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INTERVIEW

How to select the right
platform to build on for
sustained IoT success

As the Internet of Things (IoT) continues to mature and starts to gain traction across most
vertical and regional markets, the role of the IoT platform is sharply in the spotlight. IoT
platforms are a means by which organisations can manage the complexities of IoT
deployments, simplify their operations and accelerate time to market. Cyril Hullin, the vice
president of product marketing at Sierra Wireless, tells Robin Duke-Woolley, the chief
executive and founder of Beecham Research, that the platform approach is well understood
but the variety of choices now available mean organisations need to choose their platforms
with care to ensure they are the best suited to their needs
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total cost of ownership (TCO) of solutions users
have launched, or the many efforts involved in
assembling a technical solution that is not focused
enough on the business application which is
crucial to deliver the benefits of the connected
devices. Quite often, the focus on getting the
devices connected and working is given a higher
emphasis than the application side.
Many people who want to deploy IoT have lots of
questions and clarifications they are seeking
answers to. Most of these revolve around the ways
to connect the devices in the most efficient way.
For example, what are low power wide area
networks (LPWANs) and what is the unlicensed
LPWA? What is CAT-M or narrowband-IoT (NBIoT)? What do each of these mean to me, for
example in a roaming context?

Cyril Hullin: It is really now that IoT starts to be
pervasive in all industries. Now everybody
understands IoT will have an impact in many
industries, if not all of them, and that it will change
the business and operational models.
The market has undergone many initial trials,
which is good, and it is now in a maturing phase.
However, some players are learning the hard way
that things might be a bit more complex than they
were expecting. It is being proven that in many
cases it is more difficult to achieve the efficiency
levels and expected benefits, such as the desired
return on investment. Many players are discovering
it is more complex to achieve the right level of
agility and come up with technically viable
solutions and applications.
And there are many reasons for that; in some
cases, it has to do with lack of real control of the
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We in the industry collectively have a role to
educate the market, inform about the realities of
IoT, help things move faster and help the
ecosystem reach its maturity.
RD-W: What about the maturity that your
customers at Sierra Wireless have reached with
IoT?
CH: Without a doubt, things have evolved
significantly. Compared to the situation just a year
ago, among our customers there is a growing
need for hybrid solutions. Customers want to
deploy both low data and high data rate IoT
applications, not just one of these, so the
spectrum of their needs is wider now.
RD-W: Can you give some examples of this?
CH: Take Ingenico, which has been deploying IoT
for payment terminals for many years now. That
same customer now has more needs than simply
connecting point of sale (POS) terminals. They
want applications that are richer in data, for
purposes such as advertising.
▼

Robin Duke-Woolley: What are your thoughts
about the IoT market and the stage it has
reached today?

Some
players are
learning
the hard
way that
things
might be a
bit more
complex
than they
were
expecting
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In the automotive space, where Sierra Wireless is
very strong, we are seeing a very fast-moving
ecosystem. In the past, the industry just required
low data telematics and basic applications like
eCall. Now there is a strong trend towards
consumer electric vehicles. This requires onboard
telematics, the need for firmware to receive
regular updates, and entertainment applications. In
addition, there are various regulations to comply
with. All these require increasingly advanced IoT
deployments.
RD-W: How do you see Sierra Wireless’ role in
the IoT market developing?
CH: Sierra Wireless is an IoT pioneer. Historically
we had a vision for horizontal solutions, through
platforms and through connectivity offerings.
Sierra Wireless has a services business unit among
our units which include the hardware business that
is responsible for offering routers/gateways and
connectivity modules. Sierra Wireless is
particularly focused on original equipment
manufacturers (OEMs) that operate in a number of
verticals: we provide them with the necessary
toolbox to build their vertical solutions. In the
services business unit, through our recent
acquisition of Numerex, Sierra Wireless provides
pre-built managed asset tracking solutions for a
wide variety of different use cases.
Through Numerex we have a strong presence in
specific verticals, such as security and alarm
communications, in asset tracking and in tank
monitoring. In each vertical, we offer a set of
hardware devices and all the necessary platformbased solutions to address customers’ needs.
RD-W: IoT platforms have come to be a large
area of the market and there are multiple
players. How is AirVantage, Sierra Wireless’ IoT
platform offering, different?
CH: Sierra Wireless offers a cloud-based IoT
platform under the name AirVantage. AirVantage
enables enterprises to deploy and manage global
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wireless IoT services for monitoring asset
shipments using a single pane of glass, meaning
one screen to access data for all connected
devices.
The background of AirVantage is in device
management. In the very beginning, we wanted to
develop a platform that would handle all devices,
monitor their state and health, making sure the
firmware and software running in these works well.
Later, AirVantage evolved to include managing the
connectivity of devices, assigning and managing
SIMs in them, and offering services such as
troubleshooting, maximising the quality of service
(QoS) (with various technical key performance
indicators (KPIs) and catering for smart SIM
deployment. It is also important to mention that
with AirVantage, we are providing a homogeneous
and unified user interface (UI) to end-users, which
allows them to customise their application rules
and introduce new application capabilities.
There is also our Ready-to-Connect proposition,
which embeds a Smart SIM profile based on the
embedded SIM/embedded universal integrated
circuit card (eSIM/eUICC) specification into cellular
modules and gateways. These are then managed
through AirVantage. This means that the customer,
instead of using AirVantage to order SIMs and
activate SIMs subscriptions, can be offered
gateways and cellular modules with preembedding eSIMs in a subscription model. These
items can be automatically paired to the device at
the factory level and the customer can then
activate the device and the SIM to monitor it as a
system within the AirVantage interface.
RD-W: Which types of customer and vertical
markets does AirVantage address?
CH: AirVantage addresses many different market
verticals and types of customer. For example
particularly in the North America region, for the
security and alarms applications, AirVantage is
primarily used by municipalities and judicial
authorities, which deploy their own hardware and
have dedicated technical teams. This is a very
precise route to market for us. For other types of
customers such as manufacturers and integrators
of alarm systems, we sell through reseller channels.
In the tank monitoring area, Sierra Wireless
directly addresses end users like oil and petroleum
companies and other chemicals distribution
▼

