
At last, Mobitex is breaking out of the
Ericsson fold and beginning a new life
in the independent company Mobitex
Technology AB based in Gothenburg,
Sweden. Finally, Mobitex will be mar-
keted as a unique brand by a compa-
ny that is exclusively focused on deliv-
ering industry leading wireless data
solutions. With this change, Mobitex
will be able to take a more prominent
position in the wireless industry.

Mobitex Technology AB will be
owned by an independent group of
UK investors. Andrew Fitton, previ-
ously CEO of UK operator Transcomm
Plc and former president of the
Mobitex Association, leads the group
and Sweden’s largest banking group
Handelsbanken backs the new com-
pany. The buyout comes as a natural
step for both Ericsson and Mobitex.
Ericsson is focusing on large telecom
players operating worldwide, but
future long-term growth for Mobitex
will lie in dedicated networks for pri-
oritized segments and in the develop-
ment of existing networks. The time
has now come, and a smooth transi-
tion to an independent company has
taken place.

The break with Ericsson is also by no
means total. On the contrary, Mobitex
Technology AB’s acquisition of all
Mobitex operations includes a long-
term strategic partnership agreement
with Ericsson that regulates the trans-
fer of intellectual property rights and
patents and ensures that Ericsson will
continue to manufacture and dis-
tribute Mobitex products on behalf of
the new company. Mobitex customers
can thus rest assured that it will be
very much business as usual and that
there will be long continuity in their
relationships with the Mobitex organi-
zation in Gothenburg.

Strategic partners
for new markets
“Naturally we will create new sales
channels and expand our partnership
program,” says Andrew Fitton, presi-
dent and CEO of Mobitex Technology
AB. “Over the next 12 months, we
expect to announce a number of
strategic partnerships that will signi-
ficantly expand the market for Mobi-
tex. Sales through Ericsson market
units will probably only take place
during a transitional phase, except in
developing markets where there are
clear benefits for both parties.

“We will concentrate sales efforts
on existing Mobitex customers and
focus additional resources on a small
number of clearly identified sales
opportunities where the unique prop-
erties of Mobitex give it a clear
advantage. Negotiations are currently
in progress with a number of
prospects. Clear opportunities also
include any requests for tender in
prioritized segments, such as emer-
gency services, transport and M2M
(machine-to-machine), where we

know that Mobitex is the best solu-
tion for wireless data.”

With his past experience, Fitton
knows where these opportunities lie
and has a proven track record in cre-
ating a successful wireless business.
“Many Mobitex operators already
deploy a number of machine-to-
machine applications on their net-
works,” notes Fitton. “This is an area
of the telecommunications industry
that is predicted to grow very fast
over the coming years. Mobitex oper-
ators are extremely well positioned
to win new business in this fast
growing sector. In the industrial and
government sectors, particularly in
public safety and public transport,
there is also a demand for reliable
Mobitex solutions running on existing
networks or as an enterprise-dedi-
cated data network.”

The Mobitex technology and prod-
ucts match these and other targeted
market segments extremely well. As
an independent company, Mobitex
Technology will be more focused and
more flexible and thus better able to
serve existing and new customers on
a long-term basis. Put simply, the
new company will be able to leverage
market opportunities that are un-
reachable for the telecom giants.

Customer offerings
enhanced
The organization possesses expertise
and experience in mobile data tech-
nology, applications and markets that
are unparalleled in the industry. This
capability has the potential to flourish
within an independent company
environment. What has been a suc-
cessful and profitable business for
many years can only grow stronger

and bring Mobitex to new heights.
“Mobitex Technology is now a

lean, flexible and very dynamic orga-
nization that is able to shape its own
destiny,” says Andrew Fitton. “Com-
pared with the telecom giants, we
are not a large company, but with
over 30 networks in operation and
such industry leaders as Cingular
Wireless and British Telecom among
our customers, we certainly cannot
be regarded as a small player. On the
contrary, as we announce new part-
nerships and open new markets,
Mobitex Technology will be recog-
nized as a very serious player in the
wireless data market.”

Response among existing cus-
tomers has been overwhelmingly
positive, with many expressing the
view that the change was long
overdue. Mobitex Technology AB
has long-term contracts with key
customers, and as a new company
it will be more proactive and flexi-
ble in customer offering.

Product develop-
ment intensified
The new owners believe strongly in
the Mobitex product development
strategy. “The product roadmap is
actually improved,” says Andrew
Fitton. “We immediately put more
emphasis on key projects, with the
new network switch being a major
priority. We have also authorized a
new base station project that would
not have been started previously. The
development team is in a much better
position now because the roadmap
extends further into the future.”

