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10 questions that will help you select the best automation solution for your homes

Sponsored by Clare Controls
Clare Controls is the provider of the ClareHome Builders Program, an integrated hardware, software 
and business solution that gives homebuilders a comprehensive response to today’s exploding 
demand for mainstream home automation systems.  For more information, call 941.328.3991 or visit 
http://www.clarecontrols.com.                                                                                    Doc ID:  2014-03-561-01

Cloud-based system management resolves builder 
concerns over after-occupancy support while  

maintaining network security.

1) Is the product delivered through a program designed 
for you? 

Select an automation provider with the product flexibility, 
construction knowledge, and business acumen to customize 
its builders program to your company’s unique needs. 

2) Is the product easy to sell? 

No matter how cool it makes your models look, there’s no 
money to be made on an automation system that’s hard to 
sell.  Assure high take rates by selecting a product with the 
sophistication to be delivered with appliance-like simplicity. 

3) Does the system require dedicated space, electrical 
service, or climate control?  

Performance that used to require racks of gear in a dedicated 
equipment room can now be configured for mainstream 
homes in a no-footprint, single-bay enclosure with standard 
electrical service and no additional cooling.

4) Does the system support audio and video?

Audio/Video (A/V) applications like multi-room music and 
video entertainment are among today’s top selling home 
automation features.  It is unreasonable to expect your 
customers to purchase an automation product that does not 
support these hot applications.

5) Are you confident in the provider’s ability to install 
and support the product? 

Assure your peace of mind (and your customers’) by selecting 
an automation solution that is installed and maintained by a 
local systems integrator, with full manufacturer’s support.

6) Is the interface easy to use?   

Test drive the product’s user interface.  Is it as easy to use 
as a smart phone?  Can customers modify it themselves to 
accommodate their favorite things to do?  

7) Can customers use their mobile devices?   

Affordable and famously easy to use, smart phones and 
tablets should always take preference over proprietary 
touchscreen interfaces, which are expensive to own and 
difficult to maintain.  

8) How does the provider keep the product up to date 
after occupancy?  

Solutions with a cloud-based system management 
approach allow home technology providers to update and 
maintain installed systems without intrusive on-site service 
calls.  This remote management capability translates directly 
into customer satisfaction.  

9) Will the product keep up with change?  

Selecting a system that is both scalable and extensible will 
assure that customers’ systems can be updated as their 
needs evolve, and as the manufacturer introduces cool new 
applications.  

10) Does the system allow secure remote access for  
your customers? 

Very few providers have made the investment necessary 
to provide customers a secure “home or away” connection 
to their systems.  Protect your customers by insisting on an 
automation solution that does not compromise their home 
network security.

A Builder’s Guide to Home Automation
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ClareHome
Managed from
the cloud and
run in the home
on a Mac
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