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Slicing up the M2M revenue pie

How to get your share and boost your business
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What will you learn?

 How can M2M communication help you acquire 
additional revenue sources?

 What types of companies are active on the M2M 
market?

 What constitute the typical features of an 
M2M platform and how can they support your 
enterprise?
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 Introduction

In our everyday lives we are using more and more automated 

and intelligent machines. These include vending machines, 

new energy meters in homes, monitoring equipment and many 

more. Such machines operating remotely can provide impor-

tant information (e.g. various measures or alarms). They also 

need to be managed and monitored. Increasing numbers of 

machines are able to do this automatically and without the 

control of their owners. This sounds dangerous, especially if 

we imagine a scenario in which all our household appliances 

are capable of sending such information to the producer re-

garding our lifestyles and behavior. Fortunately the situation 

hasn’t reached this stage, yet. Machines initiate communica-

tion in order to provide vital information, save time and mon-

ey, and it is rather employed by such entities as energy me-

ters, vending machines or monitoring equipment.

What is the main benefit of such automatic communication? 

The owner of the machines need not visit them personally 

to verify their operation or read certain measures manually. 

Such machines can automatically send the information to the 

owner or to another machine that processes the data further. 

Such Machine-to-Machine (M2M) communication is cheaper, 

faster and brings new possibilities. 

 Why should you be interested in M2M?

M2M communication is developing into an interesting busi-

ness opportunity for telecom operators struggling to maintain 

or increase their revenues. As the revenue growth from voice 

services’ is declining and the market is saturating, the M2M 

segment displays business potential for acquiring additional 

revenues. The number of connectable machines is five times 

greater than the amount of humans (source: European Tele-

communications Standards Institute [ETSI]), although the num-

ber of machines currently connected is extremely low. 

Figure 1 presents a very basic M2M communication business 

case from a mobile operator’s perspective, where connectiv-

ity is provided to the M2M partner.

As the level of M2M traffic increases and devices become more 

common, the price of individual hardware components falls, 

boosting M2M popularity even further. According to Gartner, 

the average price of an M2M module (one that is attached to 

a connectable machine and contains the necessary commu-

nication capabilities such as SMS/GPRS) will amount to ap-

proximately 20€ by the year 2011. Compare this to the average 

price of a similar module in 2007 – which was almost 40€, and 

we can see that the hardware cost has almost halved.

In addition to the reduced hardware costs, the declining price 

of data services renders more M2M business scenarios via-

ble. Scenarios that a couple of years ago were deemed use-

less due to high costs, are now an attractive business oppor-

tunity. Instead of taking the market share away from mobile 

operators, the companies that use M2M services introduce 

new business opportunities for them. 

Other aspects important for operators should also be consid-

ered. The churn rate for M2M subscriptions is extremely low, 

the machines can be controlled in groups, and the data from 

Machine-to-Machine communication 
is cheaper, faster and brings new 
possibilities.

 Figure 1. Basic business model for M2M – mobile operator provides connectivity services to the M2M partner
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machines does not usually overwhelm the network. Addition-

ally, most of the M2M subscriptions do not require complex 

customer service. Of course, the ARPU of an individual M2M 

subscription is lower than that of one person, but the amount 

of connectable machines is higher. 

M2M is a new and promising area which is developing very 

rapidly, with machines becoming an increasingly important 

customer segment for mobile operators.

 A multiplayer game

Telecom operators are not the only players in the Machine-to-

Machine world. At this moment in time they offer connectivity 

services to M2M partners who own or operate these machines. 

The second group, M2M partners, represent various business 

sectors – for example, vending machine operators, electricity 

suppliers, monitoring companies and many more. 

If the operator is only offering M2M connectivity services, the 

revenue stream in most cases originates solely from month-

ly fees for M2M subscriptions. However, there are numerous 

other possibilities and services which can be offered to M2M 

partners helping operators to maximize this revenue.

Figure 2 presents a scenario whereby a mobile operator gains 

additional revenues from the services it offers to the M2M 

partner. Compare this to Figure 1, in which the mobile operator 

only provides connectivity services – the difference between 

the levels of revenue can be quite significant.

The most substantial difference is in offering services like pro-

visioning, self service portals, B2B gateways, rating, charging 

services and resource management. This decreases the com-

plexity of the IT systems required by M2M partners, enables 

faster and easier startup of M2M businesses and simplifies 

the management of M2M subscriptions. Such services can be 

delivered by the mobile operator through the platform, which 

operates like a gateway (or service enabler) placed between 

existing mobile operator systems and various M2M partners. 

