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For the first time, Interconnection surveyed homeowners in Germany, Austria, Poland, France and
the UK on the subject of doors. In the process, relevant topics of the door market were analyzed,
including purchasing behavior, price awareness and the importance of doors for door buyers.

The following topics were assessed:

Brand awareness and brand value: Aided and unaided brand
awareness and brand use, as well as inferior and superior

brands

Material use, willingness to change material and material
preference

Buying behavior and information behavior before door
purchase

Price types: Distribution of door buyers in the door industry
based on their buying motives and price sensitivity

Price knowledge: Price estimation of doors per door material
Importance of doors for homeowners

Relevance of different product features
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Methodical profile Consulting

IC Homeowners

=>» The IC Doors Insight 2019 provides important information for an efficient Population
marketing strategy in the European door market. In addition to brand
awareness (aided and unaided), the price awareness of homeowners is
also been addressed. Also the importance of doors for the purchase
decision process was evaluated, as well as the buying and information
behavior. A further aim of the survey was, to evaluate the material use,
preference of different door materials and the relevance of different amp’e size

product features. N=500

Homeowners from Germany, Austria, France,
Poland and the UK

=>» All questions were evaluated separately for the different customer
segments (house owners and flat owners). The results regarding material
usage and willingness to change door material are differentiated for the Survey method
different segments.

Representative online survey
Duration of the survey: approx. 10 min.

Survey period

June 2019
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The following Countries are included in the Insight Study e e |

Available Countries
'

-

POL

| FRA
| POL_
—
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Analysis of current and future door material use
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Sample chart

We analyze not only the current door material use, but also which material buyers would choose

in the future.

This chart shows dummy figures.
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Homeowners with wooden doors are more willing to choose
another door material in the future - most likely Metal-Glass
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Homeowners: current frame material, willingness to change door material and future preference; answers in %; N=100
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Which door brands are known to homeowners
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* Analysis of brand valves based on aided and unaided brand awareness and preferred door

brands by homeowners.

*  This chart shows dummy figures.
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Sample chart

Big differences between
aided and unaided brand awareness in Germany
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Hemeowners: aided and unaided Brand awareness; answers in %; N=100

Unaided Brand Awareness Aided Brand Awareness
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0,0%

This chart shows dummy figures

p-6



Strategic analysis of brand awareness
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Sample chart

Strategic analysis of brand awareness based on the Brand-Graveyard Model.

*  This chart shows dummy figures.
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IC

Only Brand B is in the Brand-Graveyard e oo |
Brand Graveyard Model: aided and unaided brand awarenes in %; N=100 I—l Brand awarenes:
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This chart shows dummy figures
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Concept of the brand triangle

shows strengths and weaknesses of the different brands
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Sample chart

* Based on the brand friangle we show where most is lost between brand awareness, brands recall

and actval purchase.

*  This chart shows dummy figures.

Although 45% of homeowners prefer brand A,
only a few can remember the brand
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Brand Triangle: aided/unaided brand awareness, answers in %; N=100 — Brand Triangle
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This chart shows dummy figures
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Analysis of price types for each country
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Sample chart

* In every markeft there is a different distribution of price types. The knowledge about the distribution
of the customers and of the competition is the most important criterion of the price policy.

* This chart shows dummy figures.

Price types differ dramatically between countries
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Homeowners: Distribution of price types in %; N=500
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This chart shows dummy figures
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How important are the different product features
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*  We analyze the importance of different product features and the price acceptance of homeowners.

*  This chart shows dummy figures.
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Sample chart

Increased burglary protection
is one of the most important door features
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Homeowners: Relevance of individual door properties; N = 100

Door features - Relevance findex vafue)
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This chart shows dummy figures
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How buyers estimate door prices

1C

Interconnection
Consulting

Sample chart

*  We analyze the price awareness of homeowners for different door materials

*  This chart shows dummy figures.
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Customers estimate the average price at around EUR 1.500,- big IC
differences, small differences depending on the material e mastog |

. . . . . . . . . . ) . :
Homeowner:: Estimation of average price: for different deor material: - without installation & sun protection, ind. VAT, N=100 ;' : Price categories
———

“How much do you esfimate the cost of a standard door on average - without installation costs, and sun
protection, incl. VATZ”

Estimated Price /i £Lk)

Maximum

Average

Minimum
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This chart shows dummy figures
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Analysis of the importance of different purchase criteria Consulting

Sample chart

*  We examine the importance of different door criteria for the purchase decision process.

*  This chart shows dummy figures.

The Door material has |C
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This chart shows dummy figures

]

© Interconnection Consulting p.12



Analysis of information behavior of homeowners
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We examine buying behavior and which online sources buyers use before purchasing their doors.
This chart shows dummy figures.

Sample chart

60% of Austrians actively seek information online,
mainly on specialist retailers websites

Customer Journey: Active search online for product/brand information; answers in % N=100

Interconnection
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This chart shows dummy figures
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Prices

IC Subscription™ Single Issue

One Country € 999,-

All 5 Countries € 3.950,-

conrerrsioie Il o [ vl o

*1C Subscription: 20% price advantage for IC Subsciption compared to single issue. The subscription can be cancelled after two purchases of the
study, but not later than 31s of December in the year in which the last study has been received. If the subscription is not cancelled, it is extended
by one more study edition. The price is the individual price for at least two orders of the study. Publication of the study every two years. Price
changes must be announced by Interconnection at least six weeks before the 31st of December.

