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COMMENT

Visionaries, Guides
and Trouble-shooters:
It’s all in a day’s work
for M2M executives
At the end of each year we settle down to share a long list of ideas and nothing stronger
than fizzy water as we plan the topics it’s important to cover in features over the coming
12 months. Largely thanks to the help of M2M Now’s experienced and well-connected
Editorial Advisors (see People News page 10), it’s good to see another editorial plan
coming together as it has in this issue with a 14-page supplement on Smart Utilities
immediately followed by our focus on Big Data Analytics. As the article on page 38-39
Jeremy Cowan
shows, these topics now overlap significantly, with utilities starting to win greater loyalty
by enabling customers to view their usage and control their water and energy costs.
Green Energy Options have been pioneers in helping utilities to improve their image among customers,
and in an exclusive interview with the company’s founders (pages 21-24) you can read how data
analysis has helped them do it.
In fact, we’ve been given privileged access to more executive talent
this month. In our Talking Heads feature we bring you an insight
into the mind of a risk-taker, Chris Lowery who set up and sold
Interoute, the largest fibre network and cloud computing provider
in Europe. Turn to pages 11-13 to see which other businesses –
closer to M2M – he is behind, and find out where he thinks the
Internet of Things is taking us. It’s not all plain sailing, of course.
Inside you can read how Neul, pioneer in using TV ‘white space’
spectrum for M2M, ran into big trouble, and is now digging itself
out of its difficulties. It’s a fascinating story, and I’m pleased to say
that CEO, Stan Boland tells it solely to M2M Now readers (Neul
renewal, pages 53-54). As regular readers will know, our coverage
is global and our latest Regional Review takes us to the USA, where
journalist Alun Lewis has been talking to M2M network operators,

solution vendors, industry associations and analysts about what has
put the US so firmly in the lead in M2M (see pages 16-17). We also
preview a brand new event the M2M Innovation World Congress,
the latest element of World Smart Week in Nice, France (pages 44-45).
We hope you enjoy these glimpses behind the scenes at some of
the best known businesses in machine-to-machine
communications, and as always we value your feedback
@m2mnow or @jcm2m.

Jeremy Cowan, Editorial Director & Publisher
Twitter: @jcm2m LinkedIn: M2M Now Magazine
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COMMENT

MARKET NEWS

(infographic) See page 38 & 39 for big utility data feature

mHealth monitoring offers
US$36 billion global healthcare
cost savings opportunity by 2018
Currently, the business of mHealth players seems hampered by a lack
of clarity on how they will be reimbursed for the services provided.
This is a significant opportunity, as healthcare in the developed world
moves towards the concept of ‘accountable care’, where funding is
linked directly to the health of the patient or individual rather than
being based upon the cost of treatment.
Juniper Research’s latest report on the mHealth market forecasts
cumulative cost savings from remote patient monitoring of up to
US$36 billion globally over the next five years. Even though remote
patient monitoring, particularly for chronic diseases, is still at a very
early stage in the development cycle it fits well with new healthcare
practices and the goal of keeping patients out of hospital, finds
the report.
New mobile health (mHealth) models are emerging too. “mHealth
hardware linking directly to a companion app on the smartphone has
become an exciting new area,” says the report’s author Anthony Cox.
The combination of the smartphone, mHealth attachments and
companion apps is creating an entirely new route for providing
services which is expected to grow faster than mHealth services
delivered through bespoke devices.
Further findings from the report indicated that Western Europe will be
the most promising new market for cardiac outpatient monitoring
after the US, as partnerships emerge for regional provision; and that
demonstrating cost-savings to those funding the healthcare sector is
likely to be the most effective way of advancing mHealth.

China overtakes United States
in M2M connection growth
In the second half of 2012, the number of cellular machine-tomachine (M2M) connections reported by China Mobile had increased
by nearly 5.5 million, according to Informa’s Cellular M2M Tracker –
2nd edition report published in July 2013. That’s as many as the UK
had in total at the end of last year. China is now the largest national
market in terms of connections, overtaking the USA. Globally, the
cellular M2M market is on track to reach 315 million connections by
the end of 2015.
It is worth noting, however, that the value of a single connection will
vary dramatically depending on what it is being used for. Rather than
defining itself by ‘winners’ and ‘losers’, the M2M sector is more
concerned with the application of the correct technology for each
respective use case and business model. Still, annual M2M revenues
for operators are anticipated to reach US$ 12.8 billion by 2015, even
if their role remains solely as the connectivity provider. As with all
business services, the true market value lies downstream in the
financial gains made possible for the enterprises that deploy cellular
M2M connections to support their processes, products and services.
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PRODUCT NEWS

Telit Technology noise
pollution control

Environmental noise pollution tackled afresh by Telit
A new collaboration is set to challenge the
traditional approach of combating noise
pollution in populated areas. Until now
health and regulatory agencies have largely
relied on statistical computer modelling –
rather than actual data collection – to
develop noise abatement policies and
recommendations. Telit Wireless Solutions,
a global provider of machine-to-machine
(M2M) products and services, has partnered
with Poland-based Svantek Sp. z o.o. on
the development of a cellular-connected
SV 200 noise monitoring station.
Field noise monitoring is often constrained
by two main factors: power for the device
and remote communication. Customers
expect a high-speed data link to the
measuring source online, with the option of
listening to whatever is happening at any of

the locations being monitored. The amount
of data required for such communication
can be compared to that of watching
movies on a web browser, significantly
narrowing the field of cost-effective
wireless connectivity module options. The
goal of the SV 200 is to enable the same
quality and time efficient delivery of realobserved data for any organisation, via
cellular connected stations that make it
more affordable and easier to use.
The standard model can monitor
environmental noise continuously, has thirdoctave analysis and audio event recording.
An optional weather module, to enrich the
data stream with additional environmental
context, makes it ideal for use outdoors.
The Telit H24, inside the SV 200, is a 3.5G
module with HSPA (High Speed Packet Data

Access) connectivity
delivering 7.2Mbps
down and 5.7Mbps up
data rates. With built
in TCP/IP and UDP
stacks and security
protocols the device
can operate across a
temperature range of 30° to +85°C. It is
available in four
regional variants
ranging from single to
tri-band in HSPA all
with quad-band
GSM/GPRS/EDGE
fallback connectivity
plus optional receiver
diversity and
on-board GPS.

British Gas chooses GEO for next
generation energy displays
Cambridge-based technology firm, Green
Energy Options Ltd (GEO), has been
awarded two contracts with British Gas
Trading Ltd for two customised in-home
displays for deployment within British Gas
and Scottish Gas. This is the third time GEO
has been awarded a volume display
contract by the company. (See Exclusive
C-Level Interview on pages 21-24.)

The GEO smart display will be used in smart
meter installations from the end of 2013
onwards and will give current and historical
information on both electricity and gas
consumption. It has been designed with the
requirements of the Government’s Smart
Metering Technical Specification (SMETS) in
mind, has an interoperable display that can
support all the leading meter manufacturers’

devices, as well as many other special
features required by British Gas.
Wireless communications, between the
meter and display, use the internationally
recognised ZigBee Smart Energy Protocol
which is both secure and safe.

CSC launches new M2M tool to minimise custom app development time
CSC’s new OmniLocation® MachinEdge
aims to streamline the development and
deployment of machine-to-machine (M2M)
applications, enabling developers in the
manufacturing industry to create custom
applications within days as opposed to
months. It supports internet-based
industrial automation to capture and
transmit machine data and integrate with
computer applications to enable fewer and
better business decisions. This deeper level
of insight into data helps organisations
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identify new sources of revenue in addition
to improving operations efficiency. Most
organisations today select one of four
suboptimal options: build from scratch;
standardise on a single infrastructure provider;
use multiple, segmented applications; or
outsource to a third party. MachinEdge
provides a new option that enables
developers to create their own enterprise
M2M applications rapidly without changing
work processes, hindering innovation or
restricting data types and formats.

“While M2M offers much promise, it is
evolving quickly and remains poorly
defined, making it difficult for organisations
to capitalise on it,” said Doc Parghi, CSC’s
director and general manager for mobility
and social. “MachinEdge is a nextgeneration solutions development approach
that combines CSC’s consulting depth,
expertise in the manufacturing industry,
and technical capabilities in big data, cloud,
and cyber security.”

COMPANY NEWS

RACO Wireless buys Position
Logic to ‘consolidate and
enhance’ M2M value offering
RACO Wireless, the
M2M enabling
company behind such
brands as Audi, Delta,
Wheelz and Chevron,
has acquired Position
Logic, a location-based
services company
based in Naples, Florida. The acquisition
will, says the company, enable RACO to
go beyond network connectivity and
service enablement, extending to help
partners and other solution providers
build and implement monitoring and
tracking solutions quickly.
John Horn,
RACO
Wireless: We
want to make
it easier to
integrate
technologies
and services

“The Internet of Things is currently
surrounded by fragmentation and
complexity and we want to change that
by making it easier to integrate
technologies and services. By bringing
the application and network layers

together, we not only shake up the
industry, we create value for our
partners and their customers by
providing a more complete solution,” said
RACO Wireless president, John Horn.
According to Kathryn Weldon, principal
analyst of enterprise mobility at Virginiabased research firm, Current Analysis:
“The Position Logic acquisition will
allow RACO to go further up the value
chain – beyond just network
connectivity and service enablement.
GPS asset tracking comprises many
different mobile M2M use cases in
different industries. RACO can now help
partners quickly build solutions to track
and monitor cargo, fleets, people,
patients, construction assets and
effectively empower dispatch and
‘geofencing’ operations and more
across the M2M ecosystem.”

HIMEX selects Sprint network to enable
usage-based insurance telematics
HIMEX has signed a five-year agreement
with Sprint as the preferred CDMA
carrier (Code-Division Multiple Access
for 3G services) to wirelessly enable and
support HIMEX Usage-Based Insurance
(UBI) and telematics. The deal is
designed to help insurance companies
to manage the customer value chain,
powered by a new wireless network,
from an end-to-end platform.
Sprint provides wireless and wireline
communications services to enable
information mobility to consumers,

businesses and government users.
HIMEX’s UBI 3DTM platform is claimed to
offer the fastest and most complete
route in the industry to the
implementation of usage-based
insurance. It covers the entire UBI value
chain; devices, product platform,
systems integration, logistics, mobile
apps, data management and analytics;
and supports the full range of insurance
company transactions from quoting and
sales through first notice of loss and
claims settlement.

Investments to commercialise M2M in new markets
On-Ramp Wireless, a developer of
wireless enablement for energy
automation and M2M communications,
has secured an additional US$15 million
in its series C funding round. The capital
injection comes from a new investor
Enbridge, a North American energy
provider; and existing investors: Third
Wave Ventures, and Energy Technology

Ventures – a collaboration of GE
Ventures, NRG Energy, and ConocoPhillips.
This brings the total raised to $31 million.
The funds will be used to further
commercialise On-Ramp’s smart grid and
digital oil field solutions, as well as opening
new markets that want to connect
corporate assets regardless of location.

THE CONTRACT HOT LIST
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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

Aeris Communications

DaisAlert, USA

Network selected to tweet M2M monitoring alerts to user cellphones

Arqiva / Sensus

DECC, UK

Collaboration on long range radio smart meter communications in N England & Scotland

8.2013

Capita

DECC, UK

Licence award for data and communications service in UK smart grid programme

8.2013

CGI IT UK

DECC, UK

Chosen as data service provider for UK smart grid programme

8.2013

Cluster Wireless, USA

Asiatelco Technologies Co, China

Technology collaboration to offer M2M middleware and software tools

7.2013

Concirrus

Thermocable, UK

Collaboration providing connected solutions for security & facilities markets

8.2013
8.2013

7.2013

CTC Global

NARI Group, China

New company to make high capacity, energy efficient ACCC® conductor core for China

Datora Telecom

Vodafone, UK

Agreement to help global M2M businesses penetrate Brazilian market

8.2013

Eseye

Gilbarco Veeder-Root, UK

Partnership for world first M2M SIM fuel dispenser at major forecourt retailers

7.2013

FreeMove Alliance

BOSCH, Europe

Partnership to manage 22,000 device SIMs

7.2013

Gemalto

Chunghwa Telecom, Taiwan

NFC trial with Mastercard and four leading banks in Taiwan

7.2013

GlobalTrak, ORBCOMM

Defense Logistics Agency, USA

Theft prevention M2M fuel monitoring system to NATO and US forces in Afganistan

7.2013

Green Energy Options

British Gas Trading, UK

Two contracts for smart meter home displays

7.2013

HomePNA

Yes, Israel

Contract extension to power multi-room home digital recorder networking technology

7.2013

KORE Network

Adhere Tech, USA

Deal to enable remote monitoring of patient medication via wireless pill bottles

8.2013

KORE Telematics

Gemalto, Holland

Partnership to offer global M2M application enablement services

8.2013

Maxim Integrated Products

Radio Pulse, South Korea

Partner to provide ZigBee communication for secure smart grid solutions

8.2013

Microlise Telematics

Viridor, UK

Contract to improve efficiency of recycling operations with telematics

7.2013

Novatel Wireless

Capstone Metering, USA

Deal integrating M2M Enabler HS 3001® for cellular enabled smart water meters

8.2013

Sensus

DECC, UK

FlexNet™ technology for smart gas & electricity meter roll-out to 10 million locations

8.2013

Sprint Network

HIMEX, USA

Five year contract to enable usage based insurance telematics

8.2013

Stream Communications

Tata, India / Trade & Industry Dept, UK

Chosen for M2M wireless network services mentoring programme in Pune, India

8.2013

Streetlight.Vision

Telensa, UK

Partnership to deliver smart street lighting

8.2013

Telefónica UK

DECC, UK

Selected by DECC as CSP for UK smart grid programme (England & Wales)

8.2013

Telenor Connexion

Trafficmaster, Sweden

Partnership for global rollout of stolen vehicle tracking

7.2013

Telit Wireless Solutions

Svantek, Poland

Collaboration for cellular-connected SV200 noise monitoring station

7.2013

Three Wholesale

Mobius, UK

Network selected to power NFC and contactless payment devices

7.2013

Trusted Labs

ANSSI, France

Government license win to evaluate the security of connected devices

7.2013

Wi2Wi Corporation

Undisclosed

Fleet management deal with potential for 1 million in-car WiFi bluetooth units

8.2013

Wireless Logic

Isotrak, UK

3-year rolling contract (€ 2.2m) for 50,000 SIM subscriptions and connectivity in UK & Europe

7.2013

Zenrin DataCom

Infotrack Telematics Private Ltd, Singapore Acquisition in Indian and South East Asian telematics sectors

7.2013

Key:

DECC = Dept of Energy & Climate Change (UK)

NFC = Near Field Communications

CSP = Communications Service Provider

M2M = Machine-to-Machine

SIM = Subscriber Identity Module

CONTRACT NEWS

€2.2m M2M connectivity
deal for better options
Isotrak, a fleet telematics and systems
integration company, has signed a three
year rolling contract with Europe’s largest
independent M2M managed services
provider, Wireless Logic. The deal is worth
in excess of €2.2m, includes a base of over
50,000 SIM subscriptions and ambitious
growth plans for connectivity solutions in
the UK, Ireland and mainland Europe. Until
now, the company’s airtime provision was
exclusive to one operator and its range of
tariffs. The bulk of Isotrak’s connectivity will
continue across the Vodafone network with
all subscriptions ported onto the Wireless
Logic platform.

Datora Mobile rebrands
as Vodafone Brasil
Vodafone and Datora Telecom are to
support multinational M2M businesses
targeting the Brazilian market. This will give
Vodafone a substantial presence in Brazil,
one of the fastest growing emerging

markets in the world. Datora Telecom,
which will rebrand as Vodafone Brasil with
immediate effect, and Vodafone will work
together to provide customers with high
quality M2M communication services,
including enhanced network coverage and
compelling commercial contracts. In 2012,
Datora Telecom established a dedicated
M2M unit and has installed more than
150,000 M2M connections for corporate
customers.

DLA fuel tanker
monitoring and theft
prevention in Afghanistan
A team has been deployed to manage the
on-site installation of ORBCOMM’s
GlobalTrak fuel monitoring system in
Afghanistan. The technology has been
designed to prevent the theft of missioncritical fuel used by US and NATO forces in
Afghanistan. The US Defense Logistics
Agency (DLA) selected GlobalTrak’s system
as it was the only provider to demonstrate
fuel level monitoring as well as security of
fuel ports and valves. The M2M system

features an integrated tracking device using
cellular and satellite communication
networks to a central data fusion and
monitoring centre. The system
communicates with fuel sensors installed in
the tanker chambers, as well as wireless
security seals connected to valves or other
access points.

Clarity in cloud contracts
needed to retain
customer confidence
Research firm Gartner says that buyers of
commercial cloud services are finding
security provisions inadequate, with
contracts often including ambiguous terms
regarding the maintenance of data
confidentiality, data integrity and recovery
after a data loss incident, leading to
dissatisfaction among cloud services users.
End-users need to better understand the
terms and conditions outlined by the
service provider in SLAs and contracts.
Similarly, providers need to ensure
transparency about what is – and is not –
on offer.
M2M Now October 2013
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PEOPLE NEWS

Axeda appoints DeSisto
as new CEO
Massachusetts-based
Axeda Corporation, the
cloud-based service and
software provider for
managing M2M solutions,
has appointed Todd
DeSisto (pictured) as
Todd DeSisto,
president and chief
Axeda
executive officer. DeSisto
has held executive roles in finance and
operations creating investor value with
private companies including Network
Intelligence, New River Inc., Hawaiian
Wireless, Atlantic Cellular Company and
Aloha Partners. Previously, DeSisto served
as Axeda’s CFO and COO.