Andrew Fitton reveals that several
important development projects remain
on track for release as scheduled.
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Mobitex
gains independence

Andrew Fitton, CEO of
Mobitex Technology AB
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Demand for wireless technologies
in the rapidly growing M2M market
is set to soar over the next decade
– and BT redcare has strengthened
its position by acquiring the UK
Transcomm Mobitex network, a key
enabler in this sector. Transcomm's
operations will in the future be
managed as part of BT's redcare
business. BT redcare is a very
successful venture within BT's UK
Retail arm, specializing in highly
secure managed communications
that provide an excellent comple-
ment to Transcomm.

“BT redcare is delighted to offer
our customers access to the Mobi-
tex network. We now control the
best wireless solution for M2M
applications, complementing our
established, continuously moni-
tored fixed-line network,” says Bob
Tuck a member of the senior man-
agement team responsible for red-
care’s overall portfolio.

M2M applications include most
devices that can be monitored
remotely, from fire and burglar
alarms to vending machines, refrig-
erators, EPOS terminals and distri-
bution fleets. With nearly 400,000
connections today, BT redcare
already offers a compelling M2M
data communications service,
based mainly on its highly secure

and reliable fixed-line network. The
acquisition of Transcomm strength-
ens BT redcare’s position as the
leading UK service provider for
M2M applications and enhances
BT’s M2M service offering by
adding wireless capabilities. The
combined business offers BT’s
brand, customer penetration and
expertise in corporate solutions
with Transcomm’s Mobitex net-
work, products, applications and
distribution partnerships.

Strategic move
The rationale for this acquisition,
and the reasons why Mobitex tech-
nology is so important to BT red-
care’s future plans, are reflected in
the company’s development and its
strategy moving forward. BT red-
care was established in 1985 as
Telecom RED, providing a secure
alarm transmission network using
a derived channel technology. The
technology enabled redcare to
grow its business to cover more
than 350,000 end users and 70
alarm receiving centers in the UK.

“In the mid-1990s, we saw a
need to diversify the product range
while retaining the core capabilities
of secure transmission and render-
ing platforms,” relates Bob Tuck.

“In 1999, we launched the Digital
Service Platform, not only providing
security connections over analog
lines but also utilizing the ‘D’ chan-
nel of ISDN, with GSM SMS as
backup for fixed-line services.”

Delivering wireless
opportunities
The company’s markets also took
on a new dimension as CCTV ser-
vices using high capacity circuits
for town center camera monitor-
ing were introduced to the red-
care portfolio. In 2003, redcare
launched the DSP2 platform to
further enhance M2M and render-
ing capabilities over multi-access
technologies such as GPRS and,
shortly, Mobitex. These develop-
ments led the redcare technology
team to launch a strategic review
of wireless technologies in 2003,
with the aim of analyzing options
for complementing the “always
there” redcare fixed network as
part of this process.

“After considering the pros and
cons of a number of technologies
(including USSD, GPRS, CDMA and
3G), the team concluded that the
Transcomm Mobitex network offered
the closest form of reliable, secure
“always on” technology to com-
plement the redcare offering,”
reveals Bob Tuck.

As a result, the company
approached Transcomm to discuss
an offer for the network. The acqui-
sition was confirmed in March 2004.

“This combination catapults BT
redcare further ahead of the competi-
tion and strengthens our position as
the leading UK service provider for
all M2M applications,” concludes
Jon Furnston, CEO of BT redcare. <
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BT redcare gains
M2M momentum with
Transcomm acquisition

These include R9, a new system
release that will reduce the number
of switches required in a network
and result in a flatter architecture.
Also in the works are a new base
station and the MSN node that will
significantly reduce hardware costs.

“Naturally, increased effort will
be required to ensure that we
reduce manufacturing costs to
increase competitiveness,” contin-
ues Andrew Fitton. “We will also
look at implementing requests from
our customers for new functions
and products. Not everything will
happen overnight, but the profits
that the business generates can
now be used to fund Mobitex
development exclusively.”

Establish a
global brand
With the founding of Mobitex
Technology AB, the world’s best
and most cost-efficient narrow-
band wireless data technology
now now becomes a global brand.
This change will enable Mobitex
to be established as a global brand
and mark the start of a new era in
which Mobitex will increasingly be
regarded as a leading player in
the wireless data industry.

“We are not interested in
becoming a service-oriented busi-
ness merely serving an existing
customer base and scoring a few
wins. Together with the newly revi-
talized Mobitex Association, Mobi-
tex Technology AB will drive Mobi-
tex to the position of prominence
in the industry that it deserves,”
concludes Andrew Fitton. <
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