
Deutsche Telekom IoT
connect. digitize. get ahead.

IoT Device Team

Device Onboarding & 

Supplier Partnerships

May 2021



E2e solutions propel device sales volumes and visibility
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Cloud

Connectivity

Device

E2E offer

DT offers standardized Bundles consisting of Device, 

Connectivity and Cloud Platform which are offered in high 
quantities

High sales volume for bundle devices

High visibility for bundle devices 
towards end customers
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SDK Implementation, Self certification

Partnership agreements, Certified devices in portfolio, communication website, HW Data 
Base

Symbiotic Partnership on eye-level focusing on E2E 
solution delivery

Shorter Time-to-Market

Network compatible device portfolio

What

How

Why

Access to DT B2B sales channels

Externally visible promotion 

Completely free of charge

Extended tests

Radio tests (no harm to Network), 

security test, battery tests, interoperability 
tests, reliability tests

Partners TELEKOM
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Partner with us to receive External Promotion and 
access to DT Sales Channels – free of charge

Your devices will be promoted on DT’s official 
IoT Hardware Website

Your devices will be listed in our internal HW 
Data Base. This way, your devices will have 

increased visibility with our sales reps

We won’t charge you for our efforts to onboard 
and certify your devices and publish them in 

our channels

External PROMOTION Access to DT Sales Channels Free of Charge
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Partner Devices, modules and chipsets are promoted 
on Official DT IoT Website free of CHarge

official Telekom IoT website

lists all certified partner devices in our 
portfolio.

Appearing on this list is a token of

✓ Product quality

✓ Service quality

✓ Device availability

✓ Device conformity

Promotion Free of Charge

https://dt.iotsolutionoptimizer.com/hardware
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https://iot.telekom.com/en/products/hardware


Certified Devices, Modules and Chipsets Appear in our 
Internal HW Database, increasing internal visibility
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Internal IoT Hardware 

database

serves as an internal information hub 
for DT sales representatives and 
project managers.

Increased internal visibility of partner 

devices listed in database

Visibility for DT Sales



Device Onboarding Steps 1/2

Onboarding not started

(1/7)

• 1st onboarding call with supplier

• Review supplier and device

• Introduce and prioritize device in product & 
portfolio planning meeting

• Align on protocol/platform to be
implemented

• Handover SDKs/API documentation to
supplier

• Contract negotiations/sign contract

SupplierDT IoT

• Decide which contract type shall be signed

• Decide if hardware review shall be executed

Onboarding prioritized

(2/7)

Both

• Provide USP and use cases for device

• Provide device data sheet

• If applicable:

• Start FW/SW implementation

• Start self-qualification

• Provide product images

• Sign NDA

• Provide certifications documents (CE, 
WEEE, battery, FCC etc.)

• If applicable:

• Provide self-qualification report

• Review device supplier 
documentation

Supplier documentation

provided (3/7)

• Provide FW release candidate

• Provide test devices incl. all required accessories (antenna, debugging tools, 
licenses etc.)

Documentation

review completed (4/7)

• Plan internal tests



Device Onboarding Steps 2/2

Internal test passed

(6/7)

Internal test started

(5/7)

• Contract negotiations/sign contract

SupplierDT IoT

• Execute internal tests

• If applicable:

• Execute hardware review

• If required, provide FW/SW updates (e.g. in 
case of bugs)

• Align data sheet with supplier

• Check if contract is signed

• Publish device on website/Digital Shelf

Onboarding completed

(7/7)

Both



Onboarding process is supported by DTAG and 
free of charge
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Add device to 
HW partner 
database

6
Provide 
account, 
templates and 
test documen-
tation
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Implement API, 
provide test 
report and 
contract
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Detailed view on device testing -
devices with increased sales potential only
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Certification 
doc. check

Sales
potential high or

very high?

yes

Radio module 
check

No harm to 
network test

CTM 
interopera-bility
tests

Physical & 
security tests

Approval for 
listing as 

“preferred 
device” in 
device portfolio
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listing in device 

portfolio
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✔
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Stability Tests
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✔
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Procurement agreement dependent on scope
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Focus

Selected Devices

Selected Devices

Nature / Level
of Partnership

Estimated 
Sales Volume / 
Device

Volume 
Commitment

Customization Commission / 
Rebate for DT

Integration 
Support from 
DT

Service Level 
Agreement

New Product 
Development

very high ✓

✓

DT defines 
product

✓

DT gets full 
margin

✓ ✓

Frame 
Contract

high ✓
✓

for strategic deals
✓ ✓ ✓

Cooperation 
Agreement/
Frame 
Contract Light

medium –
✓

possible, if 
needed

✓ ✓ ✓

Marketing 
Agreement

small – – – ✓ –

Partner devices

Large pool of self-certified devices

Partner devices

T-specific



Next steps
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Today‘s meeting

Initial touch point, getting to know each 
other, decision if onboarding shall 
happen

Providing documents

We send you all necessary documents 
and forms for the self certification 
process

First follow-up call

After a set amount of weeks, we discuss 
open questions and define a timeline

Second follow-up call

We discuss if further stake holders need 
to be included and if we continue with 
the onboarding process

Onboarding complete

You successfully completed the 
self-certification and your 
devices are on board of our 
official portfolio

instantly x weeks x weeks x weeks



Browse our IoT device portfolio

Contact us

https://dt.iotsolutionoptimizer.com/hardware

iot-hardware@telekom.de

https://iot.telekom.com/en/products/hardware
https://iot.telekom.com/en/products/hardware