In the utilities space, countries that started with
smart metering around 15 years ago are now
launching their second wave of smart metering.
This involves moving from smart metering
applications of a few kilobytes per month to
hundreds of megabytes per month.
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AirVantage significantly shortens the development cycle and the
time to market for its users compared with other solutions
companies, which own and manage fleets of
trucks and which install tanks in business and
residential properties. We have a direct
relationship with all these specialist players.
Asset tracking is for us the broadest area due to
the great diversity of customers. The applications
extend from fleet management to cold chain
monitoring. We address these areas both directly
and indirectly, making sure we invest enough
resources. We offer packaged solutions that
include hardware and platform components that
fit the customers’ specific needs.
RD-W: The IoT platforms market is currently very
crowded. What is the unique advantage that
AirVantage has to offer in the market? What are
the key competitive advantages of your
platform?
CH: The platforms market is indeed very crowded.
Platform solutions can be complicated for users,
resulting in them having challenges monetising
their applications. With AirVantage, the key
differentiator is that it is very homogeneous and
coherent, offering a broad set of application
programme interfaces (APIs) that allow users to
handle many dimensions of the customers’ needs
through an easy to use interface. AirVantage
significantly shortens the development cycle and
the time to market for its users compared with
other competing solutions.
RD-W: Does the customer have to have Sierra
Wireless only devices to use AirVantage?
CH: No, and this is an important point. Many
customers will have a legacy with other cellular
modules. The Sierra Wireless platform-based
device management solution is flexible and
adaptable, quite suitable for customers who have
had a life before Sierra. We have been getting very
positive feedback from customers, especially since
we reshaped our selling model about a year ago.
We made it simpler and easier to understand:
bundled hardware with connectivity, all the
necessary documentation for customers to
develop applications, continuous support through
integration and a consulting service if needed.
RD-W: What is the role of partnerships in IoT in
general and in Sierra Wireless’ business in
particular?

CH: Partnerships are very important in IoT and for
us, partnerships in the area of professional services
have helped us a lot in delivering good results to
customers that require complex integration within
their solutions. For this purpose, we have an
ongoing partnership with companies such as PwC
for consulting and technical integration purposes.
We have worked with other players in order to
pre-integrate their offerings in AirVantage and
enable us to respond to customer needs. For
example, AirVantage can be pre-integrated with all
major public clouds, such as Microsoft Azure,
Amazon AWS, SAP Hana and IBM Watson. In that
way, if a customer has their ERP system in Azure,
then automatically we adjust their settings and all
data is inserted in this third party cloud, preinstalled and pre-integrated.
RD-W: What are the next steps for AirVantage
and for Sierra Wireless?
CH: We are continuously developing AirVantage
features and capabilities. Among the important
factors for us is the increasing value of data and
the need to be able to process device data at the
network edge. We are improving our platform
offering in that direction, which we think is
increasingly important for IoT applications,
particularly those using LPWAN connectivity.
We are also committed to an ambitious roadmap
with regards to the market verticals we address.
Our big focus is in asset tracking, where we are
moving very fast in developing a set of tracking
devices that fit well with an ecosystem of
applications based on our platform. Sierra
Wireless’ asset tracking solution combines smart
devices and diverse networks to wirelessly track,
monitor and manage a variety of high value assets.
We are also advancing our Smart SIM proposition
and our role as a full mobile virtual network
operator (MVNO). We plan to expand our core
network from Europe and US to Africa, Latin
America and the APAC region. Today we are
deploying smart SIM in more than 120 countries.
We are very satisfied with the coverage we have
achieved with smart SIM. This product is also
based on patented technology that allows for
great flexibility and the delivery or really high QoS
when it comes to selecting the most appropriate
network automatically.

www.sierrawireless.com
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Which IoT platform is
right for you?
For an increasing number of businesses, IoT has moved from being a nice-to-have
to a strategic necessity. This means a new emphasis on introducing IoT quickly
and extending it within the business, writes Robin Duke-Woolley, the chief
executive of Beecham Research

This aim becomes challenging quite quickly. For
example, when success means processing large
amounts of data in real-time to support current
business operations. It can be more challenging
still to integrate these new real-time data flows
with traditional batch update data typical of IT
systems already in use. Those challenges increase
further when these data flows need to interoperate smoothly and securely across several
different business operations, all in real-time.
To cater for these and other challenges and
create an IoT solution that will stand the test of
time, IoT platforms are increasingly being viewed
as the starting point to build on. Put simply, the
aim of an IoT platform is to reduce the time and
cost of getting new IoT solutions built and
implemented by using components already
available and being used in other IoT solutions. It
takes advantage of the fact that the majority of
what is needed for most IoT solutions is the same
and does not need to be reinvented for every
application: it can be predesigned and made
available through an IoT platform. The platform
then also provides the means for implementing
those elements that are specific to the particular
application, as well as customising and
configuring the solution for the specific need.

There are several layers to an IoT solution and
these are becoming increasingly complex as
market needs develop. The architecture can be
shown in a variety of ways, with Figure 1
illustrating the main elements: the external
sensors/actuators/devices/gateways connected
to the platform via networks and other
infrastructure. Within the platform itself, there are
essentially four layers – communication services,
device management, data management and
application development. Above those layers are
the user applications themselves – the elements
the user actually sees. Across all of these layers is
security, which binds them together to ensure
there are no weak points either within each layer
or across the layers. Indeed, that security
capability must also bind the sensor and network
layers not included in the platform itself – a
further crucial consideration in platform design.

▼

So how do business users, often referred as
adopters, go about choosing the right IoT
platform for them?

What is an IoT platform?
An IoT platform is a software middleware suite
that facilitates secure monitoring, control and
analysis of device and sensor behaviour in the
field. In essence, it provides an enabling layer
between these connected devices/sensors and
user applications. There are two main parts of a
complete IoT platform – the part that manages
the physical connectivity to the devices and
other systems to ensure that essential data is
collected, and the part that processes the data.
Although both parts are required for a complete
IoT solution, they are often provided by different
vendors, reflecting their different areas of
expertise.
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INTRODUCTION
Applications

Application Development Layer

Security

Data Management (Storage, Orchestration, Analytics)

Device Management

Communication Service Layer

Networks/Infrastructure
Sensors – Actuators – Devices – Gateways

While this describes how IoT platforms are
structured, the vast majority of them do not cater
for all layers, at least not yet. For example,
providing communication services is a completely
different task to application development and to
detailed analytics of device data. Each platform
vendor has their own expertise and to get a
sense of what they offer, Beecham Research has
defined seven IoT platform categories, as follows:

Figure 1: Elements of an
IoT platform architecture
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1. Communication centric – offering a strong
focus on connectivity management capabilities
2. Device management centric – offering a
strong focus on device management
3. Data management and analytics centric –
designed to provide strong data management,
orchestration, and analytics capability
4.Application development centric – enabling
application development on different types of
devices.
5. Vertical centric – designed to support the
development of IoT solutions in specific sectors
or sub-sectors (examples could be smart city,
manufacturing)
6. Consumer IoT centric – similar to vertical
centric above, but with a strong focus on
consumer IoT applications such as Smart Home.
7. IoT developer centric – offering solutions for
IoT developers (software and hardware)
These categories are not mutually exclusive, so
that a vendor’s offering may belong to more than
one of these. To take one example, Living PlanIT
is vertical centric because it is focused on smart
city solutions. However, for those solutions it also
focuses on data management and analytics
centric capabilities.
IoT Pilot: towards choosing the right platform
Beecham Research has been tracking the
M2M/IoT platforms market since 2008, when
there were just 14 of them on the market. Now
there are over 450. The chart in Figure 2 shows
this growth and that there is going to be quite a
choice of platforms for a while.
As noted above, the IoT platform is an important
starting point for adopters planning their IoT
solutions and there is quite a choice. In addition,
such platforms are going through a fast rate of
development with updates, acquisitions and rebrandings occurring frequently. They are
becoming increasingly sophisticated as well as
more specialised. Yet making the right choice is
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Figure 2: The number of IoT platforms in the
market – source: Beecham Research

