
Building a future-ready 

Smart W
ater infrastructure 

Uncovering the risks and commercial  

challenges of delivering a Smart Water network.



  

With water companies set to accelerate adoption 
and deployment of Smart Water networks, the 
first paper in our Smart Water series considers 
the key risks and commercial challenges facing 
the sector, and offers an experienced perspective 
on how to choose the right long-term partner.    

Introduction



In the UK, the installation of  
smart meters will play a major 
role in demand management and 
leakage reduction strategies of water 
companies in the OFWAT 2020 –  
2025 planning period. Thames Water 
made the business case for smart 
water metering in 2014 and has been 
rolling out a business as usual (BAU) 
service during AMP6.  Anglian Water 
has implemented pilot programmes  
in Newmarket and Norwich, and has 
now submitted a strong business  
case to OFWAT for wider deployment 
for AMP7 and beyond. 2018. 

The programme in Newmarket 
resulted in leakage reductions 
of 108,000 litres per day. This is by  
no means an isolated example.

While it’s the insights that ultimately 
deliver the outcomes for both water 
companies and customers, none of 
this is possible without a resilient, 
high-performance and non-contested 
data network. It’s here where 
significant investments will be made 
– and not just in the approaching 
5-year planning period but well into 
the future. Anglian Water’s Draft 
Demand Management Strategy, for 
example, takes its forward view all 
the way through to 2045. 

From the rapid identification of leaks, through accurate billing to 
advanced behavioural change programmes, Smart Water networks 
are fast becoming priority investments for water companies. 

Nothing happens without the network



 The Smart Water journey

This is an industry that plans for 
the long-term. Today the focus lies 
in deploying metering solutions to 
deliver back usage data to generate 
accurate bills for customers. Some 
water companies are further along 
their journeys – adopting Advanced 
Metering Infrastructure (AMI) that 
connect meters to a fixed network to 
offer the richer opportunities of  
hourly-read data. 

The next step will see companies 
monitoring the performance of their 
networks at a much more granular level 
– analysing data provided by a wealth 
of new devices including pressure 
loggers, noise loggers, temperature 
sensors, and water quality monitors. 
The insights generated here will inform 
more strategic decision-making to 
improve operational efficiency and 
service quality.

As we move further out, water 
companies will benefit from a more 
integrated environment in which  

devices like pumps, pressure  
regulators and valves can be  
controlled remotely – again, with 
decisions driven by the real-time  
data being harvested by sensors 
positioned across the network. 

But none of it is possible without the 
right network environment. And with 
multiple options available, selecting  
the most appropriate solution and 
partner can be a challenging task. 

Water companies need to be 
confident that their data infrastructure 
is capable of delivering against 
metering objectives today, while able 
to embrace innovations to sustain 
improvement for decades to come.  
All of which requires careful 
consideration of the underlying risks  
and commercial challenges when 
planning network and IoT-connected 
smart meter investments. 

...none of it is possible without 
the right network environment.



This fast-maturing market is not 
without its hype. Many different  
IoT-focused companies and 
technologies claim to address the 
needs of the Smart Water sector. 
But whether they can deliver against 
the very specific requirements of 
water companies, outside the lab 
and in nationwide deployments,  
is another question entirely. 

Over the years, a number of 
unsuccessful trials has shown that 
many of those making the loudest 
claims are not always capable of 
delivering. A good example is GE’s 
attempts to embed WiMax into its 
meters. The technology failed to gain 
traction as it struggled to maintain 
reliable connectivity to outlying  
units, and was unable to meet the  
economic requirements of the sector. 

Today, we see cellular network 
operators and others heavily  
promoting Low Power Wide Area 
Networks (LPWAN) technologies in  
the Smart Water space. Again, with  
the inabilityto define higher-levels of 
network management and control, 
questions remain as to the real-world 
effectiveness of this approach. 

In association with the smart  
metering solutions from Sensus,  
a Xylem brand, Arqiva offers an  
end-to-end service that streamlines 
network and end-point management, 
and provides critical SLA-driven 
customer solutions. 

Key questions to consider: 

•  Will the network scale easily to  
address the changes that will 
occur over its lifetime?

•  Is the network subject to 
additional interference from 
other technologies over which 
my supply partner can exert 
no control?

•  Who will be responsible for  
delivering the solution and fixing  
it if it goes wrong?

•  Is the network resilient and built  
with disaster recovery in mind in  
the event of damage or failure? 

•  Can the design work in extreme 
environments of high humidity  
and temperature? 

•  How robust is the network to  
major weather events?

•  If the radio is from one partner,  
the meter from another and the 
network from a third party – who  
is responsible for the battery life? 

