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IoT Connectivity Management 
for Technology Advisors: 
Turning Multi-Carrier 
Complexity Into Recurring 
Revenue

How advisors reduce churn risk, prevent billing 
surprises, and package a monthly oversight 
service.
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IoT networks are getting harder to manage. Many 

clients now have thousands of devices spread 

across multiple carriers and regions. That usually 

means too many portals, surprise overage bills, 

renewals that sneak up, and slow troubleshooting 

when something goes offline.

WanAware starts by building one up-to-date 

record of your client’s IoT connectivity — SIMs, 

carriers, plans, usage, and renewal dates — in one 

place. Then the observability layer helps you spot 

issues earlier and understand what is affected, so 

you can guide faster fixes and provide ongoing 

oversight clients value.

This paper explains how Technology Advisors can 

use WanAware to reduce churn risk, earn 

recurring revenue, and become the long-term 

operational partner for IoT connectivity.

Executive Summary:

The model in 3 steps
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Build one current, 
cross-carrier 

inventory for each 
client (AIM).

Step 2

Add Actionable 
Observability to 

catch issues early 
and see what’s 

affected.

Step 3

Deliver monthly 
oversight and 

renewal readiness 
clients keep paying 

for.

Deliver It Under Your Brand

WanAware can be delivered as a 
white-labeled experience, so 

partners can offer the platform 
under their own brand.

That helps keep your name in 
front of the client during reviews, 

reporting, and ongoing service 
discussions. It can also 

strengthen the client experience 
by tying your advisory role to the 

platform they rely on.

For partners building a recurring 
service offer, that branded 
experience can become an 

important part of how clients 
understand and remember the 

value you provide.

https://www.wanaware.com/why-wanaware/discover/connected-assets
https://www.wanaware.com/aim
https://www.wanaware.com/actionable-observability
https://www.wanaware.com/actionable-observability
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Questions you can answer fast
What’s active, what changed, what’s wasting money, 

and what needs renewal attention.
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Most IoT programs start small. Then they grow 

fast.

A client adds more sites, more devices, more 

regions, and more carriers. Soon the “system” 

becomes a stack of disconnected portals, 

spreadsheets, exports, and email threads.

That creates predictable failure points:

• No one has the full list: Teams do not have 

one trusted record of what is active, what it 

costs, and where it lives.

• Troubleshooting starts with guessing: When 

a device goes dark, the first step is figuring out 

which carrier and which plan are involved.

• Costs drift upward: Inactive SIMs keep billing, 

overages appear late, and plan mismatches 

stay hidden.

• Renewals slip by: Contracts auto-renew or get 

renegotiated without leverage because the 

dates and terms are not easy to track.

When these problems pile up, clients stop 
feeling “covered.” They start shopping.

Technology Advisors keep clients longer when they 

can answer basic questions quickly:

• What is active right now?

• What changed?

• What is costing money that should not be?

• What needs attention before renewal?

Why IoT Connectivity Creates Churn Risk 
for Technology Advisors
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Designed for sensitive IoT/OT
Agentless, low-disruption visibility that avoids heavy 

probing or installs.

Deliverable
One trusted record across carriers, with usage and 

renewal readiness in view.
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WanAware helps you create one current, 

cross-carrier inventory of IoT connectivity:

• SIM identifiers (ICCID, IMSI)

• SIM status (active, suspended, deactivated)

• Usage data (real-time and historical)

• Rate plan details

• Carrier contract terms and renewal dates

WanAware also helps tie these records to the 

surrounding connectivity environment, so you can 

see how the pieces fit together.

Many IoT and OT environments are sensitive. 

Some devices cannot handle heavy probing or 

software installs. WanAware is designed to be 

agentless and non-intrusive. It builds visibility 

through a mix of methods, including:

• Listening to control-plane systems and logs 

that already “talk” to assets

• Pulling data from systems you already use

• Identifying internet-facing infrastructure and 

devices through IP-based visibility methods

• Cleaning up and combining records so 

duplicates and conflicts are removed

• Keeping “last seen” details so you can spot 

devices that have gone silent

The goal is simple: keep the record current without 

disrupting operations.

What WanAware Helps You Put in Place

How WanAware Finds and Keeps Records 
Current
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https://www.wanaware.com/products/aim/asset-discovery
https://www.wanaware.com/products/aim/asset-discovery
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Many clients already have dashboards and alerts.

The problem is that alerts often arrive without 

enough context to act quickly. Teams still have to 

figure out:

• Which device is this?

• Which carrier is it on?

• What plan and limits apply?

• What is connected to it?

• Who owns the next step?

If the underlying record is incomplete or outdated, 

troubleshooting slows down and costs rise.

A current inventory makes everything else easier 

— especially when the fleet is large and the carrier 

mix is complex.

For advisors, this is the foundation for a 

repeatable monthly oversight service.