Look of Renesas
Electronics changes as
company promotes new
European CEO from within
Renesas Electronics,
Renesas Electronics
Europe, a provider of
advanced semiconductor
solutions, has appointed
Gerd Look as president
and chief executive officer
Gerd Look,
of Renesas Electronics
Renesas
Europe. He replaces
Electronics
Robert Green, who
resigned earlier this year to pursue other
opportunities. Look, currently the general
manager of Renesas Electronics Europe’s
Automotive Business Group, takes up his
new role on October 1, 2013.

TeliaSonera finds new
general counsel
Jonas Bengtsson, from Tele2, will take up
the post of TeliaSonera’s general counsel
by the beginning of 2014. Bengtsson has
more than 10 years’ experience of this role
in the telecom sector. He has been with
Tele2 since 2007 and before that held
similar positions at Telenor Sweden and
Utfors. The present general counsel at
TeliaSonera, Jan Henrik Ahrnell, has decided
to step down from the role he held for 14
years. He will remain with the company as a
senior advisor.
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directing and developing
the customer service
delivery programme
across Europe with a
focus on designing and
implementing consistent
processes, improving
Jon Gilbert,
efficiencies and increasing
Masternaut
customer retention.
Gilbert brings more than 20 years of
experience, having worked in customer
service positions across a number of leasing
companies including Lloyds TSB
Autolease and Karma Vehicle Contracts,
and most recently, Alphabet.

OTI appoints Shlomi Eytan
as chief sales and
marketing officer
On Track Innovations Ltd (OTI), a global
leader in contactless transactions and nearfield communication, has appointed Shlomi
Eytan to the new position of chief sales &
marketing officer. He will apply more than
15 years of experience in managing global
sales organisations to OTI’s sales and
marketing activities as well as developing
channel relationships in local markets
around the globe.

Jon Gilbert appointed as
group customer service
director at Masternaut

New head of Comverse
Managed Services

Masternaut, a pan-European provider of
telematics, has expanded its senior
management team with the appointment
of Jon Gilbert. He will be responsible for

Andreas Herzog has been named as the
new lead at Comverse Managed
Services, an organisation specialising in
telecom business enablement. He brings
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deep knowledge and industry recognised
experience in managed/transformation
services, from definition of the value
proposition to proactive market creation
and development, contract acquisition, and
implementation of a global managed
services delivery strategy and structure.

M2M Now welcomes two
new advisors to its
editorial board
The chief marketing officer
and executive vice
president of product
strategy at Axeda
Corporation, Bill
Zujewski, has joined the
invitation-only M2M Now
Bill Zujewski,
advisory team. Zujewski
Axeda
brings more than 20 years
of product strategy and global marketing
experience in enterprise software and
business applications.
Joining him is the project
marketing director for the
Connected Living
Programme at the GSMA,
Andrew Parker. Parker is a
leading mobile marketing
professional with almost
Andrew
30 years’s of global
Parker,
experience with
GSMA
directorships and senior
management positions at companies such
as: Cable & Wireless, Norweb Telecom,
Hutchison Whampoa, and Nokia.

TALKING HEADS

‘Start ahead’ policy
delivers M2M pollution
control and opens new
markets for ClearConnex
Ryan Rangel has been in the M2M
industry for a number of years,
most recently as president of
ClearConnex, a software
engineering firm based in Raleigh,
North Carolina, USA. Here, M2M
Now talks to him about the
ClearConnex ‘start-ahead finishahead’ philosophy and how this
benefits customers.

M2M Now: How do you see the M2M industry
changing?

oil to show signs of a spill. It uses cellular to get that
data back to the servers.

Ryan Rangel: The industry is maturing in two ways.
First, there is increased globalisation. People want
devices that work anywhere. Companies that built
devices to work strictly in America with CDMA are
now finding out they need to service Europe, and vice
versa with European companies needing to get
through US carrier certifications.

The InterOcean Slick Sleuth SS300 and the
ClearComm programmed cellular modems are going
into oil spill monitoring stations along the Tigris River
in Baghdad, Iraq. Some units are being installed midriver (on locally constructed buoys) and some are
being installed on bridge piers and shoreside
structures. Other locations that we are monitoring for
spills include California’s Bolsa Chica wetlands, at the
intakes of desalination plants throughout the Middle
East, and on oil terminal piers along the coast of
Brazil.

Secondly, every day companies are finding new uses
for wireless M2M technology. We are interested in
these new companies that are coming to the market.
For every one mature M2M user there are 100 new
users, which are the type of companies we can help.
A good example of this is a project we did with
MeterReader. In most cities in the USA people are
billed for water and sewage at the same rate. They
assume that the amount that comes in is the as same
as what goes out and they are billed accordingly. But
say you have a swimming pool or a large water cooler,
a lot of water is evaporated. If you, therefore, meter
the water coming in and going out, there is a big
difference. So you should not have to pay as much for
the sewage.
Another example is our work with InterOcean, a
company focused on oil spill monitoring. Interocean
have built a device that goes on a buoy and checks for

In Association with ClearConnex

The InterOcean Slick
Sleuth SS300 and the
ClearComm
programmed cellular
modems are going into
oil spill monitoring
stations along the Tigris
River in Iraq.

These are the kind of new companies and applications
that we can service and support. There are a large
number of these new applications out there which can
benefit from ClearConnex’s future-proofing ‘start
ahead’ technology. In the business world where time
to market is key, not starting from scratch is essential.
M2M Now: Ryan, you mentioned ‘not starting
from scratch’ and ‘future proofing’. Is this how
you differentiate yourselves from other M2M
engineering firms?
RR: In today’s market, there are two options that most
have. You can take an off-the-shelf box and pay for a
long list of vague functions, when in reality you might
only need three specific ones. Or you can use
M2M Now October 2013
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TALKING HEADS

engineers to build a design from scratch, which can
take 18 months or more and cost a lot of money. We
are an innovative engineering firm that is out to
change that. What we have are a proven set of
licensable software and hardware products as
customisable building blocks. This approach combines
the flexibility and functionality of custom development
with the cost effectivness of an off-the-shelf solution.
This is what we mean when we talk about our ‘Start
Ahead. Finish Ahead.’ philosophy.
When I worked for module manufacturers I can’t tell
you how many times I saw the same engineering firm
do essentially the same project multiple times for
different customers and each time they started from
scratch. Internal engineering teams are also building
the same devices as other companies out there, so
every one is re-inventing the wheel and they don’t
have to.
Most of our projects involve a combination of
engineering services and licensing of mature software
and hardware building blocks. This way a customer
can get to market in a fraction of the time and
expense it takes for a traditional engineering firm to
complete a product. And when the customer is open
to bundling network services as we do with Wyless,
the cost savings can be even more significant.

“The job took 4
weeks rather than
the 6 months it
would have taken
starting from
scratch with a
traditional
engineering
company.”
Ryan Rangel,
ClearConnex
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On future proofing, the best example is with cellular.
You might have spent a year developing something for
the US market and paid to get it certified. Then you
find the modules have an end of life or you now have
potential customers elsewhere in the world. Either
could involve vast amounts of redevelopment. The
same is true if you have a 2G or GPRS module and you
want to migrate to 3G. With ClearConnex’s future
proofing building blocks ClearComm and ClearLink
your devices will still be relevant no matter how the
industry changes.
M2M Now: Can you explain in customer benefit
terms how ClearConnex building blocks improve
time-to-market?
RR: Time to market is key. It can make or break
companies. It’s that simple, yet no one states how they
will accomplish that for you. ClearConnex’s innovative
engineers have developed core licensable hardware
and software platforms such as our most popular
ClearLink and ClearComm that will rapidly accelerate
project completion. These building blocks represent
the basics that all M2M applications need, so by
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starting with our platforms we can spend all of our
time focusing on our customers’ value added features
rather than spending our time designing from scratch.
M2M Now: You mentioned ClearLink and
ClearComm. Tell me more about them.
RR: ClearLink is our wireless module control library
providing an application programming interface (API)
developers use to build applications for any wireless
M2M module allowing future proofing without
needing to learn the ins and outs of wireless modules,
wireless technology or technology generation. It
supports more than 40 modules from leading industry
manufactories such as Cinterion, Huawei, Janus,
Maestro, Sierra Wireless, SimCom, Telit and
u-blox. Next would be ClearComm a mature, proven,
hardware-agnostic software platform that can be
loaded on any off-the-shelf modem or added to
custom designed hardware resulting is cost and time
savings.
What these two do is enable an application to be
financially viable. Take the case of the oil spill
application. ClearComm provided them with 80% of
the functionality they needed, which meant we just
had to add the other 20%. This meant the job took
four weeks rather than the six months it would have
taken starting from scratch with a traditional
engineering company. Developing the meter reading
application took four to six weeks, and again that
would have been a six-month project.
M2M Now: You mentioned earlier that customers
could bundle Wyless services with ClearConnex’s.
How is that?
RR: Wyless acquired ClearConnex back in May 2012.
The infusion of funding has allowed exponential
growth within ClearConnex. We have remained a
separate company focusing on our same innovative
approach to engineering M2M devices. However, now
ClearConnex and Wyless offer bundling, and in some
cases subsidising products and engineering services
with Wyless network services. Remaining a separate
company also allows ClearConnex to work with any
customer no matter which cellular provider they use.
M2M Now: Have you been able to expand your
market reach as well?
RR: Yes, we have. Being able to leverage Wyless’ sales
team has been the leading factor to our growth. We

just had some of our first European customers due to
them. ClearConnex is now an official global engineering
firm. We’ve also started hiring engineers in Europe due
to the overseas presence.
M2M Now: Can you give me an example of a
Wyless and ClearConnex bundle?
RR: The Quickstart development kit would be our most
popular bundle. Customers can buy these kits from
ClearConnex, The Semiconductor Store and
Richardson RFPD. Customers receive a wireless module
development kit from a leading wireless modules
manufacturer, a 90-day free trial for Wyless managed
services, a free trail account from industry leading
device and application management platforms, and an
array of different test tools depending on the kit you’ve
purchased from ClearConnex, including ClearTerminal,
ClearComm, and ClearLink.
We’ve designed this kit to accelerate the development
of companies’ next wireless device by reducing the
wireless technology learning curve, removing barriers to
entry and drastically speeding up wireless application
development.

In Association with ClearConnex

M2M Now: Is ClearConnex involved with specific
verticals, or can you cover a wide range of industries?
RR: ClearConnex is a horizontal company that is able to
work across all verticals. Our licensable hardware and
software can be customised to accomplish basically any
task no matter the industry. We have worked in verticals
anywhere from detecting oil spills and meter reading as
mentioned earlier to tracking medical supplies and fleet
management. The list is truly endless. It is about solving
unique problems that are not part of the mainstream.

Ryan Rangel,
president of
ClearConnex

M2M Now: What is next for ClearConnex?
RR: Growth. Not only can the industry and customers
see ClearConnex growing in size but our product line is
constantly growing as well. We are always porting
ClearComm to new modems, adding new application
server platforms that support ClearComm protocols,
and adding new wireless application server platforms
that support ClearComm protocols and adding new
wireless module support to ClearLink. On top of new
partnerships, we have also developed numerous
plug-in cards. We are here to stay in the wireless
M2M Industry.
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M2M SERVICE PROVIDERS

EXPERT OPINION:

M2M service providers and LTE:

New revenue opportunities
Service providers around the world are spending billions of dollars rolling out new
LTE infrastructure. Operators worldwide including T-Mobile, China Mobile, AT&T,
NTT DoCoMo, Sprint, Telstra, Vodafone and Telefónica have already deployed LTE
services. Although 4G-enabled mobile phones and tablets are driving the adoption
of LTE, say u-blox’s Herbert Blaser and Carl Fenger, new billable services in the
M2M sector are already appearing.
Operators are looking at new revenue streams to
capitalise on and amortise their huge investments in LTE
network infrastructure. M2M data services will help fill
the gap. Here are some examples of new LTE-powered
applications.

Business models:
Operators will develop revenue streams that include the
LTE data service bundled with equipment/signage
provisioning and leasing, bandwidth usage, and
advertisement revenues.

Car information and entertainment systems

Cloud storage and hosted applications

Vehicle-mounted LTE routers will enable high-speed
downlinks of up to 100 Mbit/s (LTE category 3) to the
car. This is enough to support 5 parallel high-definition
TV channels, and more than enough to support the
more typical mix of video, voice, internet access and
social media applications used by passengers.

LTE will allow the quick storage and retrieval of
terabytes of data, even from remote areas where there
is no high-speed fixed line connection. This will allow
businesses to operate far from cities or fixed line access
points.

Business models:
Operator revenue from vehicle LTE services will be based
on well-known business models used for mobile
phones; traffic-based, flat rate, local or wide-area
roaming, plus subscription to services such as a digital
tour guide and on-demand TV content.

Remote security systems
LTE will enable the cost-effective placement of
streaming video cameras in covert and hard-to-reach
areas. LTE will make it economically viable to remotely
monitor warehouses, retail outlets, unmanned utility
stations, factories, healthcare facilities, airports, prisons,
schools, hotels, sports facilities and residential property.
Business models:
Operators will be able to bill for security services based
on equipment installation, equipment provisioning and
leasing, management software, hours per day used (for
example, only after shop closing times, or only when
motion is detected), and cloud-based storage of video
streams.

Business models:
Operators can charge for cloud storage, hosted
applications, access licences and bandwidth usage.
Cable and ADSL both require a physical connection to the
home. As the price for LTE connectivity drops, a wireless
4G connection directly to a WiFi router will replace these
connections, decreasing costs, eliminating installation
and service calls, and lowering the cost of connections
to new buildings where a single LTE to WiFi router could
provide service to hundreds of residential units.
Business models:
Similar to current ADSL/cable subscriptions with reduced
installation, equipment and technical support costs.

Telehealth services
As healthcare costs soar and patient-to doctor ratios
increase, LTE will help lower healthcare costs by
providing remote care via a high quality video link.
Instead of sick or elderly patients having to travel to the
doctor’s office, a telehealth terminal at home can
provide instant access to a doctor or other healthcare
professional.

Digital signage
LTE will make the transmission of large multimedia files
cost-effective. Current paper-based signage and
advertisements that require frequent manual updating
with glue and paper will be replaced by rich graphical
and video displays that can be updated or rotated
automatically over-the-air.
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Business models:
Telecom operators have the opportunity to develop
business with private practices, hospitals, or assisted
living organisations similar to mobile phone services
including equipment rental, network usage, monitor
queries, as well as fixed-location or roaming capabilities.
In Association with u-blox

Homeland security
Although there are significant privacy issues to be
resolved, governments are increasingly spending on
security, particularly in the USA, and at security
checkpoints at airports, events and borders around the
world.
To automate authorisation, LTE will enable facial
recognition not only at places of entry and exit, but over
large areas where cameras can pan across hundreds of
faces moving in a crowd.
Business models:
This is an opportunity for service providers to sign
contracts with government and private security
agencies to deliver the underlying LTE connectivity, to
lease equipment as well as host services, and to provide
access control and secure storage.

LTE location-based services
LTE connectivity combined with satellite-based (or other)
global positioning systems will give operators the ability
to offer new types of services. Some examples include:
• Enhanced shopping and tourism
Vision is our primary sense, video-rich LTE services
will improve many services, with position-relevant
content that enhances the mobile shopping and
tourism experience.
• Multimedia navigation
Beyond a virtual thumbtack and a red route drawn
on a map, LTE will allow users to see and interact
with destinations before they actually arrive, and to
preview landmarks along the way.

Business models:
LTE service providers can charge either flat-rate for a
video pipe, or collect revenues made on products sold
while specific videos were played. Alternatively, product
providers can pay to have their promotional videos
played on the machine.

Time-critical systems
LTE’s low-latency, typically around 10ms, is especially
attractive for time-critical applications such as industrial,
traffic control (vehicle-to-infrastructure communications),
(potentially) collision avoidance (vehicle-to-vehicle
communications) and financial systems where splitsecond reaction times are crucial for industrial robots,
traffic-flow control and automated financial transactions.
Business models:
LTE provides this high quality of service demanded by
time-critical applications. LTE provides clearly defined
Class and Quality of Service levels guaranteeing
minimum bandwidth, bit error rate, and latency. This is
a premium LTE service that network operators can earn
new revenues from.

u-blox’ LTE vision
LTE will establish high-speed, low-latency wireless
internet access as a universal utility, available
everywhere, on any device. In combination with IP
version 6, a practically limitless number of machines will
be connected to the network using a common protocol.
This will have a tremendous impact on how and where
humans communicate, as well as on human-tomachine, and machine-to-machine communications.

