
Enterprises should consider 
multiple criteria when 
selecting a global IoT 
connectivity partner



An increasing share of  contracts are awarded 
on a global or regional basis.  
 
Global and regional contracts are a large and growing part of the IoT 
connectivity market. (By global or regional contracts, we mean where a 
single contract or framework agreement for IoT connectivity covers 
more than one country.)  
 
As shown in Figure 1, Analysys Mason forecasts that there were 430 
million cellular connections globally, excluding China, at the end of 
2020. 150 million of these connections, or around 35%, were awarded 
as part of a global or regional contract. By cellular, we mean all 2G, 3G, 
4G and 5G connections, excluding NB-IoT and LTE-M. We have 
excluded China, as contracts for this market are almost always national.  
 
The IoT connectivity market is forecast to grow strongly, and global and 
regional contracts will take an even larger share of this market by 2025. 
Out of the total 780 million connections (again, excluding China), we 
expect around 43% to be part of a global or regional deal by 2025. The 
figures for certain regions will be higher than this. For European 
contracts, for example, the share will be over 50% by 2025. 

An increasing share of companies are connecting IoT devices as part of a global or regional contract, 
rather than relying on purely national agreements. The appeal of a single contract for multiple 
countries is clear – more than anything, a single contract is simpler to procure and manage – but these 
deals raise many complex issues for the buyer.  
 
This whitepaper looks at the increasing importance of global and regional contracts and considers the 
implications for companies buying connectivity. 

Figure 1: Cellular connections, excluding China, 
by contract type  

[Source: Analysys Mason, 2021]
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For LPWA, the share that global and regional contracts take 
will be somewhat lower (see figure 2) as the types of use cases 
that LPWA is suitable for are less likely to lend themselves to 
such deals. For example, contracts for smart metering are 
almost always awarded locally.  
 
Despite this, we expect that the share of global and regional 
LPWA contracts will increase, from a very low share today to 
around 10% in 2025. 
 

Car companies have led the way with 
regional contracts 
 
We have seen many different examples of global and regional 
contracts. The most obvious, and prominent, is car companies 
that have signed deals with a single telecoms supplier for 
multiple countries. These have often been in Europe, as it 
includes many relatively small countries, but contracts have 
also been signed to cover the Middle East or Asia.  
 
Other types of businesses have also signed regional and global 
deals, such as shipping companies for container tracking and 
even vending machine operators (that is, companies with 
vending machines in many different countries).  
 

Many factors are driving regional 
contracts 
 
A number of different reasons explain why customers are 
buying connectivity in a contract that covers multiple 
countries.  
 
The first reason, and possibly the most common, is simplicity. 
The customer has devices – and these could range from tens 
of vending machines to millions of cars  – that will be 
operational in a number of different countries. The customer 
will not want to negotiate and manage separate agreements 
for every country.  
 
The second reason for signing a global or regional 
connectivity deal is for manufacturers of devices that will end 
up in an unknown location. These devices will be made in one 
country (such as China) and then shipped to any of a number 
of potential countries. The user will want the device to be able 
to connect legally and cheaply wherever it ends up. A contract 
that can handle this uncertain final destination is needed.

Figure 2: LPWA connections, excluding China, 
by contract type   

[Source: Analysys Mason, 2021]
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This reasoning applies to manufacturers of devices, such as connected video cameras, but it can 
also apply to producers that are active at different parts of the value chain. For example, module 
and even chipset manufacturers are looking to embed connectivity into their products. In these 
examples, the module or chipset manufacturer will procure connectivity without knowing what 
device their product will be used in, let alone where it will be used. In this case, some sort of 
global or regional connectivity deal is essential.   
 
The final common reason for buying connectivity as part of a global or regional agreement is for 
devices that will roam across borders. For example, this could include the tracking of shipping 
containers that will require connectivity in different countries. The customer could rely on a 
standard contract with roaming included, but they want to be sure they have competitive 
pricing and a legal solution.  
 
 

Customers have a few different options for global and 
regional connectivity 
 
Customers have a few different possible options for buying regional or global connectivity.  
 