important to save time and unnecessary expense
later.
IoT Pilot, created by Beecham Research and IoT
Global Network, is an online tool available at
www.iotglobalnetwork.com/iotpilot. It is free to
use and designed to assist this choice by
enabling adopters to better understand the
options available to them. It is the first fullyindependent online tool to match adopter needs
with IoT platform capabilities. While it does not
seek to recommend one platform over others, it
does seek to narrow the field to a level that
adopters can manage effectively. It means they
can commence a more valuable dialogue with the
most appropriate vendors at an earlier stage.
The user accesses IoT Pilot through an
authentication process. Via drop down menus,
the user is asked to answer a set of questions
that help to define the IoT solution required. The
tool then matches those needs with a platform
database and selects those most likely to be of
interest. A short list of suitable platforms is then
displayed, giving access to further detail for each
platform including purpose-designed heat maps
that provide a visual guide to the characteristics
of each platform.
Having got to a short list of potentially suitable
platforms and associated vendors, the user can
then discuss specific IoT solution needs in more
detail.
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IoT platform selection – use insight from
industry experts to help you decide
As more and more organisations invest in IoT and look to either buy or build IoT platforms to handle their
data and manage their devices and services, it is becoming more complex to identify the right approach
from the slew of IoT platforms, now numbering in the hundreds, that are on the market. In addition, as IoT
services scale up from connecting a small and easy-to-manage to a large number of devices, the decision
between buying or building your own platform becomes less clear cut. Dima Tokar, co-founder and head of
research at IoT analyst firm MachNation, and Bill Dykas, IoT Platform product manager at Telit, an IoT
solutions provider, tell IoT Now managing editor, George Malim, how businesses can assess both the
quantitative and qualitative merits of IoT platforms to determine the best approach and the most
appropriate product selection
The tricky part
is identifying
which of those
solutions make
sense and drive
revenue, increase
profit or build
better
relationships
with customers

George Malim: What are some of the top
challenges plaguing IoT implementation today?
Dima Tokar: From a business standpoint there are
ultimately three key challenges keeping IoT
implementations from going forward and going
into production. These are: figuring out the return
on investment (ROI)-positive solutions, getting
executive buy-in and generating business value
from the data collected.
It’s easy enough to come up with visionary ideas
but the tricky part is identifying which of those
solutions make sense and drive revenue, increase
profit or build better relationships with customers.
Once you’ve done that and figured out what
you’re going to be doing, deploying an IoT
platform is quite a transformational thing. It
impacts many parts of the business. These are
obvious changes in IT and engineering, but IoT
solutions also affect marketing, sales and finance
so all executives need to have an understanding of
what’s going to happen and be all-in on that.
Finally, once you are well on your journey and
have collected data, knowing what to do with it is
not always easy. It typically requires help from
people who understand data science and

analytics to get to the best outcomes. Not all
organisations have teams of data scientists
available at their disposal, so this is potentially a
lot more challenging and costly than people
expect.
Bill Dykas: What we’ve observed from most
sophisticated customers is that it’s not always
about only IoT, it’s about integrating IoT with the
existing business process. Changing these can be
fraught with complexities and, in addition, to
ensuring the executive buy-in that Dima
mentioned, IoT solutions involve distribution
networks, have to address where a product is
located and work with resellers and dealers.
Ensuring support for predictive maintenance is
vital but it’s not necessarily the only technical
challenge.
GM: What IoT platform specific dilemmas exist?
DT: There are hundreds of self-described IoT
platforms and MachNation has identified that
there are also many different types of IoT
platforms. This makes it difficult to create an
apples-to-apples comparison to find a platform
that checks all the boxes across a set of business
and technical requirements. This is a difficult place

▲
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TELIT

for enterprises to start from and most will seek
expert advice before moving forward.
Compounding the challenge, once you’ve found
the platform that meets your needs, you’ll then
find someone internally who asks, “Why are we
buying a platform when we could build one?”
This is a common scenario in many IoT platform
selection processes today.
BD: Whether you build or buy, there’s a scale and
scope question to be considered. If you’re doing
something with tens of devices, it’s quite
straightforward but what happens if tens become
thousands of devices?
In addition, you’re rarely attaching to one type or
piece of equipment. We’re supporting companies
that have to attach to the likes of Siemens,
Rockwell, Mitsubishi and a variety of other
devices that don’t have standard protocols.
Further to this, when you build a platform it takes
focus away from IoT innovation because your
efforts are directed towards IoT platform
development, not IoT service development.
GM: What are some of key considerations for
buying vs. building an IoT platform?
DT: The build vs buy decision is a common
conversation we have with enterprises. We try to
break apart quantitative versus qualitative
metrics to address this. Quantitative metrics are
clearer, we suggest enterprises consider the cost
of hardware, infrastructure and software-as-aservice (SaaS) and, if they’re building their own
platform, the cost of labour. Build your own will
require a significant investment in labour whereas
on the buy side you’ll typically be dealing with
SaaS pricing. It’s important to put some numbers
down to understand each alternative.
On the qualitative side, it’s more complex
because it’s harder to quantify time-to-market,
the level of customisation required and your
organisational core competencies. For instance, is
your organisation in the business of best-in-class
software platform development, compliance or
security?
GM: How can an off-the-shelf IoT platform help
accelerate deployment?
BD: Building a platform requires technical
research, building application programming
interfaces (APIs), and implementing device
specific protocols every time you want to
connect a device to the platform. Off-the-shelf
platforms built for large-scale deployments
already come with APIs and device protocols. My
experience with some of our customers is that
the process of getting started is much faster with
an off-the shelf platform, allowing them to spend
much more time on the development of their
services.
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DT: Another benefit of an off-the-shelf platform
is that it allows you to shop around. This is truly
important in a world of IoT platforms, where
marketing is not the reality. All platforms are not
created equal so going with an off-the-shelf
approach enables you to engage with a couple of
vendors and to test drive each, so to speak. If you
build your own platform, you’ll be 12-18 months
down the line before you discover what you may
have missed at the start.
GM: What are the most important capabilities
organisations should look for in an IoT
platform?

Dima Tokar,
MachNation

BD: At a base level, key capabilities like device
management and data management are needed
but you also need to think of the edge. When you
start doing that the device management might
involve firmware updates but also edge model
updates which could deal with event logic or
event streaming processes and, in some cases,
artificial intelligence or machine learning moving
to the edge.
Data management is also critical because, once
you’ve onboarded a device you can’t just fire and
forget. The device is now part of a critical
business process. You therefore have to
understand what connectivity is used, what
device is used and how to normalise the data
streams so useful data can be digested.

