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What is the problem? Key Takeaways 

We make the following recommendations to the service 
provider: 

 Develop end to end solutions 

 Bring communication expertise to AIP 

 Integrate different AIP related devices 

 Extend their back-office solutions to AIP 

 Create a marketplace for AIP caregivers 

 Develop purpose driven analytics 
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Introduction 

By 2034, the elderly population (65+ years of age) 
in the United States will outnumber children (up to 
18 years of age) [1]. In the US by 2060,  the Census 
Bureau projects [1] that there will be 95 million 
people who are above 65 years of age. Additionally, 
the reduction in nuclear family size for this cohort 
implies that the population of family members 
available to serve as unpaid caregivers for the 
elderly is significantly going to be reduced 
compared to previous generations. Such changing 
demographics are creating significant stress on 
the healthcare system but are fostering inter-
industry innovations. To counter healthcare costs, 
increase convenience, and increase independence 
the elderly is more and more preferring to stay 
longer at their primary residence. This concept of 
staying at home longer is commonly known as 
aging in place (AIP). AIP is strongly desired 
amongst seniors, but with a decreasing number of 
family caregivers, other options will be needed to 
address care. According to Forbes [2], the current 
AIP market for those over 50 years of age is $7.1 
trillion, which is 46% of the US economy. With the 
elderly population continuing to grow, Forbes 
projected that by the year 2032 the market will be 
$13.5 trillion. The World Health Organization has 
also recognized that an environment that has 
cultivated support through “the built 
environment, people and their relationships, 
attitudes, and values, health and social policies” is 
key to healthy aging. For many people, this 
cultivated environment is their home.  

A few benefits that come with AIP are maintaining 
independence, a familial environment, a healthy 
and safer environment, and lower cost. While 
staying at home, it is easy for the elderly to create 
a day-to-day routine that they can manage 
compared to if they were living in assisted living. 
This sense of control allows for an increased sense 
of independence. With a familial environment to 
lean on, elderly individuals have a place to look for 
comfort and security. They have created a space 
that is unique to themselves which may be difficult 
to achieve at a nursing home or an assisted living 
facility. It is also important to note that the elderly 
in nursing homes or assisted living facilities 

contracted COVID at higher rates and are faced 
with more adverse symptoms because of both 
their age and potential underlying conditions. 
Some may prefer living in the comfort of their 
homes without fear of potential exposure. Lastly, in 
terms of cost, nursing homes or assisted living 
facilities can cost anywhere between $10K to $20K 
per year for a shared room and $75K per year for a 
private room. Elderly individuals living at home can 
save thousands of dollars in comparison. But to 
solve this complex problem of AIP, one needs to 
understand the requirements, integrate different 
relevant technologies, and manage these services 
for faster adoption. These topics are extensively 
discussed in [3][4]. 

With many converging industries playing into 
aging in place, companies have found niches to 
address. Some companies have decided to focus 
on caregiving services, cell phone plans for seniors, 
or even unique telehealth solutions for the home. 
None of them has addressed all of the needs of the 
AIP market, causing solutions to be highly 
fragmented and hence not completely adaptable. 
The following paper will look at 18 companies (the 
US and International) whose mission is making 
living at home for seniors easier through the lens 
of their technology, service, and business models. 
We analyze and compare these companies with 
the goals of adoption using a framework 
developed in this paper. Finally, we make 
recommendations on where the cable operators 
should focus if they want to succeed in entering 
AIP services. 

Framework of Analysis 

Roughly 90% of the current elderly population [5] 
anticipates staying at home as they age. The 
service provider must understand how companies 
are addressing this growing group. We analyze the 
companies in this space from different 
technologies they use (against the needs), the 
services they offer (with the ease of adoption for 
the elderly in mind), and the business models they 
are using to generate revenue and integrate with 
partners. These three dimensions are explained 
briefly here. 
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Technology: Companies offer 
different technologies based on 
their target services in six areas 
(independent living, cognition, 
communication, and social 
connectivity, mobility, 
transportation, and healthcare 

access) as detailed in [6]. Even in their solution 
scope, they may focus on only a few technological 
areas, such as providing a basic app for 
educational purposes, monitoring solutions such 
as elderly mobility tracking, or highly integrated 
front- and back-end systems for end-to-end 
services. In addition, we analyzed how different AIP 
companies integrated technology into their 
services. For example, the company Visiting Angels 
have integrated Amazon’s Echo Dot ™ into their 
service as a constant care companion. This Alexa 
device can also be used to call an urgent response 
agent. 