•   Global (roaming) SIM. The SIM has the profile of an operator in one country. It will act as a  
     roaming SIM when it is in other countries.  
 
•   Multi-IMSI. The SIM has multiple different operator IMSI profiles installed on it. For example,  
     it may have the IMSI profiles of operators in five countries. If the device is in one of these five  
     countries, it will switch to a local IMSI and act like a standard domestic SIM. In other  
     countries, it will act as a roaming SIM. 
 
•   IMSI installed over the air. A local operator’s IMSI profile is dynamically downloaded to the  
     device depending on where the device is located; the SIM will then act like a local SIM.  
     eUICC is one version of this option, but other proprietary solutions are also available.  
 
The different options are separate from the form factor of the SIM itself. Each of the three basic 
options outlined above could work with a standard, physical SIM, an eSIM or an iSIM. 
 
Each of the three options has advantages and disadvantages. The selection of the customer will 
depend on the use case. For example, for a fleet tracking solution in Europe, a global European 
SIM may be the best option, as switching profiles involves some complexity and cost. For a 
device that will not move once it is operational, such as a vending machine, an eUICC option 
may be a better option than a global roaming SIM.  
 
This then leads us to discuss the purchasing criteria for an organisation. 



Companies need to weigh different requirements when 
purchasing connectivity 
 
Purchasers of IoT connectivity as part of a global or regional contract will have many different 
considerations when selecting a provider. The priority or weight given to the various aspects will 
vary by customer.  
 
The primary considerations are: 
 
•   Coverage: Mobile networks were built to connect people and not things. This means while  
     connectivity in cities is typically good, coverage of rural areas can be poor. This can affect IoT  
     devices, particularly if the use case requires connectivity in remote areas, such as agricultural  
     solutions. Especially for countries with a large landmass and low population density  
     (Australia, Canada, USA), coverage by operator can vary significantly, making coverage an  
     important consideration for connectivity buyers. Some customers may even be willing to pay  
     a premium to connect to different network providers in a country, ensuring that the device  
     always has the best possible connectivity.  
 
•   Network: The network agreements of different providers vary. For example, a connectivity  
     provider may not have access to 4G connectivity in some countries. Access to 5G networks  
     will also vary by provider. Agreements for NB-IoT or LTE-M connectivity may not be in place,  
     even if standard 4G connectivity is available. Even where NB-IoT roaming is available, the  
     charging schemes may not make them attractive for use cases that generate low revenue.  
     The buyer of connectivity needs to investigate what is being offered by their supplier in the  
     countries where they will be operating.  
 
•   Operator reputation. There are well over 50 MVNOs and MNOs that can offer international  
     connectivity, but these vary from small players with under 1 million SIMs to the largest global  
     operators with tens of millions of connections. The reputation and financial position of the  
     provider will be an important consideration, especially for IoT contracts that will have a long  
     duration (for example, for devices with a lifetime of 5 or more years).  
 
•   Other services. The customer may want more than just connectivity from their supplier.  
     Often customers want a connectivity management platform that allows them to monitor and  
     manage their SIMs. They may also demand other features such as device management  
     platforms, integration with cloud providers, hardware testing and certification and even  
     hardware itself. Buyers need to consider what additional support they need from their  
     connectivity provider when making their selection.  



•   Permanent roaming. Permanent roaming has two aspects – regulatory and contractual:  
 
     •   Regulatory aspects: Some country’s regulators do not allow SIMs that permanently roam  
          on their domestic networks (for example, Saudi Arabia, Brazil). These bans may not always  
          be explicitly stated in the regulations, adding extra confusion. Buyers will need  
          reassurance from their providers that permanent roaming is allowed where they will  
          operate if they are considering this option. 
 
