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Synopsis  Usage of Connected Devices in U.S. Broadband Households 
This report examines 
the challenges and 
opportunities of 
generating recurring 
monthly revenue from 
selling content 
placement and 
advertising revenues. 
It provides a five-year 
global forecast for the 
share of recurring 
monthly revenue that 
connected devices may 
obtain as well as their 
impact on video 
subscriptions and ad 
revenues for MSOs and 
telcos. 

 
Publish Date: 3Q 14 "Revenue streams from alternate sources have the potential to be more 

profitable than unit sales," said Barbara Kraus, director, research, Parks 
Associates. "However, for the near-term, unit sales will continue to be the 
cornerstone of the business model. Manufacturers cannot monetize a device 
that is not used in a household." 
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inadvertent errors. 

 


