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ABSTRACT 
 
This case is developed as a teaching tool for business majors to understand marketing strategy, 
consumer targeting, market segmentation, and positioning an existing brand in the smart home 
industry in a Southern California metropolitan area.  Secondary and primary data collection were 
obtained to better understand the ‘connected-home’ industry based on a real company that 
operates in this space.  Analyzing collected data, allows for targeting new customer segments and 
effectively positioning the brand in the identified market segments. 
 
Keywords:  Business/Marketing Strategy, Case Study.   
 
 

INTRODUCTION 

This paper presents a case study of a company in the smart home industry operating in Southern 
California, which we call ABC Design, that wants to enter into new market segments. The 
company required assistance to conduct a competitive analysis, identify target groups and 
recommend brand building strategies.  
 

BACKGROUND - THE CONNECTED HOME INDUSTRY 
 
Technology integration has helped the “connected home industry” to grow in recent years with 
global value expected to reach $53.45 billion in 2022 with a US sales growth of 6.6% year-over-
year. Roughly 50% of U.S. Internet users either own or are interested in ownership of smart home 
devices, and households with annual income in excess of $100,000 are 2.5 times more likely to be 
connected and 3 times more likely to own multiple smart home devices. The connected home 
industry is segmented into: Security & Safety, Energy & Utilities Management, Wellness 
Monitoring, Smart Appliances, and Smart Entertainment. 
 
The Security & Safety segment consists of products and services pertaining to alarm systems sales, 
installation, and repairs is projected to reach $29.7 billion by 2023. Utilities Management segment 
is expected to have a compounded annual growth rate of 18.46% through the year 2023 and the 
Global Energy sector is worth nearly $11 billion and on the rise. Creation of smart cities and grids 
are further pointing to opportunity in the industry for companies such as ABC Design. Revenue in 
the Home Entertainment segment amounted to about $7 billion in 2018; and the Smart 
Entertainment segment is healthy, and is expected to keep growing in the USA through the year 
2022, even though starting at a smaller base. Smart appliances are devices that can communicate 
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with tablets or smartphones that allow users to control these appliances remotely. This includes 
washers, dryers and kitchen appliances. By the end of 2020, the market value of the smart 
appliances is projected to reach $37.2 billion worldwide growing by 15.4%. annually. Finally, the 
Wellness Monitoring is more of a product-driven segment and involves products such as Fitbit, Life Alert 
and other devices to remind users on their health, exercise and wellness data. Monitoring products, like 
“life alert,” target older demographics and are a relatively small market with less information on its overall 
segment trends.   

 
BUSINESS PROBLEM 

 
Researchers must decide on how to position the ABC Design brand as a turnkey solution to higher 
value customers through understanding characteristics of the smart home industry.  ABC Design’s 
current customers’ parameters can be used to better segment the market for high-value customers 
and to position the brand in that particular segment for  the target market.  
 

TARGET MARKET 
 
ABC Design’s target market can be defined as follows:   
 

(1) Age: 67.6% of smart home consumers are in between the ages of 25 and 44 
(2) Income: Households with 100k+ income will be 3 times more likely to have multiple smart 

home devices. 
(3) Family size: 33% of consumers who have adopted smart home technology are married 

and have 1-2 children. Fastest Growing Market Segments 
 
Based on the Growth-Share concept, the following segments provide best opportunities and are 
viable for ABC Design based on current size and future growth. 
 

● Utilities Management = Largest growing ~14.2% 
● Home Security = Largest market ~ $25.7bn (~3% projected revenue growth over the next 

6 years) 
● Home Entertainment = Positive Growth in Revenue projections (as of 2018, the market 

size is ~ $3 billion) 
 
ABC Design’s Current Customers 
 
To better understand ABC Design’s current customer needs and match alongside the secondary 
data collected, a survey instrument was administered via email to ABC Design existing customers 
asking about the type of features they had already installed in their smart homes, what they like 
about ABC Design’s service and a few basic demographic questions. Participants were asked what 
current smart home features they had already installed. Almost all had a home entertainment and 
automation systems to help control lighting, HVAC systems, etc. This is indicative of the current 
brand positioning of ABC Design as merely an audio-visual, entertainment-centric company. 
Surprisingly, home security systems were not ubiquitous among ABC Design’s customers, with 
only 40% having installed a security system. Other questions were asked to learn more about ABC 
Design’s customers’ needs for smart home features and a wide majority pointed to convenience as 



 
 

the most important attribute Only 25% of ABC Design customers had installed integrated smart 
home features for security reasons.  
 
RECOMMENDATIONS 
 
Using the findings from the secondary market information and the primary ABC Design’s 
customer data, it has been determined that the company should strive to attract the younger 
generations and reposition its brand as a security service provider in addition to what it is already 
known for in the segment.  
 
 


