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COVER INTERVIEW ®

Sparkle and floLIVE collaborate
to support sophisticated, global
loT connectivity

loT organisations are becoming more advanced as they launch richer, global loT products
onto the market. When it comes to connectivity the market has moved on from simply
thinking about cost per megabyte to more carefully assessing how to handle regulatory
compliance, how to balance differences in mobile network performance from market to
market and how to manage the more complex latency, security and failover requirements of
loT devices. Daniele Mancuso, chief marketing and product management at Sparkle, and
Luigi Capobianco, the senior vice president and head of Europe and the Middle East at
floLIVE, explain to George Malim, the managing editor of loT Now, how the companies have
collaborated to create compelling, compliant sophisticated, global loT connectivity services
that level the playing field across the entire planet

Daniele GM: How does your partnership with want to target multinational enterprises
Mancuso floLIVE align with Sparkle’s strategy? directly and address some specific verticals
that are striving to enter the mobility
Daniele Mancuso: floLIVE was for us the ecosystem. We target multinational
missing piece, a reliable partner. One of the enterprises and we tend to go up the value
unigue strengths of floLIVE has always been chain to those that are producing the
that it is a customer of Sparkle’s outbound objects that will onboard the SIM cards,
worldwide connectivity solution. floLIVE either plastic SIMs or embedded SIMs
being interconnected with us already as a (eSIMs), it doesn’t matter.
customer was one of the enabling factors
and floLIVE is an excellent developer with The other side of the strategy was to enable
an excellent platform. We are finding a lot Tier-2 and Tier-3 MNOs and MVNOs to
of synergies, both from a technical point develop an international l1oT market based
of view and from a commercial on the fact that they were already our global
perspective. The success of Sparkle connectivity customers. This is enabled by

" _ using the floLIVE platform is creating floLIVE’s connectivity management platform
i = benefits to floLIVE itself and also (CMP) because the platform can
9 ) enabling further benefits to Sparkle independently serve either enterprises,
I ’ '
s

Sparkle

" the traffic that floLIVE can push or allow us to go to market with floLIVE’s
" g J towards our international mobile white-labelled solution. We can go to a
‘ - N subscriber identity (IMSI), we are Tier-3 MNO, for example, and give them our
3 creating mutual benefit for both IMSIs and a customised floLIVE platform and
companies. they can resell this to their own customers
using their own brand, with their own look
| would say that floLIVE is enabling us to and feel and their own commercial rules.
i realize our product pitch from when we
3 y launched our global 10T suite and we | think this new collaboration is a first in
presented the idea of venturing terms of commmercial launch of an loT
into the IoT market to solution with data localisation. There were
our CEO. We several workgroups in international
created a kind standards trying to address the topic of
of double critical loT. We are basically avoiding the
strategy. On need for SIM cards that are travelling in the
one side, we US to connect back and forth with Europe

-
! because, if we are able to increase where we go directly with the Sparkle brand,
-

\
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_,r-1:\;1fere will be three
big gateways that
* _ we are going to
“Jocalise: one in the
US, one in Europe
and one in Asia

or vice versa. This is going to be unique and the
strengths of the partnership between floLIVE and
Sparkle enable it.

There will be three big gateways that we are going
to localise: one in the US, one in Europe and one in
Asia. The unique factor is that it's not just a simple
gateway localisation, it’s a localisation in places
where we have Sparkle local connectivity through
peering with local carriers. Basically, we are going
to provide a zero-latency |0T service for SIM cards
that connect to those points of presence. This, |
believe, is really a market first.

Of course, it's a combination of several factors. As
we said before, let’s not forget that our mobile
platform runs over our 600,000 kilometres of fibre
optic cables around the world, on top of our
Seabone IP transit platform. We believe that we
are going to see a lot of positive returns both in
market appreciation in terms of revenues and
margins, but what concerns us most is the
customer experience. This is our main objective.

GM: floLIVE has built an impressive global loT
network; can you explain how this extensive
data network benefits mobile operators
compared to traditional connectivity
management platforms (CMP)?

