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News Flash:

Apple Watch Enthusiasts,
Novatel Buys Feeney,
& Nokia + Alcatel Lucent
Apple Watch Exhausts 1.5 Million Supply in Minutes
Really, people. We speculated at launch that the price tag might prove prohibitive for Apple’s latest foray
into IoT. It seems we underestimated the fervor of Apple enthusiasts. In fact, it seems the tech giant sold
out its first batch in the first ten to thirty minutes—with more recent pre-orders subject to a two- to
three-month fulfilment time. Of course, these figures pale in comparison to the iPhone 6 launch, which
topped 10 million in just three days—but absent their manufacturing problems, one wonders how the
new toy could obtain such numbers in spite of mixed, if not damning, reviews.

Novatel Buys Feeny: First Step Towards an IoT Future
There was a time when competitors were kicking themselves for being late on Novatel’s big consumer/
business IT hit: MiFi. Unfortunately, thanks to almost ubiquitous free WiFi, and the alternative smart
phone tethering, Novatel needed an injection of energy to move on to the next phase. Enter in an
entirely new management team mid-last year (a mix of insiders and newbies) plus a new “activist”
member of the board, and let the acquisitions begin. Expect to see more M&A activity from Novatel
in the next 12 months—and a major reshaping of their go-to-market strategy designed to shake up the
market for IoT. We’ll be watching.

Nokia + Alcatel = ?
Nokia and Alcatel-Lucent announced yesterday their plans to merge, becoming the world’s largest
teleccommunications equipment supplier. However, we’re not sure if one plus one equals two in this
case. To read the full blog, visit us at jbrehm.com.
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Are We There Yet?
A Critique of the
Smart Home
Industry

While home automation has been
around in some form since the 1800s,
the modern concept of it came about
at the Worlds Fair in Chicago in 1933
with the unveiling of the Homes of
Tomorrow exhibit.
By Joyce Deuley
These homes of the future utilized “revolutionary”
building materials, some had their own helicopter
pads, and others incorporated gadgets directily into
the home’s electrical system. However, much of those
innovations were limited by the technologies of the day,
were expensive, and impractical.
For more than a century, automating the home has
captured our imaginations, and now that technology
has finally caught up with them, companies are
desperate to get involved with the next big thing: the
Smart Home. Each day, more companies are breaking
into the industry in a race to zero, with no clear winner.
The current home automation market is reminiscent to
the Dotcom Bubble of the 90s: There are rampant overinflations and over-valuations of the market’s potential
over the next decade or two. Primarily since, despite the
buzz, home automation consumers still only occupy 7%

of the overall IoT industry.
The Internet of Things (IoT) drives quite a few
markets, as our ability to connect “things” and collect
information about them, as well as the understanding
of our relationships to them, increases. Consumers
are constantly bombarded with concepts that will
seamlessly connect their lives, like starting the oven
from their vehicles or running a load of laundry via
their smart phone. It’s like being casually interested in
a kayak and being sold a speedboat. Unless my phone
can also fold my laundry, I’m not interested. And while
many new applications seem a bit...impractical, this type
of thinking is what’s going to push the industry forward
to find truly powerful solutions. But, as of now, there
is too much over-promising and under-delivery that is
occurring, causing for more confusion and resistance
to a technology we’ve been dreaming about for over a
century.
While the market may be currently viewed through rosetinted glasses, that’s not to say that the industry is forcing
an idea on an unreceptive public. There are lots of growth
opportunities within the home automation space, but
we have to ask—are we there yet? Are we actually ready
for widespread adoption of the smart home, not from a
technology standpoint, but from whether the consumer
is ready enough for it—I think not.
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DIY?
Within the Do It Yourself (DIY) market there’s a lot
of competition as companies are pumping out “easyinstall” solutions, but a hard reality is that neither the
consumers, nor the store employees, know enough
for the DIY smart home to take hold. What ends up
happening is that consumers purchase the DIY kits,
become overwhelmed by lengthy installations and long
hours spent researching which products are compatible
with the chosen system—effectively turning what could
be a powerful solution into a novelty that’s quickly
forgotten. I recently spoke to a home automation
specialist who summed it up nicely, “[it’s] Called DIY,
but most of the time, you think you can do it, but you get
it home and—you can’t.” Because of this, it’s really hard
to distinguish between the sales versus reality.