Bill Dykas,
Telit

GM: What resources are available to help in the
IoT platform decision process?
BD: We have worked with MachNation to create a
very practical IoT Platform Build Versus Buy
Decision Guide. This guide includes a free, easyto-use total cost of ownership (TCO) calculator.
Telit also provides professional services to help
company’s scope out their requirements and aid
in the decision process
DT: When it comes to platforms there are lots out
there, but most tend to excel in a niche area.
There are a lot fewer that can support your
device management, your data management and
your edge needs. Look to those three
fundamentals to create a shortlist. We profile
platform vendors in our ScoreCards but keep in
mind that hands-on testing is key. Check out our
IoT platform test environment, MIT-E, where we
test drive these platforms ourselves so
enterprises can pick up from there.
IoT Platform Build Versus Buy Decision Guide:
http://info.telit.com/iot-build-vs-buy
TCO calculator:
https://www.machnation.com/iot-platform-buildor-buy-tco-calculator-sponsored-by-telit/
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About Sierra Wireless
Sierra Wireless is a hardware and modules
manufacturer as well as a software vendor
company based in Canada, with offices
worldwide. The company was founded in
1997 and since then it has developed
various pioneering products and wireless
solutions for the IoT market. Sierra Wireless
holds more than 400 patents.
Sierra Wireless is a leading promoter of
embedded SIM (eSIM) solutions and offers a
comprehensive IoT platform, named
AirVantage. Also operating as a Mobile
Virtual Network Operator, its connectivity is
supported by more than 80 networks
globally.
Sierra Wireless has an extensive network of
enterprise partnerships, including Verizon,
PwC, Google and others, as well as various
R&D partnerships with universities.
About the AirVantage platform
In 2008, Sierra launched AirVantage, its
IoT/M2M Cloud Platform.
AirVantage is mainly a connectivity and
device management platform, serving
applications across all verticals.
However, the platform extends beyond
these capabilities, to application
development - Legato is a developers’
community initiative of the company –
integration and support services as well as
the offering of hardware components, such
as routers and gateways.
Key areas of specialisation are the industrial
and the automotive sectors, with great
expertise in tracking, tank monitoring,
safety and security applications. Other
verticals of applications include retail with
point-of-sale (POS) systems and payments,
Logistics with ﬂeet management and cold

chain monitoring, and the energy sector with
smart metering deployments among others.
Key differentiators
1 End-to-end IoT solutions include
complete, productised platforms for
device management, data orchestration
as well as software development kits
(SDKs) for device manufacturers
2 Sierra Wireless is particularly focused on
original equipment manufacturers (OEMs)
that operate in a number of verticals,
providing them with the necessary tools
to build their vertical solutions
3 Smart SIM proposition: Sierra Wireless’
core network extends globally in America,
Europe and the Asia Paciﬁc regions,
currently deploying smart SIMs in more
than 120 countries.
4 Ready-to-Connect proposition: with
Ready-to-Connect, a Smart SIM proﬁle
based on the eSIM/eUICC speciﬁcation is
embedded into cellular modules and
gateways that are then offered to
customers in pre-packaged solutions
5 Flexible and adaptable platform solutions,
based on AirVantage: The Sierra Wireless
platform-based device management
solution is ﬂexible and adaptable, quite
suitable for all types of customers,
including those who do not have Sierra’s
hardware components. A homogeneous
and uniﬁed user interface (UI) enables
customers to customise their application
rules and introduce new application
capabilities, minimising the development
cycle and the time-to-market
6 Superior support services for customers:
Sierra offers all the necessary
documentation to customers to develop
their applications, as well as continuous
support through integration and a
consulting services throughout the
deployments’ lifecycle.

AirVantage Heat Map of platform services
AirVantage Platform

www.sierrawireless.com
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Connectivity management
(coverage, protocol, support,
QoS, eSIM)

Application development
(APIs management,
developers community,
documentation)

Device management
(device orientated analytics,
monitoring, updates,
conﬁguration, scalability)

Data management
(data integration &
orchestration, analytics
algorithms)

Innovation & Partnerships
(patented technologies,
innovation partnerships)

Support services
(training & consulting
services, system integration,
24/7 support)

Extensive set of services

Standard set of services

Limited set of services
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About AVSystem
AVSystem is a provider of software
solutions for various industries. The
company is especially known for its
expertise in the area of large-scale IoT
device management, multi-protocol device
management for the telecommunications
industry as well as Wi-Fi value added
services. AVSystem is also an evangelist of
open-standards such as LwM2M and TR069 and provides embedded client
solutions for hardware manufacturers.
AVSystem’s solutions have more than 100
customers.
About the Coiote IoT
Coiote IoT is a portfolio of IoT solutions
provided by AVSystem that answers the
needs of device management and data
orchestration in Internet of Things
environments.

Coiote IoT Data Orchestration is an
integration platform that enables the
collection and orchestration of data
received from various sources – devices and
platforms. The end goal is to use existing
infrastructure to create new supplementary
services for various IoT verticals with simple
and automated workﬂows. The platform can
be used to provide advanced workﬂow
mechanisms, monitoring and alerting,
business intelligence, map visualisation and
customisable dashboards. The solutions
that are based on Coiote IoT Data
Orchestration enable connectivity
management, asset tracking and service
activation.
AVSystem’s Coiote IoT portfolio is
complemented by the Anjay LwM2M SDK,
an open-source solution for enabling
Lightweight M2M on any kind of device.

The Coiote IoT Device Management
Platform offers complex device
management features and telemetry data
handling using the LwM2M device
management protocol. The product allows
for automatic detection of new devices and
enables, among others: remote
conﬁguration, monitoring, user
management, ﬁrmware over the
air/software over the air (FOTA/SOTA)
upgrades, provisioning devices – with the
option to group them to enable easy mass
task execution.
Apart from ﬂexible workﬂow mechanisms,
user-friendly graphical user interface (GUI)
and representational state transfer (REST)
application programming interface (API),
Coiote IoT Device Management offers the
ability to be integrated with other platforms
and systems, such as the Coiote IoT Data
Orchestration platform.

Key differentiators
1 Complete IoT portfolio – including
complete, productised platforms for
device management, data orchestration
as well as SDKs for device manufacturers
2 Expertise in carrier-grade device
management, supported by over a
decade of experience in managing
devices for tier 1 service providers
worldwide
3 Proven best support for LwM2M – the
industry standard protocol for IoT device
management
4 Flexibility and openness of the solutions –
ability to integrate with other platforms
and create complete IoT ecosystems
5 Fully developed interfaces providing the
ability to rapidly deploy any IoT service
without investing additional resources
into front-end interface development.