Once the inventory is in place, WanAware’s 

Actionable Observability helps you stay ahead of 

common problems. For IoT environments, that 

means you can:

• Catch unusual usage patterns earlier, before 

overage bills land

• Spot devices and groups that have gone quiet

• See which gateways, sites, or paths are 

involved when issues appear

Why the Inventory Comes First

Adding Actionable Observability on Top
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https://www.wanaware.com/products/aim/asset-inventory
https://www.wanaware.com/actionable-observability
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The practical outcome
Fewer billing surprises, faster troubleshooting, and 

clearer renewal conversations.

You provide ongoing oversight, including:
• High usage and overage risk list
• Inactive SIM cleanup list
• Devices that stopped communicating 

(“last seen” review)
• Renewals and plan change watchlist
• Exceptions that need action this month

You help the client establish a clean, trusted 
view of:
• Active SIMs and devices
• Carrier assignment and plan details
• Current usage and trends
• Renewal dates and contract basics
• Inactive lines and obvious cost leaks

Baseline inventory + short list of 

immediate fixes.

Client output

You guide higher-value planning:

• Renewal readiness and negotiation 

priorities

• Plan right-sizing by region or device group

• Sunset readiness (where older networks 

are being phased out)

• Growth planning for new deployments

What a Technology Advisor Can Sell (and 
Deliver) Each Month
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• Focus on what matters first instead of chasing 

every alert

For some carrier outage cases, WanAware can also 

automate routine steps like opening and 

escalating a carrier ticket, reducing back-and-forth. 

The practical outcome is fewer billing surprises, 

faster troubleshooting, and clearer renewal 

conversations.

For technical evaluators, learn more about the 

Relationship Graph architecture.

Month 1: 
Build the 

Current

Record

Monthly: 
Keep It Clean 

and Catch 

Issues Early

Quarterly: 
Plan and 

Reduce Future 

Risk
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Quarterly plan that reduces churn 

risk and cost drift.

Simple monthly report + short 

action list.

https://www.wanaware.com/platform/relationship-graph
Alejandro Olaya
Subrayado
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Clients rarely switch advisors when:

• The advisor owns the trusted record

• The advisor prevents surprises

• The advisor makes renewals easier

• The advisor makes troubleshooting easier

• The advisor shows up monthly with clear 

actions

When your client relies on you for the current 

record and monthly oversight, you are no longer a 

one-time broker. You become part of ongoing 

operations.

WanAware is built in layers so you can start small 

and expand:

• Start with Asset Inventory Management 

(AIM) to build and maintain the current 

inventory.

• Add Actionable Observability when the 

client needs faster detection and clearer 

impact.

This helps you lead with immediate value, then 

grow into ongoing oversight.

Why This Creates Stickiness

Why WanAware Fits Technology Advisors
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Start small, expand later
Inventory first, then observability as the client’s 

needs mature.

Stickiness drivers
Trusted record owner

Prevents surprises

Easier renewals

Faster troubleshooting

Monthly actions

https://www.wanaware.com/aim
https://www.wanaware.com/aim
https://www.wanaware.com/actionable-observability
Alejandro Olaya
Subrayado
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“We already use carrier portals.”

 Carrier portals show one carrier at a time. 

WanAware helps you keep one record across 

carriers, so you can manage the whole fleet 

without jumping between systems.

“We already have monitoring.”

 Monitoring can tell you something has changed. 

WanAware helps you tie issues back to the SIM, 

plan, usage, and surrounding connectivity path, so 

you can act faster.

“Will this require installing software on every 

device?”

 WanAware is designed to be agentless and 

non-intrusive, which is important for sensitive IoT 

and OT environments.

IoT connectivity is getting more complex across 

carriers and regions. That complexity creates cost 

leaks, renewal risk, and slow troubleshooting — all 

of which can put Technology Advisors at risk of 

churn.

WanAware helps you build one up-to-date record 

of IoT connectivity and then add ongoing 

oversight. That combination supports a repeatable 

monthly offer, stronger renewals, and a more 

durable client relationship.

Common Questions

Conclusion
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Technology Advisors often begin with a client that 

has multiple carriers or a growing IoT deployment.

Step 1: Build the inventory

Use Asset Inventory Management (AIM) to create a 

current record of SIMs, carriers, plans, and usage.

Step 2 : Identify quick wins

Look for inactive SIMs, overage risk, plan 

mismatches, and devices that have gone quiet.

Step 3: Establish monthly oversight

Deliver a short monthly review covering usage 

exceptions, inactive lines, device activity, and 

renewal watch items.

Start delivering IoT connectivity oversight with 

WanAware

New to WanAware?

How to Start with Your First Client

Start delivering IoT connectivity
oversight with WanAware
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Apply to the Technology Advisor Partner Program 

https://engage.wanaware.com/partner-program


www.wanaware.com
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