reasons why the Do It For Me (DIFM) market has seen
consistent growth over the years.
Companies like AT&T Digital Life provide these home
automation services as secondary forms of revenue,
such as installation fees and monthly service charges,
on top of their carrier services. While other companies,
such as ADT and other security companies, have a leg
up on the competition because they’ve been providing
home automation solutions for years, and already have
platforms installed in homes. By boosting services
offered, these companies will already have a customer
base, making upgrades easy and well within their
wheelhouse. But even with these potential growth
opportunities, the home automation market is struggling
with a series of challenges, such as interoperability
issues, confusion within the market, and an uncertain
future.
Interoperability

Part of the difficulty also lies in the fact that much
of what occurs within a home automation system is
not “easy.” It’s a very complex task that requires the
individual setting it up to specify rules for systems to
interact with other systems; relying heavily on If-ThisThen-That (IFTTT)principles. The average consumer
doesn’t necessarily have a background in basic CS logic,
and will most likely have difficulty setting up multisystems within their home and or getting these devices
to “talk” to each other successfully. Which is one of the

Interoperability seems to be on the tip of everyone’s
tongue lately. As more products flood the market,
figuring out which ones hook into what system is pretty
daunting. Customers either need to pick one brand and
stick with it for all of their automation needs, or use
integrators to help them patch in compatible systems.
While there are open source forums for consumers to
figure things out on their own, such as the SmartThings’
community forum, there’s still a low drive for consumers
to do that beyond hobbyists and smart home enthusiasts.
Some of this will fall away as the market matures, most
likely going through a rollup similar to that of the
MVNOs within the last year, but there doesn’t seem to
be a universal system in sight. At best, there will be three
to five major players with only two or three of those
actually becoming compatible with each other at a time.
The confusion exists because companies recognize that
this is where we are headed: the automation that George
Jetson experienced every day is within our reach.
Companies are trying to establish their products on the
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ground floor, yet if this does go the way of the Dotcom
Bubble, there will be a lot of heartache. Some of the wiser
companies are hanging back for a while longer, watching
to see which minnows get gobbled up by larger fishes
before taking a swim themselves, but ultimately, they
will need to enter the water at some point or get lost in
the reeds.
Competitors like Apple and Google have real potential
to massively disrupt the market, and the deep pockets to
do it. For instance, Apple’s HomeKit is going to provide
several services on its own, but will look to maintain an
open platform in order for third-party service providers
to hook into its system, offering more holistic solutions
through partnerships. With iPhones and iPads already
existing within many homes and working with other
automation systems as the point of control, providing a
connected home solution wouldn’t bee too difficult for
Apple to pull off. Where as the Nest Works platform
already has some key partnerships and the marketing
strategy to make Nest and its compatible products even
more sexy and desirable for its established customer base
who are already willing to sacrifice their wallets.
An Uncertain Future
The uncertainty surrounding the home automation
market resides in its growing pains. Because there are no
major players yet, and more companies continue to flock
to the industry, no one is entirely sure yet who is going to
come out on top. Prices will go down, however, as more
products enter the space and the competition really sets
in, allowing for rollups to occur. It will be important for
aggregators and solution providers to focus on software
services, concentrating on open platform solutions that
will play nicely with others, diversifying consumers’
appliance and accessory options without sacrificing
quality or operability. As more “universal” platforms
are developed, there will be a definite shift from the
importance of which devices consumers have to what
kind of connectivity will keep them connected to their

home.
Going Forward
Despite these challenges, companies are already finding
new ways to integrate and control smart home systems.
For instance, some companies are beginning to push
beyond the traditional interfaces and smartphones as
the “remotes” for smart homes. Elbee, a Belgian firm,
is trying to crowdfund its wireless ear buds that can
control the home with a shake of the head or with voice
commands. While the practicalities of such devices
have yet to be fully realized, what is apparent is that the
industry’s grip on our imaginations has not lessened.
As the market continues to mature and smart homes
become the norm rather than the exception, true home
automation will begin to take over. New developments
will include smart appliances, switches, cooling and
heating systems, security systems, and more as builders
construct smart homes from the beginning, rather than
adding expensive retrofits in older homes.
The smart home industry is very similar to that of the
autonomous vehicle; we will have nearly autonomous
vehicles within the next five years, but true, widespread
adoption of fully autonomous vehicles will take decades.
Going forward, we will see more automated home
solutions appear, but a truly connected and automated
home that operates seamlessly with our devices and
vehicles, won’t be widely adopted for several decades—
or at least not until traditional homes go the way of the
halogen bulb.
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Home Automation
Fun Facts