TOBY LTE module series
• New social media applications
Video interaction combined with location
information will enable new forms of social media
such as proximity dating, as well as catalysing and
enhancing social movements, demonstrations,
political rallies, and sporting events.
Business models:
All these services can be hosted on any LTE-enabled
mobile device, giving operators the ability to provide
traditional telecom services in addition to charging for
enhanced features such as location-relevant videos,
historical data, information about friends, family (and
possible new friends) in the vicinity of the user.

Vending machines
Vending machines are a global business that will
generate over US$190 billion in revenue by 2015
according to global industry analysts. LTE will bring
video-rich multimedia advertisement and social media
possibilities to vending machine displays.

u-blox’ first LTE module family, TOBY-L1, is a range of
compact, cost-optimised LTE data modems targeted at
many of the embedded wireless M2M applications
outlined previously.
Features:
• LTE-only LGA module in the industry’s smallest formfactor: 24.8 x 35.6 x 2.8 mm
• LTE Cat. 3, 100 Mb/s download, 50 Mb/s upload
• Easy migration from u-blox UMTS, CDMA and GSM
modules (“nested design”)
• Variants for Verizon (USA) & European operators
• Extended temperature range: –40°C to +85°C
• Manufactured in ISO/TS 16949 certified production
sites
Future generations of u-blox LTE modules will be based
on the company’s long-term strategy; to quickly adapt
to changing connectivity requirements in industrial,
automotive and consumer applications based on inhouse intellectual property, while maintaining formfactor continuity.

M2M Now
Jargon Buster
ADSL = Asymmetric
Digital Subscriber Line
LTE = Long-Term
Evolution to 4G
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USA REVIEW

Ana Tavares
Lattibeaudiere,
GSMA: More
than 55 million
connections by
the end of 2012

Mark Tullio,
Lantronix:
Growth in
sectors ranging
from medical and
healthcare to
building, security
and retail

Macario Namie,
Jasper Wireless:
Auto makers see
connectivity as a
differentiator
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US quicker to act
on ‘connected life’
business opportunities
“Build a better mousetrap and the world will beat a path to your door,” was the
sage advice of American writer and thinker Ralph Waldo Emerson. These days,
writes Alun Lewis, however, you’d better make sure that your mousetrap’s got builtin wireless connectivity if you want to create a successful business in the USA.
Despite a comparatively late start in the world of cellular
communications, the USA continues to surge ahead in
the M2M (machine-to-machine) communications
stakes, in terms of both raw connections and
innovative applications and business models.
For Ana Tavares Lattibeaudiere, head of Connected
Living at the GSMA, the country now makes up, “the
largest individual market for mobile M2M connection
in the world with more than 55 million connections
reported at the end of 2012 according to Machina
Research. There’s a lot of exciting work underway
there now – for instance, AT&T is rolling out its Digital
Life home services, while Ford showcased a range of
in-car connectivity and driver-assist technologies at the
GSMA’s recent Mobile Asia Expo event.”

M2M for better business
This view is echoed by Mark Tullio of device
networking specialists, Lantronix Inc., who adds
further insights into the Machina findings: “The US
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will account for 20% of global M2M market revenue
and 19% of all global M2M connections within a
decade. US market share is being fuelled by a variety
of sectors – ranging from medical and healthcare to
building, security and retail. They’ve been swift to
identify the tremendous potential in aligning M2M
with their business processes. On top of that, M2M is
also opening up great opportunities for technology
suppliers – especially after the bursting of the internet
bubble. As companies have been forced to tighten
their belts on capital expenditure, M2M is poised to
unleash a wave of productivity and efficiency and
trigger a boost in fresh corporate investment.”
As might be expected in such a car-focused country, it’s
the automotive sector that’s driving a lot of innovation,
as Macario Namie at M2M platform provider Jasper
Wireless explains, “Auto manufacturers are beginning
to look at connectivity as a differentiator – building a
connected experience for the user that extends it to a
fourth screen after a PC, phone and TV.

Stein Soelberg

“Examination of how M2M technologies can simultaneously improve
patient health and lower the costs of care.”
Stein Soelberg, KORE Telematics

Automotive leaders
“In the US, General Motors was the first to embed
safety and security services and is now embedding
these into every vehicle with LTE connectivity from
2015 onwards,” says Namie. “Additionally, GM offers
an app development platform specifically to build apps
for cars – this already has over 2,300 developers
registered. Other manufacturers such as BMW,
Mercedes, Toyota and many automotive OEMs as
well are also embedding connectivity.”
For Stein Soelberg, director of marketing at
international M2M MVNO KORE Telematics, at least
part of the USA’s lead has come about as a result of an
early focus on fleet asset management and telematics
but is now rapidly expanding into other areas. “M2M
has a major role to play in the future of transport,
both by supporting the more efficient use of electric
vehicles and their charging stations, and through more
flexible and cost-effective vehicle usage with pay-asyou-drive insurance policies or monitoring shared cars
like those from Zipcars.”

Improving health outcomes
Soelberg adds, “The current changes in the US
healthcare sector are also driving a close examination
of how M2M technologies can simultaneously improve
patient health and lower the costs of care – especially
where preventative medicine or health maintenance
are concerned. Through the use of connected sensors
and monitors you can track cardiac health or diabetes
or ensure that patients are taking the right medications
at the right time – reducing the need for unnecessary
call-outs or the overheads involved in late interventions.”
This health perspective is shared by Jasper Wireless’s
Namie, but he also draws a contrast with other sectors
of the M2M world. “The mHealth market is very
different to the telematics market as it’s very heavily
regulated by the Food and Drug Administration (FDA)
and all medical devices must be fully approved – a
process that can take up to two years or longer. This
means that all development – including connectivity –
must be done before submission to the FDA. As a

result, the market is slow, but sure. A great example of
progress is the cardiac sensor for the home – the
Latitude NXT – produced by Boston Scientific.”
For wireless technology specialists Qualcomm, two
more market sectors are also important in addition to
automotive – smart energy and security– but all
devices have a requirement to be stable, rugged and
have a long lifetime, says Nakul Duggal, vice president
for product management at Qualcomm’s CDMA
Technologies division. “When you’re talking about
deploying devices in such large numbers to so many
diverse sectors it’s essential to make them easily and
broadly deployable – some of our automotive sector
customers, for example, buy pre-built modules while
others buy chips.
“The US automotive sector is also going to see a surge
in demand for 3G connectivity over the next couple of
years as GPRS platforms are switched off – that
involves dealing with an embedded base of around 810 million vehicles. There’s a growing demand too for
M2M in the aftercare environment – even extending to
introducing kill switches for stolen cars,” adds Duggal.
Around all these different application areas, a complex
ecosystem of different types of suppliers is emerging in
the USA, as Sam Lucero, senior principal analyst for
M2M at IHS explains, “The Value-Added-Services
(VAS) provider landscape is fragmented and complex,
with a strong degree of competition and also a
significant opportunity for co-operation. For instance,
AT&T and Wipro are engaged in collaboration for
cellular M2M and owing to the specific resources
owned by each company AT&T will sometimes take
the lead, while other times it’s more appropriate for
Wipro to initiate the effort.”
Lucero concludes, “MNOs and system integrators are
the primary competitors / partners in the cellular M2M
VAS market. Other types of providers – including
MVNOs, module vendors, platform providers and
enterprise IT vendors – are also key providers of VAS in
the cellular M2M market.”

Nakul Duggal,
Qualcomm:
Growing demand
for M2M in auto
aftercare

Sam Lucero, IHS:
The VAS provider
landscape is
fragmented and
complex

M2M Now
Jargon Buster
3G / 4G = 3rd / 4th
Generation mobile
communications
CDMA = Code Division
Multiple Access
FDA = Food & Drug
Administration
LTE = Long-Term
Evolution to 4G
M2M = Machine-tomachine
M(V)NO = Mobile (Virtual)
Network Operator
OEM = Original Equipment
Manufacturer
VAS = Value-Added Service

The author, Alun Lewis, is a freelance writer
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The roll-out of the smart meters will begin in 2015, with completion in seven
years. The smart meters will provide GrDF customers with real-time knowledge of
their exact energy consumption, enabling them to monitor and control their
energy bills more effectively. Verification and maintenance operations will be
carried out without the need for the customer’s presence. It will also be easier and
quicker to implement any changes required by the customer, for example
concerning tariffs or services.
Capgemini will be in charge of developing the information system for the new
meters, specifically the Meter Data Collection and Monitoring system that controls
the network and ensures regularity of data collection. Capgemini will also run the
Meter Data Management System that operates indexes, calculates consumption,
controls meter readings quality, and transmits them to the billing systems.

UK government announces preferred bidders
for €14bn smart metering roll-out by 2020
The UK’s Department of Energy and Climate Change (DECC) has
selected preferred bidders for six new government contracts
aimed at switching most UK households to smart metering by
2020. The total cost of the programme is forecast to be £12.1
billion (€14.1 billion).
The Data and Communications Company (DCC) licence will go to Capita, which will
then contract CGI IT UK as the Data Service Provider (DSP), Arqiva as the
Communications Service Provider (CSP) for the North of England and Scotland, and
Telefónica UK as the CSP for the rest of the United Kingdom. Telefónica UK, which
operates under the O2 brand, has been selected as the preferred communications
service provider for two out of three lots in the UK’s smart meter tender.
The Smart Meter Implementation Programme is a major national infrastructure project
that will involve the roll-out of 53 million gas and electricity meters in 30 million
domestic and small business properties across the UK by 2020, helping consumers to
better understand and control their energy usage.
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Consulting, technology and outsourcing services provider,
Capgemini, has agreed two three-year contracts with GrDF,
worth a total of €23 million. The contracts will see Capgemini
developing the information system for the new GrDF smart gas
meters equipping 11 million French homes by 2022. This will be
the world’s largest gas meters deployment to date.
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Helping customers to cut
bills and utilities to boost
loyalty and revenues
Are we near a ‘tipping point’ when consumers begin to see utilities as allies in the battle
to contain household bills? Paddy Caiger-Smith, CEO (pictured left) and Simon
Anderson, chief strategy officer of Green Energy Options (GEO), have invested years
and millions of Euros in helping customers to see utilities as part of the solution not
the problem.

M2M Now: How do you change people’s
attitudes to something like energy which they’ve
completely ignored over the years?
Simon Anderson: M2M (machine-to-machine)
technology in the home has to be simple, it’s got to be
plug-and-play as far as possible, otherwise you’re
going to lose these people because they’re only
partially interested.
Paddy Caiger-Smith: There is no one-size-fits-all
when fitting this type of technology into a home. Our

biggest challenge has been trying to find things that
we can implement in a wide variety of properties. I can
give you and Simon a smartphone and you can both
operate it on anybody’s cellular network. I can’t give
you a home kit and say, ‘Take it home and it will
definitely work, Jeremy’. There’s only a 30-60%
chance that it would, because you’ll have different sets
of meters, plugs or routers.
With radio mesh networks, 70% of properties only
would be appropriate for a ZigBee network supporting
smart metering. It’s a relatively weak signal that you’re

In Association
with Green
Energy Options

M2M Now October 2013

21

C-LEVEL VIEW

allowed to use in the European market, it’s quite high
frequency and it suffers from a lot of attenuation from
the walls, obstacles and partitions.
M2M Now: I need to ask why you’re doing this.
(Simon laughs). Because you are Evangelical
almost in your approach, which is admirable. But
you seem to be starting with the business being
challenged by the technology… before you’ve
even tried to sell it.
Simon: I often say what we do is collect data, and
that’s the hardest bit of the lot. Once you’ve got the
data then the fun can begin.

“The biggest threat
to my children is
the energy security
and the
competition over
scarce and
reducing resources.
Anything we can
do to make
ourselves less
dependent on fossil
fuel is a huge
benefit.”
Simon Anderson,
Green Energy
Options

Paddy: It is a huge and challenging development
opportunity. What we’ve been about for the last seven
years is making a market. We’ve been first with five
major utilities in bringing this technology to a mass
market. Without us, they probably would have done it
at some point, but maybe two to four years later.
M2M Now: Why does the industry have to work
so hard to persuade people to buy what is in
their interest, energy efficiency?
Paddy: Point one is that energy is out of sight and,
therefore, out of mind. It is too easy for people to ignore
it. We’re not working with a population anywhere that
is ‘energy literate’. Energy’s been so easy and low cost
that people have shoved it to the back of their minds.
We’re still at that point, even though we’ve been doing
this for seven years, where the majority of people do
not understand the difference between a unit of
electricity and a kilowatt of power.
Simon: Smart metering is about information, and
there are parallels with the web which is also about
information. What has made the web hugely
successful is the content. You need the IT for the
infrastructure, but it’s the content that sells.
If you look at smart metering, we’re leading with the
infrastructure because it’s the enabler, but where is the
content? You find consumers saying, ‘Well, why are
we having to pay for (smart metering) on our energy
bills?’ as they have in Australia, because they feel
they’re not getting anything out of it. Not only that,
we conceal the downsides.
M2M Now: Do utilities understand the need for
their consumers to see some benefit, or do they
expect them to engage because they told them to?
Simon: A bit of both. There are so many different
departments within a utility; the smart metering team,
consumer engagement team, the propositions team,
or the online team. It’s extremely difficult to get a
consistent view of what is required.

In Association
with Green
Energy Options
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Paddy: There is also still quite a large public service
mentality around the energy companies. This is a
Europe-wide thing. You go to Germany and it’s even
more true than it is in the competitive markets like

Scandinavia and Britain.
Simon: There is another challenge that utilities are
aware of; once this data gets out and is accessible,
there’ll be lots of other companies around which are
able to provide services to compete with them. So
they need some time to get their act together. Some
of them are a lot further ahead than others.
M2M Now: How will the data get out, because
it’s proprietary to the utilities at the moment,
when will it become public?
Simon: In the UK it’s when the DCC is up and
running: The Data Communications Company, the
central point of the UK’s smart metering. All the data
is collated there and then passed out first to the
utilities who have the customer and the requirement
for it. But it’s also going to be available to third parties,
and that’s where it starts to get very interesting.
Paddy: Europe-wide, it’s part of the energy efficiency
directive that every householder should have available
from their utilities supplier two years’ worth of their
energy data. The deadline for that is 2020. But what it
means is that you will be able to demand that energy
data from your supplier, and send it to anybody you
want to and say, ‘This is what I use, will you offer me a
better deal? Can you offer me better equipment in my
home?’ At the moment 90% of bills are still estimated.
M2M Now: What are the biggest challenges in
getting consumers to change their attitudes?
Simon: I think education is one of the first. People
don’t understand it and are very apprehensive of it.
Secondly, if you go online you can be told immediately
you would save yourself £50 (€58) by changing
supplier. That’s instant gratification. But by reducing
some of the load on your house, if you switch off a
40 watt load which is on 24 hours that will save you
£50 over a year. But you don’t get that instant
gratification. So feedback is important.
Take, for example, a low energy light bulb. When they
first came out people thought they were quite
expensive, but they are probably one of the most
effective things you can do for reducing your electrical
load. They’re about 80% efficient. You do get pay
back within a year, but nobody ever shows that
information.
Paddy: The biggest element to change is the fact that
energy is still relatively cheap. If it was three times the
price that it is now, people would not be able to
ignore it. We’re predicted over the next three years to
have a doubling again of energy bills.
That brings us onto time-of-use tariffing or demandside participation. We can use electricity at any time of
the day, but we do it at our own convenience because
there is no perceived difference in using it at midnight
or midday. Demand-side participation incentivises
people to shift their consumption from one part of the

day to another. It’s generally for cost reasons, or for
social reasons because they fear a blackout, which is
the case in parts of Australia.
With the grid getting more and more complicated, in
that we’re no longer distributing from big power
plants right out across the grid, we’re injecting
photovoltaic [PV] power, wind power, tidal power and
lots of different forms. It means that balancing the
whole grid becomes a much more dynamic and
complicated model.
Within five years there will be times of the day when
some power producers will actually pay you to take
electricity simply to be able to balance out excess
capacity which is being delivered into the grid. But it
has to be done with the consumer’s knowledge and
understanding. You can’t just turn things off; there
need to be interface mechanisms – whether by phone,
displays or whatever – such that they can still control
their homes effectively.
M2M Now: How do you set about educating the
market?
Simon: That’s what we’re doing with one of our new
propositions, Energy Quest. In order to get this going
we need the equivalent of a consultant in the home.
We can deliver a service which takes people step by
step through the education. Energy Quest is focused
on educating people in stages.
People definitely are interested; once you’ve engaged
them they want more. In our visible energy trial, we
had three different displays, simple, intermediate and
advanced; 30% of the people who had the simple
display wanted more. But just under 50% of the
people who had the intermediate display wanted
more, and about 70% of the people who had the
advanced display wanted more.
The information doesn’t save you money, it’s the
actions people take that save money. It’s about buying
things, like upgrading to a AAA-rated fridge-freezer or
putting in insulation. That trial showed that 30% of
the people, as a direct result of having the
information, went out and purchased energy-efficient
appliances. That is the big hurdle you’ve got to people
over. From getting things for free from the utility,
which they don’t really value, because it’s free, to the
point where they will go out and take action on it.
Paddy: We’ve spent around £2 million (€2.3 million)
on trials and research, in 15 different countries. But
one thing which always puzzles us is the number of
people who say, ‘I’ve got to use energy, there’s
nothing in my lifestyle I can do any differently.’
At home we started out with a relatively efficient
home. But within a year, just by doing behavioural
things and a really modest amount of expenditure, we
cut our electricity consumption by a third. Since
putting solar panels on, we cut it by a half again.
We’re now running at 30% of what we were four

years ago. The statement, “There’s not much we can
do,” is so obviously wrong, there’s probably 20 things
that make a difference. But the top five are going to
be different for you, Jeremy, from me, to Simon.
Simon: That’s where Energy Quest, the additional
marketing techniques come in. We build a relationship
with the consumer, whereby the more information
they give us, the better we can target their actions.
M2M Now: What’s the significance of a marketled smart meter roll-out supported by new
players, not the DNOs and utilities?
Simon: The Australian government asked for a review
called Power of Choice. They recognise that the
challenge of balancing the grid is not just the supplyside challenge, it’s a demand-side challenge. Australia
has a particular problem because of the amount of PV
that’s been installed.
They’ve come up with this term DSP or Demand Side
Participants. They say, ‘A key element of demand-side
is information, the key element of information is
metering. If we want to have some demand-side
service providers, we have to open that market up.’
Therefore, they’re going to a marketing-led smart metering
programme. This is not enacted, it’s a recommendation.
That gets them out of a few holes as well, because the
Victoria smart metering programme has gone down
really badly, it’s a real political hot potato. The network
operators – they call them distribution businesses –
installed the meters, passed the cost of the installation
to the retailers, who passed the cost to the consumers,
who said ‘Why on earth am I paying 20% extra on my
bill when I’m getting nothing back from it?”
Now you’re opening up the opportunity for all sorts of
businesses to provide that content to the end user,
and therefore make it a demand-led activity. One
group could be the network operators, because they
have the real issue about balancing the grid. But at
the moment they’re prevented from having a business
relationship with the end user. I think this opens up
exactly what is needed in this industry, and that is
competition.