Depending on the market projections one reads (and believes) 
– from Gartner’s much cited 50 billion connected devices by 
2020, to IHS Markit’s rather more conservative 30.73 estimate 
– the Internet of Things (IoT) is a major opportunity. Not only 
for businesses but also for network providers. 

Don’t believe the hype Selecting the optimal network 

It is highly recommended that any evaluation be made not just of  
the best-case operational scenarios, but also of the more extreme 
possibilities as climate change impacts come increasingly into play. 



Knowledge and skills 

When it comes to addressing the specific  
needs of the sector, network partners must fully 
understand the requirements and constraints 
of the application, and have both the in-depth 
expertise and experience to understand the 
environment from end-to-end. 

Few meter and device manufacturers have the 
experience or understanding of how a fixed 
network is designed and operated to deliver 
the required high levels of performance. Water 
companies must be sure that procuring a smart 
meter solution from a meter manufacturer will  
give them an enduring solution. 

Indeed, uncertainty in any form is to be  
avoided. Long term availability of the  
underlying technology is a critical factor in 
ensuring operational futures and protecting 
investments. With NB-IoT a 4G service, will it 
survive the test of time in a 5G world? 

Partners must also have the commercial  
smarts and experience to ensure their solutions 
are tied to a contract that precisely defines the 
customers’ requirements and expectations –  
both technically and commercially. Assurance here 
comes from an intrinsic awareness and ownership 
of their contractual liabilities, without needing to 
‘delegate’ responsibility to third parties. In short, 
the best partners have experience of a complete 
solution and have the ability to design, build and 
manage a dedicated smart water network. 

The importance of long-term partnerships

Smart water networks are projects and built for 
the long-term. Finding a partner prepared to, and 
capable of, offering defined, end-to-end service  
level agreements (SLA) over a 20-year period 
can be a challenging task. Such agreements are 
complex undertakings given the levels of support, 
systems and services integration requirements.  
But they are crucial for sustainable success.

It can be difficult, for example, for cellular mobile 
operators to commit to such contracts when 
their spectrum licenses have a finite end-date. 
So too, LoRa network providers can be reluctant 
as the long-term durability of the underlying 
technology, and its ability to meet the ongoing 
quality requirements for full-scale, multi-network 
deployments which underpin the contractual 
commitment, is not yet assured.

It is also important that partners are clear 
about the scope of the contract to ensure key 
dependencies, constraints and assumptions are 
identified, including the costs of any additional 
work. Overall, the most suitable partner must be 
clear, measured and pragmatic in its commercial 
negotiations and confident in its technology.



 Choosing the right support 

IoT networks are complex  
entities. It can be difficult to  
identify the root cause of a fault, 
especially when more than one  
partner is involved in delivering  
the overall solution. 

Top-to-bottom expertise is a necessity, 
along with clear communications 
between the partners. It is not enough 
for network providers to rely solely  
on partners, as a degree of expertise  
is needed in-house in order to 
understand issues and establish  
an effective dialogue. 

Tailored service 

Every water company is unique.  
Its needs and requirements are  
governed by its systems, processes, 
business objectives and, of course,  
the existing network environment.  
Any partner must be prepared to  
engage closely to understand these 
requirements and adapt the solution  
to meet specific needs.

Uniquely in the UK market, Arqiva 
delivers a utility-grade, private,  
dedicated radio network able to 
guarantee transmission and  
quality of service. 

So, while other networks are  
subject to contention from other 
communications services, our  
private network transmits with 
unmatched clarity and security.

Assessing risks and challenges before 
committing to a partner can be a lengthy 
and sometimes confusing task, especially 
when the technology being offered 
comes with attractive (if unproven) 
claims. But with success at the network 
layer crucial in delivering the intelligence 
that will ultimately drive effective 
transformation, identifying the right 
partner has never been so essential.

As a Critical National Infrastructure 
(CNI)-certified provider and established 
Smart Water delivery partner of water 
companies in the UK and beyond, Arqiva 
brings an unmatched level of technical, 
commercial and operational experience. 

In association with the smart metering 
solutions from Sensus, a Xylem brand, 
Arqiva offers an end-to-end service 
that streamlines network and end-point 
management, and provides critical 
SLA-driven customer solutions.  

Smart Water supplier checklist

Do they provide tried and tested technology 
that measures up to government and regulatory 
requirements?

Have all potential risks and their solutions been 
identified?

Do they have comprehensive knowledge  
and skills in the industry they are selling  
solutions in?

Are they able to supply the right partners to 
make the project successful?

Will the support system they offer solve all issues 
quickly and confidently?

Will they commit to two decades worth of SLA’s?

Is the supplier offering you a bespoke service?
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Thank you for reading. 
If you would like to find
out more, let’s talk.

+44 (0)1962 823 434
enquiries@arqiva.com
www.arqiva.com


