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And the IoT Results  
are In....

A recent study by James Brehm & Associates in partnership with IoT Evolution 
presents key findings on the state of Internet of Things Analytics from a recent 
survey of technology industry participants and stakeholders. 

By Keith Tamboer

The survey was conducted to understand how companies are leveraging IoT Analytics to increase operational 
intelligence & improve business outcomes. Additionally, the survey examined the challenges associated with IoT 
data management and analytics, and how businesses manage their IoT analytics functions.

The survey was conducted between July and September 
2016, with more than 350 respondents primarily located 
in North America.

IoT: It’s Happening Now

More than ¾ of survey respondents indicated that they 
are either working or will begin working on IoT this 
year.  A majority already have IoT deployments in their 
business, while the remainder are either actively working 
on developing and deploying their first solution or deep in 
planning to make IoT part of their business.

Compared to James Brehm & Associates “State of The 
IoT Industry” survey from Q4 2015, the findings of this 
survey demonstrate a small increase in the percentage 
of companies working on IoT as participation increased 
from 73% to 76%. 
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 Why IoT?

Broadly speaking, companies are working on IoT for three reasons:

1) To Make Money

2) To Save Money

3) To Comply with Rules & Regulations

Two thirds of respondents indicated that IoT is a path for their companies to grow business, thereby increasing 
revenue and profits. Companies are commercializing IoT solutions to grow new revenue streams from existing 
customers, while also expanding their offerings to attract new customers. Among existing customers, nearly 60% 
see IoT as a way to improve their customer’s experience with existing products while approximately ¼ are developing 
in response to specific customer requirements related to IoT. Nearly 20% are seeing their competitors enhance their 
product and service offerings through IoT and realize that without IoT, they will be at a competitive disadvantage.

Nearly ½ (45%) indicated that IoT is a mechanism 
to reduce costs and improve internal business 
processes. Operational cost reduction enabled by 
IoT takes many forms; from fleet management 
solutions that help reduce fuel consumption, 
while also prescribing maintenance and 
repair before a costly outage or breakdown, to 
Smart building solutions that reduce power 
consumption by avoiding unnecessary heating, 
cooling, and lighting of unoccupied areas.  

While only 15% said compliance is the driver 
behind IoT initiatives, the associated applications 
address critical safety and government regulatory 
requirements. For example, the Drug Supply 
Chain Security Act requires manufacturers 
to provide history of prescription drugs 
including shipping details while the Food Safety 
Modernization Act requires better responses to 
food contamination through the identification 
of participants in the food supply chain (i.e., 
producers, shippers, and carriers).
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Is IoT Delivering Expected Business Results?

With regards to the business performance of IoT, a 
little more than half (52%) of respondents say that they 
are right on target while the remaining 48% is split 
between “Exceeding Objectives” (26%) and “Under 
Performing Objectives” (21%). 

Regardless of the use case, a key value proposition 
of IoT is that it enables visibility. The data gathered 
and transmitted from sensors and devices is only 
useful if there are analytic capabilities in place to 
make sense of that data. The concept of analytics can 
cover a lot of ground; and can be as straightforward 
as sending alerts and notifications for exceptions 
that can immediately detect faults or deviations from 
parameters, or can be more complex, where data from 
multiple sources is aggregated and consolidated to 
predict future outcomes.

Interestingly, more than 75% of respondents said 
their company’s data management and analytic 
capabilities needed improvement with 39% admitting 
a need for “significant improvement.”

When asked about challenges with data and 
analytics, the respondents gave diverse answers, but 
the top 2 reasons - both cited by more than one-third 
of respondents – demonstrate the complexity of data 
management and analytics.

Top 2 Reasons
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 37%
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Integrating data from multiple sources is 
foundational to any data infrastructure with 
more than one source. Integration challenges 
can range from managing and resolving the 
identity of a thing across multiple sources to 
enriching owned data with external data – 
like temperature or traffic. But if you solve 
the issue of data integration, that doesn’t 
mean you have good analytics. By itself, 
data isn’t information or, more importantly, 
insight. Like many raw materials, data needs 
to go through a refinement process before it 
can deliver maximum value.  

The Impact of Analytics on Business Performance

Correlating a company’s IoT business 
performance and their analytic competency 
demonstrates the real value of a robust analytic 
solution. Nearly 50% of respondents who 
rated their company’s analytic capabilities as 
“superior” said their company was 
exceeding business objectives, while only 
underperforming at a rate of 5%. On the flip 
side, only 11% of respondents who rated their 
company’s analytic capabilities as needing 
“significant improvement” said their company 
was exceeding business objectives. Those 
companies needing significant improvement 
on analytics also had the highest rate of 
underperformance at 45%.