The Arrival of Home Appliances
During the early 20th century, the first electric vacuum was introduced in 1907, paving the way for
refridgerators, washers and dryers, toasters, and many of the other appliances we are now “connecting”.

Computers in the Kitchen?!
In 1966, Honeywell introduced the first kitchen computer, ECHO IV, to help homemakers create
shopping lists, store recipes, turn appliances on and off, and control the home’s climate. However, due
to some unprogressive marketing taglines, the product never really took off.

Paving the Way for Tomorrow
The infamous Life Alert commercials, among other home automation technologies, really began to gain
traction during the ‘90s and early 2000s. Home automation was becoming less expensive and more tech
forward than ever before.

Source: M2MEvolution
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How the Connected
Home Security Market
is Changing
The pervasive use of smart devices
through interactive services has
made it easier for homeowners to
access their appliances, thermostats,
and security systems at anytime from
anywhere.
By Martha Vazquez
Your phone or tablet has now become an essential and
convenient remote tool to access and manage controls
within your home.
The Internet of Things (IoT) has drastically changed how
devices in the home are being connected. Almost any
home appliance or electronic device can now have an IP
(Internet Protocol) address and connect to the Internet. As
a result the smart connected home has emerged, making
home automation a reality.
With that said, the connected home security market, a
segment of the connected home, is going through a period
of evolution. Traditionally, homeowners would purchase
a security alarm system to protect their property from
intruders , but today, homeowners are using these services
for a number of other reasons. Companies such as Icontrol
and Alarm.com offer a platform for security providers to
add interactive services to their portfolio. These interactive
technologies allow customers to remotely monitor their
homes and businesses from anywhere. Additionally,
with these technologically advancements, home security

solutions is going beyond just offering security, but are
now connecting homeowners to a breadth of value added
services through home automation solutions.
The Emerging Connected Home Security Market
With these interactive services becoming more
mainstream, technology is harnessing a number of other
trends within the home security market. The emergence
of interactive security services and the low cost of sensors
allows homeowners to pass on using professional installers
and the Do it Yourself (DIY) technique. Today, connected
home security encompasses those homeowners that want
to self -monitor their own devices through an application,
or have it monitored by a professional service provider,
such as ADT.
In addition, this market has opened up a variety of
opportunities for cellular M2M/IoT providers. According
to JBA, within the US, the number of M2M subscribers by
the end of 2014 was at 45.4 million. Within this market,
the number of cellular connections for the security, alarm
monitoring, and home automation segment at the end
of 2014 was roughly 8 Million. The cellular connections
supporting the smart home security is forecasted to
grow approximately 24 million by 2020, reaching a
compound annual growth rate (CAGR) of nearly 20%.
Service providers such as AT&T, Comcast, and Verizon,
are utilizing and expanding new partnerships in order
to develop and implement services for their existing
subscribers.

110 E. Houston St., 7th Floor, San Antonio, TX 78205 / 210.401.0051 / http://www.Jbrehm.com

7

The Connected Conversation

Volume 1 / Issue 3 / April 2015

The Opportunities
The connected home and security markets present
growth opportunities for many types of companies, such
as mobile operators, cable companies, platform providers,
and traditional security monitoring providers. As more
consumers embrace devices like tablets and smartphones
to control their homes, providers will be able to leverage
this opportunity to build new revenue streams, business
models, and partnerships.
Partnerships, for example, are growing with hardware
and platform providers to offer DIY solutions for
consumers, and also for companies that offer real-estate
monitoring services. ADT, who is by far the leader and
the largest security monitoring provider, is partnering
with a number of platform and hardware players as a
means to enable the smart home experience. Within these
partnerships, ADT has been able to offer their customers
a seamless experience in accessing their security systems
remotely, even to their thermostats. Icontrol not only
provides a platform for some of these key players in
the market, but is also leveraging their capabilities by
partnering with leading vendors, such as Honeywell, to
ensure interoperability of its platform with a large number
of devices. Currently, AT&T is whitelabeling its Digital
Home Solution for companies like Telefonica to expand
the home automation market in Europe, as well as expand
its own reach into other markets.
Despite these opportunities, challenges still exist, such as
interoperability. As more companies join the smart home

