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by Paige Bartley
The industrial sector is often burdened by 
significant tech debt and legacy systems, potentially 
making systematic data management or DataOps 
efforts more difficult. HighByte is looking to 
resolve these pain points and accelerate AI 
opportunities with a DataOps platform approach 
catering specifically to the industrial market.
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Introduction
Manufacturers — and the broader industrial sector — can have a complex IT infrastructure and footprint. 
Because so much of industrial work depends on manufacturing floor technology, which has a long lifespan 
relative to software, managing data across operational technology and IT functions can be difficult. Legacy 
technology and custom code is common, data variety is exceedingly high, and tech debt is widespread.

HighByte is aiming to bring DataOps practices and supporting technology to industrial fields. With a focus on 
the needs of manufacturing and advancement of Industry 4.0, the vendor offers its flagship platform — the 
HighByte Intelligence Hub — to organizations that are seeking to scale beyond pilot efforts in DataOps.

THE TAKE
HighByte has found a market niche with very explicit needs for DataOps, and the company is clear in 
its own product identity. Manufacturing and industrial players are not necessarily known for being 
the earliest adopters of technology, and they are typically burdened with extensive technical debt. 
They often need help in modernization efforts. HighByte focuses on these organizations to assist 
in the digital transformation necessary to advance and compete successfully. The company is 
dedicated to both “AI for DataOps” and “DataOps for AI.” By breaking down existing data silos, these 
industrial firms could potentially unlock transformative new use cases and capabilities.

HighByte thrived during the pandemic era, likely due to its focus on essential manufacturing, 
including pharmaceuticals. As the vendor continues to expand, it could face challenges in visibility 
and education of customers. Many companies in the industrial segment try to do more with less 
amid limited IT resources. As such, HighByte may need to be more aggressive with partnerships and 
marketing as it continues to grow.

Context
Overall, there is a preference for commercial technologies in the pursuit of DataOps. According to 451 
Research’s Voice of the Enterprise: Data & Analytics, DataOps 2025 survey, 43.7% of respondents reported that 
their organization commonly uses “multipurpose, commercial platform technologies” in their data management 
or DataOps efforts: the top response. That number rises to 57.6% among respondents from the manufacturing 
industry.

Commercial technologies are likely more popular within manufacturing fields due to the complexity of systems 
and scale of data that these organizations work with. Custom legacy code is common, but brittle and hard 
to sustain. Direct API connections do not scale well over time as systems become more numerous. Likewise, 
context is often missing for data combined across connected systems. Individuals who manage and maintain 
data systems on the production line might not have any formal IT training. IT budgets in industrial fields can be 
tight, and teams are often small.

HighByte, which was founded in 2018 and unveiled its first product in 2020, is seeking to address the challenges 
specific to the industrial sector as these organizations expand and operationalize data management and 
DataOps practices. The company has grown significantly, now citing customers across 24 countries and 20 
individual verticals — including automotive, oil and gas, etc. — associated with industrial practices. About 35% 
of HighByte’s business comes from outside of the US, and many customers are multinational firms. Key clients 
include FedEx Corp., Georgia-Pacific and Novartis AG.
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The vendor has raised $17.6 million in funding across a mix of debt plus venture, pre-seed, seed and series 
A rounds. Its most recent round, a series A, came in April 2024, according to S&P Capital IQ Pro, giving it a 
post-money valuation of $42 million. The three cofounders — Tony Paine, John Harrington and Torey Penrod-
Cambra — are still present at HighByte and hold the respective roles of CEO, chief product officer and chief 
communications officer. Headquartered in Portland, Maine, the company has about 40 employees.

Products
Its flagship product is the HighByte Intelligence Hub, which caters to four key functions within DataOps: data 
orchestration, observability, quality and governance. The platform is designed for industrial companies that 
are ready to scale DataOps efforts beyond the pilot phase. The HighByte Intelligence Hub offers federated 
architecture, supporting native edge data collection and integration, while itself being centrally managed. The 
vast majority of customers host the platform themselves, allowing for enhanced security and IP control.

