The Enterprise Shift to DaaS
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Introduction

The global demand for seamless, flexible, and cost-efficient IT solutions is accelerating
the adoption of Device as a Service (DaaS). Enterprises are shifting away from traditional
device ownership models, favoring subscription-based device provisioning that enhances
scalability, cost predictability, and IT efficiency.

For telecom providers, this transformation presents both opportunities and unique
challenges that must be carefully navigated to maximize profitability and service efficiency.

We will actively seek and share feedback to move things forward.
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The Growing Demand for DaaS in Enterprises

Cost Optimization:
Shift from CAPEX to OPEX with predictable costs.

Operational Efficiency:
Reduced IT burden with automated
device provisioning and support.

Scalability:
Seamless device upgrades and replacements.

Sustainability:
Enhanced device reuse and responsible recycling.

Telecom providers have an advantageous position in the DaaS ecosystem due to their existing
relationships with enterprise customers and their ability to bundle device subscriptions with
connectivity services.

However, unlike traditional telecom services, Daa$S introduces a more complex set of logistical,
operational, and financial considerations that must be addressed.
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Challenges Faced by Telecom Providers
in Adopting Daa$S

DaaS is not just about providing devices but also about managing their entire lifecycle, from
deployment to eventual retirement. Unlike traditional phone contracts, where ownership
transfers to the user, Daa$S requires a structured approach to:

- Device tracking and asset management across multiple regions.
- Regular upgrades and refresh cycles.

- Efficient recovery, refurbishment, and redistribution of used devices.

Enterprises operate across multiple geographies, and
telecom providers need to ensure that device supply chains
are resilient and responsive. Key challenges include:

- Maintaining consistent device availability worldwide.
- Navigating regional logistics, customs, and regulatory compliance.

- Ensuring that replacement devices are delivered rapidly to prevent user downtime.

Enterprise customers expect uniform service experiences, yet local market conditions can vary
significantly. Telecom providers must:

- Standardize service levels across different geographies.
- Adapt to varying customer preferences and regional regulations.

- Implement scalable support infrastructures that ensure a seamless end-user experience.
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Unlike traditional device sales, where profit is realized upfront, DaaS introduces longer revenue
cycles. Telecom providers must carefully balance:

- Upfront investment in device procurement and logistics.
- Cost-effective refurbishment and end-of-life management.

- Pricing models that align with customer expectations while maintaining profitability.

Enterprise customers increasingly demand eco-conscious IT solutions, and telecom providers
must integrate sustainable practices, such as:

- Circular economy strategies that maximize device reuse.
- Responsible e-waste disposal and compliance with global environmental regulations.

- Offering sustainability reporting as part of their service.
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Opportunities for Telecom Providers

in the Daa$ Space

Telecom providers can differentiate
themselves by offering fully integrated
solutions that combine devices,
connectivity, and managed services into a
single subscription. This allows them to:

- Strengthen customer loyalty through
long-term contracts.

- Increase revenue per user (ARPU)
by adding value beyond traditional
telecom services.

- Offer seamless device + data packages
that ensure enterprises have a single
provider for IT mobility needs.

DaaS allows telecom providers to tap
into new enterprise segments including:

- SMEs looking for cost-efficient

IT solutions.

Global enterprises needing
uniform device deployment
across multiple regions.

Industries with high employee turnover,
such as retail and logistics, requiring
frequent device replacements.
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Opportunities for Telecom Providers

in the Daa$ Space

DaaS generates valuable data on device
usage, performance, and lifecycle trends,
allowing telecom providers to:

- Optimize upgrade cycles
and predictive maintenance.

- Offer proactive device replacements
to enhance user experience.

- Develop Al-driven insights to tailor
service offerings.

By shifting from a one-time transaction
model to an ongoing service relationship,
telecom providers can reduce customer
churn. With DaaS, enterprises remain
engaged with their service provider for the
entire device lifecycle, ensuring continued
revenue streams.
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The Role of Specialized DaaS Enablers

While telecom providers are well-positioned to offer DaaS, many lack the global logistics,
service infrastructure, and lifecycle management capabilities needed to operate at scale.
Partnering with an expert Device Lifecycle Service provider like Hemmersbach can bridge these
gaps by offering:
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End-to-end device logistics Next-business-day Simplified order processes
across 190+ countries. replacements to through full integrations
maintain service continuity.

Consistent global Efficient refurbishment
service standards and asset recovery
to match enterprise for cost optimization

expectations. and sustainability.
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Conclusion: Navigating the Shift to Daa$S

DaaS presents both opportunities and challenges for telecom providers. While the model
enables recurring revenue, deeper customer relationships, and expanded service portfolios, it
also demands robust device management, supply chain resilience, and financial planning.

For telecom providers to succeed, a strategic approach that balances service innovation,
operational efficiency, and sustainability is essential. Whether independently developing a
DaaS offering or partnering with a specialized lifecycle service provider like Hemmersbach, now
is the time to act and establish a strong foothold in the enterprise DaaS market.

Ready to explore your DaaS strategy?
Let’s discuss how Hemmersbach can help optimize your approach for long-term success.
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