Coiote Heat Map of platform services
Coiote IoT
Connectivity management
(coverage, protocol, support,
QoS, eSIM)

Application development
(APIs management,
developers community,
documentation)

Device management
(device orientated analytics,
monitoring, updates,
conﬁguration, scalability)

Data management
(data integration &
orchestration, analytics
algorithms)

Innovation & Partnerships
(patented technologies,
innovation partnerships)

Support services
(training & consulting
services, system integration,
24/7 support)

Extensive set of services

Standard set of services
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Limited set of services

www.avsystem.com
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There’s nothing lightweight about how
LwM2M empowers IoT devices
As the numbers of sensors grow from a low base in early trial deployments, device
management and data orchestration are critical capabilities for IoT success.
Robin Duke-Woolley, the chief executive of Beecham Research, interviewed Slawomir Wolf,
the CEO of AVSystem, to understand the company’s offerings and to gauge his perception of
market development
Robin Duke-Woolley: What is the role that
AVSystem wants to play in the IoT market? What
has been your story so far and how does your
vision fit with IoT?
Slawomir Wolf: We have the ambition to be a key
vendor in IoT ecosystems. We have a strong
offering in device management where we utilise
the Lightweight M2M (LwM2M) specification to
empower IoT devices. It is a great technology
being adopted widely by telecoms operators. Our
solution – Coiote IoT Device Management – is a
top-ranking device management platform. Our
second product – Coiote IoT Data Orchestration –
is more focused on data processing, presentation,
reporting and integration with different systems
or data sources. It can readily be an integration
layer for several systems and it is designed to
fulfil enterprise needs with carrier-grade
scalability. Either product can operate as
standalone, in-house installed solutions or hosted
in the cloud. Our value is that we come from the
telecoms world where standards and
interoperability are really important. With more
than 100 deliveries completed worldwide for
different telecoms players, we bring to
enterprises features like flexibility, reliability,
security and scalability out of the box.

I have been saying for many years: if you want to
build or introduce your IoT or services around IoT,
you need to first think about device management.
There is no IoT without device management. All
connected devices must be securely managed.
Security fixes need to be applied in firmware by
doing firmware over the air (FOTA). Secure
telemetry channels for data you want to collect
from devices need to be established and
maintained. All of this means you need to have a
proper device management solution in place. We
are not talking here about a system handling say
2,000 devices, which is easy to do. We are talking
about a system hosting 50 or 100 million sensors.
That sort of scale can be a challenge, but not
for us.
RD-W: Can you give an overview of the products
and solutions you offer?
SW: The Internet of Things forms a very
important part of our portfolio with Coiote IoT

▲

RD-W: The IoT market is currently very crowded
with different vendors offering different
solutions at different levels. What is the unique
proposition that AVSystem has to offer in the
market? What are the key areas of specialisation
for you?

SW: This is very true. The market is crowded and
you can easily find more than 400 different IoT
platforms. Our vision is simple – we are focused
and specialised. You cannot do everything. Our
area of expertise is device management and
integration. If you add here our embedded
endpoint for device management using LwM2M
protocols – Anjay.io – and the LwM2M software
developer kit (SDK) which we open sourced for
everybody, most probably we are the only
company on the market able to offer such a
trinity of products.
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being a complete product suite that delivers both
device management and integration capabilities
with two separate platforms – Coiote IoT Device
Management and Coiote IoT Data Orchestration.
Both can be deployed independently or work
together delivering fully operable IoT platform
with inbuilt M2M Connectivity Management for
those customers who might need to touch
connectivity service on the telecoms level. As far
as the device management platform is
concerned, we offer full flexibility and features
being a result of our experience of working ten
years in this industry. AVSystem was a device
management oriented company many years
before anybody even thought device
management might be so important. Frankly
speaking, even myself 12 years ago when I
founded AVSystem, never thought one day it will
become one of the pillars of a completely new
market growing in front of us.
Coiote IoT Data Orchestration on the other hand
is a killer solution letting you do the most
complex integration with your other systems
directly from the graphical user interface (GUI) of
the product without the need for additional
development or customisation. You can easily
design the logic, data storage representation, the
way in which data should be presented and you
are ready to go. With full data security, dedicated
portals for your customers with customised
dashboards and alerts, it provides all the tools
needed to quickly prototype and deliver your
project. These platforms are well complemented
by our product on the embedded side – Anjay
LwM2M SDK, which is an open-sourced library for
implementing LightweightM2M on any kind of
device.
We are very strong in the telecoms sector,
providing various carrier-grade solutions
specifically dedicated to this sector. UMP is our
comprehensive device management platform
that enables management and monitoring of
devices with telco-specific protocols – TR-069,
SNMP and Telnet. The platform is used by major
tier 1 telecoms operators worldwide. UMP Cloud
is a separate product specifically tailored to the
needs of small and mid-sized ISPs wanting to
scale easily and host their device management
service in the cloud.
AVSystem also has a very comprehensive offering
as far as classic networking solutions are
concerned. We offer a carrier-grade DHCP server
as well as case-specific solutions such as
IPv4/IPv6 translation.
An interesting area of our portfolio used by
enterprises from various verticals is our Wi-Fi
Value Added Services. Linkyfi is a Wi-Fi
marketing platform and Wi-Fi access
management solution in one, chosen by such
companies as Telefónica to be its Wi-Fi valueadded services (VAS) solution of choice for
enterprise customers. What makes our Wi-Fi VAS
offering really unique is the Linkyfi Location
Engine – an advanced solution for location-based
marketing.

IoT Now - Q3 2018

RD-W: What types of IoT applications and
market verticals do you address?
SW: Telecoms because historically we are strong
there. We work with enterprises interested in
secure and reliable device management and
telemetry solutions in transportation, medical,
retail and the energy sector. We are not limited to
these, but they are key markets with very large
potential.
RD-W: What level of maturity have your
customers reached now in IoT, compared with
one year ago?

Slawomir Wolf,
AVSystem

SW: They know what they are doing and have
started experimenting. They have gained real
experience, but the market is still in a trial stage
where solutions are being tested and verified
before full-speed launches. Also, it is true to say
that in different markets, let alone different
verticals, we have a different pace of adoption. It
is not just related to advancement in any
particular country. IoT is all about real devices,
things that are manufactured, so it is mostly
related to design and production centres around
the world, and costs associated with the
workforce. The higher your payroll is, the more
motivated you are to invest in an IoT solution.
RD-W: What is the role of partnerships in IoT in
general and in AVSystem’s business in particular?
Can you refer to a few examples and tell us how
these have helped AVSystem evolve and in
what way?
SW: The market is too broad to be covered by
one player. It doesn’t matter if you are Google or
Amazon, or even AT&T. You need to have partners
to propose real value to your customer. In our
case, we have partnerships with hardware
vendors, like for example ST Microelectronics to
whom we are delivering the full end-to-end
LwM2M stack for secure device management,
such as FOTA functionality. We also partner with
Thingworx whom we are assisting by delivering
all aspects of device management. These are just
examples, but the principle of what we do with
partners is that working as part of an ecosystem,
you can achieve much more.
RD-W: What are the next steps for AVSystem
regarding the development of the technology
offering and the business?
SW: There are several concurrent directions we
are developing right now and these include
forming partnerships with hardware
manufacturers and the popularisation of the
LwM2M technology. This is well recognised in the
telecoms market but there is a lot to do still on
the enterprise side. At the same time, we are
building a partner network of system integration
companies which locally may help their
customers to build end-to-end IoT solutions. As
we are a technology and engineering oriented
company, we build and want to build technology.
Software components and products which can be
used later not only directly by enterprise
customers, but also by software companies as an
incorporated part of their products.

www.avsystem.com
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About WolkAbout
WolkAbout is an IoT company
headquartered in Prague, Czechia. It has a
regional office in The Netherlands, a
development centre in Serbia, and sales
representatives in the US, Canada, Mexico,
the UAE and China.