Moreover, the HighByte Intelligence Hub facilitates streaming, transactional and historical (at-rest) data 
sources. By providing both OT and IT connectors, the vendor can offer a more contextual understanding of data 
within the business: whether the data be sourced from operational systems and production floor systems, 
or whether it is housed on the IT side for purposes such as data warehousing and analytics. Bidirectional 
connectivity is available for most data sources, although the most common use case is to selectively push 
data to the cloud. The platform supports data pipeline creation and data transformation, as well as publish/
subscribe/request patterns commonly associated with streaming data.

Aiming to help industrial customers advance their efforts to ready data for AI and generative AI, the HighByte 
Intelligence Hub also includes an industrial model context protocol server. The platform itself also has 
numerous AI-enabled features such as deploying GenAI to address tag mapping challenges, allowing large 
language models to leverage model instances, accelerating mapping processes and automating manual tasks, 
and applying GenAI to build data pipelines.

Strategy
HighByte exclusively targets organizations in the industrial sector, including large multinational firms that 
have some aspect of physical production or physical asset management. The sweet spot for the company 
is midsized and large organizations with a global footprint that engage in batch and process manufacturing, 
although it is also expanding into other industrial segments. Challenges include customer education — 
underscoring the value of data contextualization and scale — as well as shifting the architectural paradigm 
from the widely recognized Purdue Model for industrial control systems architecture to a hub-and-spoke 
architectural model.

Furthermore, the company leverages partnerships, although go-to-market activities with partners are currently 
mostly passive. Tier 1 strategic partners include AWS and Snowflake Inc., with other major partnerships actively 
in the works. Systems integrators also play an important partnership role, with HighByte currently collaborating 
with Cognizant Technology Solutions Inc., Capgemini SE and Deloitte. Outside of the US, HighByte primarily 
works via distributor partnerships. The vendor is actively ramping up and growing its internal partner team.

Competition
Because HighByte is currently focused on the industrial sector, its main “rivalry” often comes from ingrained 
behaviors and product preferences that exist within these verticals. IT teams often try to apply existing data 
integration systems to industrial data, and OT teams commonly try to stretch SCADA industrial control systems 
to apply to non-OT data. Custom coding is common, as are direct point-to-point API integrations.

Litmus is a player that also positions itself in the industrial DataOps space, with a focus on edge data and OT 
data connectivity. Cognite is a purveyor of a self-proclaimed industrial data and AI platform. SymphonyAI, while 
focused more on AI SaaS applications, pursues the industrial sector. DataOps-focused DataKitchen offers 
open-source software for data quality and observability, as well as broader DataOps requirements.
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Large incumbent data management providers also have a presence in the DataOps space, but are generally 
more aligned with IT functions. Examples include Boomi, IBM Corp. and Informatica Inc. (recently acquired 
by Salesforce Inc.). Current HighByte partner AWS also has capabilities related to DataOps, including data 
integration, streaming data integration and metadata management. Finally, potential partners Databricks 
and Microsoft Corp. have massive data estates and associated capabilities — at present, though, Databricks 
primarily concentrates on cloud data sources.

SWOT Analysis

STRENGTHS
HighByte is heavily focused on the industrial 
sector and its leadership has deep expertise in 
the challenges and opportunities associated with 
verticals such as manufacturing. Its platform is 
designed to address the needs and complexity 
related to managing, integrating and utilizing IT/OT 
data sources. Catering to a primary user audience 
of less-technical users, its platform has low-/no-
code ease of use.

WEAKNESSES
Perhaps partially due to offering a very focused 
and purpose-built product, HighByte lacks broad 
market recognition. Accelerated partnership 
activity could help extend visibility, but the vendor’s 
small team might also need to boost marketing 
efforts in regions where direct sales are feasible. 
HighByte risks being pigeonholed in the industrial 
sector, which could hinder long-term growth.

OPPORTUNITIES
As HighByte scales up its internal partner team, 
there will be expanded opportunities to work 
with partner organizations and increase overall 
market visibility. As partner go-to-market activities 
are mostly passive at present, the vendor could 
become much more proactive in these interactions 
to pursue and cater to marquee accounts.

THREATS
The biggest threat to HighByte is not necessarily 
direct competition from other vendors, but rather 
deep-seated beliefs and technology practices 
within the industrial sector. No platform can 
single-handedly resolve cultural issues such as the 
communications divide between OT and IT teams. 
Convincing prospects to transition to a hub-and-
spoke architectural model could be difficult amid 
the popularity of the SCADA framework.
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