Service: AIP companies can 
provide a wide array of both 
health and non-health care-
related services. Some common 
services caregiving companies 

provide are transportation services, housekeeping, 
meal preparation, hygiene care, Alzheimer’s care, 
or dementia care. Comfort Keepers is a good 
example of a caregiving company that integrates 
the services listed above and more. They have also 
partnered with Lyft to provide transportation 
services such as going to appointments. As we 
enter highly technical support into the six 
dimensions of the needs for the aging population, 
a successful services organization has to 
constantly find an optimized way to mix and 
match boots on the ground with technological 
innovations. Operators are quite familiar with such 
innovations from installation all the way to service 
support. When we analyze these companies, we 
will put on our operator’s hat to see how these 
companies fare in their service evolution 
capabilities. 

Business Model: As we looked at 
each company’s business model, 
we were able to gather how they 
are integrating various 

partnerships (Lyft, Amazon, etc.), their screening 

processes, their value propositions, and their 
customer segment focus. For example, GreatCall is 
focusing on providing cellphones that are 
specifically targeted to seniors. They have the 
Jitterbug Smart2 (smartphone) and the Lively Flip 
(flip phone) which allows their customers to access 
urgent care, a personal operator, Alexa (only on 
Lively Flip), brain games, and more. With different 
approaches to the AIP market, many companies 
have been able to create unique value in this 
heavily fragmented space. In our third dimension, 
we focus on how these companies fare with their 
business models from a sustainable AIP service 
point of view. 

AIP Companies  

The goal of this survey is to give a 360-degree 
perspective on the companies in the AIP market 
space, before making recommendations on what 
the service provider’s focus should or should not 
be. This company compilation looks at some of the 
companies from the purely services-based (such 
as Visiting Angels with boots on the ground) to 
those with AI-based robotic solutions (such as 
Elli.Q. The service provider should conduct such an 
analysis from their own AIP strategy perspective to 
evaluate where they have better opportunities and 
assess the best path for execution (such as 
partnerships, build-operate-transfer, or pure builds 
of the targeted solutions). 

U.S. Companies  

AgingInPlace  

AgingInPlace strives to help seniors, families, and 
caregivers plan for an AIP lifestyle. They provide 
relevant literature on staying mobile, lifestyle, 
home modification, in-home care, finances, 
technology, legal needs, patient care, and taking 
care of a parent. In addition, they compare 
different solutions available in the market. They 
rate certain services based on their reliability, 
equipment, features, services provided, technical 
support, transparency, word on the street, and 
cost.  

Website: https://aginginplace.org/ 
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Scope of their services: Mobility, healthcare, and 
independent living.  Providing informational 
services. 

Technology: No technologies offered. 

Service: Guiding the elderly through different 
instrumental activities of daily living, or IADLs. 

Business model: (From their website) “Our reviews 
are intended to guide you in choosing the best 
home care services for you and your family, and we 
use an established rating process that is free of 
bias or influence. To keep these services free, we do 
accept affiliate commissions from some of the 
companies mentioned on this site.” 

Comfort Keepers   

Comfort Keepers’ philosophy is to provide high-
level care to seniors through in-home caregiving. 
They have a variety of services including 
companion care, personal care, safety care, senior 
transportation (partner with Lyft), technology 
assistance, and interactive caregiving. On top of 
that, they provide specialized 24-Hour care, 
Alzheimer’s and dementia care, end-of-life care, in-
facility care, post-hospital care, and private duty 
nursing.  

Website: https://www.comfortkeepers.com/ 

Scope of their services: Transportation, healthcare, 
and independent living. Providing caregiving 
services to elders. 

Technology: Personal emergency response 
system, medication safety and management, 
home monitoring system, and safety accessories.  

Service: In-home care for seniors so they can 
remain independent at home. “Our services focus 
on physical needs and total wellbeing. We believe 
that everyone should experience the best of life, no 
matter their age or the level of care that is needed.” 

