
IoT Device team
Device Onboarding & Supplier Partnerships

Uday Patil
Bonn, November 2017



an effective iot Device strategy Covers 
six fundamental fields of action
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Device Onboarding &
Supplier Partnerships

Sales Support for
optimum Outputs

Definition of NB-IoT
Device Landscape

No Harm to
Network Policy

Device
Security as USP

Management of
Lifecycle Activities

effective
IoT device
Strategy



Customer
IoT

Sales

Partnership with Device SupplierS to address large 
variety of use cases WITH Fast and efficient Delivery
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IoT Device 
Team

Device 
Supplier

Symbiotic 
relationship 
with suppliers 
to achieve 
ultimate 
business goals

1

Sales enabled 
through easy 
access to 
tools, trainings, 
portfolio & 
support
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Classification of IOT Device Suppliers 
in four partnership categories
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Focus

Selected Devices

Selected Devices

Nature / Level of
Partnership

Estimated Sales 
Volume / Device

Volume 
Commitment

Customization Commission / 
Rebate for DT

Integration 
Support from DT

Service Level 
Agreement

★★★★

New Product 
Development

very high ✓

✓

DT defines 

product

✓

DT gets full 

margin

✓ ✓

★★★

Frame 
Contract

high ✓
✓

for strategic deals
✓ ✓ ✓

★★

Cooperation 
Agreement

high –
✓

possible, if 
needed

✓ ✓ ✓

★

Marketing 
Agreement

small – – – ✓ –

Partner devices

Large pool of self-certified devices

Partner devices

T-specific



benefits of a dt-Hardware cooperation

Cloud der Dinge Informationsveranstaltung, - Status HW, 29.06.2016

▪ Established open API „Cloud of Things“ for Condition Monitoring, 
Visualization of Device Measurements & Conditions, Configuration 
of Devices and Alarms, ERP- Systems Support

▪ Scaling Sales Force with broad customer access across different 
segments and verticals

▪ Reliable and established processes for HW selection, i.e. HW 
recommendation management for preferred cooperation partners 
towards DT customers

▪ Marketing support through „Cloud of Things“ labels provisioning

▪ Selected HW portfolio compatible to DT „Cloud of Things“
▪ Self-qualified HW
▪ Care for reliable compatibility over life-cycle
▪ Know-how support in customer acquisition phase and solution 

design
▪ Supported logistics processes and quality
▪ 3rd level support for customers

CONTRIBUTION BY DT CONTRIBUTION BY HW PARTNER



Onboarding a new supplier follows a strictly defined
process 1/2
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Download API 
and application 
document

not ok Check
application

3

1 Send application 
document to 
m2m-hardware-
support@
telekom.de

2

Add device to 
HW partner 
database

6 ★Marketing
agreementlow

L1Provide account, 
templates and 
test documen-
tation

ok

4

Implement API, 
provide test 
report and 
contract

5 Use badge:
“Compatible 
with Telekom 
Connected 
Things Mana-
gement”

L2

Contract
level

7

high
Check with PPM:
Customer require-
ment document

Lean self-certification process



Onboarding a new supplier follows a strictly defined
process 2/2
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Cooperation agreement
 Listing in device 
portfolio

Standard test 
cycles for 
partner devices

H1

passed all
tests

Use badge:
”Partner of Telekom 
Connected Things 
Management”

H3

H2

high sales
potential

✔



Detailed view on device testing
devices with high and very high sales potential only

8

N
et

w
or

k
Te

ch
no

lo
gy

Io
T

U
ni

t

Certification 
doc. check

Sales
potential high or

very high?

yes

Radio module 
check

No harm to 
network test

CTM interopera-
bility tests

Physical & 
security tests

Approval for 
listing as 
“preferred 
device” in device 
portfolio

Approval for 
listing in device 
portfolio

ok

ok

✔

✔

Stress & Stability 
Tests

ok

ok

ok

✔

✔

✔

✔

ok



No Harm to network process
IOT Device policy agreed with nt
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Module 
certification

Device self 
certification

✔

✔

yes

passed
test

passed
test

No harm to network & 
solution compliance

No harm to network 
self certification

✔

✔

Input:
▪ IoT chipset & 

module landscape
▪ Resources

Input:
▪ Device and 

documents
▪ Resources

>10k
devices?

Device approved

passed
test

passed
test



CoT HW Selection & Extension of Portfolio

10Cloud of Things Information HW, 29.06.2016

Email to:                 
IoT-hardware-

support@telekom.de

Selection of suited HW based on the 
sales requirement and the HW 

catalogue

Segment/NATCOs DTAG

Extension of portfolio

Purchase selected HW, or Call for 
Tender based on the sales 

requirements if different HW is 
required

Purchasing



Thank You


