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A Practical Guide to Monetizing
the Internet of Things
We’re living in an interesting time. The Internet of Things and all it entails has the
potential to fundamentally change the nature of business. It really is as important as
all of the news stories, analyst reports, and blogs have made it seem. Or, at least,
it could be, if businesses had a clear understanding of what it means and how they
can get involved. With such popular attention, there is a danger that others will see
those examples highlighted thus far – connected cars, homes, and personal wearable
devices – as the only areas of opportunity. But nothing could be farther from the
truth. By taking a look at what’s under IoT’s hood, we can find elements in all of
our businesses that can be expanded by thinking a bit differently about our current
business models.

Taking Stock of IoT: What’s Involved?
The Internet of Things starts with something fairly obvious: things. And by things, we
mean physical objects. To those objects, we add a sensor that measures some attribute
of that object or the surrounding environment. That could be temperature, velocity,
humidity, electrical current, etc. The output of that sensor is data – data we can
aggregate and analyze, or simply sell to customers who are interested in those values.
How do they get that data? That’s the last piece of the puzzle: communications. We
need some method (and piece of technology) to transmit the data from those sensors
(about those physical objects) to some recipient. And that’s it.
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Putting IoT In Context
Let’s use a personal example to set the stage. Among other things, you are
a physical object. Your fitness monitor checks off the two other boxes: it
contains one or more sensors that track information about you (heartbeat,
steps taken, distance traveled), store it, and facilitate its communication. That
communication is fairly straightforward: from the device to your computer
via USB or Bluetooth, and more than likely, from your computer to the
manufacturer’s servers via the internet either via HTTP file upload, FTP file
transfer, or other related protocol. But none of this is really of any value… yet.
Analytics, Where the Value Comes From
Thus far, we have a (potentially) fashionable accessory that is collecting and
transmitting data. While that might be worth a low-dollar initial purchase, it
doesn’t offer a value proposition that would keep you coming back or for
which you would pay a premium. The real value comes in what that data
can tell you about yourself. The first level is the data collected – activity
levels, historical performance, etc. The second level is placing that data in
the context of best practices and personalized goals. In short, it’s actionable
intelligence to support improvement.

Now We’re In Business
The good news, and something that seems to get lost in translation at times,
is that the discussion doesn’t need to get much more complicated when we
move to the business world. At base, we’re still looking to answer the same
set of fundamental questions:
•

What would we like to improve?

•

What information would we need to do that?

•

How can we capture that information?

•

Once captured, how can we analyze it to better understand what’s happening?

The interesting addition for the business perspective is that we might not be
answering that question for ourselves. That’s where IoT turns into a serviceenablement discussion. That is, we tweak the first question to “what would
our customers like to improve” and we add one final element to the list: “how
should we charge for this intelligence?” With those two small changes, we
approach business improvement from the point of view of data collection,
analysis, and dissemination in a service-based monetization model. Yes,
there are technological requirements underneath. But there is no reason why
your business cannot ask and answer these questions, regardless of your
current business model.

“We’ve been experimenting with mobile devices
for reporting events, allowing drivers to selfreport...In the transportation business, we’re
constantly playing with new technologies.
Mobile means more timely, more accurate data.
Our objective is to help our customers:
the more work orders they can issue and get
accepted through their system, the more
money they make. If we can improve timeliness
and accuracy, we’re all better off.”
Ed Schriger
Vice President, Product Management
International Asset Systems (IAS)
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International Asset Systems: A Practical Example
California-based logistics specialist International Asset Systems (IAS) provides a great example of how all of these
elements play together in an environment where we might not expect it. IAS helps its customers manage the rental,
tracking, and billing of intermodal equipment at ports around the U.S. In this context, the focus is on billing for chassis
usage. It’s counted on the basis of days used, but within that span a single chassis can make a lot of different movements,
potentially with multiple different containers – and different billable parties along the way. IAS records and analyzes
hundreds of thousands of events each month which they structure into billable transactions. And that’s the basis of the
service IAS provides: making sense of this immense data set to accurately bill on behalf of their clients.