Delivering such services to M2M partners facilitates mobile 

operators with increasing revenue.

 New roles emerge – M2M enablers

In addition to the operators that are expanding into M2M, new 

types of players have arisen as a result of M2M business 

growth – M2M enablers offering services to M2M partners. 

A typical M2M enabler can be described as the owner of the 

M2M platform (depicted in Figure 2) delivering services to var-

ious partners and in most cases with a connection to more 

than one mobile operator or ISP.

M2M is a new and promising area 
which is developing very rapidly, 
with machines becoming an 
increasingly important customer 
segment for mobile operators.

It is important that operators can 
add the M2M platform to their 
existing systems.

 Figure 2. Extended business model for M2M – additional revenues from auxiliary services
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 Figure 3. A single M2M platform – multiple M2M partners with customized services
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An M2M enabler’s business model bears many similarities to 

the business model of a Mobile Virtual Network Enabler (MVNE), 

already known in the telecommunications world. Both types 

of business offer the necessary network connectivity (that 

can be obtained from the MNOs), back-office operations and 

IT platforms allowing end operators to concentrate on their 

core businesses.

The enabler’s role in the M2M business is very important, es-

pecially when considering how many of the new M2M partners 

and enterprises on the market derived from industries other 

than telecommunications (e.g. utilities, security and automotive 

markets) and that lack the sufficient expertise to cooperate 

closely with mobile operators. 

 What should you look for in an M2M 
platform?

What features are essential for an M2M platform used by 

a mobile operator or an M2M enabler providing services for 

M2M partners? Figure 3 presents an example of a business 

case, in which an M2M platform is integrated with the exist-

ing systems of a mobile operator and which exposes servic-

es to M2M partners.

Let’s take a look at the typical features of an M2M platform 

and how they support the business of a mobile operator or 

an M2M enabler. With these features, they can both attain ad-

ditional revenue by offering advanced services to their M2M 

partners. These features include:

 Provisioning of services such as activation and deac-

tivation of SIM cards; the M2M partner does not need 

to perform complex integrations with mobile operator 

systems, yet the mobile operator can provide easy-to-use 

interfaces allowing the partner to perform mass provision-

ing operations on M2M SIM cards on an ad hoc basis

Cooperation with M2M enablers or 
with mobile operators offering the 
appropriate services can boost the 
development of M2M business.
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the M2M  platform, mobile operators can enter the M2M market 

without performing complex changes to their existing systems, 

limiting the risk and increasing potential profitability.

Conclusions

The M2M revenue pie is likely to be substantial in size, but it is 

still an open issue as to who will get the biggest piece. Tele-

com operators and M2M enterprises are not the only players 

that will benefit from M2M business growth. M2M enablers 

may also play a key role in this market and can benefit di-

rectly from it.

Cooperation with M2M enablers or with mobile operators of-

fering the appropriate services can boost the development 

of M2M business. With this approach partners and enterpris-

es can focus on their business without the need for invest-

ment in complex IT systems which are not directly connect-

ed with their core business.

Mobile operators and M2M enablers should prepare their plat-

forms for the offering of services to M2M enterprises and the 

managing of M2M services and traffic. The current systems 

designed for the managing of human-to-human traffic may 

not be capable of processing this increased amount of data 

and the different characteristics of these new “customers”. 

To reap the rewards of the M2M business, appropriate ad-

justments to the underlying IT platforms are required, and it 

is important to make these adjustments early on in order to 

be a step ahead of the competition.

 Data mediation for the M2M partner to collect, unify and 

correlate data from the machines (e.g. meter readings) 

and then send it for further processing

 Rating of events allowing the mobile operator to charge 

the M2M partner for the service usage, as well as provide 

charging services for end users of the M2M partner as 

a  value-added service; in this case the M2M partner does 

not need to have their own billing system

 Integration with inventory as a repository of M2M SIM 

cards and M2M equipment with customized structure, 

lifecycle management and logistics

 A self-service portal for M2M partners and end-customers 

enables the operator to lower costs by shifting the focus 

of customer service to the web

 Mass SIM card management enables M2M partners to 

control the SIM cards (such as mass activation or deactiva-

tion in a specific building or area) on their own, without 

involving the mobile operator

 B2B gateway making it possible to safely expose all 

features of the platform to multiple partners with easy-

to-use interfaces (e.g. Web Services) and integration of 

the M2M partner systems

It is important that operators can add the M2M platform to 

their existing systems similarly to the way in which the MVNE 

platform can be added to the MVNOs infrastructure. With 
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 About Comarch