The platform also allows customers to
integrate any third-party applications. All
connectivity and web aplication programme
interfaces (APIs) are documented, and open
source libraries and software developer kits
(SDKs) are available.

Founded in 2013 by software engineers with
more than 15 years of experience in
industrial automation, WolkAbout provides
its clients with proven technology to rapidly
develop powerful IoT applications, digitally
transform their business and have complete
control over their ecosystem.

The WolkAbout IoT Platform is built for
performance, reliability and security and is
proven in solving business challenges
across verticals. It handles any scale of IoT
implementation, from IoT Prototyping to
Industrial Automation, making it the right
platform with which to start a digital
transformation.

IoT platform offering
Agnostic with regards to hardware,
connectivity and use case, WolkAbout IoT
Platform includes all of the functionalities
needed to navigate data-to-application
integration quickly, thus reducing the time it
takes for an application to get to market. It
allows customers to easily connect, monitor
and control disparate devices over different
protocols and network topologies, transform
real-time readings into meaningful data and
combine different devices and services into a
complete IoT solution.
Essential platform features include data
exchange between devices and the
platform: Data collection, device
management, conﬁguration management,
messaging, and over the air (OTA) software
updates. Additional features include data
visualisation, real-time analytics, rule engine
and data semantics. The platform can store
an extensive amount of device data, send
alerts when anomalies are detected, and
enables automation of the system
processes on top of the data.

Key differentiators
1 WolkAbout IoT Platform is delivered
through a lifetime license as a product,
not a service, assuring the highest level of
independence to customers, as well as
complete data ownership and control
over scalability and security.
2 The platform can be deployed onpremise, in a public or private cloud, or as
a multi-layered hybrid.
3 The platform comes with a suite of highly
intuitive web and mobile (iOS and Android)
applications which enable engineers to
manage all of the Platform functionalities
through simple clicks and drags and drops.
4 The platform is fully transparent to
customers’ engineering teams with
publicly documented APIs, client libraries
and SDKs and no vendor lock-in.
5 A continuously growing partnership
network, consisting of hardware
manufacturers, connectivity providers,
telco operators, system integrators and
different solution providers, allows for the
rapid deployment of large-scale end-toend IoT applications.

WolkAbout Heat Map of platform services
WolkAbout IoT Platform
Connectivity management
(coverage, protocol, support,
QoS, eSIM)

Application development
(APIs management,
developers community,
documentation)

Device management
(device orientated analytics,
monitoring, updates,
conﬁguration, scalability)

Data management
(data integration &
orchestration, analytics
algorithms)

Innovation & Partnerships
(patented technologies,
innovation partnerships)

Support services
(training & consulting
services, system integration,
24/7 support)

Extensive set of services

Standard set of services

Limited set of services
www.wolkabout.com
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CASE STUDY

WolkAbout IoT Platform
introduces a new type of
industrial automation for
carwashes
As technology expands, we’ve begun to enter an entirely new realm where staying
connected 24/7 is the norm. This digital revolution also affects the way companies are doing
business. In the near future, they will have to start providing solutions that enable total
connectivity, thus improving operational efficiency and customer satisfaction. Ready2Wash,
a specialist in providing integrated solutions for self-service carwash stations, recognised
this and engaged with Wolkabout to support its IoT services

Business requirements and challenges
The Ready2Wash IoT solution was driven by the
following business requirements:
• Enabling near real-time monitoring and
management of the entire carwash system,
including sending alerts if any part goes beyond
operating threshold or if anomalies or malfunctions
are detected.
• The ability to analyse the performance of the
carwash system over time, with both financial and
operational insights, and utilising this data as real
field performance feedback for improvement.
• Getting insights into a carwash consumer behaviour
depending on different variables such as
localisation, part of the day, day of the week,
weather conditions, and creating loyalty
programmes and marketing campaigns.
• Increasing carwash customer satisfaction by
enabling mobile payment of the carwash services.
• Replacing physical money with digital tokens, thus
reducing operational costs and
logistics and improving customer experience.
Ready2Wash faced some challenges from the outset.
The company needed a partner that could connect a
diverse set of carwash machines, systems and sensors,
many communicating on different protocols, onto a
single IoT platform and make them visible and
controllable. In addition, the amount of data and data

types was so vast, that the solution handling it needed
to be scalable and flexible. The IoT platform that deals
with this amount of data, among which are
information about financial transactions, needed to be
readily available and highly reliable with no piece of
data being lost. Finally, Ready2Wash faced the
challenge of integrating both new and legacy
equipment, without additional investment in the
hardware replacement.
As the majority of carwash machines were never
connected, data was manually compiled resulting in
delays and inaccuracies in decision-making. The lack
of real-time data meant self-service carwash operators
couldn't react to malfunctions in real time, while lack
of the historical trends meant the future trends could
not be predicted.

The solution
WolkAbout developed an end-to-end solution for
Ready2Wash on top of WolkAbout IoT
Platform. The platform itself was provided using a
Software as a Product (SaaP) model,
assuring the highest level of independence for the
Ready2Wash team, as well as the ability to resell this
cloud-based solution to different carwash owners.
Given that WolkAbout IoT Platform is vendor agnostic,
it can connect a range of diverse machines seamlessly
and provide an end-to-end solution, right from the
machine connectivity to data acquisition and
processing, with custom-built business applications on
top of the platform.
As many of the carwash machines were not designed
to share data, the solution demanded retrofitting of
hardware to enable their connectivity. WolkAbout
built a simple gateway mechanism called Modbus
bridge device, which acted as a connectivity module
that safely and reliably transmitted the programmable
logic controllers’ (PLCs) data over Wi-Fi to the
WolkAbout IoT Platform.
▼

Founded by a team with more than 20 years of global
experience in carwash manufacturing and software
development, Ready2Wash started by changing
strategy and technology so it could be ahead of the
disruptions the carwash industry faces. The company
identified the opportunity to create a carwash IoT
solution to reduce operational and maintenance costs,
increase automation and flexibility, and maintain
security and privacy levels. This solution could also aid
the company in understanding carwash customers
and their typical behaviour in order to improve the
service offered.
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Wolkabout IoT
Platform
is helping
Ready2Wash’s
digital
transformation