Luigi Capobianco: Our global loT network has
been designed and built in a way that allows
us to constantly introduce new services and
offerings both quickly and in a cost-effective
way; this is because we developed the entire
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platform in-house using modern software
architecture approaches and design guidelines.
We have used Sparkle’s global presence, not
only for connectivity needs, but also for global
presence in terms of data centres and physical
interconnections globally, to access

this connectivity and provide it

to our customers. Sparkle has

been a very important part of

our growth when it comes to

sourcing global access to

cellular data.

Now, what does that mean
for the CMP? It means
that our CMP, which is
only one service out of
the entire range of data
connectivity services we
offer, is not just the front
end, but it’s a complete,
holistic solution. It comes
with an online billing
system and with full
Remote SIM Provisioning
(RSP)

Luigi
Capobianco
floLIVE
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Our IoT offering is based on global connectivity because of our history and
because we strongly believe that being able to be connected anywhere in the
world is an important foundation for the IoT business for multinational customers

capabilities for both M2M and consumer use
cases, multi-IMSI capabilities and more. Our
distributed network around the world enables all
floLIVE customers, which could be MNOs, MVNOs
and 10T service providers, to access our global
data network and consume the advanced services
we offer.

| think the advantage of our approach is that we do
not only provide mobile operators a means for
operating a profitable loT business, but we've added
two very important capabilities - one is the ability to
extend their global reach even to highly regulated
countries such as China, Brazil, Turkey and others. In
addition, we're also enabling them to generate new
revenues from advanced services that are made
available via our global platform. These services
include MVNE, mission-critical 0T, advanced IP data
management, satellite connectivity and more. One
of the new and very interesting things that we're
doing with Sparkle is distributing our network
capabilities and global presence.

A car maker, for example, doesn’t just connect its
cars in the old-fashioned roaming model. That
works well when you're connected in Germany
with a European MNO, but when you move to
Canada or China with the same MNO, the user
experience falls short. What we're going to do
with Sparkle is build something that allows cars
and other connected devices to have the same
experience, performance, service level and
security all around the world regardless of
location. This is only possible when you put
together a CMP for sure, but also the capabilities
and the global presence of Sparkle.

GM: What makes Sparkle stand out from the
competition and what impacts have you had on
the success of IoT solutions?

DM: Our loT offering is based on global
connectivity because of our history and because
we strongly believe that being able to be
connected anywhere in the world is an important
foundation for the loT business for multinational
customers. 10T by itself for us is a means to
address the connectivity needs of things that are
on the move. We strive to provide connectivity to
things that are moving, and Sparkle is a
multinational carrier with the strongest offering.

GM: Please can you tell us more about Sparkle’s
loT strategy and offering?

DM: We started to develop the strategy roughly a
year ago and we have already achieved good
results. First of all, we had a list of requirements
that are driven by our worldwide connectivity and
machine-to-machine priorities. We don’t need to

negotiate an entire roaming agreement from
scratch that is based on the full paradigm of
human communication, but we can really focus on
selective agreements that are related to the
machine-to-machine market. Either we extend
already existing partnerships and introduce a
specific price list for machine-to-machine
connectivity or we enter a new partnership
dedicated to the machine-to-machine sector. This
is already a good differentiator from other carriers
that operate in the same space but | will say that
the basic foundation of our global connectivity
proposition, the technical foundation, is really a
differentiator compared to the competition.

Our global connectivity has always been based on
the concept of multi-operator service. Our
platform is based on a multi-IMSI paradigm that
allows us to offer to any customer wherever they
are the best connectivity in terms of price,
coverage or diversification. For loT this is really a
unique advantage. When you have an automotive
manufacturer that needs to ship cars everywhere
in the world, they need to guarantee that the
vehicles they are producing can connect in all the
countries and always find the best coverage at the
best rates. There is also always the possibility to
switch to another operator, either by failover, or by
applying steering policies.

