M2M Adopters Care About Business Value, Not Technology

Harbor’s SIGNALSmart™ framework
portrays the full technology path of
M2M / Pervasive Internet solutions

SIGNALSmart™
category

Complete Supplier Ecosystem

Adopters don’t care about this —|
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What it is

Next-generation service
offerings driven by
massive volumes of
device data.

Enterprise mechanisms
to deal with data
unleashed by device
networking.

Logical entities that
change from one
information-transmitting
protocol to another.

Any part of the
network capable of
direct global data
transmission.

Any entry-point into
the global IP
network (Internet).

Any device
networking that
occurs before the
core global network.

Any manufactured object
with computational
power and the ability to
be networked.

Example types

Supply Chain Tracking, Smart
Logistics, CRM, Asset Management,

Preemptive Maintenance &

Replenishment, Remote Monitoring

Data Centers, Servers,
Storage, Enterprise Apps &
Enablers, Automated Web
Services

Access node, Local
Server, OSGi box, Set-
top boxes, Voice
Gateway, WAP Gateway

Internet backbone, Core
ATM network, QoS
network, Long Distance

Cable, Satellite, Wireline
POTS, xDSL, Wireless/PCS

Bluetooth, Ethernet,
HomePlug, HomePNA, IR,
RF, ZigBee™

PDAs, Phones, PCs, E/M
Equip, Info Peripherals,
Controllers, Sensors

What to tell the
adopter CEO

“Huge efficiency gains in existing
services. New high-margin services.
Barriers against vendor switching.
Identity reinforcement.”

“Ever track a UPS package on the
Web? Now imagine completely
automated machines doing that with
your supply chain info or product-
performance data in the field.”

"We handle this.”

"We handle this.”

"We handle this.”

"We handle this.”

“We help you design the right
intelligence into your next-
generation products.”

What adopter CEOs do not care about
“How does RFID work? What's the difference

between Bluetooth and ZigBee™? How are we
going to manage all this information?”

Harbor Research, Inc.
800.595.9368 x24 (U.S. only) 415.615.9400 x24

What adopter CEOs care about
“"How can | make this company more profitable? How can | drive new high-margin
services growth? How can | prevent channel partners from cutting me out of the
services loop? How can | increase brand awareness and loyalty? How can | create
barriers against vendor switching? How can | preserve existing IT investment? How
can | avoid adopting the wrong technology? Who can | turn to for answers?”

info@harborresearch.com http://harborresearch.com/




