloped for
mobile devices. The global yearly likelihood of an
Android user clicking on an unsafe link is 36% (6%
higher than July 2011). In the US, the likelihood is
higher than the global average at 40%.”

Bo Zhang, Senior Analyst and
Jon Cropley, Principal Analyst,
IMS Research 
IMS Research is an independent
supplier of market research and
consultancy to the global
electronics industry. 

“One trend which is unlikely to
have a big impact on the video
surveillance market in 2012, but
will receive more publicity and
have a longer term impact is the
Internet of Things (IOT).
Individual objects are
electronically identified and
categorised virtually, in an
internet-like structure. For this
they need to contain a tag, such
as an RFID tag. Once categorised,
supply can more easily meet
demand, waste can be reduced
and it is possible to find objects
when they become lost. 

“IOT is receiving a lot of
attention in China,” says IMS
Research. “The Chinese
government is strategically

focusing on the development of seven emerging
industries. These industries are expected to enjoy
preferential policy treatment in a number of respects.
The New Generation of Information Technology (NGIT)
is one of these industries. And IOT is one of the most
important parts of NGIT.”

“China has installed millions of video surveillance
cameras over the past 10 years and these cameras
could provide a source of information to verify the
categorisation of objects for IOT. IOT includes three
layers: the perception layer, the network layer, and the
application layer. Video surveillance cameras would
provide a source of information for the perception
layer. The expected benefits of IOT will help justify
public expenditure on video surveillance equipment,”
IMS concludes.

M2M Now February - March 201242

M2M Jargon Buster

NFC = Near-Field
Communications

OpEx = Operational
Expenditure

RFID = Radio Frequency
Identification 

Pat Carroll,
ValidSoft: The
year of the
mobile attack

Kevin Mahaffey,
Lookout Mobile:
Credible field of
Android malware

Bo Zhang,
Senior Analyst,
IMS Research

Jon Cropley,
Principal
Analyst, IMS
Research

John Horn,
RACO Wireless:
More M2M
player
consolidation

PREDICTIONS FOR M2M






