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Forward-Looking Statements

The information contained in this presentation is confident iisabeingand
submitted to you with the express understanding that you will not release this information, discuss the information contained herein,
make reproductions of or use the information contained herein for any purpose other than evaluating the Company.

This presentati on -lcooonktianignos sfitfactrewreernd s t hat i nvolve risks, uncertain
uncertainties ever materialize or the assumptions prove i ncoressedct ,
or implied by such forward-looking statements. All statements other than statements of historical fact could be deemed forward-

l ooking, including, but not Iimited to: any statements aboutnesdsi st o]l
and results of operations; any statements concerning the Compt@myods
or belief regarding future events; and any statements of assumptions underlying any of the foregoing. These statements are based on
estimates and information available to the Company at the time of this presentation and are not guarantees of future performance.

As outlined more fully in the Compa4aad0-@,actualnegudts osuld differtnmaterialByBErGm then F o |
Companyb6s current expectations as a result of many factors,anyonscl ud
business and results of operations; the Companydés ability toubyddr e:
the effects of competition; and market factors and general economic conditions. The Company assumes no obligation for and does

not intend to update these forward-looking statements. Nothing contained herein is, or should be relied on as, a promise or

representation as to the future performance of the Company. This presentation includes certain non-GAAP financial measures.

Logos and trademarks referenced herein are the property of their respective owners.



Orchestrating the Connected Home
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Established and Growing Leadership

Control (4

10+ Years of Innovation $128.5

175,000+ Homes Installed

3100+ Dealers

88 Countries 2008 2009 2010 2011 2012 2013



Our Solutions, Platform and Ecosystem
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Our Customers

Homeowners

Age: 35-55

Families with Children

College-educated
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Strong Income

Customers Installations

Small: 52%

Average $4,300

Single-room

Medium: 33%

Average $10,500

Multi-room

Large: 15%

7‘![ T Average $24,500
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Global Sales & Service Network

Extensive and Expanding Dealer Network
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Over 3,000 Independent Expert Dealers

v Professional and Local
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Executing on Our Growth Drivers

Solutions & Services

Family Room

S Platform and Ecosystem
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Financial Highlights

Consistent Revenue Growth

Increasing Profitability

Healthy Customer and Product Diversification

Significant Gross Margin Expansion

Meaningful Progress to Long
Term Operating Model
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Consistent Revenue Growth

($ in millions)

Annual Revenue
$152.0

$148.0

$128.5

$93.4
|7
2008 2009 2010 2011 2012 2013 2014
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Quarterly Revenue Growth and Seasonality

($ in millions)

Quarterly Revenue

Q1-11 Q2-11 Q3-11 Q4-11 Q1-12 Q2-12 Q3-12 Q4-12 Q1-13 Q2-13 Q3-13 Q4-13 Q1-14 Q2-14



Healthy Diversification

1H 2014 1H 2014

Dealer Mix Product Mix

Top 11-100,
18%

All Others,
42%

Top 101-500,
34%

Top 100 Dealers Represent Solution Products Represent
Only 22% of Total Revenue 66% of Total Revenue
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