Comarch is a leading global supplier of key industry stan-

dard compliant software solutions and services for telecom-

munications service providers. One of the company’s funda-

mental distinguishing factors is our focus on the flexibility 

and configurability of our solutions, which are developed in-

house and customized to suit the specific needs of our cus-

tomers. Our solutions are business driven, and have evolved 

since the company’s inception in 1993, based on customer 

demand. With 17 years of experience, Comarch is expert at the 

design, implementation, as well as integration of our solutions 

and services. We are proud to work with customers from four 

different continents, including some of the market’s largest 

players, such as T-Mobile International, Vodafone Germany, 

Telefónica O2 Germany, as well as MVNO operators such as 

Auchan Telecom, France. Comarch’s unique and cost-effective 

solutions allow our customers to provide the highest quali-

ty of service to their markets, ensuring their clients’ satisfac-

tion and continued patronage. The satisfaction of Comarch’s 

customers has always been the strongest confirmation of the 

quality of its solutions in the areas of billing and inter-partner 

settlements, as well as management of telecommunications 

networks and services. Comarch’s solutions for telecom oper-

ators are intended for Fixed, Cable and Broadband Operators, 

Mobile Operators, Wholesale Departments, MVNO/MVNE Op-

erators, ISPs and VoIP Operators, Content Providers and IPTV 

Operators and Satellite Service Providers.

More information at: telecoms.comarch.com

If you have any questions or comments regarding this 

document, please contact the authors:

Krzysztof Kwiatkowski

BSS Product Manager

Krzysztof.kwiatkowski@comarch.com

Pekka Valitalo

BSS Market Analyst

Pekka.valitalo@comarch.com



WWW.CoMARCH.CoM

WWW.CoMARCH.Pl

WWW.CoMARCH.De

WWW.CoMARCH.FR

 

Poland 
Bielsko-Biala, Wroclaw, 
Gdansk, Katowice, Krakow, 
Lodz, Lublin, Poznan, Warsaw

Austria Kirchbichl,
 Wien
Belgium Brussels
China Shanghai
Finland Espoo
France Lille,
 Montbonnet-Saint
 Martin,
 Paris 
Germany  Dresden,  

Frankfurt/Main
 Düsseldorf
 München
Panama Panama City 
Russia Moscow
Switzerland
 Buchs
UAe Dubai
Ukraine Kiev,
 Lviv 
USA Chicago
Vietnam Ho Chi Minh City

Comarch Headquarters 
Al. Jana Pawla II 39 a 
31-864 Krakow 
Poland 
phone: +48 12 64 61 000 
fax: +48 12 64 61 100 
e-mail: info@comarch.pl

Comarch Inc. 
10 W 35th Street 
Chicago, IL 60616 
United States 
phone: +1 800 786 4408 
fax: +1 800 684 5916 
e-mail: info@comarch.com

Comarch Software AG  
Chemnitzer Str. 50  
01187 Dresden  
Germany 
phone: +49 351 3201 3200  
fax: +49 351 438 97 10 
e-mail: info@comarch.de 

Comarch Spółka Akcyjna with its registered seat in Kraków at Aleja Jana Pawła II 39A, entered in the National Court Register kept by the District Court 

for Kraków-Śródmieście in Kraków, the 11th Commercial Division of the National Court Register under no. KRS 000057567. The share capital amounts 

to 7,960,596.00 zł. The share capital was fully paid, NIP 677-00-65-406

Copyright © Comarch 2010. All Rights Reserved. No part of this document may be reproduced in any form without the prior written consent of Comarch. 

Comarch reserves the right to revise this document and to make changes in the content from time to time without notice. Comarch may make 

improvements and/or changes to the product(s) and/or programs described in this document any time. The trademarks and service marks of Comarch 

are the exclusive property of Comarch, and may not be used without permission. All other marks are the property of their respective owners.

eN 2010-03

Comarch is a leading Central European IT business solutions provider specializing in forging business 
relationships that maximize customer profitability while optimizing business and operational 
processes. Comarch’s primary advantage lies in the vast domain of knowledge accumulated in and 
applied to our software products. These products incorporate highly sophisticated IT solutions for 
businesses in all vertical sectors. Comarch has a multinational network of offices employing over 
2800 highly-experienced IT specialists in Europe, the Middle East and the Americas. 

www.telecoms.comarch.com

http://www.telecoms.comarch.com