PLCs were fitted with a bridge device, so there was no
need for hardware changes to the existing carwash
system. All data – operational, financial, customers and
third-party data –were collected and available for use
at one place. The WolkAbout IoT Platform is designed
to have reliable two-way communication between the
platform and carwash facilities in order to enable realtime monitoring of various operational parameters,
workflow automation, real-time detection of fault
situations, remote configuration of the system, as well
as customised management, operational and technical
dashboards.
A web portal created for self-service carwash owners
helps them manage multiple facilities from any
location, monitor all their work processes and
malfunctions. The key feature is control, as WolkAbout
IoT Platform allows remote actuation of switches,
relays and water pumps. At the same time,
Ready2Wash solution allows customers to use
carwash services through the customer web portal
and mobile apps more easily and securely than ever
before. Customers can enjoy the convenience of
mobile payment by buying virtual tokens via credit or
debit cards. When geolocation services detect a
customer at the specific carwash facility, they can use
carwash services by spending virtual tokens instead of
physical coins. Lastly, customers can join marketing
and loyalty campaigns and earn rewards, such as free
washing.
Through the monetisation module of WolkAbout IoT
Platform, carwash owners are also able to analyse the
financial performance of the carwash system in real
time, allowing them to have insights into the accurate
financial standing the moment any payment occurs.
Furthermore, self-service carwash owners can also
track financial data over time, and be able to utilise
this data as a real field performance feedback through
time. The Ready2Wash web portal provides a deep
view into a carwash customer behavior depending on
different variables, helping carwash owners
understand customers typical behaviour and create
tailor-made marketing campaigns and loyalty
programmes.

The B2B solution (for carwash owners) includes:
• Centralised data: All operational, financial, customer
and third-party data is now collected and available
for analysis at a central location.
• Real-time system visibility and control: The
solution enables near real-time automation,
monitoring and control of carwash facilities
remotely over a web portal.
• Condition monitoring: Real-time alerts and
notifications, as well as historical analysis of
machine data help improve real-time condition
monitoring of the carwash system.
• Real-time financial monitoring: Besides online
service utilisation, the financial reporting capabilities
help carwash owners slice and dice sales data to get
actionable insights.
• Understanding customers needs: By recognising
the customers’ behaviour and habits, carwash
owners can reward their loyalty. This feature helps
them define multiple loyalty programmes for various
groups of customers.
• Extensible for additional equipment: As WolkAbout
IoT Platform is hardware and connectivity agnostic,
it can integrate any additional equipment and
can be used for customer specific requirements.
• Fast time-to-market: Adoption of the Ready2Wash
solution allows carwash owners to digitally
transform the way they do their business in weeks.
The B2C solution includes a customer web portal, as
well as Android and iOS applications. They enable
carwash customers to:
• Buy Ready2Wash tokens via secured payment
process through the mobile applications
• Use services of any carwash facility by spending
tokens instead of coins, with a single tap in the
application
• Join loyalty campaigns and earn rewards and
bonuses
• Navigate to carwash facilities easily

Business outcomes
With WolkAbout IoT Platform, Ready2Wash was able
to build the IoT solution and transform the existing
self-service carwash business.
www.wolkabout.com
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IoT PLATFORMS

Choosing an IoT
platform is no easy
task, but getting it
right will accelerate
growth
REPORT
Prepared by
IoT Analytics

IoT Now - Q3 2018

63

ANALYST REPORT

The Internet of Things (IoT) is an increasingly important technology element for
companies of nearly all sectors and around the world. For many ﬁrms it has
become one of the pillars of their digitalisation strategy, promising the
enablement of new business cases such as predictive maintenance, ﬂeet
management, infrastructure monitoring or analytics-based process optimisation.
As part of these connected solutions few companies today build the whole
solution themselves from scratch. Rather, IoT – software – platforms have
emerged as a crucial enabling element. For companies deploying connected
solutions or building connected operations, choosing a platform that is easy-touse, comes with the right features and a strong partner ecosystem has become
a topic of major strategic importance. Following months of research, the
recently published IoT Analytics’ IoT platforms market report and vendor
comparison examines the role of IoT platforms in the Internet of Things and this
article, written by Padraig Scully the chief research officer at IoT Analytics,
reveals some insights from that research
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IoT PLATFORMS

There are five types of IoT platform:
1. Connectivity platforms: are a form of Platform-as-aService (PaaS) that offer coverage capabilities and
solutions for connecting the IoT device, managing and
orchestrating connectivity, and provisioning
communication services for connected IoT devices.
2. Device management platforms: are a form of PaaS
or device cloud that handle provisioning tasks to ensure
connected devices are deployed, configured and kept
up-to-date with regular firmware/software updates.
3. Cloud platforms (infrastructure as-a-service (IaaS)
backends): are a form of IaaS that offer a scalable
enterprise-grade backend for data management of IoT
applications and services.
4. Application enablement platforms (AEPs): are a
form of PaaS that also offer Software-as-a-service
(SaaS) solutions enabling developers rapidly create, test
and deploy an IoT application or service.
5. Advanced analytics platforms: are a form of PaaS
that also offer SaaS solutions for sophisticated analytics
tools including machine learning techniques and
streaming analytics capabilities to extract actionable
insights from IoT data.
The fundamental technological components of each IoT
platform type are shown in Figure 1:

It is worth noting, that there is one overarching element
commonly found in all IoT platforms, regardless of the
type:
Data acquisition and IoT Device software
development kits (SDKs).
All platforms require some form of data acquisition
layer that typically comes in the form of a local software
agent on the device so that it can communicate with
the platform and other systems. IoT device SDKs,
offered by platform providers, enable the building of
such agents for data acquisition in the platform.
The market report includes more detailed info on each
IoT Now - Q3 2018

element of the five types of IoT platform.
Market overview
The report forecasts a compound annual growth rate
(CAGR) for IoT platforms of 39% over the time frame of
2018-2023, with annual spending surpassing US$22bn
by 2023. These numbers are based on the IoT
platforms-related revenue of the leading companies in
the field, across 11 industry segments – agriculture,
connected buildings, connected car, energy, health,
manufacturing, public services, retail, smart supply
chain, transportation and other.