security market, the ecosystem becomes more
complex and consumers are then forced to use only
one brand. Companies like Icontrol recognize this
growing challenge and are helping the ecosystem
by offering an open home developer program. The
program helps ensure interoperability between
the Icontrol platform, devices, and applications
via open standards. Icontrol started this program
because it believes part of its responsibility to the
market is to build out an ecosystem of devices and
apps that can utilize its software to connect the home.
Icontrol advises developers to join the program to open up
its API to the developer. The company also provides the
hardware and software development kits that enable them
to develop on its platform. In order to do that, developers
must go through a rigorous certification program. Once
certified, the developers can then offer their devices and
applications to any of Icontrol’s deployment customers.
Essentially, Icontrol offers a portfolio of supported devices
and apps that partners, like ADT, can choose to use as
part of their home solutions to their end user.
The Complex Competitive Landscape
The connected home automation and security landscape
has become very competitive and fragmented, with new
companies entering the space all the time such as AT&T,
Comcast, and Time Warner. While these different players
can provide a variety of services, ranging from security to
home automation, they can also cause a lot of confusion.
Traditionally, the connected home market included
players like ADT and Vivint, but the latest technology
trends have allowed for telecom and cable operators,
such as AT&T, US Cellular, Verizon, Time Warner, and
Comcast, to enter and massively disrupt the market.
The barriers to enter this new, disruptive market are
relatively low since consumers are now able to buy their
own systems, install it on their own, and remotely access
their homes with an application from their smart phone
or tablet, all while not needing to pay for subscription
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services. Today, we are seeing traditional security
providers, telecom providers, manufactures, and platform
companies provide a breadth of services to the consumer.
To keep up with the emerging trends, in 2010, ADT
introduced its next generation of connected home
security automation and monitoring services called ADT
Pulse Total Security. Since then, the ADT Pulse App
has gained over 1 million customers. ADT has chosen a
number of various platforms like Icontrol to help manage
the connectivity and integration of its interactive services.
ADT Pulse not only provides security monitoring, but
offers an integration between various sensors to allow
the complete home automation experience. For example,
a customer can place rules to control lights, thermostats,
garage doors as well as look at surveillance cameras
and video clips. What makes ADT different from a
DIY solution is its real-time monitoring capabilities. If
an unforeseen event occurred at a home, ADT has the
ability to alert and dispatch emergency services out to
the customers’ premise immediately. ADT also pushes
the fact that the customer’s needs come first and believes
that while prices for hardware systems are getting lower,
the trust and customer experience is what will keep them
differentiated in the connected home security market.

Digital Life, more than half of those were added in the last
two quarters in 2014, demonstrating a positive outlook for
AT&T as they enter the home automation and security
markets.
What’s Next?
With the market expanding and becoming more
competitive, it will be interesting to see how this will play
out in the future. Will this open up opportunities for
more mergers and acquisitions over the next few years?
Or will it continue to diversify as more companies enter
the space?
One thing is certain, however, the ecosystem of the
connected home security and automation market is
rapidly changing and becoming more complex. Telecom
operators are definitely shaking up the market as they
utilize their customer relationships, Internet gateways, and
support capabilities. As more consumers and businesses
start to embrace this technology, more opportunities will
grow for many of the players in the market.

