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WHAT IS INNOVATION?

https://www.merriam-webster.com/dictionary/noun
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By having the right people, partners, and processes in place,

you will deliver something great to your customers!

Cost Structures and Revenue Streams

Last are Cost Structures and Revenue Streams – this

includes everything it takes to build and maintain a holistic

system and all the ways you’ll make money on the product.

You will have new upfront and ongoing costs that weren’t

there before, but you also have new forms of revenue being

generated.

Your IoT Platform requires an initial capital investment with a

multi-year ROI. You won’t be able to magically build a new

IoT product and get an immediate return. Real items like new

equipment, machinery, training, staffing, and possibly a new

building are things you may need to invest in. The pay-back

period will come later so your organization needs to be able

to weather those costs prior to the revenue stream coming in.

You will have ongoing costs such as software maintenance,

cloud computing, storage, and bandwidth costs. Make sure to

factor those into the cost of doing business. Our

recommendation is to include these costs into the BOM and

set the price accordingly.

You may need to bring on new suppliers with new skill sets.

Processes within your organization will need to evolve across

all departments to make them more agile. You’ll need to

improve or build new internal resources to support your IoT

products.

Because the IoT connection gives you a 24/7 connection to

your customer, it creates a new revenue stream opportunity

for you to monetize.

There are 3 types of Revenue Opportunities in IoT.

The first is a One-Time Transaction – a single moment in

time – one and done. An example would be you purchase an

IoT integrated appliance (such as an oven) – the IoT features

are available to the user but require no further action or

connection to the manufacturer.

Second is a Recurring, Fixed Transaction – this is based on

a time period, not usage. A great example of this would be a

monthly movie streaming subscription. Whether you watch 0

hours or 1,000 hours of movies in a month, you are charged

the same amount.

The third is a Recurring, Variable Transaction – this is

based on both a time period and usage. A prime example of

this is your utilities. You are charged for your consumption.

Use more, it costs more - use less, it costs less.

Because IoT devices are connected, you can blend or mix

and match different models!

For instance, in the One-Time Transaction, you would sell the

product alone, but with higher pricing.

With the Recurring, Fixed Transaction, you can sell the

product with a subscription giving you a one-time sale plus a

monthly revenue stream.

And for the Recurring, Variable Transaction, you could offer

metered subscriptions which allows you to not only sell the

product but also share the monthly costs with the customer.

Replenishment subscriptions for both Recurring Transaction

models are also popular ways to generate revenue from your

IoT product.

Other forms of income can include, Asset Sharing: you split

income generated from your product with your customer.

Examples of this would be wind farms or solar panels which

generate energy that you can share.

Pay-Per-Use or an Outcome Model: the customer only pays

when they use the item. A great example of this is an urban

scooter or bike rental.

 

Enable other services: space planning or anything else

customers need that you can provide.



IOT CHANGES 

YOUR COMPANY 

When you begin your loT Journey, you will quickly discover that loT transforms your 

products and tools into a combination of physical devices and digital services. This 

fundamentally changes the relationship between you and your customers. It also enables 

new business models requiring new skills, new perspectives, and new partners that lead to 

changes in corporate culture. 

You have a choice to make. Y>u can either let the transformation happen to you organically 

- which can cause internal chaos or disruption. Or, you can proactively manage the 

changes to keep all departments on relatively the same page for smoother interaction. 

The better choice is to have a systematic plan and approach to move all the areas of your 

organization through the loT Journey stages at approximately the same time.

CONCLUSION 

This was a quick overview of all the different parts of a business you should be thinking 

about when going into loT. As you can see, ALL the aspects of your business and 

organization will be impacted by loT 

loT will holistically transform what you do and how your business functions. 

It's important to have a balance within the 3 Lenses of Innovation between the Desirable 

Features that people want, the Technical Ability to produce and deliver your product, and 

the Business Model that will sustain the organization and generate revenue. 

The Spectrum of Innovation shows you how to use loT to improve the efficiency of your 

organization, extend and sustain what you are currently doing, and create transformatioral 

efficiencies. 

We examined the different ways loT can impact and revolutionize your business and that 

it's important to not only brainstorm but jump in because technology changes rapidly. The 

military adage that "if you wait for 100% of the information, the information will have 

changed" also applies to the loT environment. If you wait for everything to be 100% you 

will have missed the window of opportunity 

loT changes you, your organization, internal and external relationships, and, ultimately 

how you do business. Because of this, it's important to have experienced and trustworthy 

partners to walk alongside you in the loT Journey and help you navigate through rough 

waters. 

Getting started isn't easy but, as experts in loT Integration, and with a tried-and-true 

approach, SpinDance partners with you, guiding your team and your product to a smooth 

and successful launch. 

Contact us to schedule a customized Business Value Proposition Workshop for 

your compan}( 

As loT changes 

your product, it 

changes your 

organization. 
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https://spindance.com/contact/


https://spindance.com/
https://www.facebook.com/spindanceinc
https://twitter.com/SpinDanceInc
https://www.linkedin.com/company/spindance/
https://spindance.com/