Figure 2
2017 is the base year for estimates of the IoT platform
market, with the overall market value reaching over
US$3.1bn. The IoT platform market is expected to be
just under US$4.5bn by the end of 2018 and is forecast
to grow to almost US$22.3bn by 2023. However, the
market remains fragmented with many players
competing for market share. Signs of consolidation are
only slowly appearing with a number of acquisitions and
mergers in the past year – 25 IoT platforms were
acquired in 2017 compared to just three in 2013. The
fact that this market was more or less non-existent five
years ago means most platforms are only a few years
old and the nascent market is currently full of early
phase IoT projects. IoT Analytics’ recent research shows
proof of concepts, pilot projects and small-medium
scale deployments account for 80% of identified
enterprise IoT projects. Nevertheless, some platforms
are now supporting larger roll-outs such as Microsoft
connecting thousands of Thyssenkrupp elevators.
Platforms are also becoming more mature, with
differentiation no longer lying in the big modules, such
as from whether they support analytics or device
management, but rather in some smaller aspects such
as support some specific protocols, having a great user
interface or an implementation team with the right
know-how.
Segment analysis: The manufacturing segment for IoT
platforms surpassed US$1bn in 2017, making it the
largest IoT platform segment, and it is forecast to
remain so in 2023. The segment has experienced
substantial growth in the traditionally large
manufacturing-base countries such as the US and
Germany.
▼

First, it’s important to define terminology and set out a
definition of an IoT platform. IoT platforms are a piece
of modular software technology that enable solutions
for IoT device connectivity, device management, data
management in the cloud, application development and
enablement, and advanced analytics.
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Regional analysis: Asia emerged as the biggest IoT
platform market region by implementation in 2017
driven by strong growth in China. The top three regions
are completed by Europe and North America with the
other regions MEA, Oceania, South America and the
rest of the world only accounting for less than 5% of
the total market. High growth is expected to continue
in Asia, mainly driven by China, with its large industrial
manufacturing footprint offering a huge market with
growth potential for IoT platform vendors

Deep-dive 1: How customers
choose an IoT platform
Among other things, the report highlights several
examples of how customers select their IoT platforms.
For example, an automotive original equipment
manufacturer (OEM) in Germany pre-selected ten IoT
platform vendors and invited them to perform two-day
proof-of-concepts (PoCs) in a real production setting.
Vendors were assessed using a number of testing
criteria in connecting equipment on the factory floor
such as infrastructure, network, IoT, analytics, managed
services, security, usability and partner ecosystem –
which each may have up to ten weighted sub-criteria.
Following this, two of the best vendors were selected
for three-month PoCs and were further ranked on their
capabilities. Finally, recommendations by the IoT team
involved in the PoCs were made to the steering
committee and the head of plant automation made the
final decision.
The CEO is often involved in the final decision. In
many cases, the final decision is taken by the CEO
and/or a management team or board including the
CEO following the recommendation made by a team of
technical experts, often based on the PoC testing
results. Results from a recent survey are presented in
the table below:
Final decision maker

Mentioned

CEO (only)

44%

Board of managers/directors

26%

(including CEO)
Other director or manager below the

17%

CEO (CIO, VP IoT, Project Manager,
Head of department, etc.)

Deep-dive 2: Partner ecosystem
Building a strong partner ecosystem by embracing
collaboration with two-to-three companies from each
layer across the technology stack can help a platform
stand out from the competition.
Collaboration with partners for hardware (such as
chip/device manufacturers or edge intelligence
providers), connectivity, cloud data
storage/middleware, analytics, security and system
integration can help IoT platform vendors from both a
technological and business perspective:
• Technological: The technological benefit of
collaboration is that the IoT platform vendor can focus
on its core technological strengths while relying on
expertise from others across its non-core activities to
achieve new levels of innovation and increase the value
generated from using the platform. Partnerships with
hardware vendors are most advantageous, as they
enable interoperability between platforms and devices.
For example, Telit has launched its own partner
programme ‘Ready for deviceWISE’, providing the
possibility of partners to certify their devices
accordingly.
• Business: A strong partner ecosystem also opens
up new business opportunities to get involved on some
partners projects and even start combined-selling of
collaborative solutions. For platform sales, the best
types of partners are system integrators or cloud
backend/IaaS vendors as these partnerships can bring
the platform vendor closer to the potential users. For
larger vendors, whose platform has already been
widely adopted, system integrators will, in most cases,
already have expert teams trained on their platforms. In
contrast, smaller vendors can find it harder to approach
a system integrator for partnering up unless they bring
a customer along with them to run a PoC or pilot
project. For them it is easier to find platform sales leads
through partnering with a Cloud Vendor, like Microsoft
or Amazon Web Services (AWS). For example,
deviceWISE, which hosts its platform on Microsoft
Azure, also gains sales leads via Microsoft.

▼

Using more than one platform is common – switching
providers for the same component is rare. The
nascent nature of the IoT platform market has resulted
in many customers using more than one platform in the
proof-of-concepts and pilot projects. Using several

different platforms in the exploratory phases can help
customers compare and understand which platform
works best for their needs. However, switching
providers for the same component – for example, the
IoT cloud storage – of a platform is rare and to-date
has only been triggered by serious technical reasons
such as performance issues and/or very unique
advantages offered by a component from a different
platform.
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Figure 3

The IoT platform vendor comparison
above shows Software AG, Microsoft, and
AWS have the most IoT-related
partnerships in place. The IoT platform
vendors compared in the report on
average have 21 companies, thereby
Software Ag (46 partners), Microsoft (43)
and AWS (43) have more than twice the
number of partners which makes them
stand out from the rest of the IoT platform
vendors.
The IoT platform Cumulocity, which was
acquired by Software AG in March 2017
now benefits from the broad partnership
ecosystem of Software AG. Since its
acquisition Software AG’s Cumulocity has
now become one of the top 15 IoT
platforms in the market, with the strong
partnership ecosystem of Software AG
opening many new doors for them in the
market. Microsoft and Amazon have also
made a big push for their respective
collaboration efforts in the last two years
and are now reaping the benefits with
90% growth year-on-year to become the
top two leading IoT platform vendors by
market share.

Conclusion
The IoT platforms market has experienced
enormous growth in the last three years.
These versatile technology software
platforms are gaining in importance across
many industries especially in
industrial/manufacturing settings. IoT
platforms are becoming crucial from an
end-user point of view in the digital
transformation of their businesses from
once standalone products into smart
connected solutions. It is becoming
evident that choosing a platform provider
is not an easy task. Customers have
different approaches, however early stage
pilots and PoCs are key to success as well
as choosing a vendor with a strong
partner ecosystem.
IoT Analytics has a dedicated research
stream on IoT Platforms. The latest reports
are the IoT Platforms Market Report 20182023 and the IoT Platforms Vendor
Comparison 2018 – both recently
published in June 2018.

About IoT Analytics
IoT Analytics is a provider of market insights for the Internet of Things (IoT), M2M, and
Industry 4.0. More than 40,000 IoT decision makers rely on our data-driven market
research every month. Our products and services portfolio includes free insights on IoT
markets and companies, focused market reports on speciﬁc IoT segments and Go-toMarket services for emerging IoT companies.

▼

IoT Analytics is a leading IoT market research and industry analyst ﬁrm, focused on the
Internet of Things (IoT), M2M, and Industry 4.0. Our aim is to bring you the best and
latest market insights around the IoT ecosystem so that you can better understand IoT
markets. While we monitor the general technology business environment and general
trends around digital transformation, most of our work is focused on the analysis of IoT
markets and IoT companies.
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