Hitachi Construction Machinery’s Fujio Matsuda explains their
global M2M strategy and relationship with Telenor Connexion
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Moving mountains
with M2M

One of the eternally fascinating things about telecoms is how
comparatively small changes - down to shifts in guantum states in
the underlying silicon - can have huge and greatly amplified effects
out in the everyday real world. Nowhere is this more true than in the

M2M/IoT environment.

For one company in particular - Hitachi
Construction Machinery (HCM) - the application
of an M2M strategy over the last few years has,
quite literally, allowed them and their customers
to move mountains. As one of the world’s leading
manufacturers of the heavy plant and machinery
used in construction, mining, forestry and other
heavy engineering industries, HCM has long been
recognised as a major innovator in the use of
M2M in its sector.

Currently operating globally, HCM relies on
Telenor Connexion - the specialist M2M/ 10T arm
of international telecoms service provider Telenor
- to provide essential connectivity and consulting
services. Working closely together, they're able
to keep HCM’s plant and machinery operating
more efficiently, cost-effectively and securely
than its competitors, while simultaneously
creating added value for the company and its
customers through the development of new
business models, services and machines. One key

aspect of this involves being able to pull in data
from the field to drive continuous product
improvement and enhance customer
relationships and loyalty even further.

M2M Now'’s Alun Lewis recently spoke with Fujio
Matsuda, general manager at HCM’s Global
Business System Centre and IT Promotion
Division, about how his company’s M2M strategy
has grown over the years to become central to
HCM’s growth and success.

M2M Now: Mr Matsuda, could you talk us
through how HCM firstly identified M2M as an
important area for the company?

FM: We clearly saw back in the 1990s how
important M2M could be to us as a business. Our
machines are high-value, complex pieces of
equipment, often operating in frontier or
environmentally harsh conditions. Our customers

want to extract the maximum working value from p
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their machines throughout their lifetime while,
simultaneously, we want to keep their machinery
operating at peak efficiency - and that means
having the best maintenance and repair systems
possible in place, irrespective of where that
plant is operating, which could be anywhere on
the planet.

In this setting, it was very clear to us early on that
M2M could have a critical role to play in
supporting many aspects of our operations. With
data coming back to us from a variety of sensors
within the machines, measuring such things as oil
pressure and temperatures, as well as surrounding
environmental conditions such as dangerous
heat, we'd be able to optimise our maintenance
operations to keep our plant working harder and
better for even longer. Preventive maintenance
jobs can be planned more effectively, ensuring
that the right staff with the right skills, tools and
components will be in the right part of the world
at the right time.

Once you've got that data coming in, you're also
able to quickly spot any emerging problems with
product designs and eliminate any component
weaknesses in the original design or supply chain.
Additionally, the ability to track and locate our
plant would prove to be invaluable in deterring
theft, while also supporting the second-user
market for our machinery by making full service
and ownership histories to new buyers.

M2M Now: And your first steps into this
connected world?

FM: Around 2000, we began applying M2M to
some of the products that we were selling into
our home market here in Japan. We quickly
recognised the multiple benefits that such a
strategy could bring to our company and our
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customers so, in 2005, we began to look at our
options for expanding this on a global basis.

Our customers
want to extract
the maximum
working value
from their

Initially, given our global reach we trialled
satellite-based connectivity solutions, but soon
found that there were a number of inherent
difficulties with this approach. For a start, some
countries such as India, China and Russia place

major restrictions on the use of satellite machines
communications within their territories. Secondly, .
reliable coverage in some of the more remote throuyhOUt their
areas that we routinely operate in - especially in lifetime

high latitude regions - could sometimes be
problematic. Finally, satellite services and the
specialised hardware required could also be
expensive.

Given these factors, by 2007 we started to look
at other international connectivity options that
were now becoming available - and that,
inevitably, led us to start discussions with
Telenor Connexion.

M2M Now: What were your experiences in
searching for a suitable supplier?

FM: As part of our research we visited and spoke
with a number of national and international
carriers about our needs. Curiously, given the
eventual worldwide potential of this whole
marketplace, we found that many of them didn’t
seem to be particularly interested in providing
the kind of support that we were looking for. We
were looking for a single provider of truly global
connectivity - and we had no interest in getting
into the complexity and overheads involved in
managing contracts with multiple service providers.