Business model: (From their website) “Our 
uplifting in-home care services begin with an in-
home visit. Our professionals complete a 
comprehensive assessment and develop a care 

plan that is 
customized for 
each client.” 

Elli Q  

Elli Q is a tabletop 
intelligent assistant 
was created to 
interact, connect, 
and engage elder 

users. As shown, it is claimed to do everything from 

https://www.comfortkeepers.com/
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conversing, play music, wellness, health reminders, 
etc.   

Elli Q is said to be able to tailor its system to the 

user. The system is designed to respond to a users’ 
voice, gaze, and touch. A user is provided the Elli Q 
body (moves with three degrees of freedom), base 
& charger (speaker, microphone, charging doc), 
and a screen. Above picture shows some of the 
features of the Elli Q.  

Website: https://elliq.com/ 

Scope of their services: 
Cognition, communication 
and connectivity, healthcare, 
and independent living. 
Cognitive services mainly to 
avoid social isolation. 

Technology: AI-based robot. 

Service: Functionality seen above. 

Business model: Hardware sales. 

FirstLight Home Care  

FirstLight Home Care provides non-medical in-
home care (cooking, cleaning, laundry, bathing, 
etc.) for the elderly with various types of care 
services (as shown in the figure): senior care, 
personal care, companion care, respite care, 
specialized dementia care, and family caregiver 
support. Under their Brain Health Services, they 
offer memory care training that is certified by the 
National Council of Certified Dementia 
Practitioners. Some of their other programs under 
“improving brain health” are Ageless Grace 
(fitness), Constant Therapy (speech, language, and 
cognitive exercise app), Elite Cruises and Vacation 
(dementia-friendly cruises), and Nymbl 
(application to improve balance). Additionally, 
FirstLight Home Care provides travel companion 

services that offer in-person 
support to seniors throughout 
trips, whether it be checking in, 
luggage, security, and 
transportation. For the family, 
they provide client-caregiver 
matching, personalized care 
plans, client care access, 
consistent follow-through, client 
feedback, and 24/7 availability. 
Some of the services are seen in 
the picture. 

Website: https://www.firstlighthomecare.com/ 

Scope of their services: Cognition, healthcare, and 
independent living, as well as in-home care for 
elders, adults with disabilities, and busy families.  

Technology: No technologies offered. 

Service: Range of services to help the elderly at 
home while also supporting the family. 

https://elliq.com/
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Business model: Charging for services based on 
location, family needs, and customized rate plan. 

Greatcall   

GreatCall provides older adults with mobile 
products so that they can live independent life. 
They have two phones available: the Jitterbug 
Smart2 (smartphone) and the Lively Flip (flip 
phone), as shown in the figure. With different 
packages, the phones can be compatible with 
GreatCall’s health and safety services. In addition 
to cell phone services, they offer the users' health 
and safety professionals linked to their mobile 
devices.  A GreatCall Link app allows 
family caregivers to receive 
emergency alerts, check activities, 
retrieve location, and check on device 
status, and access caregiving support 
resources. 

 

Website: https://www.greatcall.com/ 

Scope of their services: Communication and 
connectivity, independent living, cognition, 
transportation, mobility, and healthcare. Allowing 
the elderly to stay connected and safe through a 
combination of services with their cellphones.  

Technology: Smartphone, flip phone, medical alert 
device, the wearable urgent response device. 

Service: Smartphones and external devices that 
connect to urgent care, have an app that keeps 
family up to date, and provide fall detection, 
partnership with Lyft, and brain games.  

Business model: Initial charge for phone or device, 
then monthly charges depending on the package 
deal.  

HeyHerbie! 

The goal of HeyHerbie! is to connect the elderly 
with their families, staff, group activities, streaming 
services, etc. through their HerbieTV™ Box. They 
have designed each element in consideration of 
the elderly population. Their install system simply 
requires a TV with HDMI capabilities, batteries, and 
broadband access. Currently, they are working 
with nursing homes, but the box is also compatible 
with home use. 

Website: https://www.heyherbie.com/ 

Scope of their services: Communication and 
connectivity and independent living. Reduce social 

isolation through interactive services. 

Technology: Hardware to connect to the TV and 
proprietary software. 