     •   Contractual aspect. Almost all mobile operators have roaming agreements with one  
          other, but these were designed around the needs (and consumption) of smartphones.  
          These reciprocal agreements often offer relatively competitive roaming rates but only for  
          devices that are temporarily roaming (for instance, devices that are in the country for  
          fewer than 90 days). While the numbers of IoT connections were relatively small, operators  
          may not have policed these terms too strictly, but we know this is becoming a more  
          important issue. For SIMs that permanently roam, customers may need to pay a monthly  
          surcharge if they are to remain connected. Again, the IoT connectivity customer needs a  
          provider that can navigate these complex agreements and guarantee that additional  
          charges will not hit them during the contract. 
 
•   Operator lock-in. In a smartphone, the process of swapping a SIM is straightforward. In an  
     IoT device, it is far more complex. Consider connected solar panels in remote locations or a  
     fleet of lorries that drive across a continent; the process of switching SIMs on each device  
     would be extremely challenging. As a result, customers may prefer models that allow them to  
     switch providers without swapping a removable SIM. Furthermore, as removeable SIMs are  
     superseded by eSIMs and iSIMs that are built into the device, replacing a SIM will no longer  
     be possible. 
 
•   Latency. Most IoT uses are, in theory, tolerant of high latency. For example, a smart meter  
     does not need to communicate with sub-10 millisecond latency. However, latency can impact  
     battery life, and so is a consideration even if the use case does not need very low response  
     times. For example, consider a battery-powered device communicating using NB-IoT. This  
     device will want to wake up, send and receive messages as quickly as possible before going  
     back into sleep mode. If the need to communicate with a core network on a different  
     continent delays this process, more power will be consumed, and the device’s overall lifetime  
     diminished. An operator that can offer lower latency will help this IoT customer.  
 
•   Data sovereignty. Local regulators may have requirements about where data is stored and  
     processed. IoT service providers sometimes ignore these rules as they know that regulators  
     do not police them tightly. However, as IoT becomes more important, regulators may take a  
     closer look and enforce regulation more strictly. Customers will want to be protected by their  
     service provider and not risk losing connectivity midway through a contract.  
 
•   Billing. With devices across various networks in different countries, the customer may only  
     receive billing information at the end of the month. This makes it difficult for the customer to  
     react in real-time to problems with a device (for example, if a device is not connecting to the  
     network). More advanced price plans, such as pooled plans across different countries/host  
     operators or different billing models for low ARPU devices (for example, per message rather  
     than per MB), may not be supported across all countries. Again, for certain use cases, these  
     factors will be important for the buyer of connectivity and are issues that should be raised  
     with potential suppliers.  



Global and regional deals are becoming more common, and 
this is raising new questions 
 
As we saw at the beginning of this article, the number of connections that will require a global 
or regional deal will increase over time. In part, this is driven from the supply side – technology 
developments such as roaming agreements for NB-IoT networks and advances in eUICC means 
that global or regional contracts can apply to more use cases.  
 
The demand side is also pushing the increase in global and regional deals. Customers with a 
handful of connections in a small number of countries could manage separate contracts. As 
volumes increase though, more advanced solutions are required.  
 
This increase in volumes is also pushing issues up the agenda for domestic operators and 
regulators. When the number of SIMs was low, operators and regulators might ignore violations 
of permanent roaming regulations or of local data rules. As the sheer numbers increase though, 
pressure rises to police these issues more closely. 
 
No single solution for all types of global or regional connectivity contract exists. Each customer 
and use case will need a different solution, depending on the specific region, business model 
and more. IoT connectivity buyers should make sure they are aware of the considerations 
outlined in this article and that any proposed solutions meet their needs. 



Executive Summary 
 
OneLifeTeam International (OLT) needed a connectivity partner for a new 
device, eFlea, that would monitor seniors and children remotely, and provide 
access to caregivers or loved ones in case of emergency. First on the list was 
global connectivity for both North America and Europe with great coverage 
for the devices to communicate, without the need to onboard dozens of 
relationships with multiple MNOs. 
 
As a B2B2C organization at its least complex, the product was sold through 
multiple layers of customers, so OLT also needed a platform that could handle 
this complexity with security and ease. 
 
floLIVE checked all the boxes for OLT, providing a single SKU to cover the 
world, global coverage without any gaps in service, and a seamless and 
sophisticated BSS integration that supported the details necessary for best-in-
class management and control. 
 