Price includes an interactive PDF Document. All prices shown exclude sales tax.

© Interconnection Consulting
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Subscription Benefits

Please choose between Subscription™
or Single issue

[ & Subscn‘pliun*]' ~_Single Issue

As a subscription customer of the ,Door-Insight report’, you will
receive the chosen report automatically every two years at a
reduced price upon publication of a new issuve.

Additionally you have access to the following benefits:

m 20% price advantage for IC Standard Subscription compared to single issue

m Updated reports every two years on fixed dates

m One time a year free web conference with the Analyst of the report (presentation of
key results, background information, answering of questions)

m Info-Hotline: answering of questions with regards to the report and on
methodological issues relating to market research

m Flexible subscription packages: Alternating countries, product change, etc., if

possible. Conditions on request.

m Easy termination: After 2 issues each subscription can be terminated easily

© Interconnection Consulting
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Interconnection Delivers Data for Company Decisions Consulting

About Interconnection

" Interconnection is the leading institute for market data in
the window and door industry.

®  QOur studies support the leading companies in defining
targets and marketing strategies, including competition

monitoring and control of marketing actions.

®  |nterconnection draws its Know-how from over 100

international market studies per year and a number of Ad-
hoc studies in several industries.

®  Next to market data we offer for the construction branch
Ad-hoc studies in the field of distribution analyses, pricing,
market entry strategies, customer satisfaction, image

analyses etc.

®  Qur Consultant supports companies also when it comes to
translating data into actions, i.e. the development of

marketing strategies.
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References

Customers of our Studies on Doors:
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Contact

If there are any questions please

Do not hesitate to contact us!

Interconnection Consulting

Getreidemarkt 1, A-1060 Vienna

Mag. Panorea Kaskani - Analyst
Tel: +43 1 585 46 23 - 57

kaskani@interconnectionconsulting.com

Interconnection Consulting
Vienna ¢ Bratislava ¢ Lviv ® Buenos Aires * Oberstdorf

www.interconnectionconsulting.com
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FAX: +43 1 585 46 23 30 Interconnection
E-Mail: office@interconnectionconsulting.com Consulting

Yes, we would like to order the latest edition
IC Door Insight® in Europe 2019

(Please print out the order form and mark your desired products)

Please chose from the available countries

™ Germany

I Austria

I” France

I Great Britain
™ Poland

[ SUBSCHIPHON™ ..ottt sttt sesesnseee EUR 999,- /Country

[ SINGIE ISSUE ....evveeeeieeieeiieis ittt sttt ettt sseesas 2sesesens EUR 1.250.- /Country

All 5 Countries

[ SUBSCIIPHON™ ..ottt ss easesensnsas EUR 3.950.-
[ SINGIE ISSUE ...veveeveeeeveeeees ettt bbbt seassesesneeas EUR 4.938.-
Single Issue Subscription*

20% price advantage v

IC Cockpits - Online Dashboard Solution v v
Interactive PDF v v

Full Flexibility - Within the sum of the subscription available v
country reports can be changed without any additional costs

Web-Conference with the analyst free of charge v

Interconnection Marketing u. Information Consulting Ges.m.b.H., Getreidemarkt 1, 1060 Vienna
FN 172445x - ATU45165306 - office@interconnectionconsulting.com - +43 1 585 46 23 0 page 1/2



IC

FAX: +43 1 585 46 23 30 Interconnection
E-Mail: office@interconnectionconsulting.com Consulting I
Billing Address: Delivery Address:
(Please fill in the data completely) (necessary if different from the billing address )

Company: Company:

Name: Name:

Address: Address:

Post code/Zip: Post code/Zip:

Country: Country:

VAT identification number: E-Mail:

E-Mail:

Date Name Signature

*Subscription:

The price is the individual price for at least two orders of the study. Price changes must be announced by Interconnection at least
six weeks before the 31* of December. The subscription can be cancelled after two purchases of the study, but not later than the
31" of December in the year in which the last study has been received. If the subscription is not cancelled, it is extended by one
more study edition.

Terms of Payment

Payable after receipt of invoice without discount or via Credit Card. General terms of business apply, as agreed; any disputes
arising will be settled before a competent Vienna court of law. We claim copyright protection for the work. Distribution to third
parties, duplication, publication or revision, even in part, is not permitted. In case of violation the company or persons placing the
order agree to pay a contract penalty of one hundred thousand Euros in each case. All prices shown exclude sales tax.
Interconnection reserves the right to use the client’s logo as reference until revocation.

Interconnection Marketing u. Information Consulting Ges.m.b.H., Getreidemarkt 1, 1060 Vienna
FN 172445x - ATU45165306 - office@interconnectionconsulting.com - +43 1 585 46 23 0 page 2/2
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