This multi-IMSI solution is corroborated by the
over the air (OTA) capabilities to reconfigure a
single SIM card or a set of SIM cards. If there are
changes to the customer requirements or the
commercial scenario in that specific country, we
can still guarantee the customer that the coverage,
the rates and the failover level agreements are
respected over time. We can do everything with
an OTA campaign. The technical capabilities that
we just described with our commercial strength,
part of it inherited from the TIM Group and part of
it because we established this new roaming team,
make us stand out. In addition, the coverage that
we have with our 170 points of presence is spread
around the world where we can do IPX peering
with basically all the interconnect carriers. | would
say that creates a unique solution in the market.

GM: How does floLIVE’s solution enable mobile
operators to manage and monetise IoT
connectivity more effectively?

LC: The loT connectivity market is quite
competitive, so there are two things you can do:
One is to try to bid the lowest possible price,
which is not always easy and probably doesn’t
always bear the right fruits in the long term. The
other is to move up the value chain to serve
higher-value use cases with the connectivity they
need in terms of latency, security and location. p
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We're not telling MNO customers to do one or the
other, but we are empowering them to do both.
What does that mean?

First of all, as one of the world’s leading loT CMP
providers, floLIVE was the first to differentiate
between high ARPU and low ARPU use cases,
meaning we launched an offering that
distinguishes between the volume of megabytes
per month and charges a platform fee accordingly.
For example, with smart meters, the platform fee
is a fraction of a high ARPU service’s platform fee.
We did this to allow mobile operators to run a
profitable 10T business and compete in this
challenging market.

Second, our platform, built using the latest
software design, architecture and deployment
practices, ensures a lower marginal unit cost as
more and more devices are onboard our global,
cloud-native network. In both the short and long
term, this allows mobile operators to increase their
profitability and obtain a strong presence in the
growing loT space.

The importance of owning our entire software
stack, from the core network through SIM
management, real-time multi-tier billing engine
and CMP, comes into play when we deploy since
we don’t have fixed third-party licence costs.

Another key benefit that floLIVE brings to mobile
operators is a new, constant revenue stream
generated by floLIVE’s global customers who seek
connectivity in the mobile operator’s footprint. As
| stated earlier, this is how floLIVE and Sparkle
began the relationship - by offering Sparkle’s
coverage to our global customers. This is another
pillar that empowers MNOs to not only operate a
profitable 10T business but also increase their
revenues inorganically.

GM: How does floLIVE ensure compliance with
diverse regulatory requirements across different
countries, and why is this crucial for mobile
operators?

LC: The world is going in a direction in which
permanent global roaming is going to become
more and more complex. Accessing all countries
around the world, without any temporary
restriction through a single IMSI is already a
challenge today, but it is going to be more of a
challenge in the future. Let’s say you have a track
and trace application for containers - you don’t

really care about permanent roaming. However,  &-
there are numerous use cases that where this does |

matter, such as smart metering, automotive, POS,
credit card readers, alarm systems, video cameras
and dashcams, which are all interesting use cases.
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These applications are more prone to requiring
permanent roaming. If you deploy one of these
use cases in Turkey, for example, the devices are
likely to stay in Turkey for more than 90 days, and

The world is going
in a direction in

that is not allowed. Additionally, privacy which permanent
regulations like GDPR and CCPA require that data ~ global roaming is
remains within the country of operation, which going to become
conflicts with roaming. For example, a device more and more
operating in California but using a European SIM/

profile violates CCPA regulations because data, complex

which is protected as private, is routed through
Europe instead of the device’s actual location. To
address this, we started cooperating with the 15
different IMSI providers we support today. We
have a global bootstrap, via Sparkle, which has by
far the largest coverage in the world and also
reliability. Then, whenever a customer says they
need to localise in Brazil we have two Brazilian
IMSIs so that you can access Brazil on local @/
networks owned by floLIVE, compliantly accessing
different local operators. |

www.flolive.net
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Simply. Securely. Connected. Always!

Mobileware turns to floLIVE for

Darby platform connectivity

Delivering connectivity is crucial in the Internet of Things (IoT) market. While the ecosystem

is comprised of many key players, such as hardware, software and computing providers, the

tie that binds these is connectivity to ensure that wherever or however devices are deployed,
they can connect to the internet to communicate data

loT solution providers (ISPs) stand at a vital juncture in
providing the very critical connectivity for 10T use cases but
also helping stitch together the other very important
components of 10T, including data and hardware management,
security, integration and maintenance and support.
MobileWare is an 10T solution provider that enables loT
solutions in key verticals such as restaurants, retail, education,
security, transportation and logistics.