IAS’s Technology Stack
IAS built most of the technology infrastructure themselves, enabling
connections and relationship management with a global network of service
providers. “Our first job is to connect with the terminals, chassis yards,
and whatever other provisioning yards or depots our customers’ equipment
is moving out of,” says Ed Schriger, IAS’s VP of Product Management.
“And that’s easy enough with ANSI EDI messaging. We collect the data
in real-time, sequence it, and figure out how to make sense of it in terms
of transactions.” Once they understand the different moves, IAS applies
a complex set of business rules to determine which events constitute new
rentals, which are incremental moves, and who is responsible for payment.
What’s even more impressive about the scale and scope of their operations
is that IAS accomplishes this in a world of imperfect information. “What we
don’t have as part of this environment is someone at each facility telling us
which transaction should be closed,” says Schriger. “We don’t have the return
process that a car rental does. We have to infer from sequenced events that
a return event has happened, and that’s when the handoff with TRACT takes
place.” After they’ve determined that a return has taken place, IAS submits the
payload to goTransverse for rating and processing – determining which party is
responsible for payment and the proper billing amount based on days usage.

Ed Schriger is Vice President, Product
Management at International Asset Systems
(IAS). His responsibilities include Roadmap,
Release Scope, Partner Management
and Customer Implementations.
For more information about IAS
visit www.interasset.com.
IAS serves buyers and providers of
transportation services and equipment,
providing applications and technology to
standardize, automate and streamline key
processes in global transport, with specific
focus on landside operations, first and last
mile, to and from the port. Additionally IAS
builds and manages global communities of
service providers through data integration
and a variety of web and mobile applications,
giving our customers the ability to interact
with their service networks on a neutral
platform in an efficient, standardized manner.

As part of that process, TRACT manages account information for billable parties, including tracking compliance
with those providers’ insurance and DOT regulatory requirements. This begins on the front end, integrating with IAS’s
ChassisManager offering. This is a portal where carriers can sign up, review and accept pool operator terms and
conditions and complete a carrier profile. After a review and credit check is complete, the carrier is approved and an
account and order are provisioned in TRACT. From this point on, there is a seamless integration between the two systems,
allowing carriers to review their history of invoices, statements, credits, and payments – and to execute payment as well.
The payment piece was quite important to IAS, as goTransverse stores payment information and ensures compliance with
PCI security requirements.
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Choosing the Right Partner
As IAS developed their product from scratch, they knew they wouldn’t look to
build their own billing engine. “We knew billing wasn’t our core competency and
that we wanted to partner with someone who had the right technology,” says
Schriger. “We also knew we needed a solution that could handle the exception
billing types of scenarios that our customers were telling us existed.” The ability to
handle varying scenarios, alongside the complexity of event and billable party
rules, is something that helped goTransverse stand out. “Our ultimate decision
came down to them, really, being excited and intelligent about the billing part
of things,” according to Schriger. “They know their business and know how to
handle the transaction-based, usage-based, rules-based type of scenarios. They
have a good history of folks who have done it on the telecommunications side
and the mobile side.” That pedigree helped differentiate goTransverse from some
competitors who seemed a better fit in more marketing- and app-focused business
environments.

Getting Up and Running
“Our implementation went very fast,” says Schriger. Working with the Port of
Virginia, they were given a very aggressive roll-out target. “They said we’ve got
ninety days to do this. We had lots of learning going on, and a lot of iterating on
the fly.” Their first focus was on the billing piece of the equation, which highlighted
another key need: an easy and desirable way for customers to pay after receiving
their bill. As Schriger recounts: “we built another set of integration into TRACT so that
customers could make payment through the system. We made some assumptions
about how customers would like to pay which weren’t exact. We worked with
goTransverse to make some changes, ultimately improving the process.”

What’s Next?
With TRACT up and running and IAS’s services supporting more and more
customers, there’s always a question of what should come next. “We’ve been
experimenting with mobile devices for reporting events, allowing drivers to selfreport,” says Schriger. “In the transportation business, we’re constantly playing with
new technologies. Mobile means more timely, more accurate data. Our objective
is to help our customers: the more work orders they can issue and get accepted
through their system, the more money they make. If we can improve timeliness and
accuracy, we’re all better off.”
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The Beck Anderson Perspective
IAS’s story shows how they have successfully monetized the process of
distributed data capture, aggregation, analysis, and rules-based transaction
definition. In other words, Ed and the rest of the IAS team provide a wonderful,
real-world example of what other firms in the IoT space are looking to
accomplish. It is somewhat a hybrid of personal examples of individual fitness
data capture devices and industrial examples like self-monitoring and reporting
HVAC systems. It also underscores an important point in the development
of this market: that the Internet of Things broadly, and data-based service
monetization generally, are not solely the playground of ‘new economy’ tech
companies or consumer-oriented products. Rather, what Schriger describes as
“physical equipment moving around in rugged places,” shows just how much
potential there is for companies to think differently about their own businesses
and what aspects of them might be improved by reexamining them from an
IoT perspective.
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