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client news 
• On launch day, 16 unique stories were published, with top stories 

posted. In a matter of a week, that number grew to more than 400 
mentions and over 1M social impressions. 

• Top-tier stories, interviews, video tours, photo opps, and broad-
cast coverage included Bravo TV, Good Housekeeping, Good 
Morning Washington, HGTV, GearBrain, Digital Trends, Boston 
Globe, Washington Post, Chicago Tribune, CE Pro, The Ambient, 
and Hidden Wires, along with many more mainstream, industry, 
freelance, and technology writers and analysts.

• The Certified Showroom program continues to grow with more 
showrooms added weekly, allowing Caster to continue to find 
new pitch angles and opportunities leading to a continuous ca-
dence of coverage.

a global launch of 140 Control4 
showrooms in one day

“
Through Control4 Certified Showrooms, the dealers are now in a position to visually demon-

strate profesionally installed smart home experiences that vividly show consumers how 
experts can design and properly install custom systems that add real value to their homes and 

lives. ”
Kitchen & Bath Business

https://castercomm.com/
https://www.kbbonline.com/news/awards-events/control4-certified-showrooms-host-worldwide-c4yourself-day/
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the client

Control4 is a leading global provider of automation systems 

for homes and businesses, including Pakedge networking 

solutions and Triad Speakers and electronics, which, com-

bined, offer personalized control of lighting, music, video, 

comfort, security, communications, and more into a unified 

smart home system that enhances the daily lives of its con-

sumers in over 100 countries around the world.

“
...When putting together 
connected devices, get-
ting a chance to test and 
try as many products as 
possible can be appeal-
ing. That’s the thinking of 
Control4, which builds 
smart home solutions 
across multiple products, 
and opening 140 new lo-
cations. 

”GearBrain

https://castercomm.com/
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“
Control4’s Certified 
Showrooms specialize in 
explaining the benefits of 
home automation through 
interactive storytelling, vi-
sually-stunning displays, 
and hands-on demonstra-
tions of family room enter-
tainment, multiroom audio 
and video, smart lighting, 
automated security and 
HVAC, intelligent home 
networking, and voice 
control.

- Sound & Vision

“

the problem  
The Control4 Certified Showroom program was de-
signed to direct homeowners, architects, and design-
ers in the market for smart home solutions to a lo-
calized, physical, premiere Control4 dealer location 
where they can actually experience Control4 in an 
ideal showroom environment. 

When Control4 decided they were going to launch 140 
Certified Showrooms worldwide, followed by C4Y-
ourself Day—an event in which all 140 Showrooms 
were to debut their locations and run an open house 
event on the same day—they knew they needed a uni-
fied PR and launch strategy in order to orchestrate a 
successful and impactful launch. They were looking 
to cut through the noise, shake up the industry, and 
generate global buzz with the mainstream technology 
media. Having been a Caster client for over a decade, 
Control4 knew exactly who to turn to.

https://castercomm.com/
https://www.soundandvision.com/content/you%E2%80%99re-invited-visit-control4-certified-showroom
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“
Transforming an initial 
wave of 140 showrooms 
across the world into 
Control4 Certified Show-
rooms, the home automa-
tion giant is exemplifying 
why a dealer is critical 
to the success of a home 
control equation for both 
consumers, and the archi-
tect, builder, and designer 
communities.
- Technology Integrator

“

the solution
 

It all started with a master plan. Caster worked backwards 

from what Control4 was hoping to achieve in order to devel-

op a strategy that would get them there. With minimal mar-

keting dollars, Caster spent hundreds of hours researching 

the right media in each geographic area, as well as examin-

ing local data on consumer habits and lifestyle and technol-

ogy interests in their local market and drafting personalized 

and creative pitches outlining why and how Control4 Certi-

fied Showrooms are relevant to their specific audience and 

offering storyline suggestions. Caster also pre-briefed key 

media and sent materials including the press release, imag-

es, videos, and details on their local showroom location in 

advance of the launch in order to guarantee that stories hit 

right out of the gate on launch day. 

Following the initial announcement, media in all of the mar-

kets were sent an invitation to their local C4Yourself Day 

events, which were happening around the globe on a single 

day. Caster coordinated private interviews, tours, and vid-

eo/photo shoots, as well as pitching for TV network cov-

erage to get producers involved in local dealer projects at 

beautiful homes around the globe. In total, Caster personal-

ly pitched over 1,200 verified media targets.

Marketing materials were also prepared and given to all 

Certified Showroom Dealers, including a press release tem-

plate for them to announce their showroom to their local mar-

ket and invite attendees to their C4Yourself Day event. Cast-

er worked with the participating dealers through a range of 

online PR training courses, explaining how to handle their 

https://castercomm.com/
http://www.technologyintegrator.net/article/control4-certified-showroom-launches-globally-overhauls-consumer-experience/
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16
unique stories

1 million
social media impressions

302 M reach

$3 M AVE
The stories had an audience 
reach over 320 million, with an 
advertising value equivalency 
of over $3,000,000.

own PR, event pages, promotions, and social chan-
nels. Dealers were provided tools and media training 
for working with national media outlets at their local 
events. Caster prepped them for demos, coached them 
for interviews and photo opportunities, and handed 
them key talking points, story lines, and tips & tricks 
for getting through tough questions or dry spots.  
 

result 

Caster’s strategic plan and creative pitching efforts 
have led to a steady cadence of coverage that con-
tinues to roll out as more and more Control4 Certi-
fied Showroom locations are opened worldwide. On 
launch day, 16 unique stories were published, with 
top stories posted. In a matter of a week, that number 
grew to more than 400 mentions and over 1M social 
impressions.  

For C4Yourself Day, Caster garnered 44 individual, 
top-tier media RSVPs from 22 locations across the 
U.S., UK, and Australia, consisting of consumer, trade, 
builder, and local press. This, combined with the distri-
bution of an announcement outlining the success of the 
program, resulted in Control4 receiving an additional 
41 unique stories, over 400 supplementary mentions, 
and 1.4M social impressions throughout the week fol-
lowing C4Yourself Day.

Within a month, total audience reach surpassed 320 
million, an advertising equivalent value of nearly 3 

https://castercomm.com/
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million dollars—all with minimal investment. 

Control4 dealers have shared how happy they were with the turnout at their C4Yourself events, 
both in the number and quality of press that attended, as well as new and existing customer traffic. 
“It’s really hard for some people to imagine the possibilities [of home control], and, being a certified 
showroom, we can show them all different kinds of home automation that [are] as simple as touch-
ing one button to make it work. We can show them ways with Control4 how to integrate to make 
[home automation] simpler to use,” said Vaughn Petraglia, VP of operations for Audio Video Ex-
perience in New Hampshire. Many dealers even shared how they want to move forward with their 
own events, PR, and social media programs, noting that the efforts paid off.

Ultimately, Caster’s efforts allowed Control4 to achieve their initial objective of making a big splash 
around the globe and staking their claim as both a serious player in the home automation space and 
a supportive business partner to their dealers. As a result, more designers, architects, builders, and 
end-users are aware of the possibilities of the Control4 smart home and now have the opportunity 
to experience the system firsthand in their own backyard. 

https://castercomm.com/

