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52%

43%
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Increasing competitive intensity

Race to the bottom on prices

Size is important. It is a different matter if you're a small MVNO or trying to break 

into the market and all you've got really is price as a tool and you can't compete with 

the larger players. Vodafone IoT



We are seeing no slowdown in double digit growth, we 

continue to see 20% to 25% growth in connections but 

more importantly, we are seeing a doubling in data 

consumption. Vodafone IoT
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Lots of hype at present but the market is still a little bit too 

fragmented. The potential so far hasn't really been 

completely exploited. Pod Group

We have a horizontal suite of connectivity agreements serving both low and high 

data applications in key sectors such as Utilities, transport, retail and industrial … 

the conversations that we get into are around managing devices and security at 

scale while considering how to manage high-capacity data use cases. Pelion
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The customer wants to deal with bigger companies because the smaller ones

are going to go out of business. Short term actions are all being driven by the

same thing which is the collapse of the underlying financial model. Ultimately,

we believe the large operators will win. They will only win if they adopt an

agnostic, abstracted, architectural approach, which enables them to truly steer

towards global deals. Eseye
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…the market is bifurcating into volume and value. Eseye 

There are three strategies emerging. So, one of those is to hyper scale, so 

you get much, much, much bigger. The second strategy is that you 

specialize. And the third strategy is that you leave the market. Vodafone IoT 
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IoT has matured from being a technology to an operational asset on which 

companies rely. Vodafone IoT 

Start with the business use case. Ask where is the money to fund this project and

don't ask a product engineer to run with an IoT project. Eseye

We have customers using IoT as a transformational technology to save costs or 

become more efficient.  Pelion 
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We don't group customers by small, medium and large. We segment them as to 

whether they are OEMs or asset operators. An OEM for us is somebody that puts 

a SIM card into everything they make. And then you have asset operators who 

put a SIM card into everything they own. Vodafone IoT 

We want to steer away the discussion from the pricing as much as we can 

because this is not our forte and focus on technical aspects and listen to the 

customer. ZARIOT
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There is a lot of hype around… people read things and they need a bit of 

guidance and need to go to somebody with a lot of experience. There are a lot 

of players that can offer very cheap pricing, but do they necessarily have the 

experience to guide an enterprise towards a full solution. Pod Group

Having a suite of connectivity technologies allows us to pick and choose and 

navigate to the right offer at the right price, the right nuances, for the right use 

cases and the right verticals. Pelion

We built an architecture that's based not only on the concept of federated

localization, … , but also one which is based on a global MPLS network with

local breakout or a series of datacenters. So that you can actually say to a

customer, you can build a single product SKU. Eseye

One of the issues that we see for enterprises is, the difficulty to deal with the 

different providers in different markets and different geographies particularly 

on the connectivity side.  Pod Group
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Security depends on if you have many IoTs out there. Multi-country-based 

applications need a proper risk analysis. Without this, the damage is too high 

and too costly to fix. ZARIOT

Enterprises tend to leave the security aspect until last. One of the pieces of 

advice that we would give to the enterprise is to build that security in right 

from the start into their solution and obviously work with the supplier that can 

provide it. Pod Group

Improve security or be more innovative around security for some niche use 

case on blockchain, SIM card or payment solutions. ZARIOT

Around 80% of IoT projects may fail before launch (due to the device). Eseye

Everybody needs to be looking at eSIM as a strategy moving forward for future 

proofing. It's going to save a lot of money and make people's lives a lot easier 

and allow people to scale a lot better as well. Pod Group
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We see a lot of complexity making enterprises quite nervous about moving 

forward with global deployments. One issue is the ability to centralize all of the 

management of different technologies, different providers in different countries 

while also bringing the security and billing sides. Offer a centralized solution 

which is flexible enough to them and tailor to the Enterprise itself and to their 

specific needs. The enterprise value this because the complexity of the whole 

ecosystem is still very challenging for them. Pod Group
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Eseye: Nick Earle, David Langton

Pelion: Niall Strachan

Pod Group – a G+D Company: Amy Garcia, David Hambling

Vodafone: Lesley Homer, Phil Skipper

ZARIOT: Charles Bernard

MEF: Carol Benites, Ross Flynn, Sam Hill, Guilherme Sartori, Nassia 

Skoulikariti, Mina Yazdani

TecFutures: Andrew Parkin-White, Phil Todd
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ABOUT MEF

Mobile Ecosystem Forum is a not-for-profit global trade body that acts as an impartial and

authoritative champion for addressing issues affecting the broadening mobile ecosystem. We provide

our Members with a global and cross-sector platform for networking, collaboration and advancing

industry solutions. The goal is to accelerate the growth of a sustainable mobile ecosystem that delivers

trusted services worldwide. Established in 2000 and headquartered in the UK, MEF’s Members are

active across Africa, Asia, Europe, Middle East, North and Latin America.

MEF provides a community that offers Insight (reports, surveys, market guidance); Interaction (events,

networking, visibility) and Impact (advocacy, code of conducts, industry initiatives).

To join the MEF community please email: admin@mobileecosystemforum.com.

Contact Sam if you’d like to contribute an article.

If you would like to explore the range of MEF Member sponsorship opportunities available at any MEF

Connects then please contact Susan.

Follow us on LinkedIn, register for the member area and subscribe to MEF’s newsletters to keep up to

date with MEF activities throughout the month.
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mailto:sam@mobileecosystemforum.com
mailto:susan@mobileecosystemforum.com
https://www.linkedin.com/company/mobile-ecosystem-forum/
https://mobileecosystemforum.com/member_registration/
https://mobileecosystemforum.com/email-preferences-centre/
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Helping clients build competitive 
advantage and revenue growth 
with tailored advisory solutions
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http://www.tecfutures.com/
mailto:marketing@tecfutures.com
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MOBILEECOSYSTEMFORUM.COM

©2023 Mobile Ecosystem Forum Ltd.

All rights reserved.

Disclaimer

Mobile Ecosystem Forum Ltd. makes no representation,
warranty or undertaking with respect to and does not

accept any responsibility for, and hereby disclaims liability
for the accuracy, completeness or timeliness of the

information provided.
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