Service: Connecting the elderly with their family or 
caregivers through seniors’ existing TVs. 

Business model: Hardware sales and monthly 
services. 

 

https://www.greatcall.com/
https://www.heyherbie.com/
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Home Care Assistance  

Home Care Assistance is a company that creates 
customized long-term care plans for seniors in 
their homes. They provide four different broad 
levels of care that can be tailored to each senior’s 
needs: hourly, full-time, hospital to home, and 
specialized care. The caregivers help patients 
implement the recommended changes so that 
the transition is stress-free. The four steps they use 
to create this plan are: calling to determine needs, 
hiring caregivers that are matched to clients, 
assigning a full-time care team to assist remotely 
24/7, and using the Balanced Care Method™ to 
train their caregivers. 

The goal of this Balanced Care Method™ is to help 
reduce the negative effects of isolation and help 
seniors “live longer, happier, more balanced lives.”  

website: https://homecareassistance.com/ 

Scope of their services: Mobility, cognition, 
transportation, healthcare, communication and 
connectivity, and independent living. Work to 
create personalized care plans for seniors at home, 
live-in caregivers, or those requiring special care. 

Technology: No technologies offered. 

Service: Provide elderly individuals and their 
families a wide variety of caregiving methods 
designed to suit the senior’s needs. 

Business model: Pricing depends on the care plan 
developed.  

Home Instead Senior Care  

Home Instead CAREGivers help provide 
individualized care to elders. They provide services 
such as personal care, hospice care, and respite 
care, as well as care for Alzheimer’s, dementia, and 
other conditions. Home Instead does provide 

different websites for their locations that detail 
their various offerings. Not all locations offer the 
same set of services. 

Website: https://www.homeinstead.com/ 

Scope of their services: Cognition, transportation, 
healthcare, communication and connectivity, and 
independent living. Using caregivers to help elders 
complete activities.  

Technology: No technologies offered.  

Service: Sending CAREGivers to help the elderly 
complete activities of daily living (ADLs). 

Business model: Price of care depends on location, 
amount or type of care, personalized plans, etc.  

Seniors Helping Seniors  

Seniors Helping Seniors is a franchise that matches 
seniors with other seniors to help both maintain 
independent lifestyles. The seniors can help 
around the house (companionship, light 
housekeeping, cooking, groceries, pet care, etc.), 
can assist away from home (escort to 
appointments, errands, outings), and can support 
family caregivers (Dementia and Alzheimer’s care, 
long-distance check-ins, respite care, overnight 
stays, and 24-hour care). In August 2020, Seniors 
helping Seniors announced their partnership with 
the company Electronic Caregiver™. Electronic 
Caregiver is a service that provides remote patient 
monitoring devices catered to seniors [7].   

Website: https://seniorshelpingseniors.com/ 

Scope of their services: Cognition, transportation, 
healthcare, communication and connectivity, 
independent living. Matching elders with other 
older persons to help with small tasks.  

Technology: No technologies offered. 

https://homecareassistance.com/
https://www.homeinstead.com/
https://www.franchising.com/news/20200806_seniors_helping_seniors_announces_partnership_with_electronic_caregiver.html
https://www.franchising.com/news/20200806_seniors_helping_seniors_announces_partnership_with_electronic_caregiver.html
https://seniorshelpingseniors.com/
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Service: Enable assistance with simple tasks such 
as housekeeping, cooking, errands, or specialized 
care.  

Business model: Charge to the recipient on an 
hourly basis.  

TeleCalm  

TeleCalm aims to 
protect seniors with 
memory problems 
when they use the 
phone. They help 

block scam calls, reroute inappropriate 911 calls to 
memory care, notify the family when 911 calls are 
made, connect family through the app, etc.. 
TeleCalm is also able to operate through an 
existing telephone system. They also provide 
users with different monthly plans.  

Website: https://www.telecalmprotects.com/ 

Scope of their services: Cognition, communication, 
and connectivity. Protect seniors from scam calls 
by connecting caregiving families. 

Technology: Phone service management app.  

Service: Manage call screening and provide 
controls to the family caregivers. 

Business model: Monthly phone service ($50 or 
$40), installation fee ($60). 