Business impact of floLIVE:

MobileWare is successfully delivering solutions in the loT
segment but found managing the complicated connectivity
ecosystem burdensome. “MobileWare developed its Darby
platform to help integrate the components of the solutions we
were providing to customers, which was further refined and
enhanced through its partnership with floLIVE,” says Steve
Higgins, the chief executive of MobileWare. “We were trying to
manage all the different carrier agreements, multiple stock-
keeping units (SKUs) and who has the best SIM cards.”

The nature of 10T is very different from consumer connectivity.
Typically, with consumer connectivity, a user only needs a
single SIM from a single mobile network operator (MNOs) but
even still, an ISP generally will contract and resell connectivity
from multiple carriers. However, with loT, the complexity of
that can easily multiply for several key reasons:

Coverage and availability: Network operators may have
different coverage areas and service availability. In some
regions, certain operators might offer better coverage or have
stronger signals, ensuring that loT devices can communicate
effectively across diverse geographical locations. Multiple
operators increase the chances of finding suitable connectivity
options for different deployment scenarios.

Redundancy and reliability: Relying on a single network
operator introduces a single point of failure. If that operator
experiences outages or issues, all devices connected to that
network may be affected. Having multiple network operators

allows for redundancy, improving the reliability of 10T solutions.

If one network faces problems, devices can switch to
alternative networks, ensuring continuous operation.

SPONSORED CASE STUDY
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Cost optimisation: Different network operators may offer
varying pricing structures and plans. Having multiple options
allows businesses to choose the most cost-effective solution
based on their usage patterns, scalability requirements and
budget constraints. Competition among network operators
can also drive down prices and improve service quality.

Global deployment: For |oT solutions with global
deployments, relying on a single network operator may not be
practical due to regional variations in network infrastructure
and regulations. Multiple operators allow for more flexible and
scalable global deployments, ensuring connectivity across
different countries and continents.

Technology evolution: The field of 10T is rapidly evolving, and
new connectivity technologies continue to emerge. Having
multiple network operators allows businesses to adapt and
integrate the latest and most suitable connectivity
technologies as they become available, ensuring future-
proofed loT solutions.

Customisation for specific use cases: Different loT
applications have unique requirements, such as low latency,
high bandwidth or long-range connectivity. Multiple network
operators enable businesses to choose the network
technology that best aligns with the specific needs of their 0T
use cases.

MobileWare was successful in delivering its diverse
connectivity offerings to
customers and helping them
save money and tap into IoT
success, but behind the
scenes, it was a logistical
challenge. “We were
asking ourselves how

do we continue to

grow this and have a
platform - we were
doing it on
spreadsheets,” adds
Higgins.

loT Now Q3 | 2024
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MobileWare integrated Darby with floLIVE’s connectivity
management platform (CMP), which has allowed MobileWare
to provide its customers with a single pane of glass to view all
data usage and device activity, as well as activate and
deactivate SIMs anywhere in the world. Darby’s functionality
ties in with hardware management so customers can utilise
one platform for granular management in their loT use cases.

floLIVE’s holistic cloud-based CMP is designed to deliver a
suite of services for making loT businesses global, coherent
and profitable. floLIVE fully owns its technological
infrastructure and software stack, enabling it to provide full
customisation and additional functionality to meet the
advanced requirements of large-scale loT deployments. This
means providing more customisation, visibility and control over
the network, which is essential for enterprises with
sophisticated and demanding 10T use cases.

MobileWare also uses floLIVE's core network, which is a unified
approach to global connectivity through key mobile network
operator (MNO) partnerships. The floLIVE robust international
mobile subscriber identity (IMSI) library allows for broad carrier
access across the globe from a single source.

As an ISP, value-added services are paramount in
differentiating services and driving service level agreements
(SLASs) and quality of service (Qo0S). In partnering with floLIVE,
MobileWare achieves:

Seamless coverage: Sourcing connectivity operator-by-
operator leaves organisations in a logistical bind, but accessing
a library of more than 15 IMSIs allows for coverage from a single
source.