AT&T launched its Digital Life services in 2013, giving
traditional security a wakeup call. AT&T has a strong
focus on security, but it also emphasizes the home
automation portion of its Digital Life solution. AT&T
offers a proprietary app which allows customers to control
several things at once. For example, the app allows a
consumer to switch hallway lights on when they wake
up or control the thermostat while away from the home.
One thing that gives AT&T a leg up, is its ability use a
customers’ existing wired Internet connection and offers
a 24 hour back up battery in case of any power outage.
AT&T already has multiple connectivity partnerships
with companies like ADT and Honeywell, but they also
have over 140,000 subscribers in the US signed up for
110 E. Houston St., 7th Floor, San Antonio, TX 78205 / 210.401.0051 / http://www.Jbrehm.com
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The Circuit
According to our (non-exhaustive)
list, April and June top the calendar
for IoT-related tradeshows and
conferences—each squeezing 13+
events into a short 4.5 weeks.
In fact, this month (if you had Scotty’s transporter), you
could attend a different tradeshow in a different part of
the world addressing IoT-related content nearly every
busness day. In case you missed them (as you most
certainly must have at lest some of them), we present
highlights from a mad month of Springtime IoT Mania:
Entelec (Energy)
Houston good ole boys are starting to change thanks, in
large part to the Internet of Things. Exhibitors included
several traditional M2M/IoT companies like Digi
International and Sierra Wireless—but spanned across
energy technology to also include things like tower
climbing harnesses. No surprise, considering much of
our energy infrastructure is 100 years old or more, but
we’ll be interested to see how new technologies like lowpower wireless and LTE Cat.0 impact uptake among
these set-in-their-ways oil and gas folks.
International Sign Expo
The International Sign Assocaition’s annual events
achieved record numbers again. During the event, they
released their own research which indicated that all four
categories could expect continued growth for the next

year—large format printers, dynamic digitial signage,
electric signage and wayfinding. Interesting to see print
signage expecting continued growth against their more
dynamic “categories.” One could expect large format
printers to start to waiver against the higher initial cost,
but lower total cost alternatives offered by dynamic
digital signage. After all, with digital, there’s no wait and
no waste.
International IoT Day
Hard to believe this is really a thing—but it wouldnt be
the first. The 9th was International IoT day: a kind of
tech-centric response to the “national day of unplugging”
held last month (the 5th and 6th). Plan ahead to celebrate
next year with bulging eyes viewing Internet content on
multiple devices (PC, smartphone, tablet, Apple Watch)
and smartphones remotely controlling everything you
own (door locks, security systems, cars, thermostats,
TV—maybe even your kids).
HIMMS (Medical Devices)
Interoperability was the key word this year at the
HIMMS conference in Chicago. It seems the healthcare
community is feeling the pain of multi-vendor solutions
and even experiencing what they perceive as vendor
competition. They are looking to the government to
intervene. Tell us, what do you think? jbrehm.com
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Come See Us At...
IoT Global Innovation Forum, Dallas, TX April 21-22.
James Brehm and other experts will deliver in-depth presentations on the IoT’s potential con		
sumer and industrial sectors, emphasizing unique case studies and the latest innovations
in technology.

2015: Cyber{IoT}, San Antonio, TX April 22-23.
This event will cover three major themes within Cyber Security and the IoT:
Securing the IoT, Protecting Critical Infrastructures, and Building the Next Cyber 			
Generation.

IoT World Forum 2015, San Francisco, CA May 12-13.
As one of the largest independent IoT events in the world, Internet of Things World conference
is the hub for the latest and greatest in IoT.

Other IoT Events

-Nama Expo + Retail Merchandizing & Marketing: April 22-28, Las Vegas
-M2M World Conference and IoTx Liev (Stream Technologies): April 28-30, London
-Internet of Things Summit: April 28-29, San Jose
-M2M Forum: April 28-29, Milan

James Brehm & Associates (JBA) is a consulting and marketing intelligence firm that provides project-based and
retained strategic advisory services to technology companies worldwide. With a firm focus on the Internet of Things (IoT),
Machine-to-Machine (M2M), and Big Data Analytics, JBA provides actionable insight and direction to a wide range
of organizations including Communication Service Providers, Hardware Manufacturers, Software Vendors, OEMs,
Private Equity, and Venture Capital Firms. Through projects on market size and share, competitive intelligence, product
development, go-to-market strategy, and client-specific consulting services, we help companies reach their maximum
potential.
http://www.jbrehm.com
If you’d like to continue to receive The Connected Conversation, you can email our Content Czar,
Joyce Deuley, at joyce@jbrehm.com or call (210) 401-0051.
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