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Today, especially in the US “Internet of Things” is no 
longer science fiction.  It is a technology reality that has 
quickly evolved from being something that just interested 
early adopters to being embraced by the mainstream 
consumer.  Currently, according to Forrester Research, 
one in five adult American internet users already have a 
device at home that connects the physical environment 
to the Internet1.

The Internet of Things is the network of physical objects 
accessed through the Internet, as defined by technology 
analysts and visionaries.  These objects contain 
embedded technology to interact with internal states or the 
external environment.  The Internet of Things is connecting 
new places such as homes, manufacturing floors, energy 
grids, healthcare facilities, and transportation systems to 
the Internet.  When an object can represent itself digitally, it 
can be controlled from anywhere. This connectivity means 
more data, gathered from more places, with more ways to 
increase efficiency and access.  As consumers adopt the 
Internet of Things, solution providers must ensure that the 
consumer installation, adoption, and ongoing enablement 
experience are seamless and painless. 

“How support will differentiate the 
companies that rise to the top.”



The connected home is the next big technology revolution.  
It will dramatically change many aspects of our daily lives.  
Connected homes are shaping up to be an increasingly 
fraught battleground. With its acquisition of Nest in 
January, Google clearly signaled its interest in the area.  
Microsoft’s deal with Insteon also suggests it is paying 
attention.  Amazon has a dedicated store for home 
automation devices since last year. Apple is not far behind 
- they will announce a major push into the smart home 
with a software platform that will allow the iPhone to 
control internet-connected home devices.

Consumers are putting increasing pressure on connected 
home businesses with their access to social networking 
tools and recommendation engines that can rapidly alter  
buying behavior. Customer retention in the connected 
home space demands the following:

1. Ease of use and  installation, and mobile access

2. Interoperability   as the connected home is an  
 ecosystem play merging hardware, software and
 services which makes establishing standards difficult

3. Addressing privacy and security concerns
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Handling ease of use, installation, interoperability, and 
security questions of connected home device or service 
means your support is a key area that will set enterprises 
apart and establish market leaders. CSS Corp provides 
global multi-lingual support services to the consumer & 
SMB connected home space.  We offer sales, customer 
retention, customer service, & technical support in this 
space. Our differentiator is the excellent close & retention 
rates, Net Promoter scores,  and customer satisfaction 
scores we provide to our clients.  CSS Corp was an early 
adopter and has been engaged in the connected home 
space since the last five years. We understand the need of 
having to support the three main categories of:

1.  Professional installers 

2.  Do-It-Yourselfers 

3. Broadband & Utility Service Providers  

In addition, CSS Corp provides knowledge management, 
knowledge centered support, automated technology tools, 
social media, and premium / paid support in this space.
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