Tricella  

Tricella’s mission is to creating health and wellness 
products. Their team of engineers has created a 
digital pillbox equipped with sensors and an app 
that can alert the user and family members when 
pills have or have not been taken. The application 
connects to a smartphone through Bluetooth, 

which can push notifications. In-app 
text, call, and audio recordings track 
progress and history. The app can 
also connect multiple pillboxes for 
patients who need to take pills 
multiple times a day. App and pillbox 
are seen in the figure.  

Website: https://www.tricella.com/  

Scope of their services: Healthcare, 
communication, and connectivity. 
Medication management for the 
elderly, remote patient monitoring 
devices. 

Technology: Medicine dispensing 
device, RPM devices, and 
management console for doctors. 

Service: Patient health and wellness 
products. 

Business model: Sells pillbox and corresponding 
app for $95.  

https://www.telecalmprotects.com/
https://www.tricella.com/
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TytoCare  

TytoCare developed an FDA-cleared handheld 
exam kit, and app that allows the patient to 
perform certain exams from anywhere they 
choose. Their goal is to put the consumer's health 
into their own hands. The kit includes an exam 

camera and thermometer, otoscope adapter for 
ears, stethoscope for heart and lungs, tongue 
depressor adaptor for the throat, and the TytoApp 
for guided exams.  

With the TytoCare kit, patients can conduct ear, 
lung, heart, throat, skin, temperature, and 
abdomen exams. TytoCare also connects the 
patient to a remote physician (ideally the patient’s 
own physician or someone in the patient’s 
physician network), who can examine results, 
diagnose conditions, and write a prescription 
(pricing in figure). Tyto is diagnosing and treating 
more common conditions, such as ear infections, 
colds, flu, sore throat, etc. Tyto is currently only 
available for purchase through certain health 
systems and providers. They also require the 

patient to have a smartphone (the last two 
versions of iOS or 4.4.4 and above for Android) or 

tablet and Wi-Fi. Within the program, they have 
built-in training videos; in addition, during live 
telehealth visits, the provider will also guide the 
patient/user through the exam. They note that 
users can use a flexible spending account (FSA) to 
pay for the device and that exams/visits are often 
covered by insurance; however, this may not 
always be the case. 

 Website: https://www.tytocare.com/ 

Scope of their services: Healthcare, 
communication, and connectivity. 
Integrated medical devices for healthcare 
checks with TytoCare doctor network. 

Technology: Medical device integration, 
remote monitoring, conference calls, doctor 
workflows. 

Service: Virtual doctor visits. 

Business model: Per visit charges, device 
sales, monthly service charges, EMR integration. 
Doctor network integrated into TytoCare. 

Latest News: TytoCare has partnered with Fletcher 
Technical Community College to provide students 
access to healthcare through their Virtual 
Wellness Center [8]. Amwell has also recently (early 
October 2020) partnered with TytoCare to resell 
the TytoCare kits [8].  

https://www.tytocare.com/
https://www.tytocare.com/news-and-events/fletcher-students-and-staff-get-virtual-health-care-access/
https://www.tytocare.com/news-and-events/fletcher-students-and-staff-get-virtual-health-care-access/
https://medcitynews.com/2020/10/amwell-builds-on-partnership-with-remote-medical-exam-startup-tytocare/
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Visiting Angels  

Visiting Angels perform in-home and elderly care 
services around the country. Visiting Angels also 
offer a free in-home assessment to determine 
what kind of care suits the client and matches 
them to a caregiver best suited for them. Under 
the Life Care Navigation program, they have home 
care services, companion care, personal care, 
respite care, palliative care, social care program, 
ready-set-go 
home (avoiding 
hospital 
readmission), 
dementia care, 
Alzheimer’s care, 
end-of-life care, 
and a Safe & 
Steady Fall 
Prevention 
program. The 
goal of the 
company is to 
meet the 
emotional, 
spiritual, and physical needs of the client to help 
restore hope. 

Website: https://www.visitingangels.com/ 

Scope of their services: Mobility, cognition, 
transportation, healthcare, communication and 
connectivity, and independent living. Providing in-
home personalized care so elders can live at home 
independently.  

Technology: None specific to the company  

Service: They provide care depending on the 
elder's needs (home care services to Alzheimer’s 
care).  