“Within five years
there will be times
of the day when
some power
producers will pay
you to take
electricity simply to
be able to balance
out excess
capacity.”
Paddy CaigerSmith, Green
Energy Options

Paddy: If you ring up your energy company now and
say, ‘I want a smart meter,’ they will give you some
attitude and say ‘We’ll come and do it and when
we’re ready.’ If you don’t get put on the priority list
they won’t come out to your home specifically. They’ll
do it when it’s convenient to them.
This model says if the energy company doesn’t want
to install the smart meter there are other people who
will come and do it instead.
M2M Now: There seem to be conflicting
demands for you and the industry. On the one
hand you have inter-connected systems for the
home, which create some complexity within
home sensors displays and hubs. Yet you’re after
M2M Now October 2013
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but it’s about combining heating control, and remote
electrical appliance control. One of the applications
that’s come through (from GEO’s research) is about
having the lights on when I come home, and tying
those two together into delivering a consumer
proposition.
M2M Now: What’s the likely cost?
Paddy: The target is to get the price under £100
(€115). Initially, it’ll just be available in the UK, but we
are underway with trials in other parts of Europe as well.
M2M Now: How do you expect the utilities sector
will develop?
Paddy: Where markets have been deregulated you’ve
got customer churn happening at between 10% and
20% a year. As smart meters and deregulation come
together, it will be much easier for customers to
switch. Instead of taking 28 days it will take 24 hours.

“In 10 years’ time
half of UK homes
will have a
connected
management
system in the
house, connected
to the web and
managing the home
infrastructure.”
Paddy CaigerSmith, Green
Energy Options

simplicity and an easy, beneficial consumer
experience. How do you achieve these two?
Paddy: With difficulty. (Laughter). It’s a source of
constant debates in the company.
Simon: There is a big technical issue about how can
you make it plug-and-play when people are using
different protocols. There’s a big challenge there, and
we are tackling that. It’s not that simple.
The second thing is you need to come at it from the
point of view of the consumer experience. That, too, is
difficult because if you go back to the utility, they have
all the different departments who deal with
consumers. We have to try and become consistent. It’s
more than brand, it’s that the information is used and
presented in a consistent way. The best people to do
this are ourselves.
Paddy: The next proposition we will be launching is a

M2M Now simple to operate but convenient heating control
system, which allows any member of your household
Jargon Buster to turn on the heating, because you’re going to be
DNO = Distribution
Network Operator
DSP = Demand-Side
Participation
IT = Information
Technology
M2M = Machine-toMachine
RFI/P = Request for
Information/Proposal
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home unexpectedly in half an hour.
That convenience suddenly switches the debate away
from, ‘Look you’ve been showering too long, it’s
costing us lots of money,’ to ‘This actually runs my
house efficiently and conveniently, and everybody can
do it.’
Simon: It’s called Come Home To Cosy and we’re
launching it in January. It is an application rather than
a product, accessed via your mobile phone. You just
buy into one package, you can extend it afterwards,
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That is going to create a real storm in terms of the
competitiveness of the meter market. The energy
suppliers are going to have to raise their game to stay
in the race. That is going to happen within three to
five years in the UK.
M2M Now: What’s the scale of the opportunity
for GEO and the industry as a whole?
Simon: The demand-side profits that can be
generated will far exceed the profits from supply-side.
The supply-side is a commodity and the profits are not
that great.
The businesses that will control that market are the
people who have the trusted customer relationships.
So there is a huge opportunity for companies like us to
generate that trusted consumer relationship now. We
don’t need smart metering to do it, because we can
get it from in-home sensors, which therefore opens up
a significant opportunity.
You could argue, ‘How does a small business like GEO
of 30 people have ambitions like that?’ But every
company’s got to start from a small position, and
timing is a huge element. The challenge here is a sales
and marketing one.
Paddy: I predict that in 10 years’ time half of UK
homes will have a connected management system in
the house, connected to the web and managing the
home infrastructure.
All the dynamics we’ve been talking about are creating
that push; rising bills, better technology, utilities under
pressure, and new infrastructure coming in with smart
metering. All of those things are going to coalesce
around a huge opportunity for business.

O PINION

Four revolutions, one big battle:

It’s ‘crunch time’
for utilities
In the energy industry today we are watching four revolutions play out before our
eyes. The impact of each revolution on utilities will be deep and lasting, says
Capgemini’s Perry Stoneman, but together they represent a watershed moment.
After decades of political agitation, governments
across the world are starting to take genuine proactive
steps towards diversifying their energy mix and
reducing reliance on damaging fossil fuels. A January
2013 report from Globe International showed that
32 out of the 33 countries surveyed are implementing
– or in the process of implementing – significant
climate change laws. Its president, John Gummer
believes, "the tide is beginning to turn decisively on
tackling climate change.”

Finally, the pervasiveness of internet connectivity ignited by the rapid growth in smartphone ownership
- and the explosion of social media has completely
reset how consumers – and to the same extent
employees – expect to interact with utilities. A
company Twitter feed updated with snippets of news
or information doesn’t cut it. Social and mobile mean
consumers expect organisations to be constantly
accessible, immediately responsive, open, honest and,
well, ‘social’.

The second big revolution taking place in the energy
industry today is a deep and fundamental digital
business transformation of its core infrastructure – it’s
‘plumbing’ – with the digitisation of the electricity
grid, the second largest network in the world. Every
interconnected inch of this network is ‘going digital’,
morphing from an archaic, analogue, one-way system
to a next-generation, smart, intelligent, two-way
network handling vast and complex waves of data and
carrying valuable information and communication to
and from the utility. However it requires significant
investment and expertise to achieve the vision of a
digital grid and realise the promise of smart energy.

A recent study from Capgemini and MIT Center for
Digital Business demonstrates that utilities do
understand the enormity of the challenge that faces
them with respect to digital, with 87% acknowledging
digital is ‘a key driver of their business performance’
yet 62% admitting they are not investing in it heavily
enough. The report also shows that only 20% of
utilities are ‘digitally mature’, compared with 35% in
banking, 33% in insurance, 31% in travel and
hospitality and 30% in telecoms.

Thirdly, the establishment of this global smart grid,
linked to smart meters and smart homes, is starting to
revolutionise the relationship between the utility and
the consumer. The traditional ‘relationship’ can be
characterised as ‘one way’. However with smart
energy reaching a critical mass, the rules are changing.
Using a smart meter, customers can directly measure
the impact of energy consumption on their day-to-day
lives. In some cities, customers are becoming ‘prosumers’, actively selling unused electricity back to the
grid. The customer-utility dynamic is evolving into a
relationship in the truest, ‘two-way’ sense of the word.

The author is
Perry Stoneman,
Utilities Global
Lead, Capgemini

Implementing the changes mandated by government,
adapting infrastructure to deliver on the promise of
smart energy, re-imagining the dynamic of the
relationship with customers and adapting to the
expectations set by social media all add up to arguably
the biggest challenge the industry has faced since its
inception. The change programmes required are
extremely complex, very large and capital intensive.
They require deep, fundamental digital transformation
of a utility’s business model and their customer’s
journey. For many years the world’s biggest utilities
have had an air of omnipotence, but the revolutions
sweeping through the industry today are challenging
their very survival.
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EXPERT OPINION:

Unlocking the value
of smart data
The benefits of smart metering go way beyond billing, as smart meters promise to
provide utilities with a whole new breadth and scale of energy use data from their
customers. But how will utility companies unlock the value of this information? Mike
Ballard, senior director of strategy for Oracle Utilities, discusses how IT solutions help
utilities make the most of customer data to optimise energy use throughout the grid.
M2M Now: Smart metering, to most people,
sounds like a system of billing. How could
utilities convince consumers it is in their
interests?

Mike Ballard,
Oracle Utilities:
“Consumers might
be encouraged to
run their washing
machines more at
night or on the
weekends, when
demand for power
is lower.”

Mike Ballard: As a strategy director it’s my job to
bring this subject to life for people, so that utilities
can share the benefits of smart metering with
them. In its present state, discussions around smart
meters don’t necessarily present a convincing case
to consumers.
People are often unaware of how, and how often,
they consume energy; for most, energy meters
have traditionally been more or less static boxes
hidden in a cupboard under the stairs and out of
sight But with smart meters bringing more insight
to consumers about their energy use, residential
users and businesses will find new value in actively
monitoring their consumption. Information from
these devices will allow them to spot patterns in
their usage, and recognise where most of their
consumption is coming from. These insights will
help them make more informed decisions about
their energy, and eventually change their habits to
use less power at peak times and save money in the
process.
We can do a lot more with the data that smart
meters provide us, and this becomes even truer
when it is presented in a way that is more engaging
for consumers today. Taking advantage of the
growing number of connected devices and
presenting information about energy use on
people’s computers and smart phones using
meaningful, easy to read charts and graphs make it
more likely that they will appreciate the value of
the information that their smart meters provide
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them, particular when it starts to help them cut
costs. They might be encouraged to, say, start
running their washing machines at night or on the
weekends, when demand for power is lower and
their high consumption periods will therefore be
less expensive. Utility companies of course need to
encourage this change in usage patterns with
tariffs that reflect the varying costs of energy at
different times of the day.
M2M Now: What changes will smart metering
usher in?
MB: Information about energy usage will become
even more important as enthusiasm for energy
conservation grows. As people take to commonly
installing solar panels on their roofs and generating
power in their own homes, utilities’ networks will
start to experience fluctuations in power that will
have to be managed.
M2M Now: How do you make sure you get the
right foundations in place to deliver the other
benefits as you build on that?
MB: Oracle’s role is to help the utilities to engage
with customers more effectively. They all
understand that. They are all on a journey to
improve.
But to achieve this, you have to get the right IT in
place first. For utilities, the challenge now is less
about engineering wires and pipes and more about
improving their IT systems; by investing in the right
innovative tools they can develop deeper insights
into their network that will enable them to better
manage their infrastructure and make their
networks stronger. Many distribution companies

In Association with Oracle Utilities

have in fact been going through an IT
transformation as they work to manage their assets
more efficiently.
There will be information feeding in from all kinds
of devices, with data on, say, electricity, that will
give utilities new insights that they can act on. By
studying voltage patterns on an asset, for example,
they can predict if it is about to fail and pre-empt
that outage by acting on that information.
The challenge lies in managing all those devices
and information. The right foundations need to be
put in place for everything to work. Basing these on
open IT systems makes it less likely that users will
be locked into partnerships with one particular
vendor, and avoid finding themselves limited for
choice by incompatible equipment.
M2M Now: What role will cloud computing
play in the utilities market?
MB: Information Technology (IT) will play a major
role in extracting more value from the network
assets. It’s vital to get the right foundations in place
and use the right innovative tools to help utilities
slice and dice their data and deliver the insights that
will help them do so. This means that information
needs to be created, stored, and analysed not just
for billing processes, but also for improved
forecasting ability, and better customer service.

MB: One challenge for utility companies lies in
creating a strong meter data management (MDM)
strategy. This means channelling the large amount
of data being created by all the devices on their
networks, and calls for effective information
management so that systems downstream from
where data is hosted will get the right subset of big
data fed to them. Billing personnel will require
different information than internal analytics teams,
for example, as will those involved in forecasting or
pricing. The MDM system is the hub at the heart of
all this, a buffering point from which other systems
are fed with the information they need.

“By using cloud

Being able to analyse this data and delivering its full
potential is the second challenge. Due to its scale
and complexity this is hard to achieve with legacy IT
platforms. The good news is you can now buy this
capability as a service. Oracle offers analytics as a
service so that utilities can get access to advanced
tools to examine their big data. Hosting data and
letting a third party apply the latest techniques to
analyse it, such as mathematical modelling,
applying algorithms for advanced analyses, and
identifying trends, will be a lot easier. By using
cloud services, companies can get value from their
data without having to make a major investment in
infrastructure and skills, which leaves them the
option to change course later.

Mike Ballard,

services,
companies can get
the value from data
without having to
make a major
investment in
infrastructure and
skills to handle it.”
Oracle Utilities

The most obvious attraction of cloud computing is
that it provides a way to take a large part of the
risk and cost out of IT. Companies no longer have
to predict the future and commit themselves to a
massive capital investment. By using cloud services,
their costs become operational, leaving them with
greater flexibility to react to change.
This will become an important strategic weapon as
the workload of the IT infrastructure becomes
much more volatile. The numbers of informationgathering devices out there will increase, the
frequency of reporting is likely to vary, and the
amount of computing power needed to deal with
all these calculations will be subject to much more
frequent and dramatic variations.
These fluctuations can be catered for in the cloud,
which utilities can buy as a service and scale up and
down as necessary.
M2M Now: What are the process and
management challenges involved in changing
the way utilities work?

M2M Now October 2013

27

SMART METERING

Spoilt by choice
There looks like being no clear winner in the choice of communications technology
for smart home applications. Steve Rogerson reports on a fragmented market.
Julie Kunstler,
Ovum: “They
want to make
their own
decisions.”

Stuart Ravens,
Ovum: “They
have built
their own
communications
networks so they
can make a profit
out of them.”

Practical, financial and legislative hurdles have created
a nightmare for smart grid providers as they try to
wrestle with the tricky problems of taking signals
backwards and forwards from the meters in people’s
homes to the servers in the utilities’ back offices. The
result is that there is no overall winner, with different
countries (and even different areas within countries)
opting for different methods of communications.
The three most popular methods are powerline
communications (PLC), where signals are transferred
along existing powerlines, short range RF in which
there are local hubs for collecting information, and the
mobile phone networks. Combinations of two or more
of these are also in the mix with, say, a neighbourhood
RF mesh network communicating with the meters and
that in turn using the cellular network to transfer data
back to the utility.
“It all depends on the regulatory framework and what
is and what is not permissible,” said Stuart Ravens,
principal analyst at Ovum.
The USA, for example, has mostly gone down the RF
route because of wood frame houses and meters that
are usually outside. Regulatory difficulties in the USA
have stopped them using the cellular networks
because of rules governing how the utilities can profit
from the network.

Roger Westberg,
Maxim
Integrated: “In
Europe there is
more interest in
PLC.”

Thomas Nigg,
u-blox: “Cellular
penetration into
buildings is
poor.”
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“Basically, they have built their own communications
networks so they can make a profit out of them,” said
Ravens. “It has also been easy to install in the US
because they use an unregulated frequency that they
can use at will. In Europe, we can’t use the 2.4GHz
frequency because regulations are more stringent on
stopping interference with other networks.”
Also in the USA, some utilities are looking at fibre-tothe-home as a communications medium and then
using that for other services. This has happened in, for
example, Chatanooga in Tennessee. In Japan too,
utilities have already installed some fibre.

Most of Europe is looking at PLC but in Eastern Europe
and many parts of Asia that is not an option because the
quality of the powerlines is not good enough to handle
the necessary communications. In some countries, the
powerlines could handle the small amounts of data
involved in remote meter reading but not the two-way
bandwidth wanted for full smart home applications.
“But in Europe we have old buildings with thick walls
that limit wireless communications,” said Roger
Westberg, smart grid segment manager at Maxim
Integrated. “That is why in Europe there is more
interest in PLC. We have a pretty good network of
wires out there even though the grid is pretty old. It is
an existing infrastructure we can take advantage of.”