OLT are now launching their new tracker with confidence, offering customers 
the ability to gain more independence, while providing essential peace of 
mind to their family and caregivers.

The Business Impact 
of  floLIVE 
 
•   One SKU: OLT now has a single  
     vendor relationship to connect  
     their personal tracking devices  
     anywhere in the world. 
 
•   Global coverage: No gaps or  
     blind spots in availability,  
     ensuring ultimate peace of 
     mind to the loved ones of the  
     end user. 
 
•   Unique BSS integration: From  
     the same platform, OLT can  
     manage multiple tiers of  
     customers and partners with  
     security and ease.   

OneLifeTeam International Provides Users Safety 
and Security with floLIVE Connectivity



The Challenge 
 
OLT is a medical tracking device company that offers products for the elderly 
or less-capable and their loved ones. Using OLT’s devices, anyone can 
monitor the wellbeing of the device owner remotely. OLT’s traditional product 
is OneLifeLink, a telephone that provides a toll-free emergency service 
available 24/7.  
 
OLT wanted to launch a new personal tracker in the Connected Health 
industry for both Seniors and Children, and was looking for a vendor to 
support them with connectivity for these devices. Instead of connecting to 
emergency services or a call center, the emergency button would 
automatically open a voice call to four predetermined family members, to 
warn them of a problem. It would also include fall detection, and display 
accurate GPS positioning of the device owner. 
 
Challenges in creating the eFlea personal tracker, included: 
 
Unique multi-tier business model: The OLT products are sold directly to the 
customer via pharmacists, and often distributed by local pharmaceutical 
companies. Multiple customers would need to be billed and managed. 
 
Achieving global coverage: Devices would be manufactured in China and 
then shipped and utilized anywhere there was a customer need. How would 
OLT achieve connectivity ahead of time in a new location? 
 
Critical IoT use case to fill: As a medical monitoring system for the elderly or 
infirm, availability would be a life-or-death situation. OLT couldn’t afford gaps 
in coverage or issues with reliability. 
 
Handling sensitive customer information: Privacy and data security were of 
the utmost concern, and OLT needed to ensure that they could benefit from a 
multi-tenant design, and segment information and traffic where necessary. 
 
Maintaining low latency: Latency requirements were very strict for two 
reasons. First, lower latency would increase battery lifetime - essential for IoT. 
Second, as a healthcare product, low latency would get the device owner 
help as quickly as possible. 



The Results 
 
With floLIVE, OLT now has a single SKU for all regions in which the company 
manages and distributes the new product, from production in China, to 
deployments across North America and Europe. When the device lands in the 
region of choice, it connects on activation to a local network from floLIVE’s 
robust IMSI library. This local connectivity gives the best possible latency - 
another item on OLT’s must-have list.  
 
Added benefits include:  
 
Compliance: At all times, data remains in the country of origin – effortlessly 
meeting data privacy mandates.  
 
Availability: In moments of poor coverage or availability, floLIVE offers 
autonomous switching to a new network to eliminate the risk. 
 
Visibility: A complete view across all distribution channels with a multi-tier, 
multi-tenant platform, ensuring ultimate control, even segmenting by specific 
regions. 
 
BSS support: Integrated Business Support Services and API integration, to get 
to market faster, and to manage multiple layers of customers. 
 
Business intelligence: OLT now benefits from easy automation of the transfer 
of key metrics for added data analytics and business intelligence. 
 
Customer satisfaction: Loved ones always have a direct line to support 
seniors and children at a moment’s notice, with zero gaps in visibility and 
control. 

“When we started looking into 
floLIVE, we saw quickly that 
they covered every one of our 
needs. The unique IMSI library 
solution for IoT means that we 
can serve customers anywhere 
without pause, and the BSS 
integration was the cherry on 
the cake, making what was 
traditionally a complex 
management process for us 
really simple.”  
 
– Pierre Buillon, President and CEO, 
OneLife Team 