Business model: Cost changes based on location 
and type of care required.  

Vayyar Home  

Vayyar Home is a home monitoring solution that 
detects falls and calls for help when a fall does 
occur. When a fall does occur, the device connects 
the user to their caregiver or family member via 
mobile alerts and their app. The solution does not 
rely on cameras or visual data but will be using 
sensors installed in the room, as shown in the 
figure. The company also has opportunities for 
businesses to integrate their solutions. 

 

https://www.visitingangels.com/
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Website: https://vayyarhome.com/ 

https://vayyarhome.com/
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Scope of their services: Mobility, communication 
and connectivity, independent living. 

Technology: Sensor devices, fall detection 
analytics, caregiver integration. 

Service: Smart sensors around the house to 
monitor the safety of the elder. 

Business model: Device sales and services. 

 

International Companies  

Domalys  

Domalys is a 
French company 
that designs and 
creates products 
for our 
vulnerable 
community. The 
products include 
a smart lamp, 
tracking 
software, 
ergonomic 
tables, fun tables, 
armchairs, night-
time safety 
assistants, 
hanging 
furniture, etc. 
Their newest 
device is Aladin, a 
smart lamp 
created to detect 
early signs of 
illness and 
reduce falls. Beyond that, it can track sleep 
patterns that may be indicative of an underlying 
condition. The Aladin can be set up anywhere in 
the home and comes with a smart badge, team 
coaching, installation, and tech support.  

Website: https://www.domalys.com/en-US 

Scope of their services: Mobility, communication 
and connectivity, and independent living. Creating 
technology to improve individual care.  

Technology: Wide array of products, listed on the 
right, to assist with a variety of care points.  

Service: Each product works in service of a different 
need.  

Business model: Services, furniture, and devices 

FocusCura  

FocusCura is a Dutch-owned company that 
focuses on virtual homecare and hospital at home 
to help the elderly stay independent in their own 
homes while keeping caregivers, family, doctors, 

etc. in the loop. They have developed three 
primary products to support their mission: 
cAlarm Personal Alarm, cKey Home Access, 
and cMed Medication Support. The cAlarm is 
available as a pendant, wristband, or mobile 
alarm. The alarm system can also connect to a 
patient’s at-home sensors. cKey assures clients 
that home care workers and healthcare 
professionals can enter their homes when 
necessary. cMed assists clients with correct 
dosage and timing when they take their 
medication independently. 

Website: https://www.focuscura.com/en 

Scope of their services: Independent living, 
communication and connectivity, and 
medication assistance. 

Technology: Pendants, in-home devices, 
backend monitoring, caregiver integration.  

Service: Device, installation, monitoring, and 
provider integration. 

Business model: Device sales and charges for 
services. 

 

https://www.domalys.com/en-US
https://www.focuscura.com/en
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Kraydel  

Kraydel is an Irish company whose Konnect device 
enables video calling via the TV for monitoring and 
interacting with the elders. It mounts its hub on 
the TV, connects via HDMI, and operates using a 
simple (yes or no options only) remote. The device 
is targeted at both the elderly and home care 
providers. Providers have access to a Konnect 
Dashboard that can send TV alerts and reminders.  

Website: https://www.kraydel.com/) 

Scope of their services: Communication and 
connectivity and independent living. 

Technology: Interact through a simple TV 
interface.  

Service: Customer support over the phone. 

Business model: Monthly subscription fee for 
individual customers and the care provider. 

SOFIHUB  

SOFIHUB home and beacon are technologies 
created to help family members track their elder 
members while they remain independent at 

home. The SOFIHUB home is an assistant that 
provides alerts and spoken reminders, sends text-
to-voice via an online portal, and tracks falls via in-
home motion sensors. SOFIHUB beacon is a device 
that functions as a panic alarm, personal assistant, 
and fall detector. The users' location can be tracked 
through the online portal.  

https://www.kraydel.com/
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Company Website: https://www.sofihub.com/ 

Scope of their services: Mobility and independent 
living. 

Technology: Devices, two-way communication 
capabilities, manual fall detection.  

Service: Portal, alerting, wireless integration. 

Business model: Device sales and services. 