Cellular restriction
Thomas Nigg, vice-president of marketing at u-blox,
added: “The cellular side has the advantage of using
an infrastructure you can rely on and in many parts of
the world has good coverage. But the penetration into
buildings is poor and that is an issue in Europe with
concrete basements. PLC has better penetration.”
Italy was one of the first countries to develop smart
meters and went for the best of what was available at
the time, which was PLC. This, though, was low
bandwidth but was good enough for remote meter
reading. “Since then there has been a lot of effort to
improve PLC,” said Westberg. “We teamed up with
French utility ErDF to develop OFDM [orthogonal
frequency-division multiplexing] technology for PLC.
That provides pretty good bandwidth.”
Even this, though, struggles in some rural areas
because it can only go about 10km without repeaters,
and these cost money and thus here GPRS may be
more viable. “The disadvantage of PLC is reaching the
hub from every household because the signal
degrades,” said Nigg.

The difficulty in Europe and some other parts of the
world in using cellular is its poor coverage, particularly
with stone buildings and meters in basements.

Andreas Knobloch, vice-president for business
development at Deutsche Telekom, added: “In Sweden
and Italy we saw a lot of narrowband PLC, which lets
you do the minimum of getting the meter readings
but not much more, so it doesn’t help in building
smart home offerings. But it was efficient and cheap.”

“And some utilities do not want to be beholden to the
cellular operators,” said Julie Kunstler, also a principal
analyst at Ovum. “They want their own networks;
they want to make their own decisions.” Ravens
added: “The only country to go with cellular was the UK
for trials and the success rate was quite poor. They
have improved that a lot but I don’t think it will be
selected as the principle method. It is best as a back-up.”

There are though a number of improvements
according to Paul Donaldson, sales director of Future
Energy. “PLC is nothing new,” he said. “It has been
around for 10, 20, even 30 years, but with a very low
data rate. The last three to five years, they have been
looking at the data rate. Freescale, ST and the like are
creating systems-on-chip with software and hardware
to minimise the noise to allow higher data rates.”
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“Narrowband PLC lets you do the minimum.”
Andreas Knobloch, Deutsche Telekom

The cost of installing the technology makes some
believe that cellular could be the way forward. Though
cellular routers can be more expensive, the installation
can still be cheaper than with PLC because of the
testing that is required; an engineer is needed for
installing PLC rather than a technician for cellular.

home communications.

In or outsource?

The result of all this is that it is very much ‘horses for
courses’, a point picked up by Howard Porter, CEO for
the British Electrotechnical & Allied Manufacturers'
Association (Beama), which represents the people
making the kit that will go into the houses. “In the
UK, the plan is to have a rich set of functionalities,” he
said. “Any technology will have to demonstrate that it
can cope with the high level of data. This could be
why the bidders in the UK are not using PLC, but if
there are no plans for extra services, then PLC can
meet the requirements.”

“For just remote meter reading, the cheapest way will
be cellular,” said Olivier Pauzet, M2M expert at Sierra
Wireless. “If you want to enjoy your own network,
PLC could be the best. It depends on whether you
want to do it yourself or outsource it to a cellular
network and pay on a monthly basis.”
Knobloch believes there will continue to be a mix of
technologies in Europe with cellular dominant in the
UK and maybe Germany and PLC more likely in France
and Spain. And in Greece they are testing four access
technologies, including broadband IP.
The problem though with using existing fixed line
broadband is that the connection is owned by the
resident. This means that the utility would be taking
away bandwidth from the resident to use for smart

“We also did a test and found some residents switch
off their routers in the evenings to save energy and the
utilities couldn’t make the connection,” said
Knobloch.

Olivier Pauzet,
Sierra Wireless:
“It depends on
whether you
want to do it
yourself or
outsource it.”

Donaldson added: “There is a cauldron of influences in
each country and it is not just dependent on what is
the best technology. Some countries have charged
ahead with automatic meter reading and others, like
Germany, haven’t done anything really. France and the
UK will be next to go.””

Howard Porter,
Beama: “Any
technology will
have to
demonstrate
that it can cope.”

Paul Donaldson:
“There is a
cauldron of
influences.”
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Electrotechnical & Allied
Manufacturers' Association
OFDM = Orthogonal
Frequency-Division
Multiplexing
PLC = Powerline
Communications
RF = Radio Frequency
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SMART UTILITIES

EXPERT OPINION:

Not connected devices
– Connected humans
The Internet of Things (IoT), connected devices and big data are buzzwords in the
energy industry. Words that scare. What to do, when to do and how to do? As Kajsa
Lilius of Maingate says, the amount of data generated today is enormous and there
is a strong need for guidance across the digital landscape.
The number of connected devices that will be online in
a couple of years will, according to Ericsson, be around
50 million; this prediction alone has a ripple effect. The
need for appliances in the home to be fitted with
smart energy technology and the need for the systems
in place in the home to record and send accurate
consumption data to the provider are two of the many
things that the industry is currently grappling with.
The author is
Kajsa Lilius, SVP
Marketing &
Communication,
Digital Strategist
at Maingate

Or seen another way, whilst there are a host of
challenges, there are also many opportunities on the
horizon.
The digital landscape is all about content that is
relevant to the target group and it requires
engagement with consumers, typically online.
However, many utilities continue to be swamped with
issues concerning the technology around smart
meters, protocols and methods of communication
between the meter and the household and the need
for standardisation and compliance with regulatory
demands. The fact is the data is already out there and
the technology for collecting, delivering and analysing
the data is also in place and consumers are waiting.
Within the trade we call it M2M.
We are all consumers of energy, some more than
others. The availability and access to energy 24/7 is
something that we don’t give a second thought to.
We simply plug it in and expect it to work. Do we as
consumers have any relationship with the amount of
energy we use? Do we understand the impact of our
usage patterns? And do we really care?
The impact of our energy usage is something that we
all are being made more and more aware of, whether
it is global warming, energy shortages, and alternative
fuel sources given that our planet’s resources will not
last for ever.
Even if we all know and understand that we should
use less energy and that we need to do something,
this something is not clear. What do we know about
energy and how it is even measured? You probably
know how much one litre of milk cost and how much
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you and your family consume for a week, but do you
know how much energy you and your family use in a
week and what it costs?
We know that information leads to knowledge, and
that knowledge leads to the power to change. With
knowledge, a change in behaviour is inevitable but
when and how knowledge is delivered and received
will affect different kinds of behavioural change. For
example, if you receive information about your
household’s energy usage once a month together with
the bill you will probably compare it to the previous
month and perhaps also with the same month the
previous year. If there are any significant changes you
will most likely notice it and if the usage is lower than
before, great! If it’s higher you will probably wonder
why. And you will most likely never understand the
cause of the difference, since the information shared
spans an entire month. Given that one’s ability to act is
limited, some people don’t even bother to look at
their bills at all. It costs what it costs.

Appealing information
Information needs to be delivered in a way that
appeals to you. It has to be relevant – appealing to
your values, highlighting £ costs, environment,
convenience, etc. It has to be in real time – creating an
understanding of cause and effect and it has to be
social – comparable with friends and family or others
with similar energy usage patterns. With the right
trigger, behaviour can change. For example, if your
energy bill increases and your income stays the same
you will most likely think that you need to do
something in order to reduce cost but will you know
what to do, when and how?
If we put energy consumption data into the context of
today’s information distribution models we can see
that the way the utility companies use and distribute
their data is outdated. Today, we as consumers are
more and more likely to share data about ourselves,
our habits and even our health in exchange for tailormade services, which have been personalised and sent
directly to the platform of our choosing.

In Association with Maingate

When it comes to energy usage, typically I will only
know how I use energy with a time lag and it will not
give me much more information or analysis than some
historical usage information. It will not give me any
tools to change my behaviour, reduce my
consumption, reduce my carbon footprint and save
money in the process. But if I had the data that was
relevant for me, in a context that I could understand
and accompanied by suggestions of how I can act to
reduce my consumption, it is more likely that I would
do so. Taking it a step further, once I have noticed the
change that my behaviour has caused, I may be
encouraged to take bolder initiatives, and even share
these experiences.
Energy consumers will then become energy citizens.
This is consumer interaction in the digital era. This is
innovation. Today marketing professionals struggle to
create loyalty among existing customers and they have
to pay up to attract new ones. They struggle with
technology and management demands for a return on
investment. Customers can easily change their energy
provider and customer retention costs increase.
Innovating in this way will also inspire loyalty.
A recent study1 conducted by IBM with more than
1700 CMOs (chief marketing officers) worldwide
identified that the explosion of data, social media, the
proliferation of channels and devices and shifting

consumer demographics are the four biggest
challenges they need to manage. Market and
technology are the two most powerful external forces
that affect organisations today.
Against this backdrop, utilities continue to be focused
on the market and therefore lack the necessary
frameworks to understand and manage the individual,
thereby forgoing insights that could be translated into
intelligence with an economic value.
In 2003 Michael Lewis wrote the book “Moneyball”, a
story about baseball economics, made into a movie
with Brad Pitt as Billy Beane. In the movie, and in the
real world it portrayed, Billy Beane changed how they
recruited and valued players using large amounts of
data. The TV-series “House of Cards”, currently
running on Netflix aired for a whole season instead of
a pilot due to Netflix analytics of consumer data.
If the utility companies provided an arena for
consumers to share feedback, insights and knowledge,
this could generate even more innovation useful for
R&D, sales and marketing groups within the company.
The digital landscape is creating a new world of
opportunities not just challenges, forcing us to think
outside the box and work more collaboratively with
customers and partners.

Energy consumers
will then become
energy citizens.
This is consumer
interaction in the
digital era

1

From Stretched to
Strengthened, IBM,
CMO C-‐Suite studies
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M2M MARKETS

ROUND TABLE DISCUSSION:

Will a maturing M2M
market remove market
fragmentation?

Kfir Dan-Ari
Director, Product
Marketing,
Amdocs

Articles and interviews addressing M2M markets tend to use a common word:
fragmentation. Reviewing the market, it is easy to understand why. To implement one
M2M application, customers (and providers) then face decisions around geography,
bringing the right set of providers together and selecting the appropriate
technologies and applications that may differ from one vertical to another, and that
share few set standards between them.
Yet, in all this fragmentation, Machina Research
identifies early signs of a maturing M2M market.
Developments in platforms and applications,
partnerships and alliances, standards, and in
general, a focus on reducing the number of
challenges to scalability suggest growing attention
to improving the customer experience.
In this discussion, Amdocs and Telit share some
views with Machina Research as to how the market
may be maturing, and fragmentation overcome
with Machina Research.

In Association with Amdocs

Emil Berthelsen, Machina Research: Is market
fragmentation in M2M ending?
Dan Amir, Telit: For module manufacturers,
market fragmentation has never been the case.
There are essentially three main players in this field
with Telit holding the largest market share for
industrial M2M.
One of Telit’s strengths has been to deliver modules
with extended capabilities. In developing a new
seamless access approach to firmware = based

“The number of
cellular connected
devices will
approach 2.5 bn in
2022. CSPs, ASPs
and enablers merely
contemplating
working together
will not be an
option.”
Kfir Dan-Ari,
Amdocs
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Dan Amir,
m2mAIR
Business Unit
Manager, Telit

"The market has
seen some very
positive indicators
in the last 12 to 18
months with
customers
beginning to scale
and extend some of
their M2M
solutions."
Dan Amir, Telit

technologies in its communications’ modules, Telit
has addressed one of the major challenges of
having to service a huge variety of M2M endpoints
spread all over the world. Through a remote device
management functionality embedded within Telit
modules’ firmware, customers can easily and
quickly access what is “inside the box” through its
integration with the Amdocs Service Delivery
Platform and benefit from a new suite of critical
services and capabilities which are unavailable
today to most of them.
Kfir Dan-Ari, Amdocs: Amdocs sees
Communications Service Providers (CSPs) looking
less for niche solutions in M2M markets. Requiring
constant revisits of partnerships, and not providing
end customers extending their scope of
requirements with uniform approaches, CSPs have
started to accept that to grow and extend the
market, holistic (end-to-end) solutions are required.
These holistic solutions will need to deliver a
comprehensive suite of enablement capabilities to
address the emerging requirements of Application
Service Providers (ASPs) and their customers. The
approach will need to deliver a clear sense of
ownership and accountability for the solution, a
feature that a fragmented market has had
difficulties in addressing. Amdocs sees the M2M
market maturing in this direction, and CSPs are
looking for enablement solutions to make this
happen.
Emil: Enablement solutions emerge as
important catalysts in the maturing M2M
market. What do you see as important
features in these solutions?
Kfir: It is important to understand that CSPs and
ASPs have addressed their M2M markets in
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different ways. CSPs may have focused on
connectivity, and in ad hoc opportunities they
looked beyond that for revenue opportunities in
few verticals – mostly automotive and telemetry. On
the other hand, ASPs mostly focus on the vertical
service they provide, and look for the specific
enablers to tailor the end-to-end service.
With this diversity of approaches, enablement
solutions will need to be flexible, in order to enable
the various engagement models between CSPs and
ASPs. As an example, the M2M Enablement Suite
of Amdocs provides six modular business layers.
Four of the layers enable CSPs to manage devices,
subscriptions, applications and the network in a
framework of common enablers across verticals,
addressing another element of fragmentation.
The remaining two layers; Professional Services and
Big Data & Analytics complement what has become
not only a technology solution but a business
solution for many enterprises.
This is an important point. A maturing M2M
market requires more than niche and piecemeal
technology solutions. Professional Services and Big
Data & Analytics help with the on-boarding and
integration of partners, delivering cross-vertical
ecosystems, and operationalising business
intelligence.
Nataly Dryden, Amdocs: Professional Services
enable CSPs to move beyond connectivity, and help
shape the future of M2M markets. An enablement
suite allows CSPs to view markets in an abstracted
manner, share and deliver experiences and expertise
across and into the verticals, and by providing Big
Data & Analytics, creates a significant opportunity
for M2M to exploit data and deliver enhanced
benefits as integral parts of the business processes.

In Association with Amdocs

Dan: Providing this end-to-end solution is crucial.
Take one very basic yet illustrative example. How
have CSPs been able to provide information to their
customers about what network coverage is
available for their devices? This challenge is
amplified in roaming conditions which is the main
use case for most M2M specialised CSPs.
Telit and Amdocs provide, as part of the device
management layer, the capability for customers to
determine what coverage is available for any Telit
based device. By developing a module and
compatible cloud and back-end services with the
capability of discovering remotely what network
coverage is available, this information can now be
accessed through the M2M Enablement Suite. The
impact of this single feature enables customers to
reduce substantially their on-site technician visits,
streamline troubleshooting and support and
ultimately increase their overall serviceability.
Emil: Are any changes expected to the
ecosystem in a maturing M2M market?
Kfir: A growing and maturing M2M market will
require closer business collaborations between
CSPs, ASPs, and enablers. To date, the M2M
market can be viewed as ad hoc and opportunistic
with players looking to maximise their own shares.
ASPs have concentrated on vertical lines of
business; CSPs have focused on connectivity; and
enablers have focused on such specific areas as
integration, application development and BSS. All
working ‘independently’ and in effect, suboptimising the overall results.
A maturing M2M market requires an orchestrated
effort by all players to maximise their capabilities,
use commonalities and grow the market together.
Delivering a holistic approach with a clear

ownership and accountability is a major step in the
right direction for customers, service providers and
the M2M market as a whole.
Emil: What are the points of friction for a
maturing M2M market?
Nataly: Roles and responsibilities within the M2M
Ecosystem. Service providers and other actors in the
M2M market need to agree on clearly defined roles
and responsibilities, and avoid making the process
for end customers a difficult and highly fragmented
one.
Kfir: The M2M market is scattered with a huge
variety of options – and risks. This impacts the pace
of the market growth. Different markets and
sectors, technology and application options,
providers and a lack of standards maintain a more
ad hoc and opportunistic market. CSPs, ASPs and
enablers need to work together to grow this
market, and improve the overall customer
experience with M2M.

Nataly Dryden,
Consulting
Manager,
Amdocs

“The key here is to
make sure that
fragmentation does
not impede growth.”
Nataly Dryden,
Amdocs

Dan: Customers have been holding back. The
market has started to see some very positive
indicators in the last 12 to 18 months with
customers beginning to scale and extend some of
their M2M solutions. This trend is also supported by
regulation affecting positively various verticals such
as metering, insurance telematics, point of sale, etc.
CSPs and ASPs have started to present connectivity
and M2M services bundled together, and this
should also remove some of the friction that has
been in the market.
Nataly: To move beyond connectivity and provide a
fuller range of services, CSPs need to move out of
their comfort zones, and explore a much wider
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range of business models that will include B2B and
B2B2C models.

Machina Research
Emil Berthelsen,
Principal
Consultant

M2M Now
Jargon Buster
ASP = Application Service
Provider
B2B = Business-to-Business
B2B2C = Business-toBusiness-to-Consumer
CSP = Communication
Service Provider
DWH = Data Warehouse
IMSI = International Mobile
Subscriber Identity
IoT = Internet of Things
M2M = Machine-toMachine
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One area beyond connectivity where CSPs could
assist customers is Big Data. Improving customer
experiences, creating new business propositions,
and developing upselling opportunities and
strategies with data analytics are emerging
opportunities where customers will certainly need
support.
Dan: Application enablement platforms and IMSI
swapping will be two areas where developments
will support a maturing M2M market.
Application enablement platforms supporting e.g.
rapid application, development and deployment
will meet several of the emerging needs of
enterprises, and IMSI swapping will allow for such
products making use of high data traffic to be
produced in one country (already bundled with
connectivity), shipped to another and potentially
connected in a third geographic region without for
example being restricted to roaming network
agreements as at present.
Kfir: If CSPs continue to compete on connectivity
price only, without going beyond into other
enablement domains, they will not maximise the
M2M opportunity, which will remain ASP-driven.
CSPs need to differentiate their propositions with
features such as integrated Device Management
solutions (as those mentioned by Telit), or deeper
application solutions for different verticals.