That drive for simplicity also extended to the

devices to be installed in the machinery - the
M2M modules and supporting SIM cards. Having >
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a simplified supply chain relationship for these
aspects of the value chain would also help reduce
cost and complexity for us. We needed a partner
with asset management experience, who were
also able to create a flexible business model
based on building a long-term relationship based
on mutual trust. Put simply: we were experts in
designing, building and supporting complex
pieces of machinery - we were looking for
complementary levels of expertise in M2M
connectivity, services and devices from our
selected supplier who'd be just as dedicated as
we are to providing world-class service.

That search led us to Telenor Connexion.
M2M Now: And the result?

FM: After a number of meetings, discussions and
visits to Telenor Connexion sites, where we
learned a great deal about the many issues
involved in providing global connectivity -
particularly around the complex factors involved
in roaming - we started with a trial in Europe.
That went extremely well, so in 2009 we signed
a contract for global connectivity services with
the company.

The result, six years later, is a comprehensive,
business-focused solution based on 2G/3G SIMs
embedded in M2M modules installed in our
machines, each linked to a number of sensors.
Telenor Connexion’s experience and insight also

helped simplify the process of linking those
sensors into the communication modules through
APIs (Application Programming Interfaces) and
ensuring that only the data essential to our
continued commercial and technological success
was collected and transmitted. One key aspect of
this experience involved the security and integrity
of those devices and the communications chain.
Around 20,000 pieces of equipment worldwide
are now connected with M2M, connections - and
that involves delivering reliable a communications
environment in 130 countries.

Supporting our day-to-day operations is a 24/7
help desk run by Telenor Connexion that helps us
quickly resolve any technical issues, while a
dedicated Account Manager has direct
responsibility for the relationship with HCM.

Another equally critical aspect involves the
setting of appropriate SLAs (Service Level
Agreements) that define in detail the availability
and reliability of the service that we receive from
Telenor Connexion. These obviously in turn reflect
the service levels that we want to be able to offer
our own customers - who in turn often have their
own customers to serve, who each have their
own project deadlines to meet.

M2M Now: It’s fast becoming clear that huge
commercial value can now start to be extracted
from the thousands of connected devices
proliferating around the world. How is HCM
exploiting this new asset and what’s going to be
your future direction in this area?

FM: At the most basic level, there are essentially
two types of data that we receive from the M2M
modules and machinery. On one hand, we use
data logging principles to collect information on
components, usage, and the whole operating
environment and this is regularly communicated
back via Telenor Connexion and then to our own
management systems. On top of this, we're also
able to collect alarm information when particular
conditions - such as a component overheating or
oil pressures falling dangerously low - and alert
the operator and our local distributors
accordingly to prevent serious damage and get
repair teams on the road as quickly as possible.

The data we collect has an almost infinite
multiplicity of possible uses - but all are

ultimately focused on helping HCM make better,
more reliable and more cost-effective products.
We can quickly learn lessons about typical usage
profiles amongst our many different types of
customers and develop commercial relationships p
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that suit their needs more elegantly and
efficiently, helping them achieve their own
business ambitions. Alternatively, information is
fed back into our own design and manufacturing
processes to make our products an even better
fit for the different worlds that they’re going to
end up operating in.

In terms of future plans, we're also starting to
look at the possible benefits of collecting some
data in real time to develop a more dynamic and
flexible response for our customers. We're
sharing information about machine performance
with major customers and our all-important
dealer network who often provide the front line
support for customers out in the field. In more
remote areas, the logistics and costs involved in
getting maintenance teams to sites can be large
and when an engineer arrives it’s vital that they

have the tools, parts and skills already with them
to resolve the precise problem. This sharing of
information is beneficial to everyone, helping to
prioritise decision making where maintenance
scheduling is concerned and, once again,
strengthening the bonds between HCM, our
dealers and our end customers.

One final aspect enhances that support even
further by helping owners and operators protect
their own investments in our products. With the
theft of heavy plant being a major issue these
days, with equipment often being stolen for
export to customers in developing countries, not
only are we able to track the movement of assets
through GPS technology, but we can also ‘kill’
equipment remotely, rendering it useless until the
intervention of an HCM-approved engineer. .
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