Single SKU: Multiple SIMs from multiple carriers introduce
complexity, but using a single SIM that can host numerous
carrier profiles creates a unified approach.

Global reach: Worldwide connectivity access from a single
source that operates at the local level ensures global
connectivity without the headaches or local agreements or
roaming SIMs.

Full visibility: Not being incumbent on carrier’s connectivity
management platforms that are not designed uniquely for loT
is paramount to MobileWare in not just internally having
visibility into devices, but also handing that visibility down to
its customers.

Superb customer support: Offering complete customer
support throughout the customer journey is imperative to
MobileWare.

“We like to provide service levels that spoil our customers
rotten. Customers can call me day, night or during the week - |
will answer,” Higgins says. “Companies today really struggle
with finding a way to have simple, secure connectivity, always.
We provide them just that.”

The complexities of loT connectivity don’t often arise until
deployment or afterwards during management. Higgins said a
question he sees from customers or prospects is: what is the
point of partnering with an ISP when the organisation can just
use two SIMs from two different providers. If one network were
to fail, the second SIM provides failover connectivity.

He said that is an expensive alternative (paying for two
different data plans just for a failover plan) to adopting a
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multi-profile solution, like the Single SIM that MobileWare
offers. Powered by floLIVE multi-IMSI technology, MobileWare
offers customers the ability to seamlessly switch networks over
the air (OTA) in case of a network failure, network event,
coverage gaps or as a device moves along networks and needs
to connect to the most available network. This simplified, more
cost-effective solution hosts numerous profiles, not simply two
networks via two SIM cards.

MobileWare also differentiates itself through comprehensive
customer support, which - in the complex sector of loT - is
important as devices must be connected and communicating
consistently. Troubleshooting is supported through granular
visibility provided via floLIVE’'s CMP and MobileWare’s Darby,
allowing for faster problem resolution than using multiple
MNOs and the associated numerous support systems.
MobileWare can confidently turn to floLIVE for top-tier support
for escalated issue resolution.

“We’re only as good as the team behind us,” Higgins says of
floLIVE. “The responsiveness on the network level - we
springboard from that and provide this great experience for
our customers.”

Altogether, MobileWare’s partnership with floLIVE enables the
organisation to provide:

24/7 management and support: MobileWare's ability to
provide exceptional customer support is enhanced through
floLIVE’s support and responsiveness.

Single pane of glass: MobileWare customers can access broad
connectivity and network options through floLIVE’s robust
IMSI library from a single source instead of carrier-by-carrier
and SIM-by-SIM.

Comprehensive management: Integration with floLIVE's CMP
allows MobileWare to provide the unique value proposition of
granular insight into and management of connectivity and
hardware components.

Connectivity across the globe: Accessing worldwide
connectivity is simplified for MobileWare customers.

Reliability and redundancy: OTA switching allows customers
to access the right network at the right time for optimised
connectivity.

Simplified logistics: MobileWare’s Single SIM opens up
numerous carrier networks without the need for additional
SIMs,
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The future of fleet management:
Expanding use cases and
connectivity requirements

Introduction

The fleet management market has undergone a rapid digital transformation, write ABI
Research'’s Elizabeth Stokes, a senior analyst for IoT Network and Platforms, and Dan Shey,
the vice president of Enabling Platforms. The industry has evolved from simple location-
based tracking to an ecosystem of advanced IoT applications that require cutting-edge

cloud and communication technology. Advanced use cases, including video monitoring for
driver safety, are quickly becoming standard in the industry, paving the way for the highly-
anticipated future applications of commercial vehicle electrification and autonomous
driving. These future use cases will drive even greater demand for advanced IoT devices, data
management platforms and, perhaps most importantly, an unprecedented level of localised
global connectivity.