M2M Now October 2013

Take the example of Orange and the Sorin Group,
launching a remote monitoring partnership in the
medical field for the treatment of patients with
cardiac diseases. Orange went up the value chain,
providing Sorin with hosting and security solutions,
as well as DWH (data warehouse) and analytics. We
believe more CSPs can offer this – and more! – to their
ASPs, for the benefit of the complete ecosystem.
Emil: The Internet of Things (IoT) is emerging
as a new wave of M2M. How will this
development impact the maturing M2M
market?
Kfir: IoT will be a significant opportunity for CSPs.
We know from Machina Research that the number
of cellular connected devices will approach 2.5
billion in 2022, and that the number of short range
connected devices will be close to three-quarters of
all connected devices. At these levels of scale, CSPs,
ASPs and enablers merely contemplating working
together will not be an option.
Nataly: Having the appropriate value chains and
building the correct business models will become
critical for the mature M2M market.
Signs of a maturing M2M market are emerging. In
time, M2M will move towards the M2M and IoT
world, and managing scale and complexities will
require enablement solutions. Growth will be a
feature of this maturing market but no, market
fragmentation will continue as, for example, pace of
development is never uniform. The key here is to
make sure that fragmentation does not impede growth.

In Association with Amdocs
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BIG UTILIT Y DATA

Truly smart systems
With utility customer churn reaching 30% per year and ever-growing demand for
energy and water it’s critical for utilities to give consumer and enterprise customers
greater control of their usage, their costs and carbon footprint. But a truly smart
service requires the collection and integration of large amounts of data from all parts
of the business; including marketing, sales, network, operations, customer care,
finance, billing, and risk. M2M Now looks at the systems available to achieve this.

Oracle is enabling
utility customers to
serve their own needs

The author,
Georgina
Elrington is
deputy editor of
M2M Now
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“If we are to keep it simple, there are two streams of
data. One is for the balancing of the grid and the
other is from end customer interaction. With a rapid
growth in connected devices at a utility in order to
cope with increasing demand, more distributed
generation, higher churn and customers that expect
more for less, the data flow will follow an exponential
curve – and we are still far away from the top,” said
Daniel Lundell, Ericsson’s head of solution areas
connected device management.

Oracle’s Utility Business Unit is strong on customer
systems, CRM fusion, and meter data management.
Through its acquisition of DataRaker in December
2012, utilities can now also transform meter, customer
and network data into organisational performance
insights. Meter Data Analytics uses dashboards to help
track meter performance, protect revenue and
improve billing efficiency, as well as provide decision
support for consumption, load, and customer service
issues.

A recent study from Oracle titled, Utilities and Big
Data – Accelerating the Drive to Value, shows that
while organisations are increasingly prepared for the
smart grid data influx compared to last year, they are
struggling to fully leverage the information collected.
Currently, fewer than half of the 151 North America
electrical utility executives questioned by Oracle are
using this data to make direct customer service
improvements. “The most progressive utilities are
transforming themselves now into data-driven
businesses to accelerate the opportunities big data and
analytics can bring to improving customer service and
operational efficiencies,” said Rodger Smith, senior
vice president and general manager, Oracle Utilities.

While many different applications may be at work
behind the scenes (managing customer, meter, and
network data) Oracle’s Utilities Customer Self Service,
a web portal, makes these distinctions invisible to the
end consumer. From the portal, users can access
valuable information and services such as online
options for paying bills, requesting service and
reducing costs, at any time. It comes pre-integrated
with Oracle Utilities applications including: Customer
Care and Billing, Meter Data Management, and
Network Management System. It can also
accommodate data from legacy and non-Oracle
products. Furthermore, utilities using the company’s
Business Intelligence Enterprise Edition benefit from
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being able to identify potential customer energy
savings, ensure billing accuracy, identify and correct
deviations from KPIs, decrease losses from unbilled
energy, and reduce asset costs.

A bird’s eye view
The key advantages of using M2M vendors for utility
initiatives are their ability to take complex
combinations of hardware, communications, and
software, and get them all working together to deliver
lower costs and faster deployment. Wipro’s utilities
vertical is part of the company’s Energy, Natural
Resources and Utilities business unit. Its BEAM
technology (Business Intelligence for Enterprise Asset
Management) is a performance management system
with a rich KPI library, pre-built dashboards and reports.
It works by first combining all the asset-related data to
show different views based on the stakeholders. This
could be, for example, a CFO view, a dispatcher view,
or even a network operation command central view.
Rather than have a single system to hold all the data,
as may presently be the case, Wipro’s approach is a
combination of multiple data, in huge volumes,
synthesized and ready for predictive analytics. The
company recently invested in Opera Solutions, an
organisation specialising in data science and collating
customer signals from various sources, including webbased locations and social media, combining it all
together with the data from the enterprise systems
(eg. billing and call centre data), lending deeper
insight into customer churn.
With clients including the world's top five electric
utilities, TIBCO Software is a provider of
infrastructure software for use on-premise or as part
of cloud computing environments. Its data
visualisation offering, TIBCO Spotfire, is a complete
environment that connects to enterprise data (be it
from warehouses, databases or even applications) to
help identify behaviour and trends to garner insight
and, therefore, opportunities. The company’s Master
Data Management product allows companies to
control how various business entities are managed
across different applications and systems.
Ericsson also has a strong portfolio of products,
solutions and services that are performing well in the
utility industry. Granite Inventory is one such example.
It’s a platform for planning, designing, rearranging and
documenting complex communication services and
networks to provide a comprehensive view of services,
resources, and networks – as well as the relationships
between them. Ericsson’s Network Engineer tool is
another example. It provides a single network view
that makes it easy to create, document and manage
an end-to-end model of the entire network, including
inside and outside plant facilities. The company also
offers SMaaS, and in development right now is its
Smart Grid Operation Centre.

Service assurance and enablement
Some of the prime concerns for an operator today

include: reducing churn, decreasing call centre costs,
monitoring product performance, preventing
performance and availability issues on business critical
applications, improving customer experience by
efficiently managing network capacity issues, reducing
network capital expenditure, and achieving margin
centric view of the business.
John Brooks, VP product management at Subex says,
“This calls for a well defined big data analytics
programme within the telcos to monetise customer
data and improve overall customer experience, which
would eventually increase revenue. It is important to
note, however, that most operators have thus far
pursued analytics in isolation, where they haven’t
effectively tied factors together, such as customer
experience to network performance and then to
CapEx for example. This has caused those
programmes to produce limited, if any, success.”
Intersec is a software vendor that helps telecom
operators to derive value from their network big data
and facilitate services innovation, customer value
management, and the enablement of a one-to-one
approach with every subscriber. Its Loyalty
Management Suite is designed for marketing teams to
offer in real-time contextual offers matching their
subscribers' preferences, profile, location and churn
risk score by consolidating OSS and BSS data to enable
effective real-time marketing and loyalty programmes.
IGLOO is the company’s network enabler that uses
real-time intelligence from the network, including
subscriber location information, on a mass scale. The
product can generate pull/push mechanisms such as
mobile advertising, social network, presence density,
domestic and public safety as well as basic tracking.
Network operators like French Tier-1 SFR and
Portuguese telco TMN are currently benefiting from
IGLOO’s capabilities for network optimisation, LBA and
GeoMarketing.
And a new service assurance concept is providing CSPs
with the ability to increase differentiation, customer
satisfaction and reduce operational costs, in particular
the cost of monitoring the network for the purpose of
customer care, operations, planning and marketing.
Through a combination of Trendium’s ViewPORT™
and Network Access Agents® (NNA) family, CSPs can
achieve real-time, comprehensive, visibility from endto-end from a single assurance system. This means
that they can identify, isolate and resolve events on the
network that have the biggest impact on the real
customer experience. Trendium’s Customer Experience
Assurance & Analytics offering, for 3G and 4G/LTE,
also helps to heighten customer satisfaction, reduce
churn and increase loyalty.
“The bottom line is that utilities could be much more
aggressive and get immediate value through new
ways, new processes and new methods of getting
information out of data,” concludes Oracle’s Williams.

Brad Williams,
Oracle: The key
is how you
provide value to
your customers
with information
that helps them

John Brooks,
Subex: Most
operators have
thus far pursued
analytics in
isolation

Daniel Lundell,
Ericsson: We are
still far away
from the top of
an exponential
curve

M2M Now
Jargon Buster
CFO = Chief Finance
Officer
CSP = Communications
Service Provider
KPI = Key Performance
Indicators
SMaaS = Smart
Metering as a Service
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UTILIT Y REVENUES & DATA

EXPERT OPINION:

It’s not about selling
more energy
The energy companies are about to experience a massive data influx due to the
roll-out of smart meters. M2M Now’s deputy editor, Georgina Elrington, sat down
with Miguel Mendes, director of utilities market at WeDo Technologies, to find out
about harmonising the integral sources and platforms responsible for revenue.
M2M Now: So, what exactly is the issue
currently?
MTM: Well, one example is when you look at the
billing part of the value chain you have to make
sure that every invoice is sent to every active
customer. Occasionally, for some reason, this
doesn’t happen and that’s a direct hit to the utility.
Miguel Torrão
Mendes, utilities
market director,
WeDo
Technologies

When you consider its overall revenue even a small
percentage of missed billing, like 1% or even
0.1%, represents a notable loss. If you then drill
down another layer, and address a single invoice,
every item needs to be billed but some get missed –
which is another direct impact. A business
assurance approach can help spot inaccuracies like
that.
Business assurance is a very simple concept. We
take raw data from the operational systems and
compare it between the systems, checking for
inconsistencies. When we find these, and we do,
we analyse it and find out what impact those
irregularities will have in terms of business and
operational aspects. Another way to put it is, when
you find and address the inconsistencies in raw
data, you will harness more revenue.
M2M Now: What other benefits are there from
a business assurance approach?

*At 15 minute
increments
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MTM: Smart meters are set to increase the data
flow to the utility companies by 2,000%. That’s
32,000* meter readings per customer per year. But
it’s not just about the smart meter data deluge. For
instance, when a utility gets a new customer,
licence obligations stipulate that a new meter must
be installed within a certain timeframe or penalties
will be incurred. We’re discovering that sometimes
the subcontractors, who go out into the field to
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read, install or repair meters, are being paid twice
for the same job. Of course this shouldn’t happen,
but it does.
By having all the right information flowing
seamlessly, utility companies can ensure that
everything at every stage gets done – and done just
once – which saves money. That’s why we evolved
our approach from ‘revenue assurance’ to ‘business
assurance’, because we look at both elements.
M2M Now: How else can the utilities turn new
data into profit?
MTM: At the moment the utilities are largely
concerned with selling more electricity or gas. To
extract more value – aside from existing
opportunities in the system – they will have to offer
more services. To do that, they need to understand
more about their consumers and look to their
needs. So, from the information that will be
available from smart meter data, we will probably
start to see the energy companies developing some
very complex tariff clients as they learn more about
their users’ habits.
However, while some are really trying to build and
test some intricate plans, their billing systems are
not well-prepared so the impact on the customer is
noticeable, usually resulting in dissatisfaction. This
is what happened in the telco sector some 10 to 15
years ago. With mobile phones we saw lots of
complex tariff plans that were difficult to unravel.
Customers didn’t really understand what they were
being offered or what they were getting.
I believe that the utilities will have a similar learning
curve. This is a very interesting challenge that needs
to be addressed, and another example of how a
business assurance approach can help.

In Association with WeDo Technologies

M2M Now: What can the utilities learn from
the telecom sector?
MTM: There is much that the telecoms sector can
lend to the energy companies. Take segmentation
and bundling as an example. This is a well
established approach in the mobile phone industry
and is just getting interesting for the energy
market.
Here in Portugal, the traditional gas utility is selling
electricity as well as bundles with some services. For
example, if a customer has a problem with an
electrical installation or a heater, they can access a
paid-for service with a hotline to the utility that will
get someone to fix the problem, without additional
repair costs for the user.

in our marketing departments that are equipped
with this kind of thinking to help us better
understand the consumer.’ He even said that he
was looking for anthropologists to address this!
I told him that he was absolutely right. An
important message we take to the utilities is that,
currently, they don’t know much about their
customers; they just read the meter and send a bill.
Now, if they had more information about customer
consumption patterns there could be more
segmented offers. With smart meter data, you will
have more information from which to better
understand what the consumer wants, and then
build revenue generating services around that.

“To extract more
value – aside from
existing
opportunities in the
system – utilities
will have to offer
more services.”
Miguel Torrão
Mendes, WeDo
Technologies

Also, consumer associations are concerned about
privacy issues arising consequentially from the
utility sector. Once smart meters are installed in a
house, a lot more information will be gathered
regarding what’s going on in that particular abode.
But, you know, data privacy issues have been
handled well in the telco industry for a long time.
The utilities can look to that sector for good case
examples of how issues surrounding data privacy
have been handled in the past, to ensure that their
customers are protected.
M2M Now: Do any utilities stand out today as
being progressive with their data?
MTM: Well, each country is developing at different
speeds and within that, the utilities within those
different countries are going at different speeds.
There are a couple of utilities that are really moving
forward in terms of trying to better understand
what they can do in terms of smart meters and
learn from experiences. EDP in Portugal has a very
good programme, as has Endesa in Spain, as well
as British Gas or E.ON in the UK. There’s a lot
going on!
I was discussing how things will evolve in smart
meter data, regarding segmentation and
customers, with the director of a European utility
only the other day. He told me: ‘Today, my utility
doesn’t know its customers; we just send them a
bill. We don’t know how many people live in the
house, what their habits are or anything about their
needs. This is not about selling electricity or gas, we
have to sell what they need and want, and so we
have to understand what that is. We need people
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M2M PROFILE

EXPERT OPINION:

M2M Then, Now
and the Future
M2M Now talks to serial entrepreneur, Chris Lowery, founder and chairman of
Wyless Group. With successes such as the development and sale of Interoute behind
him, we ask what drove him to set up Wyless and how does he foresee M2M
developing in the next few years?
M2M Now: Chris, what made you decide to get
involved in the world of machine-to-machine
communications and launch Wyless in 2003?
Chris Lowery: I had been previously quite successful
with another telecoms business, Interoute, which we
sold in 1999. Interoute is now the biggest fibre
network and cloud computing provider in Europe.
Then in 2003, I was invited to tender for a company
which had a large number of off-premises ATMs. I
didn’t acquire the company, but I realised that installing
fixed line connections into remote locations was quite
mad. So, I hired a couple of guys and we built a simple
M2M management platform and bought SIMs from
T-Mobile in the UK and Wyless was born.
M2M Now: The M2M industry didn’t really start
to grow until about five years ago. Were the
early years tough?

M2M Now Jargon
Buster
EPOS = Electronic Point
of Sale
IMSI = International
Mobile Subscriber
Identity
IoT = Internet of Things
JV = Joint Venture
M2M = Machine-toMachine
MNO = Mobile Network
Operator
SIM = Subscriber
Identity Module
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CL: It’s true that when I started Wyless in 2003 we
were a little ahead of our time. M2M was fairly
primitive in those days, mostly telematics for vehicle
tracking, all very simple stuff. We introduced the
concept that every remote device could be connected
to the enterprise network by wireless and managed
through the internet, thus eliminating the need to
install fixed line connectivity when it wasn’t necessary,
was too costly, or just not practically possible.
But the market was not ready; industry growth was
sluggish and bringing solutions to market was difficult.
So we decided to invest in improved technology and
multiple interconnects with MNOs which contributed
to finally opening up new, global opportunities in
M2M communications.
M2M Now: You say it was simple, but I believe
that you were using private Fixed IP addressing
before anyone else.
CL: That was the smartest thing we did. We
introduced a series of patents for innovations in data
and network management. The first and most
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commercially viable of these was a means of creating
Totally Secure Virtual Private Networks (VPNs) by
matching public and private Fixed Internet Protocol
(FIP) addresses for all remote devices. That patent also
introduced the concept of third party management of
multiple VPNs using a wireless Data Management
Platform connected to the internet.
This management tool became our award-winning
platform Porthos. These and many other innovations
helped create the capability to introduce more
practical solutions to provide global M2M solutions to
a wider commercial audience in many types of
industries. We also continued to implement new
interconnects with other European MNOs, to expand
our geographical presence.
M2M Now: You started Wyless in the UK. How
did you get into business in the US?
CL: We had the opportunity to quote for a big order in
the EPOS market. The company was based
in the US, so I knew we’d never get the order if we
didn’t have a man and a dog over there. I called my
friend and former colleague in Interoute, Dan
McDuffie in Boston, and asked him to pretend to be
Wyless Inc.
Not only did we get the order, but six months later,
Wyless Inc. was a going concern. Dan is a
phenomenon and I know he won’t mind me boasting
on his behalf; since we appointed him as Group CEO
he has grown the business by 60% year-on-year!
M2M Now: So Wyless’s business was growing
well and then last year you acquired a number
of companies. What was behind this?
CL: Although the M2M industry is still fairly
fragmented and immature, we realised a couple of
years ago that it would eventually become
consolidated, like many industries, into a one-stopshop, where you can buy or rent the finished end-toend product in a single package. So that’s what we set

In Association with Wyless

out to do. We acquired ClearConnex, an engineering
outfit in Raleigh-Durham, North Carolina, to build our
own device management capability.
Then we set up two JVs (joint ventures), Progressive
Platforms and Wyless Connect to deliver bundled
solutions – device procuration, logistics and
management, solution software and communications
– in several verticals, so that we could market them as
finished products. ‘You have a requirement and you
want a solution? Sign here and you’ve got it, the
whole nine yards.’ And our strategy seems to be
working very well.
M2M Now: You must have seen some
extraordinary developments in the industry over
the last 10 years?
CL: Frankly, there are some things going on now in
what they call the IoT, or Internet of Things, which are
not only amazing, but quite scary. We have to be
careful not to let our desire to manage everything
around us become an obsession and introduce the
world into an Orwellian 1984 scenario. Common
sense is called for to distinguish between possible,
desirable and useful.
M2M Now: You clearly had a vision when you
started Wyless, how do you see M2M developing
over the next few years?

they kept faith during the most difficult years and
deserve the rewards that I expect will come to them.
We now have a team of over 100 employees in five
countries, a team which is prepared to work 24/7/365
and even on national and religious holidays to support
their company.
Couple this with the technology innovation awards
that we have won for Porthos, our Management
Platform, and the numerous Value Chain Awards won
with our partners. Just consider the many hundreds of
customers who depend on us to keep their own
customers happy and successful and these
achievements make the few
difficulties we have
encountered seem
inconsequential.
I am very proud of what
Wyless Group has
accomplished, but we’re
not finished yet. Over the
next few years, we will
continue to innovate,
consolidate, expand
geographically and maintain
our place as the best, full
end-to-end solutions-based
business in the M2M
industry.