 

37%

36%

33%

24%

19%

19%

18%

14%

13%

13%

12%

10%

8%

Contextualizing The Analytics

Integrating Data From Multiple Sources

Lack People With Analytic Competency

Collecting Data But Not Doing Analytics

Messy & Unstructured Data

Business Doesn't Act On Data Analytics

Determining Most Important Data

Analysis Takes Too Long

Systems Inhibit Analytics

Too Much Data

Data Security & Privacy

Business Doesn't Believe Data Analysis

Data Is Unreliable

Challenges With IoT Data & Analytics

48% 48%

5%

Exceeding Objectives Meeting Objectives Underperforming
Objectives

Business Performance Vs. Objectives For Companies With
Superior Analytic Capabilities

25%

62%

13%

Exceeding Objectives Meeting Objectives Underperforming
Objectives

Business Performance Vs. Objectives For Companies With
Adequate Analytic Capabilities That Could Be Better

25%

62%

13%

Exceeding Objectives Meeting Objectives Underperforming
Objectives

Business Performance Vs. Objectives For Companies With
Adequate Analytic Capabilities That Could Be Better



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

The Connected Conversation
Volume 2 /  Issue 8 / October 2016

6

 Tactical vs. Strategic Analytics

There are a variety of analytics associated with data collected from IoT. Most companies are generating what we 
would call “tactical analytics”. Tactical analytics typically provide a status or a summary based on single point in 
time or some sort of exception to an established threshold. Deliverables associated with tactical analytics include 
alerts and notifications or operational reports and dashboards.

Fewer companies are generating 
what we call “strategic analytics”. 
A key characteristic of strategic 
analytics is that they typically 
include the evaluation of data over 
a period of time rather than a point 
in time. Strategic analytics may 
also incorporate other data sources, 
including data not collected from 
sensors or devices that enrich the 
source data. Deliverables associated 
with strategic analytics allow for 
predictive and pattern recognition 
analysis.

Tactical and strategic analytics can 
be equally important within an IoT 
solution. An example of tactical 
analytics would be a notification 
that an engine’s fuel pressure has 
exceeded an established threshold, 
which enables a dispatching system 
to quickly deploy a service technician 
to diagnose and repair the engine 
before it fails. Strategic analytics 
would be an evaluation of an engine’s 
performance over time across 

multiple performance measures that lead to a more efficient maintenance schedule for all engines or possibly inform 
the design of a new engine. Both types of analytics are critical to a business and contribute to the value derived from 
IoT. Generally speaking, there’s more data infrastructure, computing, and storage required for strategic analytics, 
and that’s likely a key driver of why tactical analytics is currently far more common than strategic analytics. But the 
true value of IoT is when an analytic solution can provide the benefits of both tactical and strategic analytics.
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Investment in Analytic Platforms

Not surprisingly, 4 out of 5 respondents reported an 
increase in investment by their company in IoT analytics. 
As more companies enter the market with IoT solutions, 
and more companies evaluate the adoption of IoT within 
their lines of business, the ability to prove ROI is critical. 
Deploying IoT solutions requires up-front investment 
in equipment, processes, and people. Furthermore, 
companies need to measure the incremental value of IoT 
and demonstrate that it’s better than “business as usual”.

Despite an active and vocal market for IoT analytic 
platforms, ¾ of IoT analytic solutions are homegrown 
and internally developed. Fewer than 15% of respondents 
indicated that their company was using a 3rd party solution 
or outsourcing analytics. As the market seeks increased 
insight from data from the IoT and as companies increase 
the balance between tactical and strategic analytics, it’s likely that IoT analytic solutions will migrate or be developed 
on robust IoT analytic platforms in the future. Like most elements of IoT, companies can’t do everything themselves 
and need to rely on partners and the ecosystem. Increasing analytic demands driven by new use cases will push the 

market toward those companies who specialize in analytics.

Final Thoughts

It has been said many times, but the true value in IoT exists 
in the outcomes that can be influenced from data. Analytics 
is a core aspect to all IoT deployments and is a necessity for 
businesses looking to transform themselves and discover new 
revenue streams. As the market for IoT solutions continues to 
develop, analytics will be the differentiator between solutions 
that succeed and those that fail. Robust analytics will support 
the new use cases and business models that will drive growth 
in IoT.

For questions regarding our IoT Data Analytics Survey Results, 
please feel free to contact us at info@jbrehm.com for more 
information.
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For 2017, we’re adding a couple of new items to our content 
plan.
 
First, is a premium version of our subscription of The Connected Conversation. We’ll 
be digging deeper and providing 4x the amount of content in 2017. If you’d like to 
contribute ideas on what we cover, please email info@jbrehm.com.
 
Next, we’re adding a new section, aptly named “Change Agents,” that will include 
interviews with companies making significant strides in IoT. Those interviewed are 
the catalysts, the difference-makers, the dreamers-of-dreams, and doers-of-stuff. 
As Apple said in its revolutionary 1997 television commercial, “Here’s to the crazy 
ones, the rebels, the trouble makers, the ones who see things differently.”  We hope 
you enjoy this ongoing service. 

If you know of anyone who fits in this category, please feel free to submit a name 
here: info@jbrehm.com.

    2017 Changes

James Brehm & Associates 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) Communications, and Big Data Analytics, Jame Brehm & Associates provides actionable 
insight and direction to a wide range of organizations including Communications Service Providers, Hardware 
Maunufacturers, 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, please email info@jbrehm.com or 
call (210) 401-0051.