As fleet managers prepare for this future, many find that their internal infrastructure

and connectivity services are underperforming. Many fleet operations still depend on
manual processes, and many fleet management use cases continue to rely on low power
wide area (LPWA) networks, even as video-based applications and other future fleet
management use cases demand the throughput of 4G and eventually 5G networks. Given
these developments, fleet managers in the future will require a completely different type
of network and connectivity service provider, one that can offer a range of highly available
networks and a connectivity management platform designed for advanced IoT applications.
Local connectivity on a global scale is going to be a boon for the demands of low latency,
battery-optimised connectivity that meets the increasing regulatory requirements of data
sovereignty, privacy and roaming restrictions. Choosing a connectivity service provider
equipped for the future will be integral to enterprises as the fleet management market
prepares for another wave of innovation and use case expansion. p
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The telematics space is at a unique convergence of tried-
and-true use cases that will remain pivotal within the
industry. In contrast, newer use cases arise, creating the
opportunity to develop technologies and more accessible
hardware and connectivity costs.

Traditional use cases

These familiar use cases will continue to have a
stronghold in the industry, supporting a range of benefits
from efficiency, cost-saving and requlatory compliance
adherence:

Track and trace: Track and trace is a baseline use case
for fleet management and a building block for the most
advanced fleet application technologies today. At its most
basic, track and trace refers to using global positioning
system (GPS) technology to track vehicles and assets in
transit. Track and trace is a legacy use case, first made
possible by the commercial introduction of GPS in 1993.
By the early 2000s and with the removal of selective
availability (SA), major companies began to rely on GPS
and fleet management systems (FMSs) to receive remote
updates from their fleets on the road, ushering in a new
age of enterprise telematics.

Improvements in cloud services, machine-to-machine
(M2M) communications and edge compute have greatly
improved track and trace technology since its early
adoption at the turn of the century. Fleet managers now
have unprecedented, granular visibility into a vehicle’s
performance, allowing for insight into individual
components of the car and a holistic understanding of the
vehicle, its route and the driver at its helm.

Regulatory compliance: Enterprises must navigate
various state and federal regulations that require fleet
managers to log vehicle maintenance, driver hours of
service and behavior, load weight and more. Failure to
comply with these reporting standards can lead to heavy
fines or harsh penalties.

Fleet management technology can offload these data
collection and analysis activities to sensors and fleet
management platforms. Many fleet managers rely
on LPWA networks like LTE-M to send sensor-based
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compliance data to FMSs that can package it into
ready-made reports. This process eliminates the manual
reporting tasks these regulations previously required.

Asset tracking and protection: Like those used to prevent
vehicle theft, GPS sensors on assets can track fleet cargo
movements in real time, assuring asset managers that
goods are moving on their designated routes. Additionally,
condition-based monitoring (CBM) sensors can track a
trailer's condition to protect environmentally-sensitive
assets, typically using LPWA networks to relay important
data points like moisture levels and trailer temperatures
back to fleet managers.

Emerging use cases

These communication and technology advancements
have created a range of cutting-edge fleet management
use cases that build on the foundational principles of
track and trace.

Vehicle theft prevention: Vehicle theft is an ever-
present threat to enterprises and is increasingly

likely as incidents of carjacking climb. The National
Insurance Crime Bureau (NICB) in the United States
recently reported that over one million cars were stolen
nationwide in 2023, stating that vehicle thefts have
steadily grown since 2019. GPS-based sensors and FMSs
that track vehicles and cargo at all times on a virtualised
map are critical tools to protect company assets. GPS
tracking also enables enterprises to employ geofencing,
which sets virtual boundaries for a vehicle. Geofencing
technology can help fleet teams stay vigilant against
suspicious movements by sending real-time alerts to the
proper teams if a vehicle exits the virtualised perimeter.

Driver safety: The Federal Motor Carrier Safety
Administration’s (FMCSA) most recent Large Truck and
Bus Crash Facts report reveals how truck driver behaviour
impacts the safety of those on the road. According to

the 2021 report, at least one driver-related factor, like
speeding and distracted driving, “was recorded for 32% of
the large truck drivers in fatal crashes.” Driver safety is

a critical fleet management use case, requiring various
technologies to monitor both a driver's physical state and
their behaviour on the road. FMS solutions often feature
driver scorecards based on telematics data from sensors
that monitor their average speed, lane changes and
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