CL: At the moment, M2M is a bit of a bun fight. Quite
a few contenders, big and small are all fighting for the
crumbs that fall from the MNOs’ table. As the industry
matures we’ll see some consolidation and partnerships
at all levels. Already, Wyless is privileged to work with
15 MNO partners and not just in a one-way
relationship. A number of our network providers are
also our customers, because they like the way we
manage secure private networks and how we package
our bundled solutions and they want to be a channel to
market for us.
The rapid growth in M2M and the IoT will require
more global standardisation, just like other telecoms
sectors. New roaming legislation will dictate open
network SIM transfer, or over-the-air switching of
multi-IMSI SIMs in globally deployed devices. The ITU
and other bodies like OneM2M will become more
involved, because we’re talking about billions of
devices all over the world. It’s going to be a very
interesting few years.

Chris Lowery, Wyless
Group: Rapid growth
in M2M and the IoT
will require more
global
standardisation

M2M Now: Looking back over the last decade,
what gives you the most pleasure?
CL: To be very honest, just surviving after 10 hard
years gives me a lot of pleasure, but there are so many
other things to be thankful for. Firstly, I am immensely
grateful to our Shareholders and Board of Directors;
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PREVIEW

Event Preview: M2M
Innovation World Congress
Delegates will be addressing the remaining M2M challenges across the ecosystem,
business models, technology, implementation, delivery, and management at the M2M
Innovation World Congress, in Nice. More than 60 speakers will present state-of-theart implementations in smart grids, retail, smart homes and devices – and share
opportunities that you, the organisers say, can seize immediately.

Scott Kurth,
Accenture:
Keynote on
emerging
trends and the
impact on the
future of M2M

Despite tremendous leaps over the last 12 months,
the full potential of M2M services has yet to be
achieved. What is certain is that the M2M revolution
is in full swing and, according to the analysts, the
number of global M2M device connections will grow
between 20% and 50% per annum for at least the
next five years.
As a collective, we know that the success of the
industry hangs largely on partnerships and
collaboration. The M2M Innovation World
Congress, therefore, is an opportunity to expand your
peripheral industry vision, learn from the pioneers in
M2M, discover innovation and practical applications,
view the latest devices, and mingle with your peers as
you experience M2M live in action with 100 special
demos and pre-arranged tours.

Jim Morrish,
Machina
Research:
Low Power Wide
Area wireless
technologies
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The two-day event is dedicated to discovering, assessing
and discussing the latest M2M services from around the
globe. Speakers will detail the most innovative service
cases for smart grids, smart and connected cities, retail,
and smart home/device applications. Special sessions
will also address ways to overcome the voluminous
ecosystem, emerging business models and
technological challenges. In its entirety, the event will
showcase best practices, strategic insights and
exemplary business cases to foster innovation in
M2M services.
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Getting your M2M services to
market quickly and profitably
A plenary opening session will kick-start the conference
proceedings with a discussion entitled, M2M Services
Innovation Sources. Chaired and moderated by M2M
Now’s editorial director, Jeremy Cowan, a carefully
selected panel of major players from different parts of
the M2M value chain will converge and find ways to
achieve faster service rollouts and greater profitability.
Keynotes on this panel include Scott Kurth, director at
Accenture Technology Vision, who will highlight
emerging trends and their impact on the future of
M2M; and Jürgen Hase, vice president and head of the
M2M Competence Centre at Deutsche Telekom, who
will talk about enabling, orchestrating and developing
the M2M ecosystem, innovative and flexible business
models to create end-to-end solutions and value, and
increasing productivity and efficiency through secure
and complete M2M solutions.

Achieving the full potential of M2M
A double-edged conference programme will tackle both
sides of the industry. No fewer than 28 Track 1
presentations will focus on M2M for Verticals and cover
the latest M2M application implementations, the
lessons learned so far, as well as advanced solutions in
smart + connected cities, smart grids, retail and smart
home and smart devices. If you are interested in finding

out more about a current use cases – and the evolution
towards smart grid data platforms – check out the
M2M for Utilities session with Regis Hourdouillie, smart
grid director at Ericsson. Or perhaps you’ve been
looking at SDN (software defined networks) to provide
the flexibility needed in smart grid M2M networks. If so,
Ashish Singh, director and global head product
management at SK Telecom Americas, will be sharing
insight on this topic.

Mahbubul Alam, head of IoT platform and M2M systems
at Cisco, will share insight on the topic: From IoT Vision
to Reality – The keys are the platform and ecosystem. Also
of note is the Big Data for M2M session, in which Machina
Research’s Emil Berthelsen, Digi International’s Joel
Young, and Preston Johnson from National
Instruments USA will look at how to monetise data
and turn it into actionable business information.

M2M in action with exclusive live experiences
Running concurrently, Track 2 will address Strategies &
Implementation. During a further 28 talks, M2M
industry players from vertical markets will find examples
of tomorrow’s ecosystems and ways to drive M2M
growth. Sessions include: Business Models and
Ecosystem Integration, Big Data for M2M, Platform
Interoperability, Security, and Connectivity Challenges.

M2M connectivity futures
How to deal with keeping connections light, open and
running for longer, especially when monitoring in remote
locations, has been creeping onto the M2M radar.
Discussing this in more detail, Jim Morrish, director and
founder of Machina Research, will host a session
focusing on the impact of emerging Low Power Wide
Area (LPWA) wireless technologies in future M2M
markets. This type of connectivity could boost the
forecasted 18bn ‘established’ M2M connections to
15.5bn by 2022. Morrish said: “These alternative
wireless access technologies are a potential substitute
for cellular (and other) connectivity technologies. While
being a niche feature of the M2M world for some time
now, recently organisations like Weightless and
SIGFOX have raised the profile of such solutions to a
new level. In particular, SIGFOX is actively recruiting
national network operators with a view chaperoning
the offering into the mainstream.”
Ludovic Le Moan, CEO of SIGFOX – the only operated
cellular network built for IoT (Internet of Things) and
M2M – will deliver an address on The M2M Future of
Low Power WAN technologies. His presentation,
Solving Connectivity for the IoT, will cover the
requirement for a new connectivity offering, as well as
introduce SIGFOX to delegates.
http://www.m2minnovationworldcongress.com/

The French Riviera’s capital is one of the most advanced
e-cities in the world, making it a great place to
experience M2M cases in situ. Encompassing
Connectivity Challenges and Security as part of the
program, the event organisers have arranged a series of
live experiences where delegates can fully realise the
potential of M2M services. One such example is the
future of energy management at Nice Grid. Arranged
for the morning of the last day of the event, this will be
a private demonstration of a pioneering, solar-energy
smart grid that is apparently unique in the world by its
scale and ambition.
Congress delegates will also be able to take part in a
workshop and guided visit that will demonstrate how
M2M services can change a city’s management, and
citizen’s life, in the world’s first Connected Boulevard.
Claimed to be the first real-world connected services
project at city level, it involves 200 sensors and
detecting devices in downtown Nice, providing contextaware information on parking, traffic, street lighting,
waste disposal, and environmental quality.

Co-located
While the agenda at M2M Innovation World Congress
offers many opportunities to discover and experience
the potential of M2M services, the co-located
International World Smart Week Exhibition allows
even deeper exploration into M2M possibilities
regarding complementary technologies. Smart Week
events include: NFC World Congress, World e-ID
Congress and Chip-to-Cloud Security Forum. With
1,700 participants there are sure to be some great
networking opportunities throughout the conference as
well as at a special Gala evening at the Palais de la
Mediterranean. See you there!

Ludovic Le Moan,
SIGFOX: Solving
connectivity for
the IoT

M2M Innovation
World Congress
• Decrypt the latest
technology trends to
achieve the full
potential of M2M
• Clarify ecosystems
and market trends
• Review inspiring
implementations in
key fast rising M2M
application domains
• Meet and network
with leaders and
innovators from both
M2M and industry
verticals
• Tailored attendance
to parallel tracks
• International exhibition
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EVENT REVIEW

CAMBRIDGE, UK: JULY 3, 2013

Making money from
the connected world
The 5th Future of Wireless International Conference, held in Cambridge, UK,
looked at who will benefit from the Internet of Things.
More than 300 senior mobile industry executives,
academics and advisors from 25 countries converged
on Cambridge in July for the 5th Future of Wireless
International Conference, to explore the future of the
Internet of Things (IoT). At the top of the agenda were
the questions, who will benefit from a world with 50
billion connected devices, and who will be the
winners and losers when it comes to making money
from the IoT?

“The energy and enthusiasm at the conference reflects
the real excitement building around the Internet of
Things that reminds me of the early ’90s when the
internet was something only a few geeks had heard
of,” said David Cleevely, chairman of Cambridge
Wireless. “We have seen what happened then and
know that the potential for the IoT could be huge. But
this time around we have learned the lessons and
everyone from operators and device manufacturers to

Warren East,
ARM: Power
efficiency will
be key

Reception at Kings College, Cambridge for the
Future of Wireless International Conference

Dr Mike Short,
Telefonica
Europe: Digital
switchover plans
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innovative start-ups sees opportunities to change the
way we do things and make money in the process.”

Farewell to ARM

David Cleevely,
Cambridge
Wireless: Real
excitement
around IoT

“Getting the internet
off the ground
required standards
including the World
Wide Web and we
are some way off a
unified approach.”
David Cleevely,
Cambridge Wireless

Soraya Jones,
Cambridge
Wireless:
Shaping IoT
strategies

In his last public presentation as CEO of ARM, Warren
East pointed to the need for low power and low cost: “
I believe that the vast majority of devices will be
wireless and battery powered – or energy harvesting
powered – so power efficiency will be key. If we are
going to see these devices deployed in their billions
then they will have to be low cost – there are already
microcontroller chips for sensors in the 50 cents (66
pence) space. No one company can own the IoT space
and we see collaborations and partnership as being a
critical ingredient in its success.”
From an operator perspective, Dr Mike Short, vicepresident of Telefonica Europe, also sees the IoT as a
major opportunity. “The internet is a key enabler for the
digital economy; every sector now needs a digital
switchover plan to remain competitive in terms of ideas
and information, customer care and social media,
supply chain and sales distribution. Wireless access to
the internet will be key to this competitiveness.”

achieve a sales transaction. This is changing.
“The future is about going beyond the transaction,
creating a post-transaction relationship between
customers and businesses to help customers achieve the
goals they buy the product for,” said Meakin. What makes
this approach possible is a set of emerging technologies
collectively called the Internet of Things: wireless
communications, cloud-based processing, all types of
sensors, embeddable computers and real-time analytics."
Despite the obvious optimism at the conference,
Cambridge Wireless chairman David Cleevely added a
word of warning: “We need to watch out for the hype
– getting the internet off the ground required standards
including the World Wide Web and we are some way
off a unified approach. But one thing is clear; when we
turn that corner this will grow very fast, so the time is
right to put in place an IoT business strategy.”

The IoT as business enabler

Other speakers included Seigmund Redl, vice-president
and general manager, Corporate Marketing Europe,
MediaTek; John Cunliffe, CTO of Ericsson Western &
Central Europe; Steve Townsend, Group CIO at Transport
for London; Frank Mackel, UK managing director,
Rohde & Schwarz; Moray Rumney, lead technologist,
Agilent Technologies; Paul Green, technology &
marketing director, Arkessa; Nello Cristianini, professor
of Artificial Intelligence, University of Bristol; Andy
Bovingdon, VP Product Marketing, Bango; Robin DukeWoolley, CEO, Beecham Research; Dr Ekta Sood, head
of Products, Hildago; Rob Barnes, senior director, Java
Product Management, Oracle; and Stephen Deadman,
head of Legal Privacy, Vodafone.

Keynote speaker Rolf Meakin, a partner at PwC
specialising in technology, media and telecommunications, sees the IoT as a business enabler: "Whether
it's athletic shoes to stay fit, insurance to stay safe or
appliances to complete certain tasks more efficiently,
customers buy products and services with a specific
goal in mind. Up until now, businesses have not done
much, beyond understanding the customers' motive
enough to market a product or service, in order to

“The conference was a tremendous success and clearly
the very topical subject matter resonated with delegates
from around the world and I am sure that the
discussions and debate will help to shape IoT strategies
and plans,” said Soraya Jones, CEO at Cambridge
Wireless. “We are extremely grateful to our partners and
sponsors to help make this happen and look forward to
welcoming people back to Cambridge next year.”

In the Cambridge Debate, chaired by Peter Day,
business correspondent at the BBC, the motion that
‘This house believes that mobile network operators will
not be winners in the Internet of Things’ was just
passed. Speaking for the motion was James Collier,
CTO of Neul (also see Neul interview, pages 53-54),
who was challenged by Alex Sinclair, CTO at GSMA.

About Cambridge Wireless
The 5th Future of Wireless International Conference was organised by Cambridge Wireless, the not-for-profit
industry forum with a network of almost 400 members involved in the development and application of wireless
technologies.
Cambridge Wireless is a leading industry forum and vibrant community with a rapidly expanding network of
companies actively involved in the development and application of wireless technologies. More than 15 Special
Interest Groups (SIGs) focused on specific technologies and market sectors, provide opportunities for members
to meet, form partnerships to exploit new commercial opportunities, and share knowledge and information
about the latest industry trends and hot topics. www.cambridgewireless.co.uk/futureofwireless
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OPINION

SPONSORED COLUMN

Silo to solution provider
Gary Hoover, a US researcher into entrepreneurship and big picture
perspective in business, entitles one of his most read web pages as
The Invention that Changed the World: The Supermarket*.
In the interesting article that follows the catchy title,
you glean just how much value society has placed in the
ability to fulfill as much of any type of need from a
single place. His research points to the fact that The
Great Atlantic and Pacific Tea Company, dubbed the
A&P, was the country’s first 200-store retail chain in
1900 and the first retail firm to reach revenues of $1
billion in 1929.
The power of convenience transcends basic consumer
needs such as sourcing food. It is wielded with vigour
in business, and is fundamental to the very mechanics
of technological progress. It is also particularly critical to
enabling technologies such as M2M communications.
The clamour for complete solutions, rather than silo
offers of components and services, has been a constant
in M2M’s brief history. Analysts along small and large
enterprise adopters have repeatedly stated the need for
M2M to reform its market approach to incorporate the

role of solution provider as seen in every other
successful enabler technology.
But going from silo to solution provider is not a trivial
task. It takes perseverance and focus. At Telit we have
been building such a company for over 12 years and
have arrived at what is today, the industry’s broadest
integrated offering in M2M. Our latest expansion in the
M2M value chain adds the critical component of
Application Enablement and Cloud Services. The
industry terms this a platform which communicates the
solution nature of what it delivers.
Telit’s ONE STOP. ONE SHOP. stands alone in the
industry truly delivering everything necessary for any
electronics device maker to M2M enable a product
quickly and conveniently. Much the way A&P
revolutionised retail food in the 1900s.