Company Summary  

In the figure below, we present the summary of 
how all the companies are addressing the six-
dimensional needs of the aging population. These 
needs are the areas of interest identified by the 
White House in Emerging Technologies to 
Support and Aging Populations Error! Reference 
source not found.. These companies are evaluated 
on the levels of solutions they are offering in five 
different capability dimensions. These capabilities 
are analyzed against: 

 Caregiving: What emphasis is the company 
making in providing caregiving personnel? Is 
this online support or boots on the ground? Do 
they have trained personnel assisting the 
elderly? 

 Device support: What innovations have they 
made in creating devices to assist the elderly in 
the areas where they claim their support? 

 Back office support: Are they supporting the 
required back-office integration (such as 
telecom operators, EMR systems, caregiving 

networks, etc.) to offer a comprehensive 
solution? 

 Analytical support: How strong are they with 
their analytical support for the problems the 
elderly are facing in the categories they claim 
as areas of expertise? 

 Stakeholder Integration: Are they integrating 
the stakeholders such as the elderly, families, 
caregivers, providers, and payors into their 
solution? 

Each cell in the matrix represents the number of 
companies surveyed whom we consider to be 
playing authentically in the given area. The areas 
where there is intense competition are highlighted 
in red, medium competition in yellow and lower 
competition in green. By looking at the market 
map, we can make the following observations: 

 There are significant gaps in turning AIP 
offerings into solutions. For example, cognition, 
mobility, and transportation are glaringly 
underserved. Even the most popular themes of 
AIP such as healthcare and independent living 
are underserved in back-office support and 
analytics. 

https://www.sofihub.com/
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 Independent living, connectivity, and 
avoidance of social isolation seem the targets 
for many AIP companies. There is a significant 

proliferation of front ends (devices) and back 
offices (portals) by these companies. This is 
leading to significant fragmentation.  

 Healthcare is mainly focused on device support 
rather than creating a sustainable service by 
integrating different existing systems and 
relevant stakeholders. 

 Analytics seems to be the biggest missing 
feature from all of the AIP companies’ offerings. 

Recommendations 

Major innovations are happening in independent 
living, healthcare access, and connectivity services. 
Companies are focusing on their own devices and 
their platforms to integrate stakeholders. This is 
leading to very focused and fragmented solutions. 

In our opinion, none of these vendors (other than 
TytoCare to some extent) are focusing on valuable 
sustainable solutions. 

Based on where the gaps are in the solutions, we 
recommend the following to the cable operators, 
who are entering into AIP market-fresh: 

 Follow an end-to-end solution approach: 
Address solutions that are fragmented due to 
“my solution on my platform” syndrome with a 
fresh end-to-end solution approach. Cable 
operators are well versed with such solution 
delivery, which requires a scale of 
deployments, maintenance resources, and 
standardization. 

 Bring your communication expertise to solve 
AIP problems: Social interactions are one of 
the main determinants of the success of AIP. 
Cable operators should repurpose their 
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communication platforms to solve the needs of 
AIP. 

 Be a device integrator: There are too many 
device manufacturers in play for every single 
healthcare, monitoring, and other elderly 
activity tracking needs. The cable operator 
should not work on device creation activities 
but rather should focus on certifying (or 
evaluating) different devices that can be 
deployed on their platform. 

 Extend your existing back-office systems for 
AIP solutions: Extend your customer 
onboarding, management, service assurance, 
billing, and other platforms to support AIP 
solutions. This is a very valuable differentiator 
for the service provider. None of the smaller 
companies can replicate such capabilities. 

 Partner with the caregiving teams to 
complement your technical solutions: Even 
though the service providers have boots on the 
ground for serving their customers, AIP-
specific services are quite different from 
managing broadband services. We 
recommend the service provider create a 
platform through which the other more 
traditional AIP caregivers can participate. 

 Emphasize analytics from the beginning: 
Develop purpose-driven analytics for 
maximizing the benefits of the technology-
driven next-generation AIP solutions provided 
by service providers. 

Aging in place is the next multi-trillion-dollar 
opportunity for cable operators. They are in the 
right place to make this inter-industry venture a 
win-win for both industries. In our opinion, the 
cable industry is well equipped to deliver AIP 
solutions that include a plethora of highly 
technical solutions they create and manage in 
their day-to-day activities. 
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