* http://hooversworld.com/archives/2891

DIARY

World Smart Week
2013
September 24-27, 2013
Acropolis Convention Centre,
Nice, France
www.worldsmartweek.com

What’s On
Futurecom –
International
Congress
October 21 - 24, 2013
Rio de Janeiro
www.futurecom.com.br

M2M Innovation
World Congress
September 24–26, 2013
Nice, French Riviera
www.m2minnovationworld
congress.com

The author is
Alexander
Bufalino, senior
executive vicepresident Global
Marketing, Telit
Wireless
Solutions

M2M Now
‘Money Talks
–mHealth’
December 10, 2013,
Washington DC, USA
http://m2mnowevents.com/
M2M Now ‘Money Talks – mHealth’ is the first of a
series of events focusing on vertical market sectors
that are challenged by the emergence of innovative
machine-to-machine (M2M) communications.
Healthcare expenditure is high as a percentage of
GDP in most countries, and the costs are rising sharply
towards unaffordable levels. So, there is an urgent
need for new, sustainable business models that can
help to curb expenditure at the same time as
promoting more targeted healthcare service delivery.

European Utility Week
October 15-17, 2013
Amsterdam, The Netherlands
www.european-utilityweek.com/

Telecoms Tech World
November 26-27, 2013
Olympia Conference Centre,
London
www.telecomstechworld.com

The focus among healthcare professionals and
planners is shifting from traditional to newer delivery
models and mHealth has a significant part to play in
this change. It’s time to explore the business and care
provision models that work, and change those that
don’t.
This event focuses on the role of mHealth in this
transition. It will focus on key healthcare segments
and the challenges that need to be addressed for
successful healthcare in the 21st Century.
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AUTOMOTIVE

eCall: Challenge or
opportunity?
Roll-out of the automated emergency call (eCall) system will be mandatory for all new
cars in the EU in 2015. But, asks Olivier Beaujard, how can European car makers get
this functionality deployed into manufacturing plans for new cars in time?

The deadline for the roll-out of the EU’s eCall initiative
has finally been announced. By 2015, it will be
mandatory for new cars sold in the EU to be equipped
with a device that automatically dials emergency
services in the event of a road accident, and wirelessly
sends impact sensor information and GPS coordinates.

The author is
Olivier Beaujard,
VP Market
Development at
Sierra Wireless

According to research, the new initiative could speed
up emergency response by 40 - 50%, improving the
safety of car passengers. Implementing eCall in an
efficient and cost-effective manner, however, requires
serious consideration by original equipment
manufacturers (OEMs), vehicle makers and network
operators of the long-term requirements for the
service and how they can be best addressed up front.
One of the main challenges of implementing eCall is
choosing the technology on which to deploy the
service in the vehicle – 2G, 3G or 4G. As the accident
alert sent to the emergency services is small enough to
fit into an SMS-sized message, 2G is currently the
preferred choice for device manufacturers. It offers
enough bandwidth to handle small messages while
ensuring cost optimisation.

Long live 2G?
The problem is what happens if operators decide to
switch off 2G networks after 2015? The uncertainty
around this issue is a valid concern – some operators
say it will never happen and some expect 2G to be
phased out around 2020. However, by choosing 2G
modules from a product line that offers fully
compatible 3G modules that use the same footprint
and software, production can be more easily and
smoothly transitioned to 3G down the road.

For information on the
EU’s mandatory eCall
system go to:
http://bit.ly/1755UGw
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Another consideration facing operators and OEMs is
business model liability. SIM cards will be installed in
every call box and will be live on the network without
bringing in any revenue. The eCall SIM is installed with
the expectation that it will be used only once in a car’s
lifecycle to call emergency services, with perhaps
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further maintenance calls once a year. Operators will
be charging minimal rates for maintaining active SIM
cards on the network.
OEMs and operators need to come to a commercial
agreement to ensure that eCall doesn't become a
liability. To combat this challenge, OEMs will be able to
introduce additional subscription-based services with
the installation of eCall electronic technology. With
2G, OEMs can decide to implement vehicle tracking,
remote vehicle services and roadside information
leveraging the eCall platform. With 3G or 4G, invehicle communication and social media services as
well as additional entertainment can be enabled,
offering further revenue opportunities for operators.

OTA support
Another important factor that needs to be considered
is maintaining the devices. Software needs upgrading,
which could be costly if done manually. Over-the-air
(OTA) updating, on the other hand, enables simple,
wireless updating over a period of time, avoiding the
need for vehicle recalls. This approach will allow OEMs
and car manufacturers to ensure that eCall technology
is reliable, efficient and lasts for the lifetime of the
vehicle. A secured, cloud-based operating portal can
support deployment and operations for the devices
and enables efficient OTA upgrading, ensuring
software stability for lower costs.
The global expansion of wireless networks in recent
years has made it increasingly simple for M2M
communications to occur. eCall will not only be of
benefit in emergencies, but will also unlock numerous
other benefits to the connected car.
Car OEMs have already begun deployment of function
boxes onboard vehicles. However, this is yet to be
deployed on a pan-European scale. Manufacturers
have the electronic processes in place to prepare
themselves for the 2015 rollout – so far there is no
sign of further delay.

M-HEALTH

December 10, 2013. Washington DC, USA

Don’t miss our US event,
Money Talks – mHealth
M2M Now’s Money Talks – mHealth is an innovative, debate-led, hands-on event for
people interested in or affected by connected healthcare within health and wellbeing,
primary and secondary care. The event will be presented in a highly interactive format
– and will focus on the business case for implementation of an mHealth model.
Starting at 2:00pm on Tuesday, December 10, 2013,
leading industry figures will present two thoughtprovoking sessions centred around the vital commercial
components associated with mHealth. Each session
will comprise a keynote from an industry luminary, a
Question & Answer session, polling, a provocative
‘real-world’ presentation on each topic and a panel
debate with representatives from the entire mHealth
value chain, including clinicians, payers, solution vendors,
wireless network operators and business analysts.
To close the evening, there will be a free bar and food
provided while our speakers and attendees have a
chance to meet one-on-one, to network and unwind
at the end of the day.

Additionally, on the exhibit floor, there will be a fully
interactive Connected Doctor’s Office experience,
where delegates can touch, try and see in action the
new technologies available to them.
The event aims to inform, encourage debate and
enable delegates to come away having seen for
themselves the benefits of the Connected Doctor’s
Office – and how they can improve their patient
outcomes and maximise their resources using the
latest technology. The debates and demonstrations will
cover all scenarios from apps for maintaining health
and fitness, to patient care solutions within primary care
and applications for enhancing secondary care. For
more information go to: www.m2mnowevents.com

There will be a
fully interactive
Connected
Doctor’s Office
experience

C ASE STUDY

Promoting Special Care and Health
relies on M2M to stop reckless driving
The safety of transportation for the nearly 42 million disabled Americans is critical
to their health and wellbeing. From medical appointments to grocery shopping,
transport can be a major challenge for the disabled.
Promoting Special Care and Health (PSCH) is a human
service agency in New York that empowers 8,500
individuals and families to be more independent through
the use of integrated services, including transportation.
PSCH and its 2,000 employees own and operate 145
vehicles for the safe transportation of the disabled.
With reckless driving and speeding infractions
becoming an issue within the agency, PSCH decided to
take control of the situation and employ a KOREpowered vehicle tracking solution from GPSTrackIt.com,
as well as a point system, a driving safety training
course and a ‘Safety First’ 800 number on their vehicles.
GPSTrackIt.com’s solution plays a vital role in the
overall safety campaign of PSCH by providing quick
and easy access to vehicle information. The solution
helps manage drivers by noting when they arrive/
depart from each location, while also monitoring bad

driver behaviour and issuing warnings for speeding,
idling or using vehicles for personal use.
The system also delivers alerts and reporting for rapid
acceleration, sudden stops and hard breaking. The
solution not only focuses on the safety of the
passengers, but also the safety of the driver by
sending out email and text alerts when a driver is not
wearing their seatbelt.

“A 60% reduction
in speeding
incidents”

PSCH began holding regular Safety Committee
meetings that included insurance company
representatives, employees, and the driving safety
personnel to present the statistics gathered by the
solution. In all, PSCH has achieved a 60% reduction in
speeding incidents during the last two years. In
addition, it has seen a significant reduction in
accidents and other transportation-related events.
PSCH also implemented a fuel-card reporting system
through GPSTrackIt.com, helping to decrease
fuel spending-related expenses by
identifying fuel card abuse and
wasteful behaviours. Finally,
due to reduced speeding
and accidents, PSCH has
capitalised on lower
automobile-related
insurance costs.
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Customer Experience Management (CEM) and analytics play a vital role in reducing churn and revenue retention, and
increasing revenue by offering new ser vices based on customer analytics. Not only is it important for ser vice providers to
get it right with consumers, but also with large enterprises that they are looking to partner or do business with.
TM Forum CEM InFocus 2013 addresses the challenges ser vice providers in Asia and beyond face in creating more
ant customer experiences, from building an effective end-to-end customer experience strategy and embracing
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COMPANY REPORT

EXCLUSIVE INTERVIEW

Neul’s renewal:
A ‘hard re-set’
The new CEO of Neul, Stan Boland is switching the company’s focus from broadband
to M2M, and laying off some staff. As he explains here exclusively to M2M Now’s
editor, Jeremy Cowan, he is also working on plans to open a new office and raise
major new investment.
Neul, the Cambridge, UK-based firm known for its
pioneering work in the TV ‘white space’ spectrum, has
begun a ‘hard reset’ of its business. Following a
strategic review led by the new CEO, Stan Boland,
Neul will be “sharpening its focus on M2M”.
Boland was appointed by the Board and current
investors in April, who felt that the company had lost
its focus, and “made some tangential turns”. Boland
told M2M Now, that Neul would now “be providing
a capability to people who want to be network
operators, that would point them to extremely low
cost endpoints, and allow them to deliver a service.
That means supporting the network connectivity
capabilities, but also all of the account management,
rating, online charging, billing interfaces, usage data
and so on that sits behind such a network.
“We’ll go to somebody who wants to build an
Internet of Things (IoT) network, they can lease base
stations from us, and we’ll provide this service to
them. And we get paid per connection or per event,
or up-front as a one-time fee. We deliver this account
management, these APIs (application program
interfaces) in the cloud to allow you to get data from
that endpoint to this interface, and all the network
behind that. The company will end up delivering the
Network-as-a-Service (NaaS),” says Boland.
“Therefore, we’ll have to significantly beef up our
cloud software experience to do that. And in terms of
the networking equipment we’re going to have very
much lower cost base stations than we’ve got today,
and we’ll have to drive the endpoint cost and form
factors down to what will fit in a low cost consumer or
business item where we can provide connectivity.”

For the last few weeks Boland has been putting
together a positioning paper for Neul’s Board and
investors showing how the business might go from A
to B and why B is worth getting to, what that means
for the long term future of the business, and the
potential size and exit values that they might be able
to obtain in four to six years’ time.
“It does involve a fairly hard re-set of the business
which we’re in the process of doing,” he said. “It’s
obviously not good for some of the individuals
affected but it’s good in so far as we are actually going
to create a successful Neul in the M2M space, that will
enable mainstream network operators to implement
this stuff cheaply, quickly, in a controlled way where
they and we can make money and the world can start
to see the benefits of using extremely low cost
technology, allowing devices to be monitored and
measured, and that data to be analysed and mapped
to deliver corporate capabilities that don’t exist today.

Stan Boland:
We’re going to
put network
operators in
business

“So we’re building a new Neul really, which is going to
execute on the original mission that Neul set out on.
We’ll exist in the value chain because we’re going to
put network operators in business. We won’t be
selling the service ourselves, and we probably won’t be
working much on the application layer, but we’ll be
providing all the smarts behind major network
operators, typically not MNOs (mobile network
operators), fixed line operators or people who want to
get into this market but don’t really know how to do it
because they don’t have the billing systems.”
“What’s the timeframe?” asked M2M Now. “And to
invest in the expensive delivery of endpoints, isn’t that
going to take new investment?”

Simple and economic
“The second half of what I’ve been doing at Neul is
forcing the team to focus on how we make these
things affordable, simple and economic to use.” There
is, he says, a reasonable fit for achieving that in the
Neul of today, “there are also bits that we need to
reconfigure”.

“We’re definitely going to have to raise some more
money,” Boland replied. “We have a pretty horrible realignment we’re doing right now. We will move out
some people and we’ll shuffle some responsibilities
around, and we’ll end up with some holes in the
management team that we’ll fill from people in the
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BREAKING NEWS:

Neul secures first Series B funding
with additional US$5m as Boland
drives company in new direction
As M2M Now went to press, Neul announced
that it has closed the initial US$5 million tranche
of a new Series B round of equity funding.

Neul will be 'sharpening
its focus on M2M'

This funding is intended to help Neul further
develop its ‘Network as a Service’ (NaaS) for
network operators. It will reportedly enable the
specialist in Internet of Things (IoT) network
technology using the Weightless™ wireless
standard to deliver IoT services starting in 2014
and to "cost-optimise the endpoints and base
station devices over which it is delivered".
industry that we’re going to go after.” M2M Now
understands that redundancies go as high as C-Level.

strategy is to move away from its business of
supplying broadband equipment and services.

Neul’s objective will be to enable network operators
and similar customers to use Weightless™ for a wide
range of IoT applications, making this simple and
economic for them to operate, control and bill.
Weightless™ is a wide-area wireless networking
technology designed to replace GPRS and CDMA
wireless solutions and provide a better, lower cost option
than 3G or LTE. An open standard, it is promoted by
the Weightless™ SIG and supported by members such
as ARM, CSR, Vodafone (Cable & Wireless).

Concentrating on M2M

Neul has been using high-quality UHF spectrum being
made available progressively across the globe by major
regulators on a licence-exempt basis. The company
claims to provide “the first realistic free-to-air, widearea alternative to cellular”, and is recognised as a
world leader in delivering TV white space ‘Network as
a Service’, with deployments on four continents.
Named after the Gaelic word for ‘cloud’, Neul has
produced a single chip baseband / RF implementation
of the Weightless™ standard. Although TV White
Space remains a continued core capability, Neul's new

“We’re doubling down on M2M. Everything else was
confusing. If we have available low cost endpoints,
that provide wide area connectivity, in a small form
factor at roughly US$10 and you buy them in
whatever quantity you want from one or more
suppliers, and it’s well known how to take the data
from this port, encrypt it, push it over this tunnel, you
can switch this thing on and find the base station, the
item appears in this API, with data pushed to or
fetched from it, and if everybody knew that’s the way
to do it… it seems to me that making that a reality is
part of the trick here. We need one or two launch
applications to get people to do that.
“We’ve worked hard on the economics to show
network operators, how much they need to deploy,
how many connections per node they need to break
even, where the first applications might come from,
and we’re having extremely fruitful dialogue with
network operators who also see that vision and want
to create it. If we can make that real we have the
makings of a very exciting business here.”

White Space background
M2M Now
Jargon Buster
API = Application
Program Interface
IoT = Internet of Things
NaaS = Network-asa-Service
SIG = Special Interest
Group
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Neul was set up in 2011 with US$12.8 million (£8.0 million) investment to offer products and services for
the TV ‘white space’ spectrum. (Search ‘Neul’ at m2mnow.biz for details). The company raised an
additional $5 million from Mitsui & Co. Global Investment Ltd last September. Other investors include
IQ Capital Partners LLP, The Cambridge Angels, as well as the founders and employees who have
made a “significant contribution”.
Stan Boland was previously CEO and co-founder of Icera, Inc. When considering the Neul job, said Boland,
“every time I spoke to them I came away with a migraine, I couldn’t link everything together in a coherent
way. They were pioneering the use of TV White Space and the Internet of Everything, but the products
they were building were all broadband communication products, and nothing to do with M2M at all. I
went in fairly certain that we’d have to make some changes.”
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WA S H I N G TO N D C , U S A
Co – located with the mHealth Summit 2013

Build effective business models
Provide more efficient mHealth services
Improve patient outcomes
Reduce costs
2 thought-provoking Conference sessions:
SESSION 1:

SESSION 2:

“Consumer or Clinician
– Who’s Driving the Future
of mHealth?”

“mHealth 2020 Vision:
Delivering and Capitalising on
Connected Health”.

Presented by: Clinicians, Administrators, Payers, Solution Vendors, Wireless
Network Operators and Business Analysts.
Co – located with the prestigious HIMSS mHealth Summit which attracts
in excess of 4,000 leaders in government, the private sector, industry,
academia, healthcare providers and not-for-profit organisations
from across the mHealth ecosystem.

Sponsorship opportunities at this unique event are limited.
For more information contact: Charlie Bisnar:
c.bisnar@wkm-global.com / + 44 (0) 1732 844017
SPONSORS

SUPPORTERS
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The leading global M2M managed services provider

It’s good to be well connected.
Your M2M solution is more than just data connectivity. We understand that.
So we not only built the world’s most advanced global M2M platform,
we also built our business upon the most important connections of all –
our relationships with our partners, carriers and customers.
That’s why Wyless is the trusted M2M partner of Fortune 500 companies
and startups alike. We’re the easiest company to work with. We listen to our
customers and take pride in every connection.
Wyless offers truly uncompromising M2M solutions, delivering worldwide
wireless connectivity via the most secure and resilient network infrastructure.
We provide unrivaled management tools and empower you with end-to-end
managed services, technical expertise and dedicated support.
So connect with the experts and together we’ll take your applications to the
next level. You have found your true M2M partner.
We can’t wait to discuss the possibilities.

+1 617 949 8900

+44 1895 454 699

info@wyless.